U. S. POSTAL

BULK RATE PAID
Normmg Cates”’ PERMIT #3562

The Pulse of the H ealth, Racquet & S ports Club Busmess

OCTOBER 1997

VOLUME 1V NUMBER 10

AAU. & Amen T R

“RAED B *’! MEN
”"‘F‘"‘.SL-\ .:I..Li E

b _ N ‘j

"‘k—

DU




OCTOBER ISSUE

G T TITETRL




Norm Cates”’

Club Insider

NEWS
The Pulse of the Health, Racquet & Sports Club Business

Town Sports International, |[Healthworks Loses In
Inc. Seeks $75 Million! Summary Judgment

New York, N.Y. - The
Wall Street Journal reported that
New York-based Town Sports Inter-
national, a health, racquet and
sportsclub company with 40 loca-
tions, is seeking to raise $75 mil-
lion through notes due in 2004, The
funds corporate offering would be
placed under Rule 144a via BT
Alex.Brown.

Contacted while on a
tour of Town Sports International
locations, TSI CEO Mark Smith
commented, “I am not at liberty
to comment any further than to
confirm the information. Next
Monday, October 14th [ will be
able to do so because the transac-
tion should be completed then.

When asked if the
acquistion of $75 million would

cause his organization to become
heavily involved in rapid
acquistions, Smith replied, “Well,
if we don’t get aggressively into
acquisitions, we will have a whole
lot of money sitting idly in the
bank!”

The CLUB INSIDER
News will report further details as
they become available. Stay
tuned!

Bosmn, MA. - On
Friday, October 3rd, Judge
Nonnie S. Burns of the Massa-
chusetts Superior Court, ruled
against Healthworks Back Bay
and for Attorney James Foster in
his pursuit to join Healthworks
and convert the upscale women -
only club to a co-ed facility.
Judge Burns ruled that according
to Massachusetts Law (G.L.

C272,92A Public Accomodation
Statute) that “since the customers
of Healthworks have no privacy
right to be protected, the Court is
not required, indeed cannot, con-
sider whether Healthworks policy
(to exclude males) is reasonable.”
Judge Burns concluded that “there
is no legitimate privacy interest to
be recognized or protected which
would excuse the discriminatory

(See Healthworks page 8)

Sport & Health Announces
Aggressive Growth Plan

Mcl.ean, VA. - The

Sport & Health Company of
McLean, Virginia has announced an
aggressive plan of acquisitions and
new expansion that will make it one
of the ten largest health/athletic club
companies in the U.S.

Sport & Health owns or
operates 16 commercial athletic
clubs in the metro Washington, D.C.
area. The Company was founded

in 1973 by four Washington-area
businessmen who continue to be
active in the ownership of the
business. By the end of 1996,
Sport & Health had grown to its
current number of locations with
annual revenues of over $27 mil-
lion and more than 31,000 dues
paying members.

On October 7th, Donald
W. Konz, CEO of Sport & Health,
announced the acquisition of the

Tysons Club of Health and Fitness
(formerly the Sporting Club).
This property includes a state-of-
the-art full service athletic facil-
ity of over 80,000 square feet in
the heart of Tysons Corner, Vir-
ginia. The club has over 3,000
members. The Company has also
announced plans to acquire an-
other locally-owned four club
chain in November that will add

(See Sport & Health page 10)

Jason Conviser Joins
Bally Total Fitness

By Norm Cates, Jr.

Lce Hillman, the

CEO and President of Bally To-
tal Fitness, the nation’s largest
health club chain, has hired Ja-
son Conviser, Ph.D, as Vice
President of Clinical Services.
Jason Conviserisa 17 -
year veteran of the healthcare/
health club business and one that
has established a sound reputa-

tion for his work. He is the Presi-
dent of JIMC & Associates, Inc.
Conviser’s specialty is connecling
health clubs with healthcare insti-
tutions. He isa popular speaker and
authority on the subject. In fact, at
the 1997 IHRSA Convention in San
Francisco, Conviser gave two pre-
sentations and both were rated by
convention attendees in the Top 20.
His topics were: “The Anatomy of
a Club/Hospital Relationship”, and
“Developing Profitable Healthcare

(See Conviser page 13)

Larry Gurney Honored by AAU
and American Body Building

By Norm Cates, Jr.

Think of the people that
have motivated you in your life to
excel in reaching your goals. They
are people you will never forget.
People that thrive on helpl ng others

ub Industry C
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In Orlando
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achieve their dreams. People that
when they leave this earth will
never be forgotten. There are not
a lot of people that can lay claim
to those credentials. But, Larry

Gurney is one of them.

Both the Amateur Ath-
letic Union and the American
Body Bmldmg Committee re-

cently decided to honor Larry
Gurney for his achievements in
life. The A.A.U. is the oldest and
largest amateur athletic organiza-
tion in the world. The A.A.U.
honored Gurney with their es-
teemed Spirit of Life Award. The
American Body Building Com-
mittee selected Gurney to become
a member of the American Body
Building Hall of Fame, a select
group of people like Jack
LalLanne, Ray Wilson and Bob
DelMonteque.

Larry Gurney, age 36, is
being widely acclaimed as an
amazingly dynamic motivator and
leader in the health club industry.
Mark Mastrov, the CEO and
President of 24 Hour Fitness, de-
scribes Larry like this. “Larry
Gurney is truly one of the great-

est young motivators in the fit-
ness industry today. His awe in-
spiring motivational style has
helped him become one of the
dominant players in our organi-
zation. I'm proud to have Larry
on our team and look forward to
great things from Larry in the fu-
ture.” Gurney is a Vice President
of 24 Hour Fitness, supervising
20 locations in Southern Califor-
nia.

Gurney entered the
health club business in Beau-
mont, Texas while attending
Lamar University. It was 1981
and Larry was pursuing a degree
in Communications and Busi-
ness. As he became more in-
volved in the health club busi-
ness, he began establishing new
systems to improve profit and

productivity with the gym where he
was employed as a part-time
worker. In 18 months he was pro-
moted to General Manager.
Shortly after his appoint-
ment as G.M. , he graduated with a
B.A. in Communications and Busi-
ness and decided to pursue employ-
ment for a Fortune 500 Company.
He had yet to realize the potential
for personal growth and career ad-
vancement that existed in the health
club industry. After countless in-
terviews and job offers from For-
tune 500 companies, he began to
doubt that what he was looking for
was available to him in the big cor-
porate world. It was then that he
decided to go back to work for a
health club, on a temporary basis,
while he continued that search for
(Sce Gurney page 6)
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« EDITORIALS * "INSIDER MAIL" « COMMENTS -

Conventions & Trade Shows Present
Great Learning Opportunities

By Norm Cates, Jr.

In this edition we have
reports on several key upcoming in-
dustry Conventions and Trade

Shows. The three major conven-»

tions we are going to tell you about
are: CLUB INDUSTRY, IHRSA/
Athletic Business and IHRSA "98,

Before writing this article,
I was thinking of ideas that might
help me get across what | believe
is a very important message for all
club owners, managers and staff.
That message is this. None of us
know it all in this business. All of
us are learning or should be learn-
ing more about the industry each
day we are in it.

Think of this. Each of us
are pioneers in an industry that is
truly in its infancy when compared
to other industries. Consider, for
example, the hotel industry. How
old is that business? Maybe 2,000
years old or more? Or, how about
the restaurant business? How old
is that? Who knows! These indus-
tries have been evolving and chang-
ing with the ages and still, to this
day, are in a state of evolution and
change. Do the people in those in-
dustries know it all? 1 think not.

My point is this. Our in-

dustry is a mere baby when com-
pared to many others. Only 60
years old, the health, racquet and
sportsclub industry is evolving and
changing rapidly in front of our
very eyes. This change is being
brought about by many factors.
But, in my opinion, education of
consumers everywhere about the
value of regular exercise is the
single-most significant driving
force. So, as the consumers of
health, racquet and sportsclub
products become more and more
aware of the things they need, and
yes, things they want, club pro-
fessionals need to work hard to
stay on top of this business. If you
don’t, you will find yourself be-
hind the eight ball real fast.

I think back to my days
in the late 60’s and early 70’s, be-
fore | ever got into the club busi-
ness. | played football in college
on a full scholarship. While in
college, I went through the U.S. Air
Force R.O.T.C. program because
my end goal was to become a com-
mercial airline pilot. (Which I later
did.) Upon graduation from col-
lege in 1968, during the peak of
the Viet Nam War, | went to the
U.S. Air Force 53-week Under-
graduate Pilot Training School and
earned my Air Force Wings. For-
tunately, 1 finished pilot training
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high enough in my class to be able
to select a job as a jet instructor
pilotin the same UPT school from
which I had graduated, instead of
flying over the skies of Viet Nam.

For four and one half
years, | taught fresh college
graduates (most of whom had
little, if any flying time) how to
fly fighter-type jet aircraft. We
taught them how to take off and
land. We taught them how to fly
formation. We taught them how
to fly on instruments in the
weather, taking off and landing,
never seeing the ground until they
were on it. Through this excel-
lent teaching experience in one of
the world’s most sophisticated
teaching environments, the U.S.
Air Force Undergraduate Pilot
Training School, | truly learned
about the learning process.

Some club operators
have yet to learn about learning.
They get up every day and do the
same things with their business
over and over. And, because that
business is often a seven-day-a-
week effort, year in and year out,
they become sort of lost in a sea
of mediocrity. They don’t ‘look
outside the box’ for new ways to
do things and for new ideas about
how to succeed. And, they are the
ones that will, sooner or later, end
up behind the eight ball when it
comes to their club’s ability to
compete. When we were teach-
ing young guys how to fly jets,
we also taught them that their
flight training was just the begin-
ning of their learning process. We
taught them that the way to con-
tinue their learning about flying
was to apply what we had taught
them and go do it, but to always
study and keep up with all safety
procedures and flying regulations
that were constantly changing.
And, we taught them that if and
when they ever got the notion that
‘I know everything’ - that was the
very time that they had the best
chance to crash and burn.

The same thing applies
to club operators. When you be-
come satisfied with the status quo
of your business and complacent
with your results, that is the time

you will be most vulnerable to busi-
ness losses because you will infect
your people with that same attitude.
Remember, complacency and sai-
isfaction are tantamount to having
an engine on fire while flying a jet.
If you don’t put it out and fast, you
are fixin' to crash and burn! Fortu-
nately, in a jet, there are indicators
which include red lights and loud
alarms which will warn you that
your engine is on fire. In the club
business, your fire warning indica-
tors are much more subtle and you
may not even know you have a
problem unless you know what the
indicators and warning signals are.
You need to look inside yourself and
ask yourself if your engine is on fire
and if you are fixin’ to crash and
burn! A great way to do that is
through the learning available at
club conventions and conferences.

Now that I have once
again mounted my ‘soap box’ folks,
I am here to tell you. LEARNING
AND INTELLECTUAL RE-
NEWAL IS THE KEY TO YOUR
FUTURE!

1 don’t care how long you
have been in the club business or
how many clubs you own or how
good or bad your business is do-
ing....... YOU CAN STILLLEARN
and IMPROVE MORE!

Thankfully, there are re-
sources immediately available to all
of you that will help you with your
learning and intellectual renewal.
Publications like The CLUB IN-

SIDER News, CBl MAGAZINE,
UB INDUSTRY MAGAZINE

FITNESS MANAGEMENT
MAGAZINE, ATHLETIC BUSI-
NESS MAGAZINE and CLUB
SUCCESS should be part of your
bank of learning tools. Member-
ships in Associations like IHRSA
will help you more than you can
imagine. Live learning opportuni-
ties such as the November CLUB
INDUSTRY Conference and Trade
Show, IHRSA/Athletic Business
and Trade Show and the March, "98
- IHRSA Convention and Trade
Show, These are just some of the
great club industry educational op-
portunities that are available.
Finally, there are the
teachers in our industry that can

help you grow in your career.
These three upcoming Conven-
tions and Trade Shows will offera
vast array of educational seminars,
roundtables, and workshops to ad-
dress all areas of your business.
These educational offerings are
taught by the greatest experts in the
world today. Many of the present-
ers are day-to-day club operators
as well. And, some are full-time
consultants who have vast owner-
ship and club operational experi-
ence in their backgrounds. And,
don't forget to attend the Trade
Shows. Some of the best experts
in our industry are the manufac-
tures and vendors that will be at
the Trade Shows. They are veteran
club people who have a lot more
to say than to just tell you about
their newest product. They can lis-
ten to your challenges and help you
find new ways of doing things.
Each Trade Show offers incredibly
valuable time and resources for
club owners and managers that
simply can’t be duplicated just by
receiving mail or videos from the
vendors. You need to plan to at-
tend EVERY SINGLE HOUR of
these trade shows because that is
what it will take for you to visit
with all of the exhibitors and to see
what they can do to help you ad-
vance your business.

We have provided space
to our advertisers in this edition to
tell you about their products and
services in advance of the conven-
tions. We hope you will visit and
talk with them. And, whenever
you can, support our advertisers
with your capital investments in
their equipment, products and ser-
vices. These advertisers make The
CLUB INSIDER News possible
every month, so we hope you will
support them with your business.

I urge you to study this
edition and make plans to attend
all of these Conventions and Trade

air travel, hotels, convention reg-
istrations, etc. are expensive. But,
it is much - much more expensive
when you have an ENGINE ON
FIRE and don’t know what to do!
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GERRY BOWES and
his wife HERTA are the owners of
the Westbay Athletic Club in
Bradenton, Florida. | was horrified
to hear about the tragic accident
that my good friend Gerry had on
September 27th at his club. Gerry
was up above a racquetball court
in his club at a height of 25 feet
performing some work on the
courts when the rafter support he
was on gave way. He fell straight
down and impacted the court floor
hands and face first. The impact
caused serious brain damage, dam-
aged his liver and his spleen and
smashed both of his arms. He was
on the verge of death shortly after
the accident and the doctors told
Herta that they were not sure if he
would make it or not. Immediately
after the accident the doctors feared
he had lost all use of his arms and
legs. But, miraculously, he sur-
vived the brain operation and he is
conscious. The extent of the brain
damage is not known at this time.
He has feeling in his arms and legs

and is expected to be able to walk
and use his arms in the future. At
this writing Gerry has been in in-
tensive care for two weeks. On
October13th he was scheduled to
have surgery to repair his two
shattered arms. He also has had
his spleen removed. Gerry is ex-
pected to be in the Blake Hospi-
tal in Bradenton for six months
to a year. | think it would be ter-
rific if all of us would take a
moment to send Gerry a card and
wish him well and give him our
hope, love and prayers. He is one
of us. A nine-year club owner and
one of the nicest guys | have per-
sonally ever met in the industry.
Please take a moment to send
him a card or letter, no matter
whether you have had the plea-
sure of knowing him or not. |
am sure he will want to hear from
you. Send your message to:
Gerry Bowes, c/o Blake Medi-
cal Center, P. O. Box 25004,
Bradenton, Florida, 34206,

Congratulations to the
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Finalists in Club Industry Magazine's
Distinguished Business Women'’s

Awards. Finalists for the Business
Woman of the Year are: LYNNE
BRICK, Owner/President Brick
Bodies, Timonium, MD., SANDY
FRANCO, Owner, Chief Operating
Officer, Franco’s Athletic Club,
Mandeville, LA., and JILL
STEVENS KINNEY, Owner/Presi-
dent, Club One, San Francisco, CA.
Finalist for the Entrepreneur of the
Year Award are: ROBIN DeSIMIO,
President and Co-owner, Optimum
Rehabilitation and Fitness, Brenham,
TX., BETH JEFFERS, Owner The
Fitness Factor, Columbus, MS. and
JULIA WHEATLEY, Owner,
Women's Fitness Center,
Harrisonburg, Pa. The Finalists for the
Industry Enhancement Award are:
TERRY FEREBEE ECKMANN,
M.S., Director of Wellness and Com-
munity Education, Trinity Wellness
Center, Minot, N.D., JULIE MAIN,
General Manager, Santa Barbara Ath-
letic Club, Santa Barbara, CA., and
M. CAROLINE MARTIN, Execu-
tive Vice President, Riverside Health
System, Newport News, VA.

Mucho pardons to my
friends at The STEP Company for
incorrectly listing their numerical
phone number last month. There are
two ways to dial the correct number:
(800) SAY-STEP or (800) 729-7837.
Be sure to catch the update on The
STEP Company's new BODY PUMP
program. It’s cookin'!

My sincere apologies to
Club Industry’s Show Director
ZARI STAHL, Exhibit Sales Man-
ager, BILL LANGE and Conference

e iy T TN
T X

Norm Cates, Jr.

Director, HOWARD RAVIS for
appearing to give the Marketing
Manager, HERB GREENBAUM
all of the credit for the terrific job
all of them do each year when 1
published a Norm’s Note promot-
ing the upcoming Club Industry
Conference and Trade Show. Be
sure to catch the information on
Conventions and Trade Shows in
this edition and BE THERE IN
CHICAGO November 12 -15th!

Sources tell me HARM
TEGELARS, the boss at Archer
Leisure Limited, has hit a home
run to the tune of about $20 Mil-
lion (U.5.) personally with his re-
cent sale of his company to a ma-
jor company in his home country,

the United Kingdom.

I spoke with RAY
WILSON just before press time
and he told me he and his part-
ners, ERIC LEVINE and the
First Pacific Davies Corpora-
tion, have Signed their second
and third leases for two more
31,000 square-foot facilities in
Hong Kong. They have begun
their pre-sale for #2, located one
mile from their first facility
opened one year ago this month.
The third facility is also located
one mile from the second one,
The rent on the #2 facility is just
$250,000 per month with the rent
on #3 set at $195,000 per month.

(Sec Norm's Notes page 30)

CLUB INDUSTRY TRADE SHOW IN CHICAGO
Be Sure To Visit These Exhibits And Support
These Club Insider News Advertisers!

November 13, 14 & 15th in Chicago
EXHIBIT# SEEAD THIS EDITION PAGE#:

COMPANY

Affiliated Acceptance Corp.

Body Pump by The STEP
Cardio Theater
Checkfree

Club Runner

Hammer Strength
Hoggan Health Industries
ISSA

Life Fitness

Powerboard

Runnin' Cool

Sales Makers
StairMaster

1253
263
116
563
481
401
149
991
523
580
1261
1077
537

Pages 8, 16, 20 & 25
Page 2
Page 11
Page 18
Page 19
Page 31
Page 21
Page 20
Page 32
Page 23
Page 28
Page 9
Page 12
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...Gurney

continued from page 3

the perfect job. -

He took a position with the
President and First Lady Health
Clubs in Houston and was given
menial “gofer” positions to begin
with, Gurney admits that during
those early days his heart was not
really in his job. Not until his su-
pervisor Dell Walmsley pulled him
aside and asked him what he wanted
to accomplish. Dell spent time go-
ing over the financial possibilities
that existed and explained how eas-
ily they could be achieved by Larry.
As a direct result of that counsel-
ing Gurney began to comprehend
the tremendous power of motiva-
tion - how one person could elevate
others just by using words to inspire
and generate drive to accomplish
more. Ashort 9 months later, Gur-
ney was promoted to General Man-
ager, the fastest promotion to G.M.
in the history of the organization.
Gurney’s clubs were owned by

FRIDAY REPURTS

Weekly Marketing Insights
For The Club Industry

Donahue Wildman and Roy
Zurkowski’s Chicago Health and
Tennis Club organization. While
with the organization, Gurney
won a number of sales contests
and awards. One such award
was a trip to the Super Bowl with
Don Wildman. Gurney com-
ments, “ Mr. Wildman was a true
inspiration to me. He implanted
ideas in my mind of who [ could
be. He taught me the idea that
who | would become was up to
me.”

In 1986, Gurney joined
Ray Wilson's Family Fitness
Centers in Southern California.
He began working with Ray Wil-
son and developed a strong rela-
tionship over the years, Gurney
became a favorite pupil of
Wilson’s. Ray Wilson has high
praise for Gumney, * Larry is one
of the most dynamic motiva-
tional people of all I've met over
the years. He can take a group
of people and get them so excited
and enthused. He has such tre-
mendous enthusiasm himself, it
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is just contagious! He isa tre-
mendous motivator. Like Eric
Levine, my partner in Hong
Kong and Ron Thompson, |
consider Larry one of my
adopted sons. Larry is a great
mentor to a lot of people.”

Gurney says of Ray
Wilson, “If | had to credit any
single person for having the
greatest influence on my suc-
cess to date, it would be
Mr.Ray Wilson.”

Gurney listened and
learned. He started develop-
ing his own methods of opera-
tion and his own personal style
of motivating staff. Gurney re-
calls vividly one of the many
things that Ray told him: * Yoo
can be a genius at business and
accounting, but if you don’t
understand what makes people

tick, then you'll never go any-
where in this business.”

Mark Mastrov (Left) And Larry Gurney

Gurney attributes his
success at such a young age to the
influence of industry icons Ray
Wilson, Donahue Wildman and Bill
Hubner. He also credits Bob
DelMonteque as having made a
great impact on his life. Gurney
comments, * Bob DelMonteque,
more than anyone else, made me
understand that a person’s attitude
is the most valuable tool they pos-
sess. Bob believes that 90% of the
results of anything you undertake
is attributable to your attitude.”
Gurney adds, “I have been very for-
tunate; however, the best is yet to
come. The most exciting episode
of my career is being played out
now as | continue to grow under a
person whom | consider the most
vital person in the industry today,
Mark Mastrov. Mark is a gifted,
highly effective leader who is ex-
actly what this industry needs to
take us into the next millennium. *

Bob DelMonteque is not
only one of Larry’s mentors, he is
Larry's Motivator. Bob comments
about Larry, “ | predict that Larry
will become one of the new icons
of the industry. The best is yet to
come for him. | predict he will be
the next Bill Gates of the fitness
business.”

Gurney was born in
Bridge City, Texas and grew up
there. He was a bascball player as
a youth. He lives in Moorpark, Cali-
fornia with his wife Debra and five
children, Rock 11, Randi 9, Callie
7, Trissia 5 and Boomer 3. He en-
Jjoys driving his Hummer in the off-
road environments of Southern
California and when he makes his
rounds to the various clubs he su-
pervises.

We spoke with Larry and
here is what he had to say:

CLUB INSIDER- *You
were recently honored by the
A.A.U. when they bestowed their
“Spirit of Life” Award on you. Fill
me in on the A.A.U"

Gurney- “ The A.A.U.
was established over 100 years ago
and is the oldest amateur sports or-
ganization in the world. There are

almost one half million athletes in-
volved with three times that
amount as volunteers. The A.A.U.
governs dozens of sports from
gymnastics to Karate to track and
field.

Reverend Bob Neal, the
Southern Pacific Chairperson of
the A.A.U., commented upon pre-
senting the award to Gurney,
“Larry Gurney, represents the
epitome of the Spirit of Life
Award. He is a champion in his
convictions as to what living a
healthy life stands for. He exem-
plifies this both in his professional
and private life as well.” Gurney,
commenting on his honor of re-
ceiving the Spirit of Life Award,
“During my career | have had
many people write me letters of
thanks for how [ have helped them
look at life differently than they
had before. | try to help people
look at life as a game and that you
should always play to win. | be-
lieve that everyone can be a win-
ner at life's game if you follow a
few basic principles. Receiving
this award makes me feel as
though | am winning my game and
it also molivates me to play
harder.”

The presentation of the
Spirit of Life Award and his induc-
tion into the American Body
Building Hall of Fame were both
accomplished at a gala attended by
Gurney’s family and friends. Jack
O'Bleness, President of the
American Body Building Com-
miltee, an organization that pro-
motes drug-free body building,
comments: “We are pleased to in-
duct Larry Gurney into the Ameri-
can Body Building Hall of Fame,
Your efforts over the years have
received wide recognition. We
thank you for providing a facility
where any family member can
train free of the bad elements in
our health-oriented movement.
Your energy, enthusiasm, and
sense of fair play and leadership
will add to the success of our
health culture and the American

Body Building Committee Drug
Free movement. We are proud to
have you on our team."”

Gurney has earned the re-
spect and admiration not only of
his boss, Mark Mastrov and these
two great organizations, he has also
built a strong bond amonst those
with whom he works.

Joseph Castro, a Regional
Service Manager for 24 Hour Fit-
ness comments, “ He's a natural
leader, the kind of gentleman who
is extremely dedicated and com-
mitted to whatever he says. He has
the ability to get you to believe in
yourself and your abilities to come
out of your comfort zone and to
take on challenges without fear of
failure.”

Mike Reifer, an Assistant
Manager under Gurney’s supervi-
sion adds, “ [ don't think Larry is
aware of how much influence he
has on our lives. He has kept me
focused and inspired me to become
a new, improved version of myself.
Who | am today, and where | am
headed tomorrow, are a direct re-
sult of Mr. Gurney's powerful in-
fluence.”

Lucy Franklin, a General
Manager for Gurney says, “ Larry
Gurney has the mind set of a world
class athlete —an intensity level
that makes him perform feats of
magic. He instills in us the desire
to put out that little bit more effort
that makes the difference between
success and mediocrity.”

Gurney has for several
years been expanding his influence
through guest speaking and writ-
ing.

His greatest speaking ac-
complishments happen monthly
when he conducts the first of the
month kick off meeting for his or-
ganization. One of those meet-
ings is described by Lucy Franklin,
GM, 24 Hour Fitness.

Lucy Franklin: *“ As you
walk into the banquet room, the
same way you do the beginning of
every month, month in and month

(See Gurney page 7)



PAGE 7 OCTOBER ISSUE

ECIul insider

Club Industry Conference And Tirade Show

The CLUB INDUS-
TRY Conference and Trade Show
will be held in Chicago, Novem-
ber 12-15th. .
It is not too late to make
plans to attend. First, make the
call. To register for the CLUB
INDUSTRY Conference and
Trade Show call: (800) 541-7706
Ext.3.

Next, you may need

transportation and a place to stay
while at the meetings. For Chi-
cago, the destination hotel is the
Palmer House Hilton, but it is
booked up for those days. Instead
call The Exxex Inn on Grant Park
(800) 621-6909 and be sure to
mention Club Industry. If you
can’t get through because the
Exxex Line line is always busy,
try the Midland Hotel,(312)332-
1200

..Gurney

continued from page 6

For discounted airline in-
formation to Chicago, call: United
Airlines Meeting Plus at (800) 521-
4041 and mention your Meeting
Plus ID number 517Gk.

SCHEDULE OF EVENTS
Wednesday, November 12th -
8 am to 5 pm - Registration
9 am to 5pm - Sessions
6 pm to 7:30 pm-
Welcome Reception
Palmer House Hilton

Thursday, November 13th -
7 am - 7:45 am
Early Morning Aerobics
Palmer House Hilton

Distinguished Business
Woman'’s
Award Breakfast,
Palmer House Hilton
8 am - 5 pm - Registration
9 am - 5:30 pm - Sessions
12:30 am—5:30 pm
Trade Show Exhibit Hall Open
McCormick Place
1:30 pm & 3 pm
Mid-day Stretch, Exhibit Hall
4:00 - 6 pm
Executive Roundtables

Friday, November 14th

7 am - 8:30 am - Early Morning
Workouts, Exhibit Hall

7 am - 7:45 am - Early Morning

Palmer House Hilton
7 am - 7:45 am - Good Momning
Stretch, Exhibit Hall
8am -5 pm - Registration
9 am - 4 pm - Sessions
12:30 - 5:30 pm- Trade Show
Exhibit Hall Open
4 pmto 6 pm
Executive Roundtable

Saturday, November 15th
7:00 - 8:30 am - Early Morning
Workouts, Exhibit Hall
7:30 - 7:45 am - Good Morning
Stretch, Exhibit Hall
8 am -3 pm - Registration
9 am - 12:30 pm- Sessions
11 am- 3:00 pm - Trade Show

out, you can see the same excitement that is always there. There are
hundreds of men and women in purple and black uniforms talking
shop: sales counselors, club coordinators, assistant
managers, managers, district coodinators, district
managers — all waiting for the man of the hour to
appear.”

“Then Larry Gurney walks into the room.
His positive feel-good attitude is polished by his mus-
cular 6’1" stature. He is a handsome man with dark
brown curly hair framing his face that is always in
motion. He stops fora moment and looks at the audi-
ence. His inquisitive eyes move about the room, fo-
cusing first on the nervous smile from the young
rookie sales counselor from Bakersfield. Next his eyes
shift towards a district manager... then on to shine
briefly on his current top producing club
manager...then rebound to acknowledge an up and
coming assistant manager.... then a wave (0 a new
counselor. It happens every month. A smile. A nod.
An acknowledgement. In less than sixty seconds,
Larry Gurney, Vice President, 24 Hour Fitness, has
once again bonded with his people. “What is Larry
Gurney really like?” the young rookie sales counse-
lor asks in anticipation. He is answered by Greg
Musterman, District Manager: “Larry is creative, in-
novative, and inspiring. He’s the master painter of
pictures with a work ethic like the Energizer bunny;
he keeps going and going and going. Prepare to be
inspired. | have been listening to Larry for years, and
the more | listen, the more | learn.”

Larry Gurney has spoken before various
civic groups and he is a member of the Greater Los
Angeles Press Club. He also is in the process of writ-
ing a book on recipes for success. He comments, “ |
have been writing motivational and sales articles for
several years now. My first book is almost completed.
I 'am actually writing a cookbook for success. | be-
lieve there are recipes for success and that with the
right ingredients, anyone can achieve success. ['ve
experimented with many different ingredients over
the past 15 years and | hope to share what | have
learned with those who are hungry for success.”

Larry Gurney, at age 36, has accomplished
a great deal. But, something tells me that he is just
getting warmed up. Congratulations to Larry Gur-
ney on his recent honors.

7:15am -8:30 am Aerobics, Exhibit Hall Open

Go to

the HEAD o

the CLASS with
an AD here.

By advertising every month in
The CLUB INSIDER News...
you will gain an edge on the
competition. You will reach
over 5,000 club locations and
decision makers every month.
The people who need your
products.

Next Issue: November
Ad Deadline: November 7th

Norm Cates’

If you sell products and services e

to club owners and managers... EClub I“Slde
The CLUB INSIDER News is p——

for you. (800) 700-2120

(Norm Cates, Jr. is the Publisher and Edi-
tor of The CLUB INSIDER News, a 20+ year club

veteran and was the Ist President of IHRSA and a
Co-Founder of the Association in 1980/81.)

Publisher's Note: Special thanks to Lucy
Franklin and Linda Harrison for their research as-
sistance.
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December In Orlando...
The Magic & The S

Thc winter buying sea-

son will kick-off in December when
.the 6th Annual Athletic Business/

IHRSA Trade Show takes place at
the Orange County Convention
Center in Orlando, Florida, Decem-
ber 4-6, 1997.

Quickly becoming one of
the most comprehensive selling
events for the commercial health
and fitness marketplace, this year’s
event will feature more than 530
booths representing the very latest
products, services and equipment
from 200 exhibiting companies.

Whether a buyer is in the
market for new fitness equipment,
computer software, specialty floor-
ing and lighting, or pro shop sup-
plies, they will find all this and more
atthe 1997 event. Admission tothe
trade show is $25; however, free
admission passes are available from

AN A

Athletic Business, IHRSA and all
participating exhibiting compa-
nies prior to the event. The Ath-
letic Business/IHRSA Trade
Show will be held in Hall E of the
Orange County Convention Cen-
ter, with trade show hours as fol-
lows:

Thursday, December 4th -
3:00 pm-7:00pm
Friday, December 5th -
6:30 am-8:30 am Early Morning
Workout 1:00 pm-6:00 pm
Saturday, December 6th -
6:30 am - 8:30 am Early
Morning Workout
12:00 Noon - 4:00 pm

In conjunction with their
combined Trade Show, both
IHRSA and Athletic Business will
be providing valuable educational
seminars and networking oppor-

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

Customer payments via Electronic Funds Transfer from banks,
S&L's, credit unions, checking and/or savings accounts.

—

Per Payment Processed
($10 payment, $100 payment...same price!)
PLUS
Pro-Financial Collection

Ask for our FREE money-saving analysis worksheet

“IMPROVE YOUR PROFIT
ERY D

EV

AY ”

Call BUSINESS DEVELOPMENT Today!

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@

Ompuserve.com

WEBPAGE: hitp://www.fitnessworld.com/pro/trade/affiliated.html

AAC...“We're Here To Work”

OCTOBER ISSUE

tunities at their annual confer-
ences.

IHRSA’s 12th Annual
Sales, Marketing & Programming
Conference carries the theme
“Marketing For The New Millen-
nium: The Key To Your Club’s
Success” and has been specially
designed to provide club owners
and managers with the information
necessary to leverage opportuni-
ties and address the challenges of
the new century. The "97 agenda
will feature over 30 sessions pre-
sented by experienced club profes-
sionals. Featured keynote speak-
ers include: DrJackie Freiberg and
Dr. Kevin Freiberg, award-win-
ning co-authors of Nuts! South-
west Airlines’ Crazy Recipe For
Business & Personal Success.
IHRSA is also pleased to welcome
back one of its highest-rated
speakers, Desi Williamson, who
will present “Empower Yourself to

Succeed,” IHRSA Members may
register by calling (800) 228-4772
ext. 130. Non-IHRSA members
should contact the IHRSA Mem-
bership Department at ext. 510 to
learn more about the Conference
and the current membership pro-
motion (see the end of this article
for details).

Athletic Business' 16th
Annual Conference will feature
keynote speakers Herman Cain of
Godfather’s Pizza, Inc., Olympic
Gold Medal winning swimmer
John Naber, and best-selling au-
thor Robert Tucker. For more in-
formation about the Athletic Busi-
ness Conference, call:(800) 722-
8764.

GIVE YOUR
MEMBERS
THE WORLD!

Do the members of

Experience
avings

!

your club travel? Are you looking
for new ways to enhance your ex-
isting club members’ benefits? Or
are you simply looking for new
ways to generate revenue for your
club? Then the time to join IHRSA
is NOW!

IHRSA's Passport Pro-
gram is open for enrollment. The
IHRSA Passport Program gives
your members access to over 3,000
quality IHRSA clubs in 50 coun-
tries, becoming an invaluable sales
and retention tool for your mem-.
bership efforts. This optional pro-
gram is simply one extra benefit,
among many, that IHRSA provides
to its members to help them build a
more profitable business.

To join IHRSA, call
IHRSA’s Membership Sales Staff
at: (800) 228-4772: Meredith
McLaughlin, ext.129; Steve Upson,
ext.128; and Jill Spitz, ext.109.

Healthworks

continued from page 3

exclusion of males.” In her rul-
ing, Judge Burns stated that “Ab-
sent the unclothed exposure of in-
timate body parts, or the touching
of body parts by members of the
opposite sex, this Court can find
no basis for overriding the public
accomodations statute’s mandate.”

Hannah Karass, Vice
President of Healthworks, com-
ments, “ We are shocked that this
ruling will not give us our day in
Superior Court to defend our-
selves. There will be no trial.
Judge Burns has not said that our
policy is unreasonable, but that
according to her interpretation of
Massachusetts Law our argument
is not relevant. Healthworks ve-
hemently disagrees with Judge
Burns’ ruling and will immedi-
ately file an appeal to the ruling.
The appeal process is expected to
be a lengthly one.”

Simultanecously,
Healthworks, in conjunction with
IHRSA, and up to 25 other
Women's-Only clubs in Massa-
chuselts, are working to submit a
Fast Track Bill to Massachusetts
Legislature to amend Section 92A
of Chapter 272 to except “a bona
fide fitness or wellness facility™
from prohibition against gender
discrimination.

Karass continues, “ We
expect Mr. Foster to seek a court
order to use our Back Bay facility
in the near future. Al that time,
we will seek an injunction from
the Court to not allow men to use
the Back Bay Healthworks until

the appeal process is heard. Only
our Back Bay facility is being
challenged and other Healthworks
locations or other women's clubs
in Massachusetts should not be af-
fected through the appeals pro-
cess, which could take anywhere
from 6 months to 2 years.

This ruling was deter-
mined from the Summary Judg-
ment hearing that took place in
early July. The trial had originally
been scheduled for September 29,
1997, but had been postponed un-
til November 12th. The Summary
Judgment order eliminates the
possibility of a trial that had been
anticipated to last for five days.

The ruling, should it be
upheld through appeal, will rep-
resent a potential problem for all
women's-only health clubs in
Massachusetts and ultimately
could lead to actions in other states
as well.

We asked Hannah
Karass for her opinion on the fol-
lowing question, * If this ruling is
upheld throughout the appeals
process, could it result in a re-
quirement for all women’s-only
clubs in Massachusetts to change
to co-ed as well?” Her response,
“I'm not sure, but [ think it could
ultimately impact all the women's-
only clubs in the state.”

We also contacted Helen
Durkin, the Director of Govern-
mental Relations for IHRSA, for
her response to the question posed
to Karass above. She replied, *
The ruling clarifies that it would
be illegal to discriminate on the
basis of sex and therefore it would
be a precedent and would be fol-
lowed in every health club in the
state of Massachusetts. There are

approximately 25 women's-only
health clubs in the State. If upheld
through appeals, the ruling will
definitely have an impact on these
women's-only clubs throughout the
country. It doesn’t have much value
as a precedent nationwide because
itis a State Court ruling. Right now,
there is only one other court case
in the country on women’s-only and
that is in Pennsylvania which al-
lows it because of privacy rights.
In the Healthworks case they cited
the Pennsylvania case, not as a pre-
cedent, but as guidance because
there isn't any guidance out there.
Now there are going to be two op-
posite opinions that can be cited in
the rest of the country. So, it defi-
nitely gives the courts more op-
tions.”

Dirken explained that the
ruling could have nationwide im-
pact for all co-ed clubs that offer
any -one gender only facilities such
as a women's only workout area.
Durken adds, * The ruling-says
there is no privacy right for sepa-
rate treatment, so that means that a
co-ed club with a women’s-only
workout area is vulnerable. Even
without this law, there was one case
that resulted in a guilty finding for
gender discrimination for a
women’s only area in a co-ed club.
Now, with this ruling it does make
it more precarious to have a
women's only area in a co-ed club.”

It clearly appears this
Massachusetts development could
end up impacting women’s only
and co-ed clubs with one gender
facilities across the nation. We will
keep you posted on further
deveopments. Stay tuned to The
CLUB INSIDER News for up-

dates!
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membership specialists

"An ounce of performance is worth more than a pound of preaching.”

.
L

You operate your club
365 days a year.
You spend thousands of
dollars in media.
How about investing 3 days to increase
your long term membership numbers?

ol

3 Day “at your club” Training Seminars include:

4 Proven Profit Procedures

4 Sales Training

4 Prospecting & Telephone Training
4 Marketing Guidance

4 Tours & Presentations

Last year our clients averaged a 27.6% increase!

Sales Makers

Proven Profit Procedures

800-428-3334
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"I Just Want To Play For Fun"

By Spike Gonzales

Some playerssay, “ | just
want to play for fun.” Generally
these are those who've seen or felt
the ill-effects of the competitive and
ego-oriented culture of the game of
tennis.

In many cases these people
want to avoid the cultural norm of
needing to prove who they can beat
in our stratified tennis hierachy.
They want the wonderful benefits
of social activity and healthful ex-
ercise that come with the game,
while avoiding the maladies of our
sport’s ego orientation.

“I just want to play for
fun,” however is a misuse of our
language. Lacking a clear or con-
scious definition of “play” and

SPRINGFIELD CORPORATION

WHOLESALE DISTRIBUTOR OF INSTITUTIONAL LINEN
Imported & Domestic Textile Products

Take the guess work out of your. . . .

Towel Purchasing
Satisfaction Guaranteed

QUALITY PRODUCTS
at

COMPETITIV" RICES

Rubbermaid "

Commercial Products
Authorized Distributor

cALL 1-800-241-2081

ASK FOR OUR CURRENT PRODUCT LIST

HEALTH AND ATHLETIC CLUBS
The Supplies You Needed Yesterday!

InRSA

ASSOCIATE MEMBER

P. O. Box 620189 * Atlanta, GA 30362
770/729-0700 - 800/241-2081 « FAX 770/729-0995

“fun”, what they often are saying
is, * I want to socialize with oth-
ers, using the tennis court as the
environment,” or | want to use
tennis to challenge my body, to
get the good feelings when it is
moved around vigorously and
dynamically!”

It’s great the tennis court
can provide the medium for such
good feelings, but for many of our
“fun” advocates it’s unfortunate
they've shied away from the ten-
nis game.

A *“game” is a contest or
interaction among participants in
which they are either attracted
mentally to viewing the process
toward its outcome or using their
abilities to try to affect the out-
come. Games are considered
“fun.” “Fun” comes from their
ability to engage our minds, to

divert us from the rest of the
world.

What is the most com-
mon thing producing fun? It is
the element of unpredictability.
Games are more fun (and so are
movies, novels, conversations,
hobbies and many other things)
when they have a doubtful or un-
predictable outcome.

When a game or activity
loses its unpredictable nature, it
generally loses its intrinsic value
and its appeal. People lose inter-
est in a football game when one
team is ahead 31-0 at halftime.
We similarly lose interest in a ten-
nis match when we know we're
going to win or lose handily. And
we lose interest in movies or nov-
els once we know the outcome or
they followed predictable or trite
patterns.

It's common to confuse
other benefits of a game with its
intrinsic value as a game. | had
fun playing cards with my son
when he was eight becaused it
gave me an activity to interact
with him and for me to watch him
develop. However the game it-
self wasn't fun, because | wasn’t
challenged. Now that he’s age 15
with the skills to beat me often,
the game itself is a lot of fun!

We often have fun with
our tennis playing partners be-
cause we enjoy their company or
we enjoy the physical activity.
But too often, we do not receive
or feel the fun of the game itself
because we know who's going to
win in advance. In fact we can
generally categorize the vast ma-
jority of our playing partners as
those we expect to beat and those
we expect to lose to. We prob-
ably have only a 5-10% cadre of
partners providing us with a

doubtful outcome, and it

is with those we best ex-
perience the excitement
of the game itself.
Tennis adminis-
trators need to enhance
our sport by allowing it to
become a game again.
Unfortunately tennis has
become a way to make a
living, a means to get a
college scholarship, a
path to social status, oran
arena to prove our self-
worth. How very few
people play it just for the
thrills of a “game”, of be-
coming involved with an
unpredicatble outcome!
The means to
enhance tennis as a game
is to provide it with an

accurate player rating sys-
tem that effectively al-

Spike Gonzales

lows tennis to be handi-
capped. The system has to have
narrowly defined rating catego-
ries, each delineated by the value
of point to be given or taken to
help a set become more even be-
tween two differing players. It
needs to have ratings given by a
pre-determined formula from
playing results alone, so that ill
feelings of “judgment calls” or
evaluations are avoided. It needs
to be widespread, so it can be
fairly, universally and uniformly
applied throughout tennis players’
travels.

An adequate tennis rat-
ing and handicap system will not
make the game more intensely
competitive. On the contrary, it
will tear down the status barriers
between players, allowing a com-
puterized formula to simply indi-
cate objectively who the better
player is, so players may opt to

play with a handicap to see who's
going to have “the better day”. On
a day-to-day basis, without needing
tournaments or leagues or other or-
ganization, players could appreciate
the fun of tennis as a game! (Spike
Gonzales has been building tennis
markets since 1971, He was a prime
developer of Tennis Corporation of
America’s Tennis In No Time®, and
an advisor to the USTA in starting
Play Tennis America. An influen-
tial member of the USPTA, USTA
and IHRSA, he helped bring those
organizations together to found the
National Tennis Rating Program.
He presently serves as an advisor to
Tencaps, Inc., a USPTA endorsed
tennis rating system and consults
with clubs wishing to improve their
marketing, management teams and
tennis professionals. Spike may be
reached at: (941) 774-2442).

Sport & Health

continued from page 3

approximately 14,000 members to
the Sport & Health roster. Fur-
ther details of the four-club ac-
quisition have not been released.

Additionally, the Com-
pany has begun construction of
two new facilities. The Ballston
Sport & Health Club will be a
33,000 square-foot, full-service
club located in the Ballston Com-
mon Shopping Mall. This club
will be the Company’s first facil-
ity in a regional mall retail devel-
opment.

The second new club
will be a 23,000 square-foot fit-
ness center located near Tenley

Circle in upper northwest Wash-
ington. This club will comple-
ment the existing Sport & Health
club already located in this area
about a mile away, which has al-
most reached its full capacity.
Both new clubs are cur-
rently under development and
projected to open in early 1998,
As part of the renewed
growth strategy, the Company is
also about half way finished with
an extensive capital improve-
ments program that began two
years ago. The goal of this plan
is to renovate all of the clubs to
the look of the 90’s or beyond-in-
cluding both new equipment and
physical plant upgrades. Accord-
ing to Konz, “We have been for-
tunate to have had excellent geo-

graphic locations for our clubs, but
have been rather slow to maintain
them to the latest industry standards.
We began to renovate two years ago,
and by the end of 1998 all the owned
clubs should have the ‘right’ appear-
ance - at an investment of more than
$3 million.”

“This concentrated spurt of
growth for the Company has been
in our plans for a long time, * says
Konz, “and its purpose is to solidify
our already number one position in
the metro D.C. region. The new
clubs are ideally located to minimize
overlap with existing Sport & Health
clubs, and will provide convenient
opportunities for anyone in our area
to join a first-class athletic club close
to their home or office at a price level

(See Sport & Health page 16)
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POWER BOARD

Get The Jump On The Competition

POWER BOARDING...

THE MoST VERSATILE EXERCISE EVER (AND THE MosT FUN)
All ages and fitness levels love the PowerBoard's exhilaration and low
impact. The PowerBoard's versatility spans every corner of your facility giv-
ing you the maximum return.

PowerBoard is used in over 20 different group
exercise programs, including:

*PowerBoarding (aerobic dance)

*Power-up Step

*Box Aerabics

¢[nterval training

*Boot Camp (& Obstacle Course)

#Sports conditioning, and many more.
Personal trainers use the PowerBoard for:

*Cardio exercises

*Circuit training

sPlyometric training [i.e. basketball, tennis, track)
Great for kid's programming
...and the low impact qualities make
PowerBoard great for Rehabilitation programs and Seniors.

PowerBoard is the most cost-effective way to boost
excitement and participation throughout your facility...

Sport Specific
Plyometric
Training

What the Pro’s are saying:

“It has been an exciting program for all...the PowerBoard R
® enables individuals to experience a great cardio workout Jump on it! 800-67-BOARD
without assaulting or compromising the joints”

Denny Marsico, Director of Filness, 24 Hour Fitness

“The PowerBoard is fabulous for plyometric sport drills,

= e It brings back the fun in my workouts!”
xperience
The Fun Mindy Mylrea, National & World Aerobic Champion

“PowerBoard gives me unlimited variety!
It's the change our members have been waiting for.”
Kerry Silverstone, National Group Exercise Director, Linda Evans Fitness Centers

See us al the
Club Industry

Trade Show
Booth 580 Visit our web site to get the complete picture.
http://www.Power-Board.com

POWER BOART) o 8 reguatered mdernarh of Power Bomn, e and pultante et Farther puitents ponde
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INTRODUCING
STRATUS
EXERCISE BIKES

Exercise and comfort. Two words that
seldom meet in the same workout. Until
Stratus exercise bikes brought them
together —in a new cordless, variable
resistance design [rom StairMaster:
Thickly padded seats deliver maximum
support. Handlebars and pedals are
positioned perfectly. A new console
displays 8 motivating workout programs
with 20 levels of intensity — including a
Road Race option plus a YMCA

fitness test.

With your choice of an upright o1
recumbent seat, the new Stratus models
provide exceptional comfort for an

exceptional workout.

Set your sights high.

Expand the Envelope,

FOR A FREE STAIRMASTER® CATALOG,
CALL 1-800-635-2936.

STAIRCLIMBERS
-
EXERCISE BIKES
-

CROSSROBICS

-

TREADMILLS

-

STRENGTH EQUIPMENT

-

Stratus 3300 CE

OCTOBER ISSUE
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...Conviser

continued from page 3

Relationships.”

Conviser's role as Vice
President of Clinical Services will
involve:

1) Insuring that services
and programs provided by Bally
Total Fitness clubs meet the high-
est standards.

2) Working with Bally
clubs to insure that they are doing
everything possible to support the
recommendations of the Surgeon
General's Report.

3) Creating physical
therapy units within the Bally
clubs,

4) Finding new healthcare
partners with which Bally can le-
verage its strengths and skills in
order to offer a wider variety of
value added services to the mem-
bership.

5) Coordinating a newly
developed Medical Advisory
Board.

Conviser comments on
his new role with Bally Total Fit-
ness, “I look forward to the chal-
lenges that have been put forth for
me at Bally Total Fitness. In addi-
tion to my new endeavors, Bally is
encouraging me {o continue to

serve as a consultant for my exist-
ing IHRSA clients. A strong ob-
jective for me is to raise health
clubs into the healthcare continuum
in the near future. | am anxious to
begin.

CLUB INSIDER
“That’s certainly a benchmark for
the industry.”

Conviser - “Lee Hillman
has given me strong support and
asks that I look at each market in
which Bally operates, and each
club within that market, and offer
suggestions for drastically improv-
ing the quality of our service. We
are a company looking to the fu-
ture with great hope.

There are many areas that
the “new Bally Total Fitness” is en-
tering. Unveiling these new areas
will be exciting for our entire in-
dustry. | am enthusiastic about
working with Lee’s management
team. This team consists of very
knowledgeable and gifted members
- a few that were in place with the
company and new employees that
bring a fresh approach and ideas for
the development of our company.

Asked if Bally Total Fit-
ness will be making a strong effort
to gain admission into I[HRSA,
Conviser responded, * I think Lee
would say, ‘If we can participate as
partof IHRSA, that would be great!

Not only for Bally, not only for
IHRSA, but for our entire indus-
try. However, our single mission
is not getting Bally accepted into
IHRSA. [ think there are some
benefits for IHRSA with Bally
joining. And, there are clearly
some benefits for Bally should
we join IHRSA. The goal here is
not, ‘Let’s get Bally organized so
we can be part of IHRSA, the
goal is to create the very best or-
ganization that we can that deals
with 120 million+ member visits
a year. One that gets our sales,
our service, our facilities in or-
der, so that it is good for the in-
dustry to have Bally as part of
IHRSA.”

“Ican tell you what | see
from a corporate side. I've been
in about 53 Bally Total Fitness
clubs. We have some great prod-
uct and we have some product
that needs cleaning up. But, [ can
tell you about the Executive Team
that Lee has pulled together.
There is never a hesitation about
wanting to improve the quality of
the service, getting rid of the
things that happened in the past.
Lee has said over and over again,
‘I can’t control every employee.
But, what | can do is set the tone,
set the rules and regulations and
make sure that they are enforced

OCTOBER ISSUE

so that when there is a
problem, there is no hesi-
tation and very swift and
certain action is taken’.”
Lee Hillman has
established a top quality
Executive Management
Team to which Jason
Conviser is an excellent
addition.
Additionally,
Hillman has assigned
Conviser the task of as-
sembling a Medical Advi-
sory Board which will
consist of professionals
from various aspects of
the healthcare world, both
clinical and nonclinical.
The members of the
Board are to be named by

November 1, 1997.
Lee Hillman

Jason Conviser, Ph. D.

comments on Conviser, “Jason
Conviser s experience and exper-
tise will assist Bally Total Fitness
to grow in new and exciting di-
rections. All of us at the company
will benefit from his joining the
Bally team.”

Suffice it to say, Lee
Hillman has taken a huge step to-
ward bringing the much maligned
‘Bally culture’ into the new age
of health, racquet and sportsclubs
with the recruiting and hiring of

Jason Conviser. Conviser should
bring a fresh and energizing balance
to the organization.

However, only time will
tell if Conviser's impact and
Hillman’s great plan will work. This
writer believes strongly that success
with the turn around of Bally Total
Fitness, both culturally and finan-
cially, will be beneficial, not only to
the stock holders, but to the health
club industry at large. Stay tuned to
The CLUB INSIDER News.
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e Use our Replacement Belts and Decks. Ours last longer
at a fraction of the cost.

e (Call NGS for electronics repair for StairMaster 4000PT,
Lifecycle (most models), Gauntlet, Gravitron, LifeRower,
ClimbMax, LifeStep, Trotter, Trackmaster, Precor and

* Make your treadmills last longer and draw lower amps
using our amazing new NGS Deck Lubricant.

e Call our toll-free number 1-800-GYMPART (496-7278) for
FREE technical support on all commercial fitness

To receive your
FREE CATALOG...
Call 1-800-GYMPART or visit our
web site at gympart.com!

NATIONAL GYH SUPPLY
VOUR FITHESS TOOL KIT

e Save money using National Gym Supply’s quality
replacement parts.

e Stop losing pins by installing NGS Weight Selector Pin
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SPRINT CARDIOV,
Affordable, Dura

Hoggan Health Indus-
tries, Inc. has rounded out its Sprint
cardiovascular line. Sprints’ line
includes a new elliptical machine
called the Sprint Cross Trainer, a
treadmill and a stair climber. Each
Sprint machine is packed with
money saving features that any fit-
ness facility operator will appreci-
ate.

No Electrical Outlets Re-
quired

All of the Sprint ma-
chines have self contained elec-
tronic and mechanical systems that
require no electrical outlets. By
being non-electrical these work-
horses can go anywhere you need
them to. If you want to avoid the
costs associated with installing ad-
ditional electrical wiring and out-
lets then Sprint should be your an-
swer.

Simple and Durable

In starting a cardio
workout most members just want
to “Get on and Go!” Members
have a difficult time understand-
ing the complex programming on
many of today’s cardiovascular
machines. Some machines require
more button pushing than a VCR.

Sprints” answer is “Keep
It Simple”. Give the user the ba-
sic information they need without
requiring an advanced degree in
engineering to operate the ma-
chine. There are some very favor-
able side benefits to the owners of

Sprint cardiovascular machines.
Because each machine has fewer
components, moving parts and no
motors there is less to go wrong.

Costs Less to Own
Operate

Gi\rcn Sprints’ simpli-
fied electronic display and non-
electrical design, each machine
costs an average of $1,000 less than
its competitors. They also cost |ess
to operate because they have fewer
components to repair and because
they do not require electricity.
Simple also means less down time
for yourmembers. Less down time
means fewer complaints and hap-
pier members.

“As the 1997-98 prime
fitness buying season ensues, ev-
ery club in the country will either
have added or be strongly consid-
ering elliptical machines” predicts
Guy Williams, Hoggans’ V.P. of
Sales and Marketing. “This is the
most popular new piece of cardio-
vascular equipment to hit our in-
dustry since the introduction of the
stair machine.”

Sprints’ answer to the bur-
geoning need for “elliptical” ma-
chines is the Sprint Cross Trainer.
Attendees at the- recent National
Fitness Trade Show commented
that the Sprint Cross Trainer “has
avery smooth and natural motion.”
This motion allows users to simu-
late walking, jogging or running
without the impact on joints that
comes from running outdoors or on

a treadmill. The pedals operate
in a forward and reverse direction
allowing users to vary their work-
outs. The Sprint Cross Trainer
also has an upper body exercise
system which is independent of
the lower body mechanism and
therefore can be operated at the
user’s discretion.

Sprint Runner
(19
Thc Sprint Runner

is our best selling machine ever!”
says Mr. Williams, “We have been
manufacturing exercise equip-
ment for over twenty years and
treadmills are the number one
piece of equipment club owners
have added to their facilities in
recent years.”

Sprint Runner distin-
guishes itself from other tread-
mills because of its excellent du-
rability track record. Because the
Sprint Runner is self-propelled,
the user provides the power to turn
the belt rather than a motor, it has
very few breakdowns. This also
means exercisers get a more effi-
cient workout, burning more calo-
ries in a shorter amount of time
than they do on electrical tread-
mills. Users of all types find the
Sprint Runner convenient and
easy (o operate.

Sprint Climber
The Sprint Climber is

designed with an upright posture
in mind. Many stair machines

ble,

Sprint Cardio Machines

promote leaning on the handle
bars. This allows users to “cheat”
and can contribute to back prob-
lems. The Sprint Climbers’ new
stance and handle positions en-
courage users to climb upright,
promoting good posture and a
more natural range of motion. Its
upright design also has a lower
than average “footprint” or space
utilization. So it takes up less
room. This combined with hav-
ing no electricity requirements al-
lows Sprim Climber to go any-

where.

In summary, Sprint car-
diovascular machines are an excel-
lent value for the money. “Afford-
able, durable and simple” three
words anyone who owns fitness
equipment can appreciate. To learn
more about Sprint cardiovascular
machines call 800-678-7888 or
come see the Sprint lineup at
CLUB INDUSTRY, Chicago
Booth #161 or [IHRSA/
AB,Orlando Booth #518.

BODY PUMP is a
prechoreographed barbell class
synchronized to music. Developed
in New Zealand seven years ago,
BODY PUMP is now in clubs in
16 countries worldwide. With
motivating music and awesome
instructors, BODY PUMP is ideal
for beginners through experienced
exercisers. [t's a muscle endur-
ance/resistance training workout in
a group fitness setting. And quite
simply, it’s the fastest way in the
universe to gel in shape.

But is it safe?

In May of 1997, The
STEP Company assembled top fit-
ness instructors and presenters in
the United States to experience and
critique the exercise science com-
ponent of the BODY PUMP pro-
gram. This group of people, re-
ferred to as Pro Trainers and Fac-
ulty, are all now part of the BODY

Y PU

PUMP team. The Faculty is re-
sponsible for providing the most
relevant, empirical and practical
information to assist with program
policy, structure and content. They
are also responsible for the devel-
opment of Instructor and Trainer
manuals and the creation of new
programs. The Pro Trainers are set
up regionally to assist others in
becoming BODY PUMP instruc-
tors.

Pro Trainers: Tom Butts
(Seattle), Mary Clagget Schwantes
(Minneapolis), Beverly Kramer &
Cookie Kanarish (Chicago), Jon
Giswold (New York), Joel Greco
(Dallas), Ali Lowe (Atlanta/Mi-
ami), Marsha Macro (Denver) and
Charlotte Williams (San Fran-
cisco).

FACULTY: Kari Ander-
son, Angiec Bunch, Frank
Butterfield, Molly Fox, Andre
Houle, Greg Neiderlander &

P IS ROLLING!

Suzanne Nottingham.

What Does The License
Fee Cover?

The monthly license fee
goes right back into the system
to develop new programs and
maintain the current level of
quality and safety. In addition,
the license fee helps to develop
the following:

* National Brand
Awareness - Advertisements -
Trade Shows - Media/PR Cov-
erage

* Marketing Materials -
Logo slicks - Ad Copy - Poster/
Banner Layouls

* Quarterly Program
Development - Music - Chore-
ography - Education

* Body Training Sys-
tems - Quality Control - Instruc-
tor Manual - Safety and Re-
search

How Does The License
Agreement Work?

Monthy License Fee:
Auto debit begins first of month
after the completion of two train-
ing modules.

Term: Three (3) mini-
mum.

Cancellation: Seven (7)
business days prior to end of month
for any reason.

Restrictions: Upon can-
cellation, stop use of BODY PUMP
name and material,

For 3 months after termi-
nation, club may not conduct any
barbell-based fitness training syn-
chronized to music competing with
BODY PUMP.

Obligations: Only con-
duct BODY PUMP classes in loca-
tions paying a license fee. - Only
permit qualified instructors to teach
BODY PUMP.

The Trammg System
Explaine

BODY PUMP training
for licensed facilities follows a
structured educational program,
requiring 15 accredited hours
(ACE) of theory and practical train-
ing prior to becoming a qualified
instructor. The process is based on
principles of cooperative education
which ensures applied knowledge
and skill levels have been attained
by all instructors. Through this
system, a new BODY PUMP tape
is choreographsed every three
months and released in written,
audio and video format and supple-
mented with anatomical/physi-
ological education. This program
is designed to ensure the class qual-
ity and continuity of BODY PUMP.

For more information on
BODY PUMP, please call: (800)
SAY-STEP.



Lower Energy Cost

No One Even Comes Close!
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“We knew this would be a world class facility. The lighting levels have surpassed all our expectations and calculations.
We now exceed USTA tournament standards, with only 14 - 1,000 Watt BEST Lights™ per court, averaging 160 footcandles. - 1 'SOO-KIL-A'WAT
Steve Krum, President, Greenwood Athletic Club, Englewood, Colorado. -

- Call for a free brochure . .. 1-800-545-2928 + Fax: 810-589-0134
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“We doubled our light levels with 4,000 Watts less per court." -
Will Cleveland, Gen. Manager, Wildwood Racquet Club, Ft. Wayne, Indiana.

For Insulated Ceilings . . . Call Our Other Company

COMMERCIAL Call for a free brochure.. ..
“The reason we chose BEST Lights™ ? Because it is the latest in BUILDING & 4 4
technology.” — Todd Pulis, President, The Thoreau Club of Concord, RETROF IT, INc. ]. "'8 00 == 23 "'O 5 3

Concord, Massachusetts.
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BALLY TOTAL FITNESS COMPLETES SALE
OF $225 MILLION OF SUBORDINATED NOTES

Chkago, 1L - October
7, 1997 - Bally Total Fitness Hold-
ing Corporation (Nasdaq- National
Market:BFIT) announced today
that it completed the sale of $225
million aggregate principal amount
of 9 7/8% Senior Subordinated
Notes due 2007 (the “9 7/8%

Notes). The 9 7/8% Notes were
offered pursuant to Rule 144A to
qualified institutional buyers, and
are expected to be registered
within 120 days.

Bally Total Fitness will
use the net proceeds principally to
complete the purchase of its 13%
Senior Subordinated Notes due

2003 (the 13% Notes”™). Pursu-
ant to the cash tender offer and
consent solicitation that Bally
Total Fitness commenced on
September 3, 1997, holders had
tendered approximately $177
million of the $200 million ag-
gregate principal amount of the
13% Notes as of the close of

business on October 6, 1997, the
Expiration Date of the tender of-
fer. The remaining 13% Notes are
expected to be purchased, re-
deemed or defeased by the Com-
pany prior to the end of January
1998.

The 9 7/8% Notes have
not been registered under the Se-

curities Act of 1933 and may not
be offered or sold in the United
States absent registration or an ap-
plicable exemption from registra-
tion requirements.

Merrill Lynch & Co. acted
as lead placement agent for this se-
curity offering.

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

“MAIL-IN" PAYMENTS

(FROM COUPON BOOKS)

5200

Payments processed for
Two Bucks...or LESS!

($25 payment or $250 payment...same price!)

PLUS
Pro-Financial Collection

Ask for our FREE money-saving analysis worksheet

“IMPROVE YOUR PROFIT
EVERY DAY”

Call BUSINESS DEVELOPMENT Today!

1-800-233-8483
AFFILIATED ACCEPTANCE CORPORATION

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

FAX: (816) 753-1429
WEBPAGE: hitp://www.fitnessworld.com/pro/trade/affiliated.html

AAC...“We're Here To Work”

E-MAIL: 74041,252

COMpUSErve.com

USPTA Awards George Bush
With Honorary Membership

Citing President

George Bush’s lifetime of enthu-
siasm for the sport of tennis, the
United States Professional Ten-
nis Association (USPTA) re-
cently named him an Honorary
member of the 11,000 - member
Association of tennis-teaching
professionals.

Whether at the White
House; Kennebunkport, Maine,
Houston or elsewhere in his
world travels, Bush brings along
a passion for tennis. Through-
out his years in the highest lev-
els of public service, Bush shared
his enthusiam for the sport with
the general public and world
leaders alike. He frequently
played tennis on the White House
tennis court during his term as the
nation’s Chief Executive. Most
recently, Bush and wife Barbara,
cheered on pro players at
Wimbledon during a July trip to
England.

“I’ve been a tennis en-
thusiast all my life,” said Presi-
dent Bush. “And seceing
Wimbledon in person for the first
time was a thrill I'll never for-
gel.”

Bush also uses his inter-
est in tennis to support worthy
causes. He has helped raise money
by playing in events such as the
Chris Evert Pro-Celebrity Classic
in Boca Raton, Fla. Each year, the
event raises funds for at-risk fami-
lies and children throughout
Florida as well as for substance
abuse prevention causes and other
charity groups.

Bush has also loyally
supported and participated in the
Chuck Norris Kick Drugs Out of
America Tennis and Golf Invita-
tional. Held each year in Hous-
ton, the event raises money to fight
the war on drugs, gangs and youth
violence through educational and
motivational programs.

In 1992, Bush showed his
support of youth fitness by attend-
ing a USPTA Tennis Across
America clinic held on the White
House tennis court. Children from
the Hispanic-American Cultural
Effort received free tennis instruc-
tion from Pam Shriver and USPTA
professionals. The White House
clinic was part of the multicultural
segment of USPTA’s Tennis
Across America, a nationwide pro-
gram of free instruction for chil-

dren and adults.

“President Bush has
helped promote the positive benefits
of tennis to millions of people
through his own interest in the
game,” said USPTA President Kurt
Kamperman. “It’s a pleasure to
honor President Bush for his high-
profile devotion to our sport.”

USPTA's 45-member Ex-
ecutive Committee recently nomi-
nated and approved Bush as an Hon-
orary member during policy-mak-
ing meetings of the Association.

Other USPTA Honorary
Members include Billie Jean King,
Jack Kramer, Rod Laver, Mark
McCormack, Stan Smith, Pam
Shriver, Tony Trabert and several
other players, teachers and leaders
of the sport.

Founded in 1927, USPTA
is the world’s oldest and largest As-
sociation of tennis-teaching profes-
sionals. The nonprofit Association
strives to raise the standards of the
tennis profession while promoting
greater awareness of tennis. USPTA
offers more than 30 professional
benefits to its 11,000 members
worldwide, including certification
and extensive educational opportu-
nities.

~Sport &
Health

continued from page 10

they desire.” Konz feels the
emerging awareness by the pub-
lic of the long-term benefits of
regular exercise make this an
ideal time to expand the size of
the Company. “The 1996 Sur-
geon General’s Report on the link
between frequent exercise and
long-term good health and lon-
gevity is finally beginning to be-
come etched into most people’s
consciousness. The principal
finding of this Report is: ‘Fail-

ure to exercise is hazardous to your
health and shortens your life.” In
the context of this very, very pow-
erful statement, our industry will
surely see major new growth op-
portunities in the next ten years.”

Current figures compiled
by the industrys trade association,
the International Health, Racquet
and Sportsclub Association
(IHRSA), show there are 20.5 mil-
lion people in the U.S. who cur-
rently belong to over 13,000 com-
mercial clubs that generate annual
revenues of more than $6.5 billion.
Membership growth has averaged
almost 7% per year for the past ten
years, but as the awareness and

importance of the Surgeon
General’s Report becomes more
widely known, this growth is ex-
pected to increase significantly.
By year-end the Sport &
Health Company will have 23 club
locations with approximately 1.2
million square feet of exercise/fit-
ness area. There will be over 1,600
employees of whom more than 700
are full time. Annual revenues will
exceed $50 million and member-
ships will reach 52,000. The Com-
pany is privately held, so it does not
report margins or profits, but Konz
states that the Company's profit-
ability is greater that the industry
(See Sport & Health page 24)
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MAXICAM

Muscle Dynamics

For a complete brochure on our more than 95 selectorized and free weight machines, call:
(800) 544-2944

Musde Dynarics

20100 Hamifton Avenue * Torrance, California 90502 « (310) 323-9055 » Fax (310) 323-7608
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” Don’t Take Our
@ Word For It
Take Theirs.

“I would recommend CheckFree because of the service, If problems

arise, technicians are available to help.”
“CheckFree solutions are dependable and reliable.”

“Terrific products and excellent customer service have kept us
loyal CheckFree customers for over ten years.”

“CheckFree’s EFT service has certainly reduced our
paperwork."”

“The RCM2001 Club Management System is fully
integrated. Without these features, we could not

marn

age our clubs or create our financial statements.”

“Point-of-Sale transaction processing greatly
improved our ability to gather marketing data.”

“CheckFree's EFT service has increased our
cash How and reduced our billing and
collection costs. It's easy to transmit the billing

information.”

“CheckFree has been extremely helpful in our
migration to RCM2001."

Higher profits. Reduced paperwork. Lower operating
costs. Smoother cash flow. Improved customer
retention, and more. These are just some of the

reasons why so many large, successful

clubs rely on CheckFree for

complete club management
solutions — everything from
front desk check-in to back-
end processing. Enjoy powerful

productivity enhancements  ¢1 s CHECKFREE
like Electronic Funds Transfer, Activity Registration,

- \J Sales Prospecting and Zap-1D.
= ® Learn how leading clubs rely on CheckFree to
make their clubs fiscally fit by calling 800 242 9522,
Health & Frtness _ ;
Join The Club: 1-800-242-9522 You'll hear first-hand experiences and discover how
CheckFree Corporation is an IHRSA Vanguard member. Visit our Web site you, too, can join the Iong list of satisfied CheckFree

at wwwcheckfree.com or e-mail us at rem-info@checkfree.com
club owners.

CheckFree Health & Fitness would like to give special thanks to the following clients for participating: Les Carlson—Wheaton Sport Center, Bab Schwartz—Fitcorp, Scott Amdt—Princeton Club,
Beth & Bill Beck—Club Fit, Frank Nusko—Tennis Corp of America, Dave Holderness—Franklin Fitness & Racquet Club, Sharon Shelby—Smith Club Management, John Kinney—Club One.
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Firness FM™

if you've been looking into purchasing an
FM system, Fitness FM will make your deci-
sion a whole lot easier. Announcing Fitness
FM from CardioTheater. This entry level
system gives you superior performance,
strong value for your dollar and unmatched
protection of your investment with our exclu-
sive Upgrade Assurance Program.

Fitness FM allows your members to use
their walkman radios to tune into a variety of
audiovisual selections. Features such as Phase
Lock Loop (PLL) tuning for drift free reception
and easy to use front panel controls make
Fitness FM the most sophisticated, user-
friendly FM system on the market.

When your realize the need
for the power and perfor-
mance of a CardioTheater,
Upgrade Assurance pro-
vides you with a 100%
credit of your Fitness FM
investment towards the purchase of a
CardioTheater, the leading Exercise Entertain-
ment system.

CardioTheater pioneered and developed
systems that provide Exercise Entertainment
to clubs around the world. These systems have
proven to be an invaluable tool in attracting
and retaining members and give your club the
edge to stay ahead of the competition.

Fitness FM by carDIO 7 .

12 Piedmont Center, Suite 105, Atlanta, GA 30305

(800) 227-3461 (404) 848-0233

http://www.cardio-theater.com
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Association (ISSA) To Conduct
Fitness Therapist Workshop
At Club Industry

ISSA will offer its one-day Fit-
ness Therapy Workshop and exam from
8:30 a.m. - 5:30 p.m., November 11th.
The one-day session is designed to update
today’s personal trainer and clinical exer-
cise specialist on the most up-to-date in-
formation in the industry in the following
areas: * Designing exercise programs for
over 25 special population groups * Up-
dating information on healthcare and man-

ment * Applying work hardening in the fit-
ness industry * Reviewing common drugs in
medicine and their effect on exercise * Offer-
ing information on current issues in nutrition.
This program was developed to help
healthcare professionals understand elements
of medicine and also as a continuing educa-
tion course for individuals in allied health
professions. ISSA will offer a $75 discount
off the regular price of $495 until November
10, 1997. To register or for more informa-

When it comes to

FITNESS CERTIFICATION

OCTOBER ISSUE

ager care issues * Providing the most com-
plete information on insurance reimburse-

tion, call (800) 892-ISSA.

PRO-FINANCIAL

The Ultimate Collection Service

there really is
NO COMPARISON!

: Since 1988, the International Sports Sciences Association has provided

J certification and continuing educational programs to well over ten thou-

: sand club owners and staff, health and fitness professionals, and stu-
dents worldwide.

i

| We are proud of our world-renowned program directors, professors
| and instructors like:

Dr. Fred Hatfield
Bill Pearl Dr. Sal Arria

Dr. Karl Knopf Dr. Jim Wright

Dr. James Peterson Eric Durak, MS
E.J. “Doc” Kreis  Charles Staley, MSS

Just to name a few, who together have literally hundreds of years ex-
perience teaching health and fitness.

- WE ALSO FEATURE: ﬁ\
Hands on, two or three day, weekend seminars held worldwide that are also available at

your facility at no extra charge.

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

Bad Debt Collection

TURN DELINQUENT ACCOUNTS INTO

Cash Today!

The Pro-Financial 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
image for your facility.

ELEVEN specialized certification and continuing education programs (from youth fitness
1o senior fitness to nutrition and weight management).

Our 800 Help-Line is available FREE for all students during and after certification.
No hidden charges i.e., study materials, testing fees or re-examinations.

ISSA will specifically customize any of our certification or continuing education programs
QMI the specific needs of your facility. )

So, compare us with any other organization and you'll see why the
most respected leaders in the health & fitness industry have joined the
ISSA! Call us today and we'll show you how our team of experts can
j help educate your staff!

1-800-892-1SSA

www.issa-usa.com

Call BUSINESS DEVELOPMENT Today!

1-800-233-8483
AFFILIATED ACCEPTANCE CORPORATION

Main Post Office Box 419331, Kansas City, Missouri, USA 64141
E-MAIL: 74041,2525@compuserve.com
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FAX: (816) 753-1429
WEBPAGE: http://www.fitnessworld.com/pro/trade/affiliated.html

AAC...“We're Here To Work”
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LOOKING FOR THE BEST PRICED
ELLIPTICAL ON THE MARKET?

YOU JUST
FOUND IT.

CALL FOR MORE INFORMATION

ALSO AVAILABLE FROM 800 3 678 .7888

HOGGAN HEALTH INDUSTRIES




PAGE 22

EClub Insider

OCTOBER ISSUE

Use the "Fun Test" To Increase Participation

By Patti Joyce-Fleck

Every club owner
knows what fun means in the health
club...participation. When partici-
pation equates to membership, it's
no surprise that club owners are
constantly searching for programs
and products that generate fun and
excitement. But with almost ev-
ery product claiming to be fun, how
do you know which ones truly are
fun? Do you chance buying it to
find out? Do you wait for the club
down the street to buy it and chance
losing your members? Wouldn't it
be nice if there was an expert in
“fun” that you could consult with?

Well there is, and the toy

Best in the blisines.g...
and we can prove it!

industry has been tapping into
this insight for years to accu-
rately forecast which items will
be hot, or as they say, “peg the
fun meter”. The experts they
consult with are kids, because
“who'’s better to tell you what’s
fun than someone who plays all
day?” Of course, what's fun for
adults is not necessarily what
kids consider fun. However, 9
times out of 10 what kids con-
sider fun, adults do too. This is
because kids look for “simple
fun™, such as catching a ball.
This same “simple fun” moti-
vates adults, but we’re also mo-
tivated by other factors, such as
the cnjoyment of obtaining a
goal. When an activity combines
simple fun with other motivating
forces, then the fun meter is truly

Mastercard/Visa

Electronic Debits

45

PER PAYMENT PER PAYMENT

“Mail-In”
Payments

from Coupoans

PROFESSIONAL SERVICES SINCE 1989

MEMBER
International Billing Association
American Collectors Association

INTERNATIONAL TOLL FREE

1-800-233-8483

pegged for the adult population.

A club owner benefits sev-
eral ways by looking at products
through the eyes of a child. First,
if a product truly is “fun”, then your
members will take to it quickly,
participation will be high. Second,
fun activities have a lasting eu-
phoric feeling that drives people to
talk about what they just did, which
means your members are going to
attract new members. Third, fun
activities require less motivation or
“hype” from your staff to maintain
participation; people come because
they truly enjoy the activity. This
translates to member retention.

Although predictions are
certainly much better, the “fun test”
does not require you to have a room
full of kids and the product in hand.
Many programs and produets are
quite obvious just by visualizing
how kids would react. For ex-
ample, weight lifting equipment is
very intimidating for most new
comers. This is the exact response
from kids, and we all know the level
of effort required to keep people
motivated in a weight training pro-
gram. Sports aclivities, on the other
hand, rate high on a kid’s list of
playtime activities. It's no surprise
that programs such as sports con-
ditioning, box aerobics and kick
boxing are becoming popular in
health clubs.

In regard to products,
there are several high tech clec-
tronic game devices that rate high
on the fun meter, such as Tectrix’
Virtual Reality bikes and stair
climbers. However, with high tech
comes higher cost. Only a few cost-
effective products are in the mar-
ketplace with a high “fun rating”,
one of which is a new-comer, the
PowerBoard. The PowerBoard is
a flexible platform that has a
bounce, sort of half step and half
trampoline. Jim Karas, owner of

Solo Sessions, describes the
PowerBoard as “it’s the natu-
ral progression from step
aerobics”. But how does the
PowerBoard rate in the “fun
test?"

Patti Klinck, Direc-
tor at Sports & Racquet Club,
tested both the Step and the
PowerBoard in their kid’s
program with the following
response “The kids love
PowerBoard, they love to
jump”. The response in the
adult aerobic program proved
to be just as popular and
they've integrated several
classes a week into their
schedule. Linda Frizzel,
Aerobic Director at Fitness
2000, indicates similar results
in their adult programs and
states “Participation has
doubled”.

The PowerBoard's
high participation rate is ob-

vious after evaluating other
adult motivating factors. Anabun-
dance of research exists on re-
bound or power-up type exercises,
including results from NASA that
identify rebounding to burn more
calories per minute than most
other exercises including jogging,
climbing stairs or bicycle riding.
Another key attribute is the
PowerBoard exercise is low im-
pact, providing for a safe workout.
Low impact is a critical motivator
for many of us aging Baby-
Boomers and especially for the
senior members. Talking with
people who have participated in
PowerBoard classes, their re-
sponses were consistently all three
motivators: “it’s fun, 1 get a good
workout and it’s easy on my
knees."

The PowerBoard product
demonstratees the power of com-
bining motivators. As you are

evaluating new programs and prod-
ucts, always keep in mind what
motivates people to participate.
Fun activities have been proven
time and time again to be a driving
force. Viewing the world through
the eyes of a child will give you
strong insight in what is “fun”.
When you find a program or prod-
uct that combines fun with other
motivators, then you truly have a
winner.

(Patti Joyce-Fleck is
owner and manager of Fit for Suc-
cess in Hayward, CA. She is ACE
and ACSM certified as an aerobic
instructor and personal trainer, and
winner of several professional body
building competitions. She has
been a fitness motivational speaker
for the past ten years, appearing on
ESPN and major networks.)

Affiliated Acceptance Co

rporation

The "BEST IN THE BUSINESS"

Club owners know the
importance of a full service billing
company and the effects it has on

their bottom line. Affiliated Ac-
ceptance Corporation (AAC) pro-
vides flat rate billing from 25
cents EFT to $2.00 coupons, to

Luck Is when we have the

preparation to recognize, seize,
~ and meet an opportunity.

‘THOUGHT FOR THE MONTH*
GONNA MAKE IT HAPPEN

Them isn't much luck in this world.
You create your own luck.
Far better to be prepared for an opportunity that never
comes than to meet an opportu-

nity and not be prepared.
Destiny is not a matter of

chance, it is a matter of choice.
(This ‘Thought For The Month’ was reprinted from the book:
LIFE ete. Advice For The Real World
written by club veteran Charley Swayne).

full collections up to 7 years with Na-
tional Credit Reporting and Skip
Tracing!

Combine that with the con-
venience of 9 draft dates a month, cus-
tomized renewal programs and your
money within 48 hours of the draft
dates. It shows our continued com-
mitment to being the “Best In The
Business.”.

On the software side, we
provide Front Desk Management Sys-
tems with all options, including video
imaging, point of sale, scheduling,
etc.

For more information please
call (800) 233-8483 and be sure to
stop by and see us at the CLUB IN-
DUSTRY Show at Booth #1253,
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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

e & 35 W

Full Service Customer Support
(Phone, Fax, Seminars)

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

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

Club

CLUBRUNNER: THE STRESSLESS SYSTEM
1080 EAST INDIAN TOWN RD., STE. 202,

U " | o055, tion 763399
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WANT MORE RESULTS?

If 1 could show you how
to increase your sales by 25 to 30%,
would you be interested?

Successful sales requires
more than a nice suit, a smooth de-
livery and some fancy theories.
Sales success is easily measured - -
by the results.

Sales Makers, a cutting
edge sales and marketing consult-
ing firm, helps clubs looking for
long-term gains, not quick fixes.
They provide solutions, not just
advice. Established in 1979 by
Founder and President, Ray Gor-
don, Sales Makers has consulted
with over 400 clubs worldwide.
Their results with each club over the
most recent 3 years has been a 28%
increase in sales!

Ray Gordon spoke at
the very first IHRSA Convention
in 1981. Gordon and partner, Ed
Tock, have been featured speak-
ers at over half of the IHRSA
Conferences and have presented
at every Club Industry show
since 1986, as well as almost
every regional [HRSA
meeting.(MACMA, NERSA,
NACA). They have also given
seminars at Gold’s Gym Con-
ventions, World Gym Conven-
tions, EL.A. (England’s IHRSA)
and Sweden! For the club own-
ers who enjoy learning while in
the Florida sunshine, Sales Mak-
ers has hosted an annual Sales
and Marketing Classic for the
past 10 years during the first
weekend in May. (Look for more

details in upcoming issues of
CLUB INSIDER.)

Sales Makers offers ser-
vices that range from 3-day, on-site
seminars to long-term, six-month
consulting agreements. They also
specialize in pre-sale/pre-opening
consulting, having worked with 67
clubs on pre-sales with excellent
results.

The Sales Makers System
provides proven profit procedures,
sales training, prospecting and tele-
phone training, marketing guid-
ance, tours and presentations, mem-
ber retention programs, sales man-
agement systems and ways to in-
crease personal training.

Sales Makers recognizes
that every club has different needs
and because of the diverse experi-

Aspen Hill Club (MD)
Atlantic Club (NJ)

Club Fit (NY)
Gold’s Gym (CA)

Gold’s Gym (GA)
Gold’s Gym (NY)

The Gym (England)

Sportset Club (NY)

Women'’s Club (IL)
Viva! (England)

Sales Makers

Bel Air Athletic Club (MD)
Club at Woodbridge (NJ)

Courthouse Athletic Club (CA)
Court Sports I & IT (NY)
Evanston Athletic Club (IL)

Ft. Wayne Health & Fitness (IN)

Greenville Racquet & Fitness (SC)

Lynne Brick’s Womens Only Club (MD)
PACE Fitness (Australia)

Padonia Fitness Center (MD)

Pinnacle Health Clubs (England)

Ronny Barnes Fitness & Nautilus (NC)
Shula’s Athletic Club (FL)

Spa At The Fontainebleau (FL)

Sports Clubs (Sweden)

Welshback Squash & Health Club (England)
WestBay Athletic Club (FL)

Westchester Health & Fitness (NY)
Westlake Sport House (CA)

What A Racquet Athletic Club (CA)

Award Winning Results in the 90’s

20 % Increase

31 % Increase

20 % Increase

32 % Increase

69 % Increase

37 % Increase

30 % Increase

24 % Increase

104 % Increase

23 % Increase

17 % Increase

38 % Increase

40 % Increase
Pre-Sale Sold Out
Pre-Sale

Pre-Sale Sold 2,065
23 % Increase
Pre-Sale

29 % Increase
Pre-Sale

31 % Increase

44 % Increase

31 % Increase

40 % Increase
Pre-Sale

41 % Increase

30 % Increase

27 % Increase
Pre-Sale Sold 925

Pre-Sale Sold Out

ence of Sales Makers, they are able
to bring an effective hands-on
practical approach to clubs with
diverse needs and opportunities.
All this is done by increasing
membership revenue without dis-
counting dues or compromising
club value and integrity!

Come meet the Sales
Makers at Club Industry in Chi-
cago, November 12-15th. You can
visit with them at Booth #1077 and
pick up your free lottery ticket that
guarantees everyone is a winner.
Who knows, maybe you could win
a free seminar in Florida!

At the Club Industry
Show, there will be many great
seminars as well as an expansive,
exciting and educational trade
show. Sales Makers will be fea-
tured at the following seminars:

* D 12 - Wednesday - 4-
5:30 pm- Dynamic Sales Tech-
niques

*E7 -Thursday -9am-
10:30 am- Successful Sales For
Grand Openings

*G4 -Thursday -4pm-
6pm Executive Roundtable - Mar-
keting

Whatever your goals,
Sales Makers will strive to help you
achieve them with the highest level
of dedication, ability and integrity.
Because Sales Makers is rewarded
on performance, they foster a win-
win relationship with club owners
by establishing mutually agreeable
goals that require more than just
showing up. They require results!

Call (800) 428-3334 to-
day and start seeing the resulis!

..Sport &
Health

continued from page 16

average, due primarily to the sig-
nificant economies of scale it
achieves by having all its clubs in
asingle geographic area. He says,
“This concentration of market
dominance is unique in the com-
mercial athletic club industry and
gives us the opportunity to offer
better value and more exercise al-
ternatives to our members.”

The Sport & Health
Company has developed its clubs
at two price points, because it be-
lieves there are strong, distinct
markets for both types. Slightly
less than 50% of the clubs charge
monthly fees of $45-55, generally
in the size about 15-30,000 square
feet. These clubs offer more than
“store front gyms" and could prop-
erly be characterized as “full ser-
vice clubs,” but their smaller size
and lack of some facilities (e.g. ,
pools, basketball, or courts) lim-
its the fees that can be charged. At
the other end of the price spec-
trum, the Company has many of

the mega-clubs, at price points of
about $100 per month, usually in
the size range of 60-120,000 square
feet. Perhaps surprisingly, Sport &
Health has not found any pattern
that identifies which type of clubs
are more profitable for the Com-
pany, so future growth will con-
tinue on both price ranges. “We
look at the desirability of the loca-
tion, first and foremost”, says
Konz, “and then we focus on the
type of club that best suits the situ-
ation. This is an ‘opportunistic’
approach, but because we know
this market so well, it works for
us.”

“We have been in the
commercial athletic club business
for more than 24 years in a single
market (Washington, D.C.), and
our experience tells us the best
chance for success is to dominate
one market. Since the DC area fits
the ‘perfect’ profile for a potential
club member, we don’t see the need
to leave this area while there are
still many opportunities here for
expansion. Although it’s difficult
1o be precise, we expect to own 30-
35 clubs in Washington before we
will begin to look at other markets.”

To SUBSCRIBE To
THE CLUB INSIDER NEWS
Send $49 to:

The Club Insider News
P.O. Box 671443

Marietta, GA 30006-0025
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THRSA Funds

Bmtﬂn. MA. - I[HRSA
(The International Health, Racquet
and Sportsclub Association) is sup-
porting Healthworks, a Boston
health club for women only, with a
preliminary $10,000 grant to fight
a lawsuit by a man who is seeking
to gain admission to the club.
IHRSA anticipates providing addi-
tional financial support in the future.

“IHRSA's position is
that women-only clubs should be
allowed to exclude male members
because there is a legitimate gen-
der-based privacy interest that
needs to be protected,” said Helen
Durkin, Director of Government
Relations for IHRSA. “There is
not overriding public policy that
necessitates the inclusion of men
in these clubs.”

Defense Of Women-Only Clubs
May Seek Legislation ToEExempt VWomen's

Chubs From Discrimination Laws

In addition to providing
funds, Ms. Durkin and John
McCarthy, IHRSA’s Executive
Director, are working with
Healthworks owner, Mark
Harrington, and his lawyers to de-
velop the legal and expert support
for the case.

Healthworks is being
sued by James Foster, a lawyer,
who lives near the Boston club. A

hearing for summary judgment
was held August 8th. That mo-
tion by Foster was denied. How-
ever, on October 3rd,
Massachusett's Superior Court
Judge, Nonnie S. Burns, ruled in
favor of Plaintiff Foster's com-
plaint in Summary Judgment.

In an effort to insure that
no more such cases come before
the Massachusetts courts, IHRSA

is working with Mr. Harrington to
explore the possibility of seeking
passage of state legislation that
would make women-only clubs
exempt from discrimination laws
for privacy reasons.

IHRSA is a nonprofit
trade Association representing
4,000 clubs worldwide. To join
IHRSA, call: (800) 228-4772.

PHOENIX... A Visionary Landscape:

Focusing On The Future

IHRSA invites all mem-
ber clubs owners, managers and
other staff to IHRSA "98, the 17th
Annual International Convention &
Trade Show, March 18-21, 1998, at
the Phoenix Civic Plaza in Phoenix,
Arizona. Registration for the Con-
vention seminars, networking pro-
grams and social functions, as well
as the industry’s largest Trade Show

is open to all current members.
With more than 100 guest pre-
senters and educational sessions,
IHRSA "98 will be the most com-
prehensive IHRSA Convention
ever. From the new employee to
the seasoned veteran, there will
be something for everyone in
Phoenix.

The March Trade Show
will boast a history-making

Fhoenix, Arizona

[RRSA

International
Health, Racquet &
Sportsclub Association

1,000+ booths, showcasing new
products and services from over
320 exhibiting companies. Spe-
cial expanded Trade Show hours
will also allow more time to buy,
research and experience all that's
new. Don’t miss a thrilling mo-
ment of IHRSA "98; to register or
to receive a copy of the promo-
tional brochure, or to join IHRSA,
call: (800) 228-4772.

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

CASH FOR
CONTRACTS

¢/ No Credit Checks
¢’ No Turn-downs
¢/ No Term Limits

AAC Quick Cask’

PLUS
Pro-Financial Collection

Ask for our FREE money-saving analysis worksheet

“IMPROVE YOUR PROFIT
EVERY DAY”

Call BUSINESS DEVELOPMENT Today!

1-800-233-8483
AFFILIATED ACCEPTANCE CORPORATION

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

FAX: (816) 753-1429
WEBPAGE: hitp://www.fitnessworld.com/pro/trade/affiliated.htm|

E-MAIL: 74041,2525@compuserve.com

“We're Here To Work”
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LIFE FITNESS INTRODUCES the CROSS
TRAINER 9500 - LOWER BODY SYSTEM

Franklln Park, IL. -
On October 1, 1997, Life Fitness
announced a lower-body-only ver-
sion of its popular Cross-Trainer.
The new Life Fitness 9500 Cross-
Trainer - Lower Body System
boasts many of the same features
and benefits of its total-body sib-
ling, including an effective, virtu-
ally-zero impact cross-training
workout. This new Cross-Trainer
is the second product in Life Fit-
ness’ family of Cross-Trainer sys-
tems and represents a more afford-
able way for clubs to offer its mem-
bers the benefit of cross-training.

“Our first cross-training
product, the Cross-Trainer 9500

HR- Total Body System, has re-
ceived rave reviews from fitness
facilities and exercisers alike since
it began shipping earlier this
year,” said Augie Nieto, Life Fit-
ness president. “Our new lower-
body-only version was requested
by our customers-to complement
their cross-training offerings.
Cross-Training is becoming a very
important product category, and
we are happy to add this second
system to our growing family of
Cross-Trainers.”

Features and benefits ap-
peal to a wide variety of exercis-
ers.

The Life Fitness 9500

PROFESSIONAL CLUB MANAGEMENT

presents
The Sales Effectiveness Quiz

1. Has your sales team been trained or retrained

in the last 50 days?

2.  Are you lotally satisfied with your sales team work
habits, efforts, production levels, attitude and

mativation?

3. Do you have key result areas and accountability
structures for all production staff? Do you use

them?

4. Do you track and analyze all sales statistics and

staff production daily?

5. s your sales team trained and held accountable
for time efficient prospecting (or just order takers)?

6. Do you have lead follow-up systems in place and

do you regularly inspect them?

7.  Does your sales team have clear, written job
descriptions, expectations, goals and well defined

time frames for completion?

8. Does your team close sales mainly on “benafits &
value"? Or just price. (Tell the truth)

9.  Has your sales team consistently met their goal

the last six months?

10. Does your sales team never complain
any leads"” or “there’s nol enough guest traffic*?

Scoring: 1 Point for each "Yes" answer
8-10 Highly EMectne

6- alel Clve

5-7 BV

Below 5 ot Effectve &l all Do

You are doing well Coukd you improve?

You are trying but what would a 20% improvemant do bor you?
You nead a sakes focus and training!

NOW! Call PCM. wa can heip!

Pcn_!_gpeclalizes jn.:__Sales_?mﬂL:ginﬂ. ‘Marke_ﬂng

Cross-Trainer - Lower Body Sys-

Vég o NG
Yes Noi - -
Yes____No
Yes No,
Yes___No
Yes_ No_
Yes__ No
Yes___No_
Yes_ No_

, "l don't have k
Yes___No___ |

p

Call Now for Our
Special Two Day Sales Solution
Call Now!

1-800-347-9711

tem provides a highly-effective,
virtually zero-impact workout
with features and benefits that will
appeal to exercisers of all levels,
especially novice users, who will
appreciate its quick learning
curves. In addition, the system is
not intimidating. Beginning exer-
cisers and the deconditioned can
work out at their own fitness lev-
els without being overwhelmed.
Plus, the more physically fit can
get an intense workout, so every-
one can get a sense of accomplish-
ment exercising on the Cross-
Trainer.

The system’s smooth, el-
liptical lower-body design offers
exercisers movement variety.
Fluid forward or backward pedal
motions minimize impact to
ankles, knees, hips and lower back.
Equipped with twenty resistance
levels and seven programs, includ-
ing two pre-programmed cross-
training exercise programs, the
Cross-Trainer provides a greater
range of workout effort and moti-
vation because of the opportunity
to advance fitness levels.

The new product also

features Life Fitness’ exclusive
Heart Rate Zone Training exer-
cise program in which the system
monitors the user’s heart rate via
a telemetry chest strap, then au-
tomatically adjusts the machine’s
resistance to maintain their target
heart rate. Individuals can target
their heart rate for lower-intensity
exercise with the Fat Burn pro-
gram, for higher intensity train-
ing with the Cardio program, or
at a rate they specify.

Designed especially
with the users’ needs in mind, the
cross-trainer offers special fea-
tures to enhance as well as safe-
guard rigorous workout regimens,
including a large-character mes-
sage center for easier reading, a
front rail for enhanced safety, a
built-in reading rack and an inte-
grated accessory tray for holding
personal stereos and water
bottles.

“Our new Cross-Trainer
will appeal to people of all ages
and fitness levels who want the
fun and effectiveness of a cross-
training workout, but without thes
impact,” stated Nieto. “Heavy-

traffic fitness facilities with both big
and small budgets will appreciate its
economical price along with its attrac-
tion to many different types of users,
thereby helping clubs both bring in
new members and keep their existing
ones.”

Reliable, innovative products
help fitness facilities achieve goals

Life Fitness is known for de-
veloping fitness products with a high
level of quality and reliability. The
company invests heavily in designing
innovative products, and then
strenously tests them to ensure the
hightest possible levels of reliability.
The result: world-class products that
meet the needs of health club opera-
tors, fitness staff, personal trainers and
club members.

“Our Cross-Trainer line is a
perfect example of how we at Life Fit-
ness listen to our customers and de-
sign innovative, reliable fitness prod-
ucts to meet their needs and help them
achieve their facilities’ goals,” stated
Nieto.

The new Life Fitness 9500
Cross-Trainer-Lower Body System
will be available in November for
$3,999,

“Seventeen Philadelphia-Area
Fitness Facilities Form
Business And Marketing Alliance

The Delaware Valley Al-
liance of Health and Sportsclubs
hired Donna Loyle, former Man-
aging Editor of CLUB INDUSTRY
Magazine, as Executive Director.

Phlladelphla. PA.-A
group of Philadelphia-area fitness
facility operators formed a busi-
ness and marketing alliance in
July. The Delaware Valley Alli-
ance of Health and Sportsclubs
(“the Alliance), comprised of 17
fitness centers, will engage in pro-
grams such as co-operative mar-
keting and promotions, legislative
consulting, group purchasing, staff
education and charitable events.
The clubs are located in southeast-
ern Pennsylvania southern New
Jersey and northern Delaware.

Jim Worthington, owner,
Newtown Athletic and Aquatic
Club, Newtown, Pa., was named

President of the Alliance.
“1 believe the formation
of the Delaware Valley
Alliance will prove tobe
a truly significant
event,” said |
Worthington. “It will not |
only improve the quality &
of health clubs for both
members and club op-
erators regionally, but
will also be a model for
the fitness industry at |
large.”

Other Alliance
Officers include the fol-
lowing: Mitch Maday,
General Manager of The
Sporting Club at the
Bellevue, Philadelphia, =
Pa., was named Trea-

Donna Lo_yl

surer; Linda Mitchell, marketing
manager of Newtown Athletic
and Aquatic Club, was named

Secretary.
Donna Loyle will be re-
(See Alliance page 29)
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The Good, The Bad, The Ugly...
Why Outsourcmg May Be For You

By Tony Ferraro

I have seen it all. The
good, the bad, the ugly, the mom &
pop to the 100,000 square-foot fa-
cilities. They are all the same busi-
ness just different sizes, but which
ones are more profitable?

The ones that have a
handle on their accounts receiv-
ables. The ones that do not wheel
& deal on membership prices. The
ones that do not sell their receiv-
ables, current or delinquent. The
ones that understand the value of a
quality billing company handling
all their billing, collecting and data
base management needs.

Outsourcing is one of the
ways companies are saving thou-
sands and millions of dollars every
year. Banks, hospitals, hotels, man-
agement companies, and yes, suc-
cessful health clubs all outsource
the business functions they are not
equipped or do not have the exper-

tise to handle in-house.
One reason a &

business goes out of
business is because they
get away from the main
reason why they are in
business and deviate &
from producing the is
product and/or service |
they are experienced in '[F
producing. They believe
they can save money by |
handling all the manage-
ment functions in house *
that are necessary to operate their
business.

If this were the case then
we would not need exercise physi-
ologists, tailors, auto mechanics,
plumbers and electricians, ac-
countants and lawyers. Well,
maybe we could do without law-
yers. Anyone can take the time to
learn these trades and do the work
themselves. However is that the
most cost effective way to run
your business?

No! The time you are

STOP

1.7
l il

taking to learn and/or do these pbs
you could be outsourcing is time
lost on producing the product and/
or service you are in the business
of selling and providing. Also, the
money that you spend training and
implementing these business func-
tions could be allocated to the
profit centers of your business.
However, when you do
decide to outsource, the company
you select should be flexible
enough to meet your needs. A
company that can customize its

& services and/or products is
|hc company for you.
: I have dealt with
© 1 hundreds of health club
- | owners, and almost every-
one wants some little
changc made to our soft-
'b],& ware packages and/or how
i we handle the billing, col-
) lecting and data base man-
(! agement of their accounts.
It is through this quality
service and by under-
standing the needs of each

of our clients that has allowed us

to maintain a very satlsf ed cli-
entele.

A billing & collecting
company should realize that its
clientele will understand the
value of outsourcing, the value of
being able to make changes with-
out investing money to revamp
the way their members monthly
billing is managed. Abilling and
collecting company should be
able to adapt to the changes in
their client’s nceds.

———ELECTRONIC
——Billing & Collecting
——— SERVICES

BILLING & PROCESSING

* Renewal Billing

= Electronic Funds Transfer
e Credit Card Processing
* Volume Discounts Available

* Payment Coupon Booklets

COMPUTERIZATION

* Front Desk Check-In
e Picture-On-Screen

* Point-of-Sale

* Scheduling

e Windows 95

¢ Club Management Reports
e Customization Available

No Omne Beats Our Service or Our Price
FULL SERVICE COLLECTIONS

* Return Free EFTtw

* 1-120 Day Delinquent Collections with no fee increase

* No Collection Activity On Your Part

» Phone Calls, Late Notices & Collection Letters

No Fee Increase For Delinquent Collections

25€ EFT

Free Cost Analysis

Call (800) 766-1 91 8 web: www.achbilling.com

And do not let the cheapest
prices be the deciding factor when
you select an out-sourcing company.
Your decision should be based on
service as well as price.

With our in-house pro-
gramming staff, we can customize -
our packages to meel your needs.
Our newest Windows "95 version of
Express Check-In, with picture-on-
screen and Point-of-Sale, has just
been released.

We are not afraid to com-
pare our service and prices to any
other company and/or your own in-
house system. We will provide you
with a free cost analysis of exactly
what it would cost to have us man-
age your billing and collecting of
your members dues.

Give me a call at (800) 766-
1918 to find out how we compare to
other full-service billing and collect-
ing companies. (Tony Ferraro is the
President of Electronic Billing &
Collecting Services).

=l
[N |
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Runnin' Cool
Sells 1,117 Units
In 5 Minutes
On QVC!

Chosen as one of

the “Quest for the Best (Inven-
tions) in 50" by QVC, the
entrepreneural grandmother,
Ginny Fitzgerald, presented the
product she developed with the
help of Dupont, to a capacity
audience. The presentation
was televised nationwide. Her
product, RUNNIN" COOL, is
an award-winning, and pat-
ented, soft-sided thermos; es-
sentially a designer jacket for
designer water. A 300% in-
crease in bottled water sales in
the past 8 months certainly in-
dicates more and more people
are buying and taking water
with them wherever they go -
whatever they're doing. "Now
they have a reliable way to not
only carry that water, but 1o

MANAGEMENT HAPPENS WITH GERRY FAUST...DON'T MISS OUT!

keep it cool, or even cold (if
partically frozen first).

The idea for the
product came as a result of
Ginny’s spending a summer
(unexpectedly) in Dallas,
Texas, where she observed
people on a daily basis buying
chilled water on their way to

- work, often paying a premium.

They would take it outside,
condensation would immedi-
ately form, the bottle would
get wet, the water would get
warmer, and they would be
doing what Ginny calls, “the
great water bottle juggling act
of the 90’s", the newspaper,
traveler coffee, briefcase, wa-
ter bottle, keys, etc. She kept
thinking, “Here are all these
people doing something won-

(See Runnin’ Cool page 29)

Exclusive North American distributor
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"MANAGING TO PRIME" by Gerry Faust. (Audio tape series with workbook)

This six-tape audio casselte series provides an in-depth discussion of manag
organizational changes. Done with the same style, humor, and enthusiasm of Dr. Faust's speeches on these topics, this series provides the depth that many of the shorter
speeches cannot. Accompanied by a detailed workbook with concept notes, provoking questions, exercises and guides that will give you an even greater insight into

your people, your business and yourself.

L roles,

"MAKING MANAGEMENT HAPPEN"' by Gerry Faust. (Video cassette tape with workbook)
Organizations go through predictable patterns of growth and development. As they grow, the culture of the organization changes and the organization faces new and
different challenges. In this video casselte tape presentation, Dr. Faust discusses the four critical roles that management has to develop and keep in balance to ensure
steady life cycle progress, and how to take charge of your organization's drive to PRIME.

"Executive INSIGHT® NEWSLETTER" YES! I want to receive a FREE one-year subscription to this new quarterly publication.  |_]

gerial styles, organizational life cycles, and the process of creating
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PLEASE maiL, pHONE OR FAX YOUR ORDER:

YES! PLEASE RUSH ME THE FOLLOWING:

FAusT MANAGEMENT CORPORATION 4 - p
10085 CarroLL Canyon Roap, Sutte 210 MANAGING TO PRIME $89.95
SaN Dieco, CA 92131 __ "MAKING MANAGEMENT HAPPEN!" $79.95
(619) 536-7970 *= (619) 536-7976 (Fax) (Please indicate number of sets ordered. CA residents please add sales rax.) |
Name [ Check. Amount. —
Shipping & Handling
Company w— (oc charges:
< - [il |: Q Add $5.00 per set i
Street Address —
City/State/Zip
Card Number Exp. date
Daytime Phone
Signature
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EXERCISE ENTERTAINMENT OPTIONS
CardioTheater Widens Its Exercise Entertainment Product
Line To Offer Clubs The Biggest Selection Of Superior Products

system that is best for your club.
Your choices include:
CardioTheater in a wire-
less format - offering the same
great benefits as the wired system
without the need for wires from
one unit to the next. This system
offers the club owner increased
convenience and flexibility while
keeping installation costs and con-
cerns to a minimum. Several
equipment manufacturers have al-
ready begun making
“CardioTheater ready” equipment.
Club owners should ask their
equipment manufacturers about
modifying their equipment for
Wireless CardioTheater.
CardioTheater in a wired
format - the Classic Exercise En-
tertainment system that has offered
club owners outstanding perfor-
mance time and time again,
Fitness FM - an entry-

As the leader in Exercise
Entertainment™, CardioTheater of-
fers the widest range of cardio en-
tertainment systems to attract new
members and keep them coming
back.

£

With CardioTheater, not
only can you add life and excitement
to your cardio room, you can also
create a new profit center in your
club that offers the ability to recoup
your investment, And fast. With a
CardioTheater® Exercise Entertain-
ment system (in a wired or wireless
format), you will increase sales and
improve retention as well as have the
option to sell headphones in your pro
shop. Your CardioTheater can also
be designated as an “upgrade” arca
of your club..several clubs have al-
ready recouped their entire invest-
ment based on this option alone.
Club owners are always pleasantly

OLYMPIC VILLAGE HEALTH CLUB: CardioTheater is an Exercise Entertainment system that enables
members to listen to any one of a multitude of audiovisual selections (TV, radios, CDs, etc...) while exercising on
cardiovascular equipment. Simply by using headphones, members enjoy crystal clear stereo digital sound.

surprised with the rapid return they
have received from installing Cardio
Theater.

Whether you operate a
large or small facility, CardioTheater
will work with you to offer you the

level system allowing members to
hear the audio from televisions or
digital music using a walkman-
type FM radio. It is a more eco-
nomical system for clubs not ready
for CardioTheater and offers fea-

tures and benefits that are supe-
rior to other FM broadcast sys-
tems. Plus, satisfaction is guar-
anteed with CardioTheater’s ex-
clusive UPGRADE ASSUR-
ANCE PROGRAM.

Since day one, our cus-
tomers have always come first.
We place the highest priority on
assisting customers in any situa-
tion. CardioTheater listened and
took steps to further enhance our

position as the specialist in Exercise
Entertainment with new products.

For more information call
1-800-CARDIO -1 or 404- 848-
0233. (By Cindy Welter, Director
of Marketing.)

Alliance...

continued from page 26

sponsible for administering the
Alliance’s day-to-day operations;
recruiting member clubs; planning
cooperative staff education pro-
grams; establishing charitable and
philanthropic Alliance programs;
and representing the Alliance to leg-
islators, insurers, media personnel
and others.

The Alliance already of-
fers plans which provide club own-
ers with discounts on property, li-
ability and Worker’s Comp insur-
ance, fitness equipment discounts
and staff certification. Continuing
education programs are planned in-
cluding a presentation on Customer
Service by Jeff Stokes of Club Ser-
vices on December 12, and on Janu-
ary 16th, a presentation to improve
membership and other sales by
Karen Woodard of Premium Perfor-
mance Training entitled: “Polish
Your Sales Skills For Shining Suc-

cess”.

“In many cases, these Al-
liance club operators are direct
business competitors,” said Loyle.
“Yet, they've decided to forego
their competitive instincts and, in-
stead, pay money to join a group
whose mission is to serve their
common goals.”

Loyle notes that one of
the Alliance's primary goals is to
compel more people to adopt
physically active lifestyles. “The
Surgeon General's office reported
last year that 75 percent of the
American population does not ex-
ercise enough to see health ben-
efits,” She said. “As a country, we
are paying dearly for this inactiv-
ity: Obesity, linked to numerous
life-threatening diseases, includ-
ing heart disease and some forms
of cancer, is rising sharply. These
club operators, as a group, are try-
ing to educate more people about
the health risks associated with
sedentary lifestyles.”

For more information
about the Alliance, contact Donna
Loyle at (302) 736-3102.

Runnin' Cool

continued from page 28

derful for their health and well
being by investing in good wa-
ter on a daily basis, and if they
buy cold water in the morning,
don’t they at least want cool
water by lunch? Why aren’t they
putting it in something to keep
the water cool?”

Thorough market re-
search resulted in products that
helped with the carrying part, but
didn’t keep the water cool. She
decided what the world needed
was a really great looking, highly
effective and multifunctional, in-
sulated water bottle carrier. So,
she picked up the phone and
called DuPont to see if their
highly engineered insulating ma-
terials that she knew kept her
warm in the winter, would keep
something cool in the summer.
Nobody had ever asked DuPont
that before, and they were so in-

trigued, they helped take it from
the idea stage to reality. In 13
months, * RUNNIN' COOL * was
in the Dupont Magazine.

The patented design in-
cludes a panel pocket for keys, li-
cense, cappucino money, etc., and
the fully removable shoulder strap
converts to a belt, enabling fanny
pack style of use. In addition,
‘RUNNIN' COOL’ design allows
them to be used as handweights,
with the panel pocket providing
support fof the hand, eliminating
the need to grasp. Every
‘RUNNIN COOL’ comes com-
plete with a one liter bottle and
sport cap. ‘RUNNIN COOL’ fea-
tures quality construction and is
available in a number of designer
colors. Embroidery of club, or
corporate logos on the pocket has
met with excellent results.
Among the many applications,
‘RUNNIN COOL' is used as new
member gifts, in pro shops, as re-
ferral gifts, incentives in fitness
centers and as a personal care item
in the world of corporate gift giv-
ing.

RUNNIN' COOL-the
product is unique, but so is
RUNNIN’ COOL the company!

As we focused our sales
and marketing efforts in the fitness
industy, an opportunity developed
which enabled us to add fitness
charts to our company profile.
Consistent with RUNNIN" COOL
quality, we are able to offer the
most complete range of fitness
charts available from any single
source in the world! These attrac-
tive, physiologically accurate and
educational charts, are a major help
in any gym setting, as well as ben-
eficial on the sales floor of all fit-
ness stores. From grade school
health programs to drug education
and physical therapy regimens......
RUNNIN" COOL has it all!

All RUNNIN® COOL
products are available at selected
locations throughout North
America. Ginny Fitzgerald will be
at Booth # 1261 at the Club Indus-
try Trade Show. For more infor-
mation, call Linda at 1-800-582-
6651 or fax (203) 622-1549.
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...Norm's
Notes

continued from page 5

They are now negotiating for sites
all across the Pacific Rim in:
Manilla, Bangkok, Taiwan, Seoul
and have signed a lease in
Singapore. Stay tuned to The CLUB
INSIDER News for future updates.

BRYAN ANDRUS has
left Life Fitness after 18 years to join
Fitlinxx as Vice President of Busi-
ness Development.

You see our little “MAKE
IT FUN" adds each month as our
small effort to keep you focused on
a very important aspect of our in-
dustry. | believe strongly that if it
ain’t fun, folks won't keep doing it
for long. The PACE CIRCUIT has
proven over the years that exercise
for all sorts of folks can really be
fun. Now, RANDE LaDUE, for-
merly with Heart Rate, Inc. has
taken on the role of National Dis-
tributor for PACE, a role which re-
unites him with Henley Healthcare,
his former employer. Rande can be
reached at PRO*FIT ENTER-
PRISES, his new company: (888)
604-2244. Good luck Rande in your
new role.

IHRSA has published a
paper on “Managing Difficult
Members Fairly and Legally™.
Those of us who have owned or
managed clubs have all had them.
They need special care and han-
dling. For information on this and
IHRSA Membership call: (800)
228-4772.

Congratulations 1o
STEVE GOLDMAN, co-owner
of the Weymouth Club, South
Weymouth, MA. , a veteran of 25
years of tennis coaching, who has
been named the 1997 “Coach of
the Year” by the New England
Division of the United States
Professional Tennis Association
(US.PT.A.)

DEBRA SIENA and
MICHAEL MAHONEY have
been promoted by Tennis Corpo-
ration of America to Vice Presi-
dent to focus on TCA’s develop-
ment of corporate and hospital fit-
ness facilities.

LEE HILLMAN has
announced that PAULTOBACK
has been hired as a Vice President
of Bally Total Fitness. Paul's ini-
tial responsibility will be to over-
see opportunities in contact ser-
vices, asset management, interna-
tional situations and club manage-

ment. Toback came to Bally from
Globetrottes Engineering Cor-
poration and prior to that was Ex-
ecutive Assistant to White House

Chief of Staff, MACK
MCLARTY.
JEFF STOKES of Club

Services has developed a new
Shopper Kit for people that would
like to develop an internal “secret
shopper” program.

Chicago’s Mid-Town
Tennis Club® Head Pro, JOHN
TRUMP, has named CHEU LY
to the club’s professional staff. Ly
comes to Mid-Town after more
than five years of teaching expe-
rience with Saddle & Cycle Club
in Chicago.

A few years back,
DAVID LLOYD sold his chain
of sixteen tennis/athletic clubs to
the giant Whitbread Corpora-
tion. Sources say Whitbread
didn’t obtain a non-compete
clause in the deal with Lloyd, the
Captain of the Davis Cup Tennis
Team for England. So, Lloyd is
now going back into business de-
veloping new clubs in the U.K.
Good luck David.

More overseas news
from our roving reporter is that
the giant Bass Ale Conglomerate

is trying to acquire the First Lei-
sure Club Group in England.

TONY deLEEDE, the
owner of Atlanta’s Australian
Body Works and co-owner of the
very popular CardioTheater, is
on another growth and improve-
ment charge! Deleede, fresh
from Australia, opened his first
club in north Atlanta in 1982,
Now; he is now under construc-
tion on his 17th location which
will located in the Colony Square
Mall Midtown, Atlanta with open-
ing projected for early "98. Addi-
tionally, he is relocating his Sandy
Springs club to a brand new facil-
ity about a 1/2 mile north in the
Marshall’s Plaza. That facility
will be 17,000 square feet and will
be patterned after Tony's Olym-
pic Village Health Club which he
operated in the Centennial Olym-
pic Village in the Summer of
1996. He is also under construc-
tion on a 25% expansion of his
location in Roswell, Georgia. The
new Midtown and Sandy Springs
facilities will feature the new
DOUBLE CardioTheater® and
BODY PUMP Program.
DeLeede is relocating his Corpo-
rate Offices to the new Sandy
Springs location and he is build-
ing an Outback Training Center/
Conference Room which will be
made available to members free

of charge for meetings and commu-
nity events on a space-available
basis. Tony is rapidly gobbling up
huges chunks of the Atlanta mar-
ket with state-of-the-art facilities
and great service.

Another amazing entre-
preneur, DOUG LEVINE, the
owner of New York City-based
CRUNCH FITNESS, has just
opened his first club in Japan and
has signed a deal for his first loca-
tion in San Francisco.

According to sources,
The Fitness Company has hooked
up with a Canadian investment
banking firm and raised capital to
buy some of the many clubs they
have been managing. Also, Fitness
Company President, STEVE
SMITH, has hired JAY KELLY
to head up a hospital club division
and has done a Joint Venture deal
with former TSI boss, MARK
TASHER.

EQUINOX in New York
is preparing to open their 5th loca-
tion, this one in the Barbizon Ho-
tel.

STAY TUNED.....
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Classified Ad Space - $50 For Up To 50 Words
Reach over 5,000 Clubs Every Month!

American Express & Discover Cards Accepted.
Call Toll Free 800-700-2120 or FAX 770/933-9698
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WOMEN’S FITNESS CENTER -
MIDWEST 300,000 POPULATION
CUSTOM FREE STANDING
BUILDING ON 1/2 ACRE

BUILDING SIZE 5,476 Square Feet.
Tile Whirlpool, Dry Sauna, Steam Room, 6
Individual Showers, Aerobic Center, State-

of-the-art equipment with 55 units.

Excellent E.E.T. Dues Monthly.
All free and clear. Total $375,000.
s Owner retiring. Mr. Wynn (972) 735-3866 -

FOR SALE

Established gym business in
Daytona Beach, Florida.

12,000 sq. ft. facility with aerobics.

Gross income - $180,000
Asking price - $90,000.

Assume existing lease on remodeled
building. Unlimited potential at a low
price. Ph.(904) 253-8188. Ask for Kevin.

LA A A R R RN RS R R N NN

Features 14,500 sq.ft. clubhouse on a
beautiful 4.5 acres with 8 clay courts, 1
hard court, modern fitness center, pro shop,
locker rooms, snack bar, 2 racquetball
courts, aerobic studio, 25 meter pool and
Jogging track. Asking $400’s.
Contact George Schuldberg, (409) 292-0899.

CLUB FOR SALE

The Lake Jackson Racquet &
Fitness Club - Lake Jackson, Texas,
south of Houston.
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HAMMER
STRENGTH

STEVE YOUNG

All Pro San Francisco 49'ers - NFL

HAMMER STRENGTH

To receive more information on Hammer Strength® heavy duty strength training equipment contact:
HAMMER STRENGTH® ¢ P.0.BOX 19040 * CINCINNATI, OHIO 45219 » (513)221-2600 or 1-800-543-1123
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Nobody likes “out of order

signs. Knowing that, we huild

our strength equipment to
withstand your members
maost intense workouls, Self
lubricating top weights provide
years ol smooth, virtually
mainlenance-free operation
Weight plate bushings eliminate
contact between weights so the

muscles tense .
u occcasional member grunt of
endorsement, We also help

When sh e muninize downtime by offering
same-day service on parts,

shipments and service questions

works out
L finger muscles and dial

1 8 00 6 3 4 86 3 7

37 when she finds out her favorite machine is broken.
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Rely on it.

ek Carparatian. Al rights resarved. Lite Fitness s o vogistered trademark of Brunswick Corporation, STR-008.97



