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EXERCERE OUT! THRSA IN!

By Norm Cates, Jr.

IRSA President, Larry
Krieger and the IRSA Board of
Directors are to be CONGRATU-
LATED for taking a difficult situ-
ation and making the most of it!
The IRSA Board of Directors made
a wise decision NOT to change the
name of the Association to Exer-
cere, ending a hotly contested
debate which spanned a period of
about eight months.

Larry Krieger and his
Board of Directors did the RIGHT
THING with this decision on the
1RSA name ch.mgc For seven.l

staff took a lot of grief from The
CLUB INSIDER and from many
IRSA members about the name
change process and the name
EXERCERE. During the IRSA
Board Meeting in early June,
instead of proceeding with the
installation of Exercere, they
voted to modify the name of
the13-year-old Association to be

dre inclusive, descriptive, use
the word "association” and re-
tain the equity built up in the
acronym IRSA.

By making this deci-
sion, they have improved a name,
IRSA, which had caused some of
the Assocation’s members and
thousands of prospective mem-
bers to feel left out. With this

bership and for thousands of clubs
around the world that are prospec-
tive members of the Association.

The new name, if rati-
fied by the IRSA members will
be:

The International Health, Rac-
quet and Sportsclub Association
(IHRSA, pronounced like IRSA)

After hearing significant
member objections to the name
"Exercere" before, during and after
the special Member Open Forum
held at the Reno IRSA Conven-
tion, the IRSA Board of Directors
cast aside Exercere. They wisely
decided to save the name equity
by changing the name while keep-
ing the pronunciation the same.
The new acronym, IHRSA, will
unced the same as IRSA
n for 13 vears. How

simple.... and smart!

They also created a new
communication plan which I de-
scribed in last month’s CLUB
INSIDER as a * quantum leap in
communications.” The creation
of this plan is another positive
result of this name change debate.
Now, the Association leadership
can get on with the business at
hand, (i.e. to help its member clubs
succeed).

By making this move, I
think the IRSA Board of Directors
has prevented the Association
from becoming divided into two
camps. The last thing TRSA
needed after 13 successful years,
was to become divided over a new
name. The CLUB INSIDERTre-
ceived numerous letters, faxes and
phone calls from TRSA members

who were upset by the Exercere name
choice. Due to a lack of communi-
cation to the membership about this
opposition movement, The CLUB

INSIDER felt it appropriate to pro-
vide a voice for the opposition group.
Led by former IRSA President, Cecil
Spearman, Advisory Council
Member, Warren Wertheimer and
Jim Nash of the Harbor Bay Club,
Alameda, California, the opposition
was significant. Over 400 clubs
voted against Exercere, even after
an extensive Exercere mailing and
promotional campaign was con-
ducted by IRSA.

Larry Krieger and IRSA
Executive Director, John McCarthy,
were concerned about the high
number of clubs voting against
Exercere, even though technically,

(See IHRSA page 3)
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SPORTSLIFE LAUNCHES VIE MAGAZINE!

By Norm Cates, Jr.

The Sportslife Clubs in
Atlanta are owned and operated by
Jerry Alles and Lou Off. In part-
nership with two others, Gary
Carleton and George Snyder, they
have founded a brand new maga-
zine called “ VIE “ which is target-
ing women with an honest forum
for fitness professionals to show-
case and discuss new innovations,
theories and products.

Importantly to club op-
erators, the VIE Magazine distri-
bution plan includes not only
newsstands, but will include a
multi-media distribution network.
Thc distribtion will maximize satu-

ration with a multi-level approach
which is designed to bring VIE's
message to the greatest possible
audience. In addition to news-
stand sales, VIE Magazine is also
affiliated with quality health clubs
to put the magazine directly into
the hands of the upscale health
and fitness professionals and, in
turn, into the hands of their mem-
bers nationwide. Multi-media
plans include production of a com-
panion television show, with Stu-
dio 6 Productions in Orlando,
Florida. The television show will
bring the magazine to life and
reach additional market segments.
The VIE readers will also have the
opportunity to participate in the
VIE travel club, with access to
custom and unique, fitness, life-
style vacations all around the
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world.

VIE is French in origin
and is pronounced "vee." It means
life. To quote the Editor-in-Chief
Lorraine Eastman, “ VIE intends
to bring you truthful, honest infor-
mation about fitness. We may be a
little unconventional with some
of our articles, but face it, conven-
tional fitness tactics aren’t work-
ing for most people. VIE prom-
ises to bring you new, innovative
and proven programs that will
make a real impact on fitness and
your figure. Our articles don’t hide
behind a lot of medical terms and
vague references. We tell it like it
is.”

By connecting VIE
Magazine with other club chains
around the country such as the
Lifestyle Fitness Centers in the
Tampa, Florida area, VIE hopes
to be able to provide its readers
with excellent information and its
club affiliates with a tremendous
tool for marketing and retention.
Geoffrey Dyer, the President and
Owner of the Lifestyle Fitness
Centers and a CLUB INSIDER
subscriber, is very excited about
being involved with his clubs in
the VIE Magazine. Some of the

Jerry Alles (L) and Lou Off

benefits to his club include: In-

The Sportslife guys con-

creased new membership refer- tinue to be leaders in innovation in
rals, member retention, targeted the Atlanta area. The new VIE
retail sales of apparel and other Magazine will fit perfectly into their

products and the VIE Magazine,

recently announced development

with the local club pages, can take of a group of women-only clubs

the place of the club newsletter.

(SeeVIE page 8)



-1

June199s- EC

Term Cates

In

I* < PAGE2

THE INSIDE

SPEAKS

 EDITORIALS -

"INSIDER MAIL" -

COMMENTS -

The Insider Speaks

commentary, “Insider Mail”, and Hour Fax 1-404-933-9698. We
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IRSA Hospital Debate A Worthy Cause

By Norm Cates, Jr.

I think John McCarthy
has made it clear in his letter
shown on this page that the IRSA
members should not be concerned
with the issue of possible admis-
sion of YMCA’s, JCC’s and

profit and non-profit), John has made
it clear how he feels in his June 14th
letter (shown below) where he states:
“ The issue which, for many rea-
sons, now deserves a full and fair
airing pertains to hospital clubs with
which, as you know, many IRSA
members are now managing, joint
venturing, ctc. There are reasons
why it might make sense for [IRSA

to include these clubs. There are
also reasons why it should.not.

municipal clubs into IRSA. 1 am
sure that many IRSA members
will be glad to be reassured that
this isn’t going to happen.
Relative to the admis-
sion of hospital-owned clubs (for

Board, and this is by no means

Before any decision is made by the

imminent, the membership would
(See Insider Speaks page 10)

June 14,1994

Mr. Norm Cates
The CLUB INSIDER

Dear Norm,

Ongratul

With respect to your article entitled “Is IRSA Expanding to Include
Non-Profits?”, the issue is quite clear.

IRSA’s By-laws state that only clubs which pay property taxes and
do not accept tax-deductible contributions for capital or operating
costs can be members of the Association. We require every club
that joins to attest in writing that they are joining in conformity
with this and other By-laws.

No change can be made in these By-laws unless the change is voted
by the Board and ratified by the membership. No change is even
to be considered without wide input from the membership.

Given the history of the Association, (and given, too, the fact that
the YMCA's, JCC’s and Parks and Recs have their own organiza-
tions comparable to IRSA), it is unlikely that the Board would
entertain a motion to bring Y’s, J's and Parks and Rec’s into the
Association. And, in the unlikely event that such a motion were
approved, it is — at least in the present climate - equally unlikely
that it would be accepted by the Y, etc.

The issue which pertains, for many reasons, now deserves a full
and fair airing pertains to hospital clubs with which, as you know,
many IRSA members are now managing, joint venturing, etc.

There are reasons why it might make sense for IRSA to include
these clubs. There are also reasons why it should not. Before any
decision is made by the Board, and this is by no means imminent,
the membership would have to be contacted for their opinions.

Regards,
John McCarthy
Executive Director

(Excerpts from Kim Fuller’s letter)
May 1,1994

IRSA- Board of Directors
RE: HOSPITAL BASED FITNESS CENTERS AND 501(c)(3's)

Dear Board:

At the last IRSA convention in Reno, I attended the session regarding hospital-based fitness centers
presented by Tom Rhind. In his session, Mr. Rhind described his center in detail and I asked specific
questions about the legal status of his center. Although I will describe the details I heard, if I'm in error,
please confirm all information with Mr. Rhind and let me know if I’'m incorrect. It is not my intention
to raise an issue if my interpretation of the facts are wrong.

Mr. Rhind described a center that is a “for profit corporation” that is a subsidiary of a Hospital
Foundation. He further described that one of the major reasons for pursuing this Center was for
profitability. I asked Mr. Rhind if the Hospital Foundation was a 501 (c)(3), and his response was
“Yes.” I then asked Mr. Rhind how this Center was capitalized. He said that the Foundation built the
facility (about $10 million) and that the “for profit corporation” now runs the facility. Consequently,
the Center pays a debt service to the Foundation and the Center does pay taxes.

The major difference between a 501 (c)(3) and all the others is that a 501(c)(3) may receive tax-
deductible donations and pays no taxes what-soever. Only a 501(c)(3) or government agency has this
special privilege.

The threat to “for profit clubs” comes from 501(c)(3) charities and government agencics. Mr. Rhind’s
fitncss Center was capilalized wi ctible donations from a 501(c)(3) Foundation. The fact.|
that a “for profit corporation” now runs the center is irrelevant since this facility was capitalized with
tax-deduclﬁ)!e money from a 501(c)(3). The fact that Mr.Rhind’s center pays a debt service to the
Foundation is simply the Foundation paying itsclf back since the “for profit corporation” is a subsidiary
of the Foundation. Why is Mr. Rhind’s fitness facility a member of IRSA, since his facility violates
IRSA's By-laws?

I would now ask what is the goal or mission of IRSA ? As stated by John McCarthy in his opening
address at Reno, “To enhance the profitability of its member clubs.” In the first paragraph of IRSA’s
membership application it states: * Membership in IRSA, The Association of Quality Clubs, is open
to fitness, racquet and athletic facilities which pay property taxes and do not accept tax-deductible
contributions for capital or operating costs...” These statements are consistent with John McCarthy's
statement that IRSA exists to enhance profitability of member clubs. As a result, by definition, a
501(c)(3) cannot join IRSA because it would violate this mission statement and its own By-laws.

Many of us joined IRSA knowing that IRSA was an Association of “for profit clubs™ and that IRSA's
position and much of its motivations were to enhance and strengthen and protect “for profit clubs™ in
a private enterprise system. Consequently, IRSA established “The Fund” to help fight unfair
competition from non-profit charities that misused their 501(3)(c) charitable status to compete in the
market place of “for profit clubs.”

A conflict of interest seems to be growing in that IRSA funds unfair competition fights all over the
country and then has a 501(c)(3) subsidiary presenting at the IRSA convention and joining the
Association. How is IRSA going to deny admission to the subsidiarics of YMCA’s,JCC's or Parks and
Rec’s? These groups should not be allowed to join an Associaiton of members to “ enchance
profitability” by simply establishing a subsidiary.

I would request that Mr. Rhind’s fitness center and all others like it which are currently members of
IRSA be investigated and if they have violated the by-laws for admission, that their membership in
IRSA be revoked. I would further request the Board be more specific and state in writing that no
501(c)(3) and their subsidiaries, or government agencies and their subsidiaries be allowed to join.

I have personally contributed much time and over $50,000 to help fight unfair competition. I have
appreciated IRSA’s help in the past. I would simply ask that IRSA clarify and maintain it’s original
mission and goal: “to enhance Emf itability of member clubs.” If Juu would like my help or input on
this matter, T would be more than willing to meet with the Board or IRSA Staff.

Please call me if you have questions and I would like a response from the Board as to its decision and
the outcome of Mr. Rhind’s facility as an IRSA member.

Thank you,

Kim Fuller

General Manager

Livermore Valley Tennis Club

T

Copyright © 1994 CLUB INSIDER, INC. All rights reserved. Material may not be copied in whole or in part in any form whatsoever.
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STEVE WILD, owner of
The Libertyville Tennis Club, Lib-
ertyville, 11, is taking a very strong
position against the non-profit com-
petition in his area by converting
one of his indoor tennis courts to a
new fitness facility. He estimates
that his conversion and renovation
project will cost $500,000. Good
luck on the project Steve !

TOM JONES publishes
The Squash News which is a publi-
cation dedicated to squash players.
The Squash News has a circulation
of 12,000 and is available for $20
per year by writing to: Squash News,
186 Arcadia Rd., Hope Valley,
Rhode Island, 02832.

The New World Fitness
IDEA Conference attracted over
4,000 people recently in Las Vegas.
Attendees showed up from 68 coun-
tries.

My Sincere Apologies for
misspelling the name of MICHAEL
LEVY, the President of Sports Clubs
of Canada in last month's CLUB
INSIDER.

e = Raeme e

IRSA’s 9th Annual Mar-
keting and Sales Conference and the
3rd Annual IRSAJATHLETIC
BUSINESS Trade Show will be held
November 30 thru December 3,
1994, in Orlando, Florida. The event
will be headquartered at The Walt
Disney World Swan Hotel. If you
aren’t a member of IRSA and you

* Norm's Notes °

operate a for-profit club, you ought
to join by calling (800) 228-4772.
To register at the hotel, call (800)
248-7926.

The SPORTSLIFE
CLUBS in Atlanta have an-
nounced that they will open their
first LADY SPORTSLIFE Club
in North Atlanta. The first facility
will be a renovation of a Service
Merchandise store, providing a
15,000 square-foot ultra state of
the art facility. BILLY ROBIN-
SON will be the General Manager
of the first location. The
SPORTSLIFE chain of six At-
lanta clubs is owned and operated
by JERRY ALLES AND LOU
OFF. The new focus by
SPORTSLIFE on women is also
reflected by their introduction this
month of their VIE Magazine, a
slick bi-monthly magazine which
focuses on health and beauty for
women.

CLUB  INDUSTRY

MAGAZINE was acquired by
Cardinal Media about a year ago
along

INDUS-

Recently, Cardinal Media folded
Rehabilitation Today to concen-
trate on their other efforts. | per-
sonally think that CLUB INDUS-
TRY Magazine is better now that
Tom Morgan is the Publisher. |
wish him well as he continues to
improve the publication.

RICK CARO reports that
the newly reincarnated IRSA Insti-
tute, held at the Lake Forest Col-
lege, in Lake Forest, Illinois in early
June was a huge success. Over 60
students from 8 countries paid $1100
each for tuition, room and board for
a week of intensive training on vari-
ous club topics. The one-week pro-
gram was co-sponsored by
CHECKFREE/RCM Systems and
LIFE FITNESS and attracted atten-
dees from Australia, Belgium, Can-
ada, Costa Rica, Germany, Norway
and the U.S. The return of the IRSA
Institute was a good move, long
over due.

LARRY KRIEGER, the
head man for NUTRASWEET chain
of WellBridge Centers and outgo-
ing President of IRSA (IHRSA),
tells me that by the time this issue
goes to press, the ink should be dry
on WellBridge's latest club pur-
chase, the Le Pli Club, located in
Cambridge, Massachusetts. This
brings the number of clubs acquired
in the Boston area by NU-
TRASWEET to four. Larry says he
will have three major renovation

“ projects gofng on 3t the ame firfie 8

they remake the two Boston Health
and Swim Clubs and Le Pli into the
WellBridge format. Good luck Larry
and WELLBRIDGE !

JAMES ANNESI, Ph.D.,
is the director of a program called
MAP - Member Adherence Pro-

gram. The MAP is a new technol-
ogy created to respond to the need
for increased member retention
and effective staff utilization. The
MAP program combines in a prac-
tical way, ingredients proven to
increase retention. Be sure to read
the article in this months CLUB
INSIDER entitled: "Programming
Individual Profiles...A Key To
Retention."

ARTHUR JONES, the
inventor of Nautilus and now
chairman of Med-X will speak at
the First Annual LIFE STYLE
Symposium to be held in Las
Vegas, at the Tropicana Hotel on
August 23- 25, 1994. The title of
his presentation is: The Past, The
Present and the Future of the Fit-
ness Industry. If you have never
met Arthur Jones or heard him
speak, then you are in for a treat if
you can attend this conference. To
quote the National Fitness Trade
Show information flyer: “Arthur’s
direct approach will challenge your
intellect, arouse your emotions and
motivate you to ask questions.”
Arthur Jones is truly one of the
most amazing and inleresting
human beings on this planet and
this speech ought to be an event to
remember!

CECIL SPEARMAN
has merged two of his Women's
Clubs in San Diego into one loca-
tion. The two locations are about
six miles apart and Cecil is giving

his members several options in-
cluding transfer of their member-
ship to two other Women's Clubs
or refunds where appropriate.

VENDORS UN-
HAPPY? Sources tell me that
the companies who support and
supply the big Trade Shows such
as IRSA and CLUB INDUSTRY
are now beginning to look at their
results from those trade shows
and asking themselves WHY?
Why should they spend the money
that they are being asked to spend
for booth space when the sales
don’t come in to match or even
equal their costs for being there?
One supplier tells me that it costs
his company about $4,000 per
space to attend a major show and
he has usually taken six to eight
booth spaces. Maybe there is a
“shake-out” coming from suppli-
ers who will decide to seek their
new business another way. Maybe
IRSA and CLUB INDUSTRY
better take a close look at their
trade show pricing to sce if there
is a way they can keep these
vendors happy and on board!

~CALIFORNIABASED

TCMA (Tennis Club Manage-
ment Association) is very con-
cemned about the actions of IRSA
as indicated by their most recent
TCMA Newsletter which states:
“Most distressful to us is the
emphasis on hospital - based clubs

(See Norm's Notes page 8)

...JHRSA

continued from cover

Exercere had won the vote 60%-
40%. Krieger and McCarthy met
six weeks before the IRSA Reno
Convention and decided that it
would be a good idea to have a
meeting of all interested IRSA
members at the Reno Convention
to discuss the name change before
proceeding any further. A week
later, Warren Wertheimer called
and proposed the same idea to them.
The meeting was set and about 300
people attended at 8:30 on a busy
Reno IRSA Convention Friday
night. Larry Krieger presided over
the meeting, telling everyone up
front that he and the Board were
there to listen and listen they did!
Forty people spoke their mind about
the name change and other issues.
Of those that spoke of the name
change, most were against the name

Exercere. But, almost all of those
opposed to Exercere were in favor
of the idea of changing the name.

A quick poll of some of
the. IRSA members who had
opposed Exercere shows that this
change to The International
Health, Racquet and Sporisclub
Association will be well received
because it is inclusive, descrip-
tive and retains the built-up eq-
uity in the name IRSA. When
people in your club are giving a
tour and want to talk about the
reciprocal membership program,
they can say: “Our club is a
member of IHRSA - The Inter-
national Health, Racquet and
Sportsclub Association which
provides you with reciprocal
membership privileges at other
excellent clubs around the world
when you travel!”

The UNITY of IRSA
should be solidified by this move
and | applaud Larry Krieger and
his Board of Directors for being
reasonable and open to the

f)ppmilion ’s viewpoint on this very |_ Norm Cates’ —l
important matter. Larry Krieger| ﬂ ® |
and his Board of Directors showed | |
what TRUE LEADERSHIP is all | E “ SI er |
about by taking the necessary time | :

to listen and to respond to what = NEWS

they had heard from their constitu- Subscription Form

ents. They deserve thanks for what |
they have done, which is to pre-
serve the hard work and invest-
ment of time, energy and money
that the members have made to |
make IRSA what it is today, while |

Name (s):

Club Name:

al the same time, positioning the| Address:
Association to grow within the | . N
health and fitness club world. | Clty; State, le
Pending a legal search on the new [ Telephone‘

name availability, IRSA mem-
bers will again be asked to vote to
ratify the change. I'll bet that this $99 f
: : or 1 Year for 1st Person
new name will be overwhelmingly l—
supported by the IRSA member- | $49 for 1 Year for Additional Subscriptions
— %

ship. | urge IRSA members to $ Ch

. eck Enclosed
VOTE YES and support The Inter- |~ ———
national Health, Racquet and |Authorization Signature;
Sportsclub Association! (IHRSA!) |

| P.O. Box 671443, Marietta, GA 30067-0025 or
Fax:404-933-9698 OR Call Toll Free Hotline 1-800-700-2120
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Attacking Hidden Expenses

By Rick Caro

What is the ideal place

to save on club expenses 7 Any cate-
gory where the total savings all flow
to the bottom line and where the
member never sees any change in
the club’s operation. Furthermore,
if the above situation occurred with
a state-mandated expense, that is a
world-class win for the club.

WORKERS’ COMPENSATION
INSURANCE

“‘ orkers’ compensa-

tion insurance is just such a cate-
gory. Itis a required insurance based
on total payroll. It must be paid on a
timely basis. If the insurance lapses
or is not paid on a timely basis, the
club owners and senior management
can be held personally liable.

Most club owners and gen-
eral managers just accept this type of
insurance as a necessary evil with-
out a great deal of scrutiny. In some
states, the government has had to
create a pool because all of the pri-
vale insufance companies stopped
writing there. Apparently, in those
cases, the state legislatures had not
approved appropriate rate increases
over time and the claims created a
bottom line loss for all of the insur-
ance companies. They simply de-
cided to leave the state.

In other cases, there are
discounts offered up front as part of
the premium calculation. In a few
locales, there is a workers' compen-
sation safety group in existence
where a dividend is paid to all in the
group if the premiums exceed the
claims. On another note, the club
industry has seen an increase in
claims over the last five years. Gen-
erally, there is one catastrophic acci-
dent injuring an employee every 5-6
years in these safety groups.

Scenario #1: A club has an
annual workers’ compensation audit
scheduled. The club’s bookkeeper is
told by the General Manager to turn
over all payroll records to the club’s
outside accountant. The audit takes
place at the accountant’s office and
about 6 weeks later, the club re-
ceives an audit bill of $14,000. So,
the club owes another $8,000 be-
yond what it had already deposited.
The insurance company refused any
payment terms: so the club had to
pay the extra $8,000 within 30 days
after the bill was received. Since
switching insurance companies

would not solve this surprising
dilemma, the club paid it reluc-
tantly.

But, much worse, the
insurance company then imposed
a much higher deposit based on
the new audit. So, within 90 days
of the audit, the club paid both
the $8,000 overage for the audit
and an extra $6,000 in advanced
deposits for the current year. All
staff and owners were incredu-
lous at this $14,000 negative
swing.

Scenario #2: One year
later, the same club had a total
workers’ compensation premium
- with the same insurance com-
pany and with $75,000 more in
total annual payroll - of only
$6,500. The only difference was
that the club’s ownership hired a
consultant intimately familiar
with both the club industry and
that state’s workers' compensa-
tion regulations. The $7,500 sav-
ings went straight to the bottom
line along with much reduced
advanced deposits on future
years.

Each state governs its
own workers' compensation poli-
cies and s, In some
states, there are a variety of cate-
gories for clubs —Tennis Clubs,
Racquetball Clubs, Tennis Clubs
N.O.C. (Not otherwise covered),
YMCA'’s, Country Clubs, Exer-
cise/Fitness Institutes, etc. Clubs
need to know the categories and
the definitions of each.

In New York State,
there was no category for a tennis
or racquetball club until two years
ago. Instead, such racquet-sport
and multi-sport clubs were placed
in the AmusementPark/Recrea-
tion category. Imagine the fre-
quency of employee injuries with
those mechanics and handymen
working on parts for ferris wheels
and roller coasters. The rate
amounted to 10.9% of total pay-
roll. The immediate lesson was
to learn how to get permission to
classify as many club employees
as possible in other categories
which would cost less. The long-
run solution was to go to the State
Workers' Compensation Rating
Board and create a new category.
That happened to take 5 1/2 years,
but it got created.

VARIETY OF
CLASSIFICATIONS

The goal was to prop-
erly place as many categories of
club employees in other classifi-

cations and pay for them at lower
rates. Some of the categories used
were:

*Clerical

*Executive

*Sales

*Child Care

*Restaurant/Bar

*Retail

The prevailing rigorous
jobs in a club-fitness and aerobic
instructors,lennis/racquetball/
squash pros, maintenance (house-
keeping and repairs)-all fell under
the main category (Amusement
Parks). However, the club was
able to shift the others success-
fully. Bookkeeping, computer
operators, member processing,
front desk, member service, pro-
gramming/activities, etc. all fell
under Clericals. All department
heads and above were placed in
Executive. Pro shop was under
Retail. Sales staff went under
Sales one year and then moved to
Clericals next.

The advantage was over-
whelming. A staff member clas-
sified under the Amusement Park
category cost the club 10.9%,
while a Clerical cost .6%. The
savings on $100,000 of payroll in
a simple re-classification was
$10,300. The savings on $300,000
in actual shifting for this club was
$30,900.

The preparation was sub-
stantial for the audit to be success-
ful. All of the main categories of
jobs were summarized into a 4-
line job description. Then, each
job was put in the relevant work-
ers' compensation category (e.g.
Clerical, Child Care, Executive,
Amusement Park, etc.) and was
given a code letter ("A" or "B" or
"C"etc.) A separate list was pre-
pared of each individual employed
over the course of the year with
his name, code letter(for his clas-
sification) and for his gross eam-
ings. At no time did the auditor
need to go through the detailed
records of each payroll period or
each employee’s wage history.

The first year of this
audit, the insurance auditor wanted
to interview a sample of employ-
ces to verify the accuracy of the
classification of their positions.
Since most were involved in the
creation of their 4-line job de-
scription, they were comfortable
in meeting with the auditor and
confirming the accuracy of those
descriptions.

The other area of sav-
ings in the workers' compensation
area is the insistence that all inde-

pendent contractors buy their own
insurance. Technically, clubs pay
tennis pros, personal trainers, aero-
bic instructors, massage therapists
and a host of others as independ-
ent contractors. In most cases,
many of those who are being paid
as independent contractors do not
qualify for this status and should
instead be paid as employees. If
they did qualify, they must buy
their own workers' compensation
insurance and provide a certifi-
cate of coverage to the club. If the
auditor sees such a certificate, he
will not hold the club account-
able. Without it, he will bill the
club.

Workers’ compensation
is really one of those hidden costs
which the club can impact and
achieve some real savings.

SERVIGCE PROGRAMS

Electronic Funds Transfer
(CHECKING—SAVINGS)

(Per Payment Processed)

PLUS
Payment Book and Credit
Card Processing

CALL NOW!
1-800-233-8483

Gary Piper or Jarry Mercer

Affiliated Acceptarce Corporation
PROFESSIONAL RECEIVABLE 1 MANAGEMENT

AAC...“We're Here To Work”

Caro

(Rick Caro is President of
Management Vision, Inc., a con-
sulting company to clubs and an
acknowledged expert in club fi-
nances, operations, valuations and

sales. Management Vision, Inc.
can be contacted at (800) 778-
4411.)
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Programming Individual Profiles

By Jim Annesi, Ph.D.

Retcntion is the elusive
problem. All of America knows
exercise is important. We present
facilities that are comfortable, con-
venient, staffed with personnel
knowledgeable about the processes
required for good fitness. Why
then, do we have problems keeping
half of our members over one year?

The answer can be quite
complex. Since exercise psychol-
ogy still battles with theories con-
cemning why people start exercis-
ing, a thorough analysis of reten-
tion or “exercise adherence” is
definitely a bit down the road at
best. We can however, learn from
what is known.

Experimentally developed
methods are now able to predict
adherence/ dropout from an exer-
cise program with 80-92% accu-
racy. This can be done through
short psychological tests assessing
various self-motivational factors.
Taken together with specific physio-
logical measures, a very useful
profile is possible for us,

Oy BUDUE

gies have demonstrated uscfulness
for enhancing retention. For in-
stance, partializing and formally
contracting to a discrete, goal (such

perspective based on my own areas
of training and expertise. Accord-
ing to this perspective, exercise is
viewed as a behavior set not un-
like any of the hundreds of classes
of behaviors a person undertakes
in a day or week. When a behavior
is followed by a reinforcer (an
event perceived as a positive), the
likelihood that the behavior will
occur under similar conditions
goes up. When a behavior is fol-
lowed by a punisher (an event
perceived as a negative), the like-
lihood goes down. It is the altera-
tion of the exercise environment
that allows us control over the
exercise behaviors’ consequences.
Thus, control over exercise fre-
quency is possible to the extent
that we can identify and control
the correct variables. As we all
know too well, when exercise
frequency drops below a minimal
point, dropout occurs (from
“nonuse”).

It is the bringing of exer-
cise behavior to an acceptable level
of occurrence and the reinforcing
of staff, the exercise setting, and
the member himself or herself that
facilitates the ultimate goal —
exeicise as a habil, you have him

Basced on the model I
have just described, allow me to
let you in on some of the specifics
that you as an owner/administra-

as the loss of 3 pounds in two weeks, tor are capable of acting on in a

rather than 50 pounds “as soon as
possible”) alone has enhanced
adherence in several studies.

Strategies such as relapse
prevention training (where a client
is trained to prepare for various
“slips in their exercise schedule)
have also proven useful. Training
the client in techniques such as re-
laxation, visualization and disso-
ciation effectively has reduced the
undersirable pairing of discomfort
with the exercise experience. For
the “at risk” client, exercise is dis-
comfort. No matter how many
incentive programs are run, how
friendly staff is, or how attractive
the facility appears, you've lost a
member when discomfort is associ-
ated with entering your club. Be-
lieve me, it is not usualy “lack of
time”, as you are told during exit
interviews, causing dropout.

How then, can we use this
ability to assess the propensity to
dropout and knowledge of exercis-
-ing and feeling good about coming
to our facilities? The answer is, in
my opinion, in a very systematic,
but flexible approach.

In my development of
MAP (Member Adherence Pro-
gram) [ used a cognitive/behavioral

systematic way to raise retention.

Assessment. Members
should be classified according to
their self-motivational level.
Every prescription, to “comfort-
zone” training, to follow-ups must
flow from this psychological pro-
file. Research repeatedly proves
that an intuitive approach fails to
identify the likeliness to dropout.
Scientific, psychological measures
must be used for “at-risk” assess-
ment or program design and fol-
low-up become little more than
guesswork.

Exercise Prescription.
Based on a psychological profile
as just described, the exercise pre-
scription process should begin.
Many quality facilities use a set
schedule for setting prescription
time (e.g., 3 days after sign-up).
They are incorrectly assuming all
members are equal. If an at-risk
member is given a physiologically-
accurate prescription to lose 50
pounds”soon™; due to its intensity
alone, he/she is set up for failure.
We must realize that when joining
a club, clients are often at their un-
usually highest level of motiva-
tion. When they fall back to their
normal level (which may be quite

low), discomfort runs the risk of
taking over in reaction to a high
effort program. When that hap-
pens, you lose them for sure.

High-risk members
must:

1) Have their prescrip-
tion deferred until they fall back to
their average levels of motivation
(4 to 6 weeks); (general orienta-
tions are best until then).

2) Have goals partialized
and negotiated upon to set up for
success.

3) Be trained to self-re-
inforce small examples of prog-
ress (such as completing a work-
out or an additional minute on the
treadmill) and

4) Have a prescription
developed that is exhilarating
rather than uncomfortable.

A member testing higher
in self-motivation is more persis-
tent. Since muscle soreness or fa-
tigue is not likely to affect them
adversely, the prescriptions/goal
sefting appointment can be sooner
and more intense with this profile.

We use another brief psy-
chological instrument to cross-
check the accuracy of the pre-
scription when completed. 1f the

“scores move in the predicted di-
rection post-workout, as compared
to pre-workout (indicating com-
fort), the prescription was accu-
rate. If not, a change is made. This
test accounts for the fact that one
person’s enthusiastic challenge is
another’s pain and discomfort.

Follow - Up. After ac-
curately profiling the individual,
negotiating goals, setting a man-
ageable exercise prescription, and
preparing a scheme for tracking
and self-reinforcement, all is not
done. After the pro-active work
have been completed, reactive
strategies should be in reserve.
Problems slip through the best of
systems. If tracking indicates a
drop-off in facility usage, a less
demanding schedule should be ne-
gotiated upon immediately, again,
setting the client up for success.

Although trainers cannot
be psychologists, I have been very
impressed by these physiologi-
cally schooled professionals abil-
ity to gain helping skills with just
short amounts of training. As they
help the member experiencing ex-
ercise-based discomfort with skills
such as breath control, deep muscle
relaxation and pleasant imagery,
the threat of discomfort eliminat-
ing their exercise behavior is less-
ened. As a positive sensation
overtakes the discomfort, less and
less intervention is needed. The
final result— THE EXERCISE

HABIT — a long term member,
With some thoughtful ef-
fort, a great impact can be made
on retention rates. The depend-
ence on the quick-fix must be
countered, however. With a sys-
tematic program that is sensitive
to individual variations; accurate
prescriptions; effective tracking;
appropriate, frequent reinforce-
ment; and usefull follow-up proc-
esses, retention can be impacted
upon greatly, Only with such a
well-planned, multi-phase pro-
gram may we end “preaching to
the converted” and begin focus-
ing our attention on the identified
at-risk client. These certainly are
the ones that will effect retention
rates in a most positive way.

(Dr. Jim Annesi is the
director of Enhanced Perform-

)

Anessi

ance Technologies, a Woodbridge,
N.J. based sport/exercise psychol-
ogy consulting firm. He developed
MAP (Member Adherence Pro-
gram) for release in the U.S. in
Summer, 1994. To reach Jim call:
(908) 636-4183.)

SPRINGFIELD CORPORATION

WHOLESALE DISTRIBUTOR OF INSTITUTIONAL LINEN

404 /451-3951  B0O0-241-2081

QUALITY PRODUCTS
at

COMPETITIVE PRICES

oo

Imported & Domestic Textile Products

Take the guess work out of your. . . .

~Towel Purchasing
Satisfaction Guaranteed

FAla g

Commercial Products
Authorized Distributor

cALL 1-800-241-2081

ASK FOR OUR CURRENT PRODUCT LIST

HEALTH AND ATHLETIC CLUBS
The Supplies You Needed Yesterday!

IR

ASSOCIATE MEMBER

P.O. Box 81345 *» Atlanta, Georgia 30366
FAX 404 /4579557

FAX 800-772-6760




JUNE 1994 + 1 Insid +PAGE 7

Women's Only Club's
Coming On Strong!

By Norm Cates, Jr.

There was a time when
women’s only clubs in America
were a major force in the health and
fitness industry. However, for
whatever reasons, some American
chains of women’s only clubs
folded, leaving many members
holding a worthless membership
card. A good example was when
the Elaine Powers chain of 9 At-
lanta women only clubs closed
overnight a few years ago.

There now is in motion, a
resurgence in women’s only clubs.
The recent announcement in Cali-
fornia that the beautiful and popu-
lar Linda Evans has become a part-
ner in a chain of clubs now called
The Linda Evans Fitness Centers,
is a good example. Another good
example is Atlanta’s Sportslife
Clubs, a powerful chain of six loca-
tions, has recently announced the
establishment of “Lady Sportslife”
clubs to fill a market need,

“ MARY JO FRENDA AND
THE WOMEN'S CLUB
FITNESS CENTER AND DAY

SPA

An excellent example

of a highly successful women’s only
club is The Women'’s Club Fitness
Center and Day Spa, located in
Rolling Meadows, Illinois, a Chi-
cago suburb. Mary Jo Frenda is the
General Manager of this six year
old, 25,000 square foot club for
ladies only. The club has annual
sales of $1.6 million with profits
on that revenue in double digits.
The Women’s Club Fitness Cen-
ter has an excellent mix of facili-
ties and services which make it
“the place for women™ in its
market. Within the confines of
the facility is an indoor swim-
ming pool, weight rooms with
free weights, a line of Cybex “Lite
Line” machines sized for women,
a Sprint circuit, locker rooms with
steam, whirlpool and sauna com-
bined with a full line of locker-
room amenities, an 1/16th mile
indoor track, two aerobic studios
and a large, 60 machine cardio-
vascular room with “tune and
view” T.V.’s. The second floor of
the facility has a conference room
where weight loss support pro-
grams are provided as well as
other educational seminars. Six
months ago, The Women’s Club

Fitness Center added a luxurious
“Day Spa” to the facility. The

" Day Spa offers a full range of

pampering services for women
such as facials, massage and
manicures. The “Day Spa” is
already making a profit, plus it is
contributing to new membership
sales with its store front access in
the mall where the club is located.

The Women’s Club Fit-
ness Center and Day Spa, through
Mary Jo Frenda’s leadership and
direction, has carved a very dis-
tinet niche in the market. Mary
Jo, a club industry veteran of 16
years, cites “ a culture where we
really care” as the key to the club’s
success. Explaining, she cites the
effort that she and her staff make
to “really listen” to the needs and
wants of her members. By caring
and listening and then acting to
satisfy her members, Mary Jo has
developed a team that is making
the club highly successful. Her
staff members love what they do
and that love is passed on to the
members.

LINDA EVANS JOINS
THE CLUB INDUSTRY

Agrul addition to our
industry is Linda Evans, who
starred in the highly successful
"Dynasty” television series. It
was recently announced that
Linda has become a partner in a
chain of San Francisco Bay Area
ladies only clubs called The
LINDA EVANS FITNESS CEN-
TERS. Her partners are industry

veterans Mark Golub (CEO), Tom
Gergley (President) and Mark
Mastrov (founder and owner of 24
Hours Nautilus) who will be a
partner in the Bay Area clubs only.

The new company cur-
rently owns and operates five Bay
area centers with very ambitious
plans for the addition of many
more in the Bay Area. They are
developing other major U.S. mar-
kets by seeking relationships with
already established club operators
who want to expand into the
women’s-only market. Club op-
erators can become involved with
the Linda Evans Fitness Centers
through a franchise or partnership
agreement.

Linda Evans decided to
get involved in the fitness industry
because she has a firm belief that
women ages 30 to 60 have yet to
be provided with a program that
satisfies the needs of women as
they grow old. The focus of The
Linda Evans Fitness Centers will
be a “high touch” concept where
women receive a lot of support in
‘the form of proper initial training,
nutritional programs and lecture
series intended to further their
health education. The objective is
to provide a non-intimidating en-
vironment where a woman will
feel comfortable working out with-
out make-up or a fancy outfit. The
very young and very fit women
will be welcomed of course, but
the focus will be on attracting
women who have never joined a
health club because they have been
too busy with other things in their
(See Women's Clubspage 9)
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* Product Announcement * SKY-WALKER

Sport Specific of Amer-
ica, Inc. has been founded by a
Canadian Public corporation, Sport
Specific International, Inc. to
market breakthrough full-body
aerobic exercise products. $4
million was raised in the initial
round of capitalization on the
Alberta Stock Exchange and will

be used to establish administra- the immense popularity of walking
tion, sales, marketing and manu- exercise sweeping commercial and
facturing operations for SSA’s first consumer fitness markets.
product - the Sky Walker. Lee Guthrie, a club indus-
The Sky-Walker, sched- try veteran with experience as the
uled for introduction at the Club top sales director for both Life Fit-
Industry convention and trade ness and Nautilus Sports/Medical
show in Chicago in October, is a Industries, will serve as President
sophisticated low-impact walking and Chief Executive Officer of SSA.
machine, designed to capitalize on John Haden will serve as Executive

Vice President and Chief Operat-
ing Officer. The company will
manage distribution from Haden's
long established commercial
equipment sales headquarters in
Dallas, Texas. SSA will use dis-
tributors instead of operating a
costly field sales force as others
do. The savings from this method
of operation will be applied to

product research and development
and after-sale support.

The Sky Walker will sell
for $1295 for the home model and
$2195 for the commercial ver-
sion. For additional information:
(800) 405-9255(WALK).

&k
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Norm's Notes

continued from page 3

and the importance of being affili-
ated with a group of clubs that
allow hospitals to use their clubs.
Hospital-based clubs directly
compete with our clubs and they
have an unfair advantage, like the
YMCA’s, in that they are subsi-

| SERVICE PROGRAMS

BILLING

(BY COUPON BOOK)

| TWO BUCKS

Payment Coupon Payments
Processed for Two Bucks
.or LESS!

I CALL NOW!
| 1-800-233-8483
Gary Piper or Jerry Mercer

Affiliated Acceptance Corporation

PROFESSIONAL RECEIVABLES MANAGEMENT
AAC...“We're Here To Work”

dized. They do not have to worry West Coast opinions. Upon reflec-
about expenses that most of our tion, the TCMA Board of Directors
clubs deal with on a daily basis. is reevaluating our relationship with
IRSA is endorsing, no embracing, IRSA. We are making every al-
what they call the “new wave in tempt to get involved, make our
health clubs.” Our final concernis needs, opinions and criticisms
that IRSA should have communi- known and anticipate attention to
cated this approach to the Associa- this matter by the IRSA Board. Your
tion's membership in order to ob- input is both needed and welcome.”
tain feedback. However, they have Here are some comments
demonstrated a lack of interest in from the CLUB INSIDER. First, I
hear you. John McCarthy hears

you. And, the IRSA Board hears

® you. Please realize that John Mc-

: Carthy is probably the world’s best

expert on this subject and he feels it

= is now time Lo air it out amongst all
IRSA Members. (See editorial
entitled IRSA HOSPITAL DE-
BATE.... A WORTHY CAUSE.)
Please also realize that the IRSA
= f communication path (o air your con-
i “l'ccms; “As to whether West Coast
opinion is important or not, I would

simply refer you to the recent re-
sults of the EXERCERE OPPOSI-
TION which was led by Califor-
nians ! You count greatly and they
care, believe me!

NACA is holding its
Annual Conference and Trade
Show at the beautiful resort in
Bend, Oregon called The Inn of
the Seventh Mountain on July 17-
20th. This is a super conference
which this year features Keynote
Speakers BRIAN TRACEY, DR.
GERRY FAUST, JOHN Mec-
CARTHY, DRJAMES BILL
PEARL and DON ESSIG

WAC is holding its 2nd
Annual Conference and Trade
Show at the Radisson Hotel Den-
ver in Denver, Colorado on Au-
gust 11 - 13th. Both the NACA
and WAC Conferences offer ex-
cellent learning opportunitiesfor
club professionals.

The CITY ATHLETIC
CLUB in Atlanta has contracted
with Avia to come in and remodel
the club with an Avia product
marketing format and to infuse
capital into the club to support
programs, Avia wants to be ready
for the Olympics of 1996 as they
have inked a deal which runs
through December, 1996.

SPIKE GONZALES
has started his own consulting
firm which specializes in Pro-
gramming, Staff Development
and Marketing. Spike goes on his
own after spending 10 years on
the Exccutive Committee of
Tennis Corporation of America.
Spike can be reached at (716)
461-0148. Having worked with
Spike back in 1981, I can tell you
he is really good at what he does!

Atlanta

A recent survey indi-

cates that 1.3 million Atlantans plan
to attend the Olympic Games in
1996. Another national survey
shows that 22 million Americans
want to come to Atlanta to the
Games.

There will be a record set-
ting 11 million tickets - more than
the Los Angeles and Barcelona
Olympics combined ! But, even
with this record supply of tickets,
Olympic officials predict that the
competition for the best events will

1996 Olympics

be fierce. The chances of getting
tickets to the Opening Ceremony,
where nearly half the seats will be
taken by VIP’s, athletes and the
media and corporate sponsors - are
only slightly better than your
chances of winning the Georgia
Lotttery.

The prices for the tickets
to various Olympic events will
range from a low of $15 up to
$600!

In the Spring of 1995,
millions of brochures for ticket
orders will be distributed around

the country. The sooner you mail
in your order form, the better. If
you are thinking of coming on
over without tickets you will most
likely be able to score some of
them, but don’t expect to get into
the Opening Ceremony without a
major bankroll if the recent At-
lanta Super Bowl is any indica-
tion. Tickets for the Super Bowl
were selling on game day for
between $1500 and $5,000 and I
expect the scalpers will be in At-
lanta in full force for the Olym-
pics.

o VIE

continued from cover

called “Lady Sportslife.” If you
own and operate a },mup of clubs in

a major U.S. market, you may be
interested in knowing how to in-
volve your clubs in the new VIE
Magazine. If so, call VIE Maga-
zine at (404) 984-0031. If you

want to subscribe, send $18 to:

VIE Magazine- 7512 Dr. Phillips
Blvd., Suite 50-310, Orlando,
Florida, 32819. Be sure to tell
them that you read about VIE
Magazine in The CLUB IN-
SIDER!
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* BALLY WATCH -

Bally then was required Federal Trade Commission turned line of legal battles that Bally has Bally out of the health club industry
By Norm Cates, Jr. to mail a letter to all people who over to Bally a list of 4,000 names been fighting over the last couple came about one month after The
had tried to cancel memberships of people who had contacted them of years. This particular settle- CLUB INSIDER sent a letter to
and were denied their rights by after the Federal Trade Commis- ment is significant and will in- Goldberg suggesting that he do just

C Bally. The letter told the individ- sion announcement of the consent clude refunds and credit repairs that. Get Bally’s out of the health
hecking in with the ual that they had 90 days to write decree. for those who have had their credit club industry.
Federal Trade Commission in to Bally to obtain a refund claim The consumers on the lists reports damaged by Bally after Is it coincidence that this

Washington, I've learned that the form. The list, which was from have 90 days from receipt of the re- making an attempt to cancel happened after our complaints ? I
Consent Decree which Bally had Bally’s own records, contained fund request form to complete and within the period prescribed by don’t know.

agreed to, which would provide 63,778 names of people who had return the form. Bally’s then has law. What I do know is that it is
refunds and corrections to the credit tried and were denied their rights another 90 days to process and pro- The recent announce- happening and that is good. Stay
report of thousands of people, was to cancel membership purchases vide the refund. ment by Bally’s Chairman, tuned to The CLUB INSIDER for
signed by the Judge on April 18, within the State law dictated cool- This Federal Trade Com- Arthur Goldberg that he plans to future “ BallyWatch” updates.
1994. (See April CLUB INSIDER). ing off period. Additionally, the mission action is another of a long “spin off” the Bally clubs and get

Wom en fs C lu b S According to Mark left and right. The clientele of the veterans like Mastrov, Golob and operate a chain of clubs in a major
Golob, The Linda Evans Fitness weight loss industry is about 95% Gergley involved with a focused market and are interested in investi-

continued from page 7 Centers will also be targeting the women, according to Golob and he woman like Linda Evans, my bet gating a partnership or franchise ar-

]ives such as children, husbands or 33 billion dollar weight loss in- aims to hit that market hard with the is that The Linda Evans Fitness rangement, call Mark Golob or Tom
dustry which is losing business Linda Evans chain. With seasoned Centers will do well. If you Gergley at 510-866-5049.

Why Make It Fun?

Look for our CLUB CASE game..... croquet for his members.
By Norm Cates, Jr. STUDY on Warren’s Rolling Dick Trant has spent 29 years in his
Hills Club in Novato, California club perfecting the art of retention
in the near future. We are going and he is one of the club industries’

I 1o go INSIDE his organization to masters at it.

f you have been reading examine the team and the mind- The people at Frog’s, the

The CLUB INSIDER for a while, set behind the club’s success and Solana Beach, California health club
you may have noticed my little ad- we will share the keys to his with a fun attitude, have really got
vertisements announcing MAKE IT club’s success with you. the right idea. The Frog’s CEO,
FUN! If you have seen them, have I recently read an ar- Roger Bates, is a former Navy Seal # CENTER
you wondered why they were in The ticle published in the JuncCLUB who has been quoted as saying:
CLUB INSIDERand what was the INDUSTRY Magazine written “Nobody here takes themselves ter-
message I was trying to convey? by Spike Gonzales, the President ribly seriously. There are earth-

My MAKE IT FUN adver- of AD-In Club Management. In quakes, there are famines, there are
tisements have been an effort on my his article, Spike makes a case very serious things taking place in
part to help refocus the attention on for the renaissance of tennis, the world.... but the club business,
what the club business should be all squash and racquetball in clubs as far as we’re concerned, isn’t one
about. Over the last 5 to 10 years, as people with “fitness fanati- of them. We view our club as a sort
I've been concerned because I've cism” begin to age and lose the of neighborhood, family-fun zone.”
seen the intense focus on exercise drive to come to the gym. He (CBI Magazine-March, 1994).
and fitness in clubs replace the old believes, and I agree with Spike, Bates’ Frog’s club has used a com-
focus on fun. The true club has a mix that these baby boomers, as they bination of humor and very off-
of fitness and exercise combined with grow older, will be looking for beat, creative writing to position the
programs and activities, delivered in activities for fun, healthful and club as a place for FUN first and a
a WARM, CHEERFUL AND more extensive consumption of place to work out second. The Frog’s V ITAM I N S
LOVING SETTING. So, my refo- their time. He believes that “rac- club opened with 1200 pre-sold
cus on MAKING IT FUN is in- quet sports will fill the bill.” memberships. The club produced
tended to encourage those of you John McCarthy, the gross revenues of $1.5 million gen-
who are putting all of your eggs into Executive Director of IRSA, erated in 16.000 square feet! These
the exercise and fitness basket to quoted the late George Sheehan, numbers are proof positive that FUN
take a look at your club. Examine who said: “Human beings will sells!
how you can introduce activities and not continue for long to do any- When was the last time The HomithPro Cyrer™. peogram sioves: WESA maber olie b0 UM

IRSA INTRODUCES.,,

programs for your members that will thing, no matter how good it is you had a club member apprecia- mmmﬁm:& ::::m«lm
keep them coming, Because if they for them, unless it is social, un- tion party? Or a picnic or softball i 4l ol cppor I FoF sl ool ot
are having FUN with their friends at less it is entertaining, unless it is game? Do you have regularly sched- :::::,::umm el it o e::::mﬂu =
the club, tl‘fe)r will keep on coming fun.” : uled FUN activities and events that For more Information about the HealthPro Center program

and they will tell many others about Dick Trant, the owner your members can look forward to? call (201) 894-5314 or fax (201) 894-5318.

their club. of the highly successful Weston The calendar is full of opportunities

Warren Wertheimer is one  Racquet Club in Waltham, Mas- for FUN PROGRAMMING.... all
club operator who has made fun, sachusetts includes bridge nights you need is a little imagination and
caring, service and yes, LOVE, all for his members and he has in- the desire to do it. So, just do it!
important ingredients in his club mix. stalled another very social

MAKE 1T 2O
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continued from page 8

have to be contacted for their opin-
ions.”

Kim Fuller, the owner/op-
erating partner of the Livermore
Valley Tennis Club in Livermore,
California, has stated his concerns
and objections in a three page letter
to the IRSA Board. (Excerpts from
his letter are shown on page 2.) I re-
ceived another letter from Steve
Wild, owner of The Libertyville
Tennis Club in Libertyville, Illi-
nois, making virtually the same
points. I can certainly see their
point of view. They are concerned
about the admission into IRSA of
health clubs which are owned by a
501 (c)3 charity supported hospi-
tals. Ican also see John McCarthy’s
point of view. John points out that
about 1/2 of the hospitals in Amer-
ica are lax paying and for profit and

Gary Piper or
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therefore, should they seek admis-
sion into IRSA, they would be eli-
gible according to IRSA By-Laws.
The other half, the charity supported
non-profit hospitals, are just as in-
terested in the health club industry
as the non-profit hospitals are.
Therefore, the dilemma of whether
to hold the line on IRSA’s admis-
sion policies presents itself due to
the longstanding position that IRSA
has taken relative to the admission
of any non-profit, non-tax paying
clubs into IRSA. John has pointed
out that the situation with the poten-
tial admission of non-profit, charity
supported hospitals needs to be
examined carefully by the IRSA
membership for a number of rea-
s0ns.

Relative to hospital health
clubs, (for profit and non-profit),
McCarthy points out two signifi-
cant facts:

Fact #1 - Hospitals hold a
status in American communities

Suceess hack

SERVICE PROGRAMS

Jerry Mercer

which is superior to health clubs
in the areas of: “ image equity, the
potential for referrals, third-party
reimbursements, community
health programs, Senior market
penetration and corporate subsidi-
zation.”

Fact #2: A lot of IRSA
members are already involved or
will be involved with both for
profit and non-profit hospital
owned clubs.

These dues paying IRSA
members are involved in hospi-
tal-owned clubs in order to make
money. How can this conflict be
squared in a manner which is not
detrimental to either group of
IRSA members ?

The truth is that hospi-
tals are becoming VERY POW-
ERFUL PLAYERS in the health
club industry. By keeping non-
profit hospital owned clubs out of
IRSA, many IRSA members will
potentially lose opportunities to

become involved in excellent club
business opportunities as the hos-
pital club movement gains more
and more momentum. These op-
portunities may become the “next
great wave” of fitness facility
growth in America.

So, the issue seems clear.
The IRSA leadership is faced with
a compelling situation which must
be debated amongst the IRSA
membership and decided. The
issue? Whether to change the
IRSA By-Laws to allow the ad-
mission of non-profit hospitals or
not. To many IRSA members, the
decision is a “no-brainer”.......they
want to stick rigidly to the current
IRSA By-Laws which prohibit
such admissions into the Associa-
tion. Other IRSA members be-
lieve that all hospital-owned health
clubs should be admitted into
IRSA. The solution should be ob-
tained by open, honest discussions
within the IRSA membership be-

fore any change is brought to vote
by the Board of Directors. This
looks like an excellent agenda
item for the upcoming IRSA
Member Open Forum at the San
Francisco IHRSA Convention in
1995.

The role of The CLUB
INSIDER will be to stay tuned
into these important discussions
and to remember what incoming
IRSA President, Rob Goldman
wrote to us in February, 1994. In
critiquing me for “biased report-
ing”, he reminded me that the
IRSA members “deserve to see
the full story.” Well Rob, I am
going to bend over backwards to
avoid taking sides on this crucial
issue and to report “the full story.”
In saying that, I invite folks from
both sides of the issue to write to
The CLUB INSIDERand to share
their views on the matter if it is
important to you and your or-
ganization.

Frog's Deadbeat Bulletin
Goes Into Hibernation

Our subscriber
satisfaction surveys have
requests for more
FROG'S DEADBEAT
BULLETINS! However,
these articles are based on
true stories for which I
need material. If you
know of a story that is
material for the FROG'S
BEADBEAT BULLE-
TIN, you can mail it to
P.O. Box 671443, Mari-
etta, GA 30067-0025, Fax
it to 404-933-9698 or call
me at 800-700-2120!

Thanks,

The FROG

—

CAVEAT

EMPTOR!

SEEKING POSITION

Management Staff

I have six years of thorough experience, with Master’s degree, working as an
assistant and have included budget development, facility and personnel management,
sales and member service. STRONG programming background including coordination
of leagues and special events for all ages, with successful recruitment of corporate
sponsors. Call Jack Neiger - (615) 694-4778.
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The CLUB INSIDERNews is a monthly
publication forhealth and sports clubs pw-
fessionals which is supported by annual sub-
scriptions and advertising. We urge you to
SUBSCRIBETODAY for yourself and for
your key staff members. This investment in
furthering yourorganization's industry
knowledge will come back to you many
times over in terms of improved financial
performance foryour club(s)! Industry vet-
erans are raving about the content and the
quality of The CLUB INSIDER News!
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Now, you can delwer your message to the decision makers of the club industry, the
| owners, general managers and department heads of clubs, gyms and fitness centers
| nationwide. Advertising rates will be priced very aggresswely with the price struc-
ture set to be competitive with all industry publications in existence today.

Special Introductory monthly advertising plans are available to early purchasers.
Call (800) 700-2120 for information and to reserve space
for future editions of The CLUB INSIDER News!

SUBSCRIBE TODAY!!

The CLUB INSIDER

"SIX-PACK"

The "Six-Pack" offer gives you

our first six issues PLUS the
upcoming 12 editions!

18 issues for just $99'
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CREATE the ultimate motivation for your members.

H ELP members overcome common excuses for not exercising.

INTRODUCE "Entertaining Fitness" to your club.

Cardio Theater® enables members to listen to any one of up to 16 differ-
ent TVs, radios, tape decks or CD players while they exercise simply by
using their headphones.

Pump Up The Volume of Sales and Retention with

Call (800) CARDIO-1 or (404) 848-0233

Distributed By Cardio Theater Holdings, Inc. (an Affiliate of Australian Body Works)

WE PUT FUN INTO FITNESS




