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An important element in the MedX exercise and
rehabilitation programs is the MedX Stretch
Machine®. Better stretching means fewer injuries,
enhanced flexibility, plus more productive strength
and cardiovascular training.

It’'s The = & w—«— ¥ < F» & #¥» < Machine!

Better stretching means less injuries, plus more fo experienced athletes. If provides a highly effective 6-
productive strength and cardiovascular training. stretch flexibility program that enhances movement around
The MedX Stretch® encourages flexibility fraining and pro-  the joints of the knee, hip, spine, shoulder, elbow and wrist,
vides a safe, biomechanically<orrect assisted stretch without  in addifion to seven major muscle groups. If your members
requiring assistance from a partner. It's fun, very user friend-  are looking for objective, quantifiable results, that are easily
ly and inspires persistent training. The highly adjustable  and accurately measured, you needn't look any further. For
MedX Stretch® accommodates siretchers from beginner level  more information on the MedX Stretch®, call us today.
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MedX Inc. * 1401 NE 77th Street, Ocala, FL 34479, USA « Phone (352) 622-2112 » Fax (352) 629-8670 » www.medxonline.com
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‘The Bob Provost Stor

Success One Day At A Time!

By Norm Cates, Jr.

The successful club op-
erators across North America have
gotten there through strategic vi-
sionary planning, hard work, dedi-
cation and great perseverance. The
story of Bob Provost and the
Greenville Racquet and Fitness
Club in Greenville, S.C., is one of
those success stories.

Bob Provost came to the
club industry over 25 years ago af-
ter a 15-year career in the textile in-
dustry. He had spent 11 years with
a large textile firm based in New
York City. Moving South, his last
job in the textile industry was as a
partner in a small textile company
in Greenville, South Carolina. Bob
and his wife, Lorrie, loved
Greenville and the warm climate,
After a year in Greenville, Provost
and his partners decided to part and
he was bought out of the business.

He then set a goal of going into
the sports business. Since golf was
his primary love, he returned to
his home territory in Connecticut
to investigate the possible acqui-
sition of a business that included
a miniature golf course, a par-
three golf course and driving
range. He arrived to find that the
business had closed and gone
through bankruptcy. Next door to
it was an indoor tennis center
which piqued his interest. His

“brother knew the owners of the

tennis facility and was able to ar-
range for Bob to meet with them
to discuss the tennis industry. This
was the beginning of his research
on the indoor tennis business. He
had previously had experience in
New York as an indoor tennis
player so he was somewhat famil-
iar with the business. Provost be-
gan to visit all kinds of tennis
clubs in the Northeast gathering
knowledge for his potential new
venture. He worked with a con-

sultant from Stamford, Connecti-
cut, Doug Coyle, who still owns
four clubs, including one in
Stamford and one in Manches-
ter. From there Provost began to
visit all of the clubs he could find
in the South. He needed to be
convinced that indoor tennis
would work in the South and
found clubs in Raleigh, N.C.,
Charleston, S.C., Chattanooga
and Knoxville, Tn. And two in
the Atlanta area. He made the de-
cision to build an indoor tennis
facility in Greenville, South
Carolina.

Provost was able to ar-
range financing for his business
through the Liberty Life Insur-
ance company. The loan ap-
proval was facilitated by a friend
of Bob’s who served on the in-
surance company Board of Di-
rectors. However, he was not
very happy with the interest rate
because it was during the time of
the fuel embargo. Interest rates

had risen from 6% to over 11%
during the time he was negoti-
ating his loan terms.

His original facility
was pure tennis with 6 indoor
courts and small locker rooms
in a 48,000 square foot building.
There were no outdoor facilities.

Provost recalls, “We
started construction in the sum-
mer of 1974 and opened on Feb-
ruary 27, 1975 to rave reviews.
We must have had 1,000 people
come through during the two-
day Grand Opening, We signed
up around 400 members. But,
the problem was, these members
who were avid tennis players,
only wanted to use the club
when it would rain or got cold.
They were members, but they
weren't really ongoing paying
members. They paid $80 per
year plus court time, We got
some of them to take seasonal
court time. And the seasonal
court time from September un-

til May was $160 per person per 1.5
court hours for doubles. It was a real
rat race for a couple of years. |
taught tennis during the early years
just to get by. My head pro and |
were aggressively teaching tennis.
We must have had 400 people per
week coming in for tennis lessons.
We did a heavy advertising cam-
paign promoting tennis to non-play-
ers. We would teach them once a
week for eight weeks and then try
to convert them into regular players
by invelving them in leagues. That's
how we built the club up and kept
owningit.”

Club Diversification
Begins

Ii wasn’t too many years
before Provost decided to begin
making some changes to the club to
broaden the services provided. He
had done a trade-out with a local ra-
dio personality, the host of a morn-

(See Bob Provost page 6)

CLUB INSIDER News Celebrates
S Years Of Publication!

By Norm Cates, Jr.
Owner, Publisher & Editor

The first 5 years of pub-
lishing of The CLUB INSIDER
News have been a real trip!

In early 1993 the lease
on my club here in Atlanta ex-
pired. I had informed my landlord
that I did not wish to renew the
lease, primarily because the club
was located in an Atlanta office
complex occupied almost entirely

o Insule The Ins1derj

by IBM. The problem was dur-
ing that time IBM was in the pro-
cess of laying off about 245,000
employees nationwide. Day after
day we would see our members
come into the club with sad ex-
pressions after learning that they
had received their walking pa-

pers.

Needless to say, the
IBM exodus hurt the club.

In January, 1993, [ went
to Chicago to meet with our Faust
Executive Roundtable #1, a
group that [ had been affiliated
with since the late 1980’s. Our
Roundtable had been meeting
regularly for a few years and was
comprised of many of the same
folks with whom I had co-
founded IHRSA in 1981.

I told the group that [ in-
tended to start a new business and
that | wanted it to be in the club

industry that [ love. | told them
that | wanted to be able to uti-
lize the many contacts and rela-
tionships I had developed over
the years as a Board member and
last President of NCCA (Na-
tional Court Club Association)
and 1st President of IHRSA (In-
ternational Health, Racquet and
Sportsclub Association). 1 told
them that my primary motiva-
tion was not to get rich, but to
carn a decent living and enjoy
the work that I do. Hopefully 1
would contribute to the
professionalization of the health,
racquet and sportsclub industry
over the years, | showed them a
list of about 10 potential new
businesses, all in the club indus-
try. We discussed the potential
for each one and at the end of
my one hour of allotted time 1
and the group decided that the

idea of an industry newsletter was the
best one for me.

EWS IS born!

A few months later, in
Del Mar, California at another Faust
Roundtable meeting, I came to the
group for more developmental input.
It was at that meeting during a brain-
storming session that had, at one
time, about 9 of the 14 members all
spontancously talking about the
name for the new venture. Brother
Curt Beusman of the Saw Mill Club,
M. Kisco, New York, came up with
the name for the publication. Curt
said, “The Insider’ - no The CLUB
INSIDER! No, The CLUB INSIDER
News! And, as they say in the jour-
nalism business, the rest is history.
About 3 months after the
(See CLUB INSIDER page 4)
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Del Mar meeting, the Roundtable
gathered in Boca Raton for another
sharing session. At that meeting |
presented the group with the first
prototype of the publication. Two
months later, | went to the Club In-
dustry Show in Chicage armed with
about 2500 copies of my first issue
of The Club Insider News. | remem-
ber standing in the foyer of the Con-
vention Hall for about 8 hours that
first day handing out the new publi-
cation to club industry folks as they
got on and off the shuttle buses at
the hall. I think they call it ‘Guerilla
Marketing!”

That first edition had a
black and white photo of Red Lerille
of Red Lerille’s Health and Racquet

Club on the cover. Red was shown
with one of his vintage antique bi-
planes that he restores. Today's Club
Insider has a four-color cover each
month and has grown to an average
of 32 pages, compared to that first
edition which was just 12 pages.

The 1
NE ®
LIKE-IT-ISI’

During our first five
years of publication, we have carved
out a niche in the market as being
the one club business publication
that you can go to for the news while
it is still news. On average, we re-
port the latest news one month and
many times two months in advance
of all of our competition. We offer a
great array of educational articles
each month that are written by club
industry professionals who contrib-
ute their time and effort to the cause

of industry improvement.

The Club Insider News
“Tell-It-Like-It-1s’ approach to at-
tacking industry issues that all oth-
ers shy away from has ruffled a
few feathers, such as those of one
long-haired glossy magazine guy
that wears an ear-ring. But at the
same time, it has provided indus-
try professionals with a vehicle to
oppose or expose situations that
might be harmful to the industry.
Since | am the only industry pub-
lisher with extensive club owner-
ship and operational experience
and because my Faust Roundtable
agreed that irreverence should be
one of our thrusts, |1 believe we
have done the right thing when
speaking out about such subjects
as Bally Total Fitness' lawsuits
during our first two years and
fighting the IHRSA Board about
the name change of the Associa-
tion to Exercera.

November 5,1998

Terry Glles’
BARBENDERS

POWERHOUSE GYM

Dear Norman,
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I read your article in the October issue of the Club Insider about Bob Provost with great interest. You see, |
have been in business in Palm Beach County for over 23 years. | have seen them come and go - usually
with them always telling everyone that they were going to put me out of business. Early on | used to rush
around and ‘try and put out the fires’ of a new club opening in my area - oh no competition. With age and
years come maturity and experience - | finally came to the realization that | was going nowhere - [ cared
oo much aboul my business to be put out of business - I cared about my customers far too much. |
focused on my gym - not everyone elses - | stopped worrying about ‘what are they doing’ and focused on
what I could do to be the best gym I could be. Here we are 23 years later - and my business is thriving.

One thing that | have always done - and most recently had to do twice - I have always offered a similar
deal as did Bob to members coming from gyms that have closed. Two gyms within a month of each other
closed their doors, leaving their members stranded - and in most cases - many had paid-in-full member-
ships - many only weeks or even days old. 1 immediately stepped up and offered those folks the following
deal - buy one year from me at a discounted rate ($349.00) and they would receive for free any remaining
time they had on their old gym membership. For those that were on a monthly payment plan - we simply
rolled them over to our monthly plan - without signing a contract - they could simply pay month to month
until their membership expired - and then they could join our club as a new member by simply paying
$50. down and then monthly dues of $29. a month (non-contract) - they paid as they used - only pay on
the months you train. This helped them see that not all gym owners want contract - contract - contract -
with no regard to the members needs or the fact that they had just lost their money signing a previous gym
contract. Basically, I took the fear of buying out of their mind.

Unfortunately, when the last club (Nautilus Fitness) closed, another gym used some very questionable
practices in their representation to that membership base as to *honoring of Nautilus memberships.” 1, on
the other hand, made my usual offer as | described above. However, the majority of the membership had
been mislead already and were forced into signing new three-year contracts. This type of practice just
perpetuates the negative image of health clubs and gyms everywhere. Gym owners should realize the
impact of their actions when dealing with situations like this - we are talking long term here. We should all
focus on long-term goals instead of short-term profits. The best advice I could give to any gym owner
faced with an influx of new members from a gym that has closed - walk softly - be considerate of the
members as most have lost money that they could not afford to lose. Don’t be so quick to try and force a
sale - give them time for it all to sink in - be the guy that didn’t push - be the guy who was understanding.
I am not saying give it away for free - just think about it like this - what if it was you who had just lost
your money in a deal gone sour - would you want someone hawking you to cough up a large chunk of
additional cash and sign your life away one more time? By thinking it out and offering a fair deal - you are
building your business for the long term - let the others deal in short term returns - for it will be their
members you will be signing next time around. Focus on the long term and the short term will take care of
itself. Just my thoughts. Keep up the good work on your publication,

In Health,
Terry A. Giles

In case you haven’t been
in touch with those issues, they
both have turned out well. First,
in 1994, the IHRSA Board of Di-
rectors decided to rescend the
name change decision and
changed it simply by adding the
word Health to IRSA, making the
new Association name "Interna-
tional Health, Racquet and
Sportsclub Association." Second,
Bally Total Fitness became a
separate Holding Corporation af-
ter being spun off from the par-
ent company, Bally Entertain-
ment, and is now making some
very positive changes and begin-
ning to improve under the lead-
ership of Lee Hillman, the CEO
and President of Bally Total Fit-
ness for the last two years.

Iam happy to report that
in my view I am successfully ac-
complishing what I had set out to
do. I have enjoyed the challenges
and the rewards of publishing The
CLUB INSIDER News a great
deal. | am able to work at my
home, so | have time to be here
for my terrific 13 (almost 14) year
old son, Justin Cates. As a home-
based business person I get to do
the things that many Moms en-
joy, such as driving my boy to and
from football and baseball prac-
tices, laundry, cooking, etc. | have
networked with many of my
friends and associates from the 20
years I've spent in the club busi-
ness and working on NCCA and
IHRSA business. In general ev-
erything is going well.

GIVING THE TERM
“BUSIER THAN A

MEANING!

Thc challenge and joy
of learning a totally new indus-
try, (i.e. publishing) has stretched
the limits of my energy and tal-
ents. You see, | have no employ-
ees at The Club Insider News ex-
cept for my son who works about
five hours a month and a lady I'll
mention later who works on a
monthly contract basis. For five
years, until our November, 1998
edition, I have typed virtually
every word that has been pub-
lished. Now we are using our new
e-mail and our new scanner, sav-
ing, | would estimate, 50 work
hours per month. Once | have
compiled all of the data on com-
puter disk, I then lay out each
page by hand on blank copy pa-
per. The disks and paper layouts
are then taken to Ms. Cathy
Brown of Atlanta’s Hudspeth Re-
port (Atlanta’s best nightlife pub-

lication) who each month, on a con-
tract basis, lays out my pages for
me. After the layouts are done,
Cathy prints out the pages and they
are transported to Walton Press in
Monroe, Georgia, a small town
about an hour outside of Atlanta.
Walton Press is a fine company that
is just finishing their first 100 years,
They do a great job of printing The
Club Insider News and their Mail-
ing Department processes our
5,000+ U.S.Postal Service Bulk
Mailing each month. My son, Jus-
tin, our ‘Mail Room Manager’
helps me process the 1st Class
Mailing each month. Each month,
in addition to all of the above, | do
the subscription and advertising
invoicing, posting, collections and
other administrative functions. I
answer the phone and voice mail
messages. [ do all of the advertis-
ing sales. | do some of the articles,
particularly the Cover Story writ-
ing, a chore which | enjoy im-
mensely. 4

So, if this report gives you
the idea that I'm like a one legged
man in an ass-kicking contest, then
you probably have the right idea.

NEXT FIVE YEARS
MORE AND BETTER

I am looking forward to
our next five years of publishing
with great anticipation. My 10-year
goal isto have the CLUB INSIDER
News up to 60 pages each month,
To do that we are embarking on an
aggressive Contributing Author
Iniative. We are in the process of
inviting 70 of the industry’s top
professionals to write two articles
per year on the following subjects:
Managing, Sales, Advertising and
Marketing, Programming, Reten-
tion, and Leadership. The goal is
to have significantly more educa-
tional material coming from the
operator side. And, as part of that
thrust, beginning in January, we are
going to publish a new monthly
column called: “Partners In Profit”
which will be two generic articles
each month written by manufactur-
ers and service providers. These
vendors are a great source of indus-
try knowledge that we hope to be-
gin to tap.

So, it is with sincere
thanks and great appreciation to
you, our readers, our advertisers,
our contributing authors, all the
folks at IHRSA, Ms.Cathy Brown
and Ron Hudspeth, all of the folks
at Walton Press, my son Justin, my
Dad and his wife Louise and Rick
Caro and my old friends on the
Faust Roundtable #1, we move into
our 6 th year.

Stay tuned!
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In Orlando at the
IHRSA/Athletic Business Con-
vention, December 4th, [ had the
pleasure of celebrating the Sth
Anniversary of The CLUB IN-
SIDER News with some of our
friends, The honor of having
served the industry for the past 5
years with our efforts with The
CLUB INSIDER News has been
very interesting, challenging, and
rewarding. Through these first
five years we have attempted to
pursue the thrusts of our found-
ing group. That was to provide a
news-driven, “tell-it-like-it-is™
publication that also provides an
educational component which
would continue with the pro-
fessionalization of the health,
racquet and sportsclub industry
that we began 18 years ago when
we established IHRSA. As the 1st
President of IHRSA and a Co-
Founder of the Association, I
spent many hours developing and
working with the Association
during its early days. | had been
elected President by a quirk of
life. The guy who had dreamed
up IHRSA, RICK CARO, too
busy with his chain of 8 clubs that
year to serve as President, asked
me to be a candidate. | did gladly
and was honored when my
friends on the Board elected me
as the 1st IHRSA President. But,
as CURT BEUSMAN said a
couple of years ago, Rick Caro
was really the 1st IHRSA Presi-
dent. That same fellow, Rick Caro
and I, have been close friends and

associates for over 20 years now and
I thank him for that friendship. 1
cherish and deeply appreciate the
opportunity to publish The CLUB
INSIDER News. Our cover story
this month will give you a better feel
of what it has been like.

Congratulation to GEOFF
DYER of Lifestyles Family Fitness
in Tampa, MIKE ARTEAGA of
AllSports Club in upstate New York
and PHIL SWAIN of the Sports
Club Company in Southern Cali-
fornia have been nominated by the
Nominating Committee of [HRSA
Board of Directors to serve as Board
Members. The IHRSA Membership
will have a chance to vote them in
formally at the upcoming 18 th An-
nual IHRSA Convention and
Trade Show in beautiful San Diego.
If you're not planning to attend that
convention, you will miss out on the
best learning opportunity of the year
March 24-27th. For information on
IHRSA and the Convention, call
THRSA at: (880) 228-4772,

Congratulations to RICH
GOMEZ of the St. James Club
and Aquarius Athletic Club in
Toledo, Ohio and the Political Ac-
tion Committee assembled to fight
a local recreation department con-
struction of a fitness center on the
success of their fight. On Novem-
ber 3rd they defeated the proposal
by a margin of 3 to 1!

DENNIS PICKREL, Vice
President of Global Services for Life
Fitness, has been named board

Norm Cates’
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* NORM'S NOTES -

(Leﬁ to Right) thk Cara, L:z, Tim & T. J. Rhode & Lyrme Bnck
at the CLUB INSIDER News 5th Anniversary Celebration

chairman and president of the As-
sociation For Services Manage-
ment International (AFSMI), a
trade Association for customer ser-
vice professionals. Congratulations
Mr. Pickrel!

young JAKE WALD on his sign-
ing a letter-of-intent for a full
baseball scholarship to George
Washington University. Jake is
the son of my old friend and fel-
low Faust Roundtable #1 Mem-
ber, MITCH WALD and wife
PENNY. Jake was a shortstop on
the T.C. Williams baseball Ti-
tans team that reached the North-
emn Region semifinals last spring.

HERMAN RUTGERS,
Executive Vice President for Life
Fitness, informs me that JEFF
LOEBBAKA, has left Life Fitness

to pursue other marketing
oppounities. Good luck Jeff as you The Birdair Corpora-
move on. tion has won the 1998 Interna-

tional Achievement Award given
by the Industrial Fabrics Asso-
ciation. The company makes air

Special congratulations to

Norm Cates’
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supported covers for outdoor courts
and swimming pools. Congratula-
tions folks!

Last month we ran an edi-
torial written by RAMIRO
GALINDO of the Aerofit Health &
Fitness Club in Bryan, Texas. The
editorial was about fighting for fair
Competition with non-profits.
Ramiro is the President of THRSA
(Texas Health, Racquet and
Sportsclub Association) who facili-
tated a meeting recently which raised
$6,000 to help with the effort.

HAPPY HOLIDAYS &
BEST WISHES FOR A HAPPY &
HEALTHY NEW YEAR TO YOU
ALL!
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ing drive talk show. One day when
the radio man was at the club tak-
ing a tennis lesson, after which, he
approached Bob to ask him if he
was aware of the new racquetball
club coming to town. Bob replied,
"No," but asked for details. He
learned that the new facility would
be announced that week, on Friday.
He also learned the source of the
radio man’s scoop, a local business-
man whom Provost knew well. He
immediately went to the fellow's
place of business to learn what he
knew about the new club. The man
confirmed the news and provided
Bob with the names of the prospec-
tive racquetball club developers. It
turned out that they were two of
Provost’s own club members! Im-
mediately after that meeting Pro-
vost went back to his club and his
typewriter and prepared a press re-

lease announcing his intention to
install 10 racquetball courts in his
club. Never mind that he knew
absolutely nothing about racquet-
ball, nor did he have a sure source
to fund the racquetball court con-
struction!

The press release head-
line read:

‘GREENVILLE
INDOOR RACQUET
CLUB GOES INTO
RACQUETBALL
BUSINESS-10
COURTS TO BE
BUILT INSIDE
INDOOR TENNIS
CLUB - OPENING
IN 10 WEEKS”’

Hc just prepared the
press release and delivered it to
the newspapers. He then came
back to the club and got on the
phone to inform his 6 minority
stockholders of the development.

Weekly Marketing Insights
For The Club Industry

P> The only “how-to” Faxletter for
club owners, general managers
& sales/marketing directors!

P> Immediately-usable marketing
action ideas in each issue!

P> We do research; you reap the
benefits! We research 100+
business periodicals for you!

P> Only $159.00 per year (Less
than $3.10 per week).

P> Subscribe now, call
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A PUBLICATION OF CLUB MARKET VISION™

212-987-4227

177 EAST B7TH STREET, SUITE 301, NEW YORK, NY 10128

(212} 9874300 (800) 7784411

FAX [212)987-4227

Provost recalls, “I called my 6
stock holders and said, ‘Look, 1
don’t know how we're going to
do it, but | think we’ve got to do
it. The next day, the guys who
were starting that racquetball club
were at my club front door at 7:30
a.m. [ let them in and they were
two members of my club. 1 took
them upstairs to the lobby of the
club and they said,” Where are
you going to put those 10 racquet-
ball courts?” I walked them over
to the window facing the two ten-
nis courts and said right down
there and we're going to be open
in ten weeks! They got all upset
and said, “Well, you're going to
get run out of business! They stut-
tered and stammered and left the
building. Needless to say, they
never opened. And in ten weeks,
we had 10 racquetball courts!
Two days later | looked in the
Yellow Pages for racquetball
clubs. I found Courthouse |, the
first racquetball club in the South.
That’s when | got together with
Rich Boggs and made a deal with
you guys (Boggs, Ray lrwin and
Fred Streck and this writer were
partners) to consult with me to go
into the racquetball business. You
may recall we included a 1/13
mile indoor track and 5 Nautilus
machines. With the boost of the

| rec othall business we saw the

business improve."

Provost continues, "At
that time, | took the amount of
money the tennis players were
spending to join plus the $160 for
their 1.5 hours of court time and
created an offer to them to pay
$20 per month which would give
them 1.5 hours guaranteed and
walk on anytime a court was
open. What | was doing was cre-
ating a monthly dues structure.
We only accepted the payments

DECEMBER ISSUE

on « credit card and we had to
manually ‘write out each charge.
In a period of a year or two we
had built up a monthly dues mem-
bersh’p of around 400 paying $20
per month. When | saw that tak-
ing off with t1e tennis players |
did the same thing with the rac-
quetbzll people. It cut down on
the number of people that we had
for racquetball, but it increased
the revenues. So, we were into the
monthly business in 1978 with
real no EFT. I didn’t even know
about EFT at the time. | didn’t do
anything with EFT until 1984 and
we did it all manually until then.

INTO FITNESS
FOR REAL

In 1981 Provost re-
moved 3 of the racquetball courts
and installed aerobics, Nautilus
and Lifecycles, Provost recalls,
“The track had attracted a lot of
exercisers and it was an
enthusiatic crowd, so we had a
base of people to start our move
into fitness. And before that, | had
hired aerobic instructors to teach
aerobic classes on one of the ten-
nis courts. So, we had been dab-
bling in fitness before we really
went into it fully. I hired an Exer-
cise Physiologist and moved for-
ward with our services.”

In 1984 Provost brought
in Frank Campbell as a new part-
ner and began buying out the 6
minority stockholders. Campbell
felt the club needed to be more of
a full club with outdoor tennis
courts, a swimming pool and
more extensive fitness facilities.
They added 7200 square feet to
the building which contained a
large aerobic studio, an indoor
pool and expanded fitness space.
They also installed 5 outdoor clay

WE HAVE OVER 19,000 LOCATIONS,ALL

WITH OME THING IN COMMON...FUN.

jazzercise
Add Jazzercise to your facility! Meet your
scheduling and community needs with over

12 formats to choose from —
each taught by a certified instructor.

Bring In This Ad & Join Us For A

Complimentary [iIJFTUSE. Class

MNew Stsdenes Onty Expiras | 1/30/9

For worldwide class information go to
www.jaxzercise.com or call 1(800) FIT-IS-IT.
Call Jazzercise, Inc.(760) 434-2101 i
to Locate a District Manager in Your Area. 3

tennis courts. Provost recalls, “Al
that time we began the process of
converting the tennis members (o
outdoor players. These people had
hardly ever played outdoor tennis.
If they didn’t have a dark green 13'
wall behind them they couldn’t see
the ball! If the sun was shining,
they'd complain! It was a longer
process to convert them to outdoor
players than | thought it would be.
But we accomplished it. But that
is where we are today. Today we
are the strongest tennis club in
town. We just added a bubble to
cover a couple of our outdoor ten-
nis courts, but they are primarily
outdoor tennis members now. We
now have a total of 9 clay courts,
all outdoors with no indoor courts,
except for two under bubbles in the
winter.”

IHRSA BOARD
AND FAUST
ROUNDTABLE -
BENCHMARKS IN
PROVOST’S CAREER

Buh Provost has been a
member of IHRSA since it was
founded in 1980. In 1990 he was
elected to the IHRSA Board of Di-
rectors. This proved to be a
signficant learning experience for
him. Provost recollects, “In 1990 1
was elected to the IHRSA Board
of Directors and | spent three years
on the Board. That was a very great
experience for me and a very
broadening experience. | was chal-
lenged by the people | met on that
Board and | was challenged by the
objectives and goals of the IHRSA
organization. That IHRSA Board
experience also introduced me to
idea of getting on the Faust
Roundtable.”

Provost continues,”] was
one of the original members of
Roundtable #2. That’s been ex-
tremely challenging. I'm involved
with what I think are some of the
finest leaders of our industry. |
think we have four or five past
Board members and at least one
IHRSA past President, Frank
Napolitano, in our Roundtable.
Other members of our Roundtable
include: Joe Cirulli, Tony de Leede,
Geoff Dyer, Mike Arteaga, John
Wells, Bob McLennan, Florence
Auld, Jennifer Harding, Art
Chappell, Dave Patchel-Evans,
Faith Pulis, Dean Wallace and
Steve Wild. It’s a great group!”

Provost adds, “One of the
things we have done on a regular
basis is try to visit everybody’s
club. A couple of years ago we had
our Roundtable meeting here in
Greenville. The group did a club
review with a focus on what we
were doing, where we were going,
what our staffing was and they

(See Bob Provost page 10)
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TOWN SPORTS INTERNATIONAL TO
RECEIVE $40 MILLION IN PREFERRED EQUITY

E arnings and Revenue
Increase During Most Recent
Ouarter

NEW YORK November
16,1998 — Town Sports Interna-
tional today announced it was issued
$15 million of privately-placed se-
nior preferred stock. The company
has received a commitment of an-
other $25 million to be funded on
or before December 1, 1999.

The preferred stock-

matures in 2008 and will not pay
cash dividends.

Town Sports Chief Ex-
ecutive Officer Mark Smith said
the company is raising equity in
order to continue its expansion
in several markets. After in-
creasing its number of operating
clubs by 40 percent — from 3 5
to 49 — during the fiscal year
ended May 31, 1998, the com-
pany added another 16 clubs

during the quarter ended August 31,
1998. The company has opened an-
other two clubs since then, bring-
ing the current total to 67. Six clubs
are in pre-sales; and the company
has signed another nine greenfield
leases for future locations.

Smith said, “We're
pleased that we’ve been able to
meet our growth objectives-taking
advantage of strategic. opportuni-
ties in several markets. At the same
time, strong operating performance

continues. We remain sharply fo-
cused on membership sales, ser-
vice and retention at our mature
clubs and at our new ones as
well.”

The company said rev-
enue for the quarter ending Au-
gust 31, 1998 was $28.7 million,
compared to $17.2 million a year
carlier, a 67 percent increase. Ad-
justed EBITDA increased by 49
percent, from $4.4 million to $6.5
million.

New York-based Town
Sports International is a leading
owner and operator of fitness clubs
in the Northeast and mid-Atlantic
region of the U. S. and is the largest
operator of such clubs in Manhat-
tan. The company operates fitness
centers in the New York, Boston and
Washington, D. C. metropolitan ar-
eas, with more than 170,000 mem-

bers.
I

BALLY TOTAL FITNESS EXPANDS E-COMMERCE SUCCESS

America’s Largest Operator of Commercial Fitness Centers
Launches Trial Membership Promotion Exclusively on the Internet
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Chicagu. IL, December
10, 1998 - Following a series of
successful tests in on-line com-
merce, Bally Total Fitness (N'YSE:
BFT) announced today it has be-
gun offering special 30-day intro-
ductory memberships for $49 ex-
clusively through its website,
www.ballyfitness.com.

“We have seen significant
use of our web site during 1998,
and will end the year with well over
10 million hits,” said Mike Karoff,
Vice President, New Product Mar-
keting for Bally. “Over the past year
when we tested a program offering
free one-week guest passes through
our web site, more than 25,000 pro-
spective members logged in re-
quests, with several thousand of
those joining our clubs, This test
program generated several million
dollars in new membership fees for
Bally.”

“While December tends
to be a month for spending money
on gifts and celebrations, January
and February are typically the time
when Americans return to the gym,
or go looking to join one. So far,
this holiday season seems (o be see-
ing a dramatic increase in people
shopping over the Internet; we al
Bally are very happy to have this
on-line option in place for what is
traditionally an active time for the

fitness-minded consumer,”
Karoff continued.

Guests to Bally’s menu-
driven website can select which
facility they wish to join from the
club directory, electronically sign
a membership contract on-line
and pay for the membership with
their credit card. Guests then re-
ceive a contract on-line and can
print out a coded membership
card for immediate access to the
specific Bally Total Fitness cen-
ter they select. “Giving people the
convenience to take a virtual club
tour and join on-line is an impor-
tant step forward in meeting our
customers’ needs,” Karoff contin-
ued. “Based on our experience to
date the Internet appears to have
promise for us in generating high
quality leads, and new members,
economically. In our continuing
efforts to add more sophisticated,
research-based marketing meth-
ods to our business, we will
closely track the performance of
those member accounts generated
through the web site for future
program development.”

Other features of the
Bally Total Fitness web site pre-
viously available and already in
high use include customer on-line
membership renewal, a locator
map for each Bally fitness cen-
ter, purchase of Bally’s private-

labeled line of vitamins and nutri-
tional supplements, an interactive
health and fitness advisory service
called, “Ask Dr. Paul,” employment
applications, customer service E-
mail and investor information.

Additionally, as a part of
the recently announced strategic al-
liance with Rare Air, Ltd., publish-
ers of Michael Jordan’s new book,
For the Love of the Game, Bally will
also be offering for sale via the web
site limited edition collector’s litho-
graphs of artwork from the new
Michael Jordan book.

Karoff concluded by not-
ing, “Bally has already found a
number of ways to generate rev-
enues from Internet commerce —
both by offering new products and
services to members, and impor-
tantly, strengthening and leveraging
our core fitness capabilities and
dominant fitness brand. As we con-
tinue to explore new service and
product offerings and expand our
recently launched offerings, we see
a significant opportunity in grow-
ing the contributions of our inter
net-sourced business.”

Bally Total Fitness is the
largest, and only nationwide, com-
mercial operator of fitness centers
in the United States, with approxi-
mately four million members and
325 facilities in 27 states and
Canada.

MAKE IT FUN!
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..B0b Provost

continued from page 6

spent time with my staff. Of course,
they are privy to all of my numbers
because they are really my outside
Board of Directors. While they were
there, we split up into workable
groups of three or four and looked at
the facility and the staff and the lo-
cal competition. They came back and
made presentations as to what they
would do. Their comments were that
we were probably the best socially-
program-service oriented club in the
market, but we weren’t quite there.
They said we needed to make a push
to get there and trust the community
would be behind us and do it before
somebody else came in and put up a
$6 or $7 million facility and on the
east side and cut us off from the mar-
ket. One of the recommendations
was to take the three remaining in-
door tennis courts and convert that
entire 25,000 square feet, fill it up
with equipment and turn it into a full-
size multi-purpose club. And that is
what we have done. Not only have
we done that, we replaced our small
locker rooms with two new 3500
square-foot locker rooms for men
and women. That tripled the size of

the locker rooms and the members

‘loved. that. The building of the

new locker rooms was gaing on
at the end of the building and none
of the members had seen that con-
struction until our opening. They
were surprised and very happy
with the new locker rooms that
were twice the size as before. We
survived the conversion to out-
door tennis. There were lots of
comments about going to virtually
outdoor tennis, but the indoor
courts just weren't paying for
themselves. We just had to bite the
bullet. We may have lost 20 mem-
berships out of the whole thing.
But, some of them have since
come back. Meanwhile, our fit-
ness program has helped increase
the total memberships from 1800
memberships to 2700 in the last
year, an increase of 50%. "Bob
and Mary Beth Provost have been
assisted by The Sales Makers for
the last year and, as usual with the
Sales Makers, the results have
been outstanding.”

The Greenville
Racquet and Fitness
Club Is Now One o
America’s Top Clubs

Suffice it to say,

DECEMBER ISSUE

Provost’s investment of a fresh
$1.6 million in his club has pro-
duced a facility that ranks, in the
opinion of this writer, as one of
the top 50 facilities | have seen
in America. The club has a ter-
rific feel upon arrival. The lobby
has high ceilings and an open-
airy feel. Behind the reception
desk and in full view as members
and guests arrive is a large 9,000
square-foot fitness area with 70
pieces of cardiovascular equip-
ment with Cardio Theater and
two lines of selectorized ma-
chines. Behind the fitness area is
aregulation-size basketball court.
Circling those areas is a 1/12 mile
indoor track. To the right of and
upstairs from the reception area
is a 3500 square-foot mezzanine
with 30 free weight stations and
additional cardiovascular equip-
ment. Below that is a 3500
square-foot group exercise room,
a 1200 square-foot group exer-
cise room and a 600 square-foot
group cycling room. Next to that
is a 1500 square-foot child care
center. (Up from 700 square-
feet). Beyond those areas is the
indoor pool and a 3000 square
foot rehab center operated on
lease by: Rehability, a large na-
tional healthcare company. The

rehab center is conveniently lo-
cated next to the indoor pool.
The club has 225 parking spaces
and a shared parking relation-
ship for 300 spaces with a sports
bar next door. Provost refi-
nanced the club to fund the $1.6
million in improvements.

The success Bob
Provost’s club is now experienc-
ing is partly the result of the rec-
ommendations made by the
Faust Roundtable. However,
Provost has done another terrific
thing which was honoring all of
the memberships of a local
World Gym which closed in
early September with no notice.
1 asked Provost if he had to do
that over again and he replied,
“Sure would.” | asked him if he
had to do it over again, was there
anything he would do differently
and he replied, “Really from a
pricing-marketing standpoint, |
would not have done anything
differently. We offered to ac-
commodate their prior pay-
ments, but we gave them an op-
tion that was very beneficial to
us over the long run. It was a
win-win situation for us and the
World Gym members.”

We asked Provost what
advice he would give to up and
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coming club opetaiuia. He replied,
“I would advise them to listen.
Listen to their members because
they are one of the most important
sources of your information. Lis-
ten to your peers in the industry.
You do that through Associations
like IHRSA. Listen to your com-
petition. That would be the advice
I would give to anybody.”

Bob Provost and his wife
of 42 years, Lorrie, have 5 chil-
dren. Their daughter, Mary Beth,
is now serving as the General Man-
ager and has been in that capacity
for 7 months now. Needless to say,
Provost has now positioned the
club for the long haul and Mary
Beth is looking forward to a long
run as the General Manager.

In closing I would like to
congratulate Bob and Lorrie Pro-
vost and their Staff on their excit-
ing growth and wish them well.
They are a credit to our industry
and The Greenville Racquet and
Fitness Club is a model for aspir-
ing club entrepreneurs.

(Norm Cates, Jr. is the
Publisher and Editor of The CLUB
INSIDER News and a 25-year club
industry veteran. Cates was a co-
founder and the 1st President of
[HRSA in 1981.)
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HELPING MEMBERS SUCCEED

Now, twenty years later, | real-

By Tom Cotner ize that a year is like a day. It
takes time but slowly, progres-
sively, deliberately, our profes-

O sion is maturing,
ne year and counting. Last weekend I drove
The year 2000 looms dead ahead.  my '67 Chevy pick-up out in the

When | was in my twen-
ties, I'd sometimes think about the
year 2000. It seemed unreal that I'd
be living now. 2000 A.D. seemed
too distant. I'll be 45 years old, |
thought a real oldie! I was naive.
All of us who've been around a
while know that age is relative,

I also thought about the
fitness industry and what it would
be like in the year 2000. Every
American will be exercising, |
thought, Health clubs will be on
every corner. Our field will be in
and we'll be a formally recognized,
viable profession. Again, | was na-
ive. | expected too much too soon.

country. [ love restoring old
pick-ups (I own three) probably
because once restored they tend
to stay that way (unlike some of
our clients who resume their
healthy lifestyles)! 1saw another
truck slowly meandering along
the prairie road. I recognized it
as a truck I'd admired before. It
sits near a lake where | like to
swim, boat and fish. [ stopped
to chat with the farmer who
owned it. "I'm seventy five years
old, he said, and these old legs
don't work right. | tire easily and
just can't work the farm like |
-used to!'Being a fitness advocate,

Complete Your Fitness
Center 40% Under Budget

Economical FitnessRoom Solutions
with Bank Repossessed, Brand New, Refur-
bished, Factory Blemished & Trade-In
Fitness Equipment.

On-Line 6ym Equipment AUCTION
www.WorldwideFitness.com
call for FREE video, samples & photos. Ask
for Mike Gass, Zach Light, Steve Paterson
Phone (714) 283-0355

Email wwfsi@ni.net
Toll free voice mail (888)778-3927x3

I immediately thought of exercise
as a possible solution. Perhaps the
Senior Fitness Program at a local
Wellness Center would benefit
him. Just as [ was about to tell
him about the Center, | remem-
bered it was under new manage-
ment. Before [ would recommend
the Senior Fitness Program, I'd
need to know the following:

* Medical Screening:
How does the Center become
knowledgeable about the Senior's
health history. How do they re-
ceive medical clearance and most
importantly, how do they modify
the exercise program to fit the
Seniors unique health problems?

*New Senior Adoption:
How does the Center ensure that
new Seniors are comfortable in
the unfamiliar surroundings of a
formal exercise class in a fitness?

*Exercise Progression:
How do they ensure the Senior is
exercising at appropriate levels to
avoid injury and to facilitate fit-
ness?

*Social & Fun: Is it?

*Instructor Qualifica-
tions: Who is the class instructor
and what qualifies them to lead a
structured program for Senior
Citizens?

As we approach the year
2000, let's be assured that our club

is are sound in quality.
Many people and orga-
nizations have spent
countless hours defining
quality in the fitness in-
dustry.

The Interna-
tional Health, Racquet
and Sportsclub Associa-
tion (IHRSA), the
American College of
Sports Medicine
(ACSM) and Dr. Ken-
neth Cooper's Institute
for Aerobics Research
are three organizations
that have helped me tre-
mendously. These orga-
nizations provide certi-
fication programs for in-
dividuals and/or guide-

lines for fitness facili-
ties. When instructors,

Tom Cotner

programs and facilities follow the
recommendations of our profes-
sional organizations, we can rest
easy concerning the questions
above. In addition, industry jour-
nals such as The Club Insider
News, Fitness Management and
Club Industry provide the commu-
nication forums necessary (o ensure
our industry grows, and prospers.
Let's support our professional or-
ganizations and journals with our
memberships and subscriptions.

They provide the research, consis-
tency, standardization, communica-
tion and vendor information that
move us into the twenty-first cen-
tury.

(Tom Cotner is the
Owner|/Operator of Employee
Health Management, a consulting
firm specializing in employee
health and wellness. Contact Tom
at: (605) 692-2071 or e-mail :
www.cotner@brookings.net)
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What? My Employee Is Suing Me?

By Ken Reinig

I have some bad news
for club owners. The next claim or
lawsuit we will experience will
very likely come from our own
employee. The new hot issue for
attorneys this year is “employ-
ment” related law. Now, for the re-
ally bad news: our workers com-
pensation and liability insur- ance
won't cover us.

If you have read any of
my previous articles, you already
know that I am not a big fan of the
American Bar Association. Litiga-
tion in this country is running ram-
pant and too many people have
adopted the battle cry, “It’s not my
fault.” Whether it involves a mem-
ber who falls on the treadmill, or
an aerobics instructor who has been
“released” because of frequent tar-
diness, we are forced to deal with
the backlash of these individuals
who refuse to admit accountability.
Our liabihty insurance policy is de-
signed to protect us from the mem-
ber suing us, but we are wide open
to litigation involving an employee.
If you don’t think that it could ever
happen to you, think again. All it
takes is one disgruntled employee.
The insurance industry has reported
the number of lawsuits filed against
employers for employment-related
grievances has doubled every year

for the past four years and there
is nothing to suggest that the
trend won’t continue.

Most of the claims
brought against the employer in-
volve sexual harassment. It has
become a serious enough prob-
lem that the Supreme Court has
now made it mandatory for em-
ployers to maintain a written
policy regarding sexual harass-
ment in the workplace. How
many of you have such a docu-
ment? How many of you have
an Employee Manual? How
many of you like to gamble?

By the way, the Su-
preme Court has also upheld the
doctrine that the employer is
held accountable for the actions
of their employee. In other
words, if you have a manager/
trainer who tends to be a little
too ‘friendly’ with certain aero-
bics instructors, you could eas-
ily be looking at a $25,000
claim!

Wrongful termination,
discrimination, invasion of pri-
vacy, and sexual harassment all
fall inder the category of Em-
ployment Practices Liability. Up
until a few years ago, most busi-
ness owners never worried about
this exposure and even today, the
vast majority of Club owners
don’t understand the ramifica-
tions of what an employment-
related lawsuit can do to their

business. Frequently, these lawsuits
are accompanied by a complaint
filed with the Equal Employment
Opportunity Commission (EEOC)
that tend to take the attitude that you
are guilty until proven innocent.
Needless to say, employ- ment re-
lated litigation can be costly, time
consuming and emotionally drain-
ing.

There are two steps that
we can take to address this issue.
The first and most important step
would be to develop or purchase an
Employee Manual. The manual will
outline what is expected of your
employees, address sexual harass-
ment policy, vacation and personal
time off, and outline the grounds for
dismissal. Do not attempt to write
this manual on your own. Unless
you are an attorney who specializes
in employment law, your home-
made version of an employee
manual could become more of a
problem than not having one to be-
gin with. One of the best employee
manuals that | have come across in
our industry is published by Tho-
mas Plummer & Associates. It is
inexpensive and has been reviewed
by one of the best employment law-
yers in the country. Once you have
an employee manual, make certain
that all employees have access to it
and be pre- pared to follow your
rules and employment related pro-
cedures to the letter. The underly-
ing theme of a good employee

manual should emphasize
the basics of our society:
“All men (and women) are
created equal.” Treat ev-
eryone the same and prac-
tice zero tolerance for any
form of harassment. Don’t
date your staff and don’t
allow your managers to
date the staff.Common
sense will dictate a profes-
sional atmosphere and a
safe work environment.
Once you have
an employee manual and
have established good
controls with your staff,
you should consider pur-
chasing Employment
Practices Liability Insur-
ance (EPLI). Although the
application process can be

a little tedious, it is well
worth the time to at least

obtain a proposal from
your agent. EPIl insurance is not
cheap. A small club, for example,
with just two full time and ten part
time employees will pay $1,250
per year for $250,000 of coverage.
All EPII underwriters require a re-
view of your employee handbook
prior to binding coverage.

All in all, the health club
industry needs to take this issue
very seriously. Business is tough
enough without the added distrac-
tion of dealing with the EEOC and
your ex-employee's attorney. Take

the time to re-evaluate your man-
agement procedures and have an at-
torney review your employee
manual. If you would like an appli-
cation fo obtain an EPLI quote for
your club, just call 800-985-2021
and ask for Ken. I will be happy to
send you a form along with our free
“Club Policy & Guidelines.”

(Ken Reinig is president of
Association Insurance Group and
managing partner of Women's
Workout Company in Denver CO.)

IHRS

Yoga effective in
rreatm§ Carpal
Tunnel Syndrome

Yoga found more suc-
cessful than wrist splints.

(Boston, MA) A study in
today’s issue of the Journal of the
American Medical Association
(JAMA) shows that yoga-based in-
tervention helps the treatment of
carpal tunnel syndrome (CTS). A
common complication of repetitive
activities, CTS causes significant
morbidity and has a negative finan-
cial impact on companies as a re-
sult of lost work time and increased
medical expenses.

“We have more research
showing how powerful physical ac-
tivity can be in reducing social cost
and in improving the quality of
life,” states Massimo Massarini,
M.D. of Technogym and a mem-
ber of the, IHRSA Institute on Ex-
ercise and Health (11IEH) Medical/
Advisory Council. “Even a relax-

ing activity such as yoga can be
an excellent treatment against an
invalidating pathology. Further-
more, the postural control and
mental relaxation can be consid-
ered as positive side effects of
this treatment.”

The, subjects — 42
employed or retired individuals
with carpal tunnel syndrome —
were randomized into two study
groups-, a control group of 20
who were treated with wrist
splints, and a yoga-based inter-
vention group of 22. The yoga
group took part in an eight-week
program focused on upper bodv
postures designed to increase
flexibility, correct alignment of
the hands, wrists, arms and
shoulders, and increase their
awareness of the best position
for their joints during use. They
met twice a week for one to one-
and-a-half hours each session.

Both groups took
baseline tests to measures for
such things as disturbed sleep,
intensity of pain, numbness, and

grip strength. The tests were again
administered at the end of the eight
weeks for a comparison.

In all categories, the sub-
jects in the yoga group showed a
larger trend for improvement than
the control group, with statistically
significant improvements in grip
strength and pain reduction. Fur-
thermore, although it wasn't stud-
ied systematically, the yoga group
reported they maintained improve-
ments in their symptoms even four
weeks after the completion of the
program.

“Due to the multiple
therapeutic variables in the yoga-
based treatment group, it is impos-
sible to know which particular item,
(or combination of items) was re-
sponsible for the improvement. But
it is not surprising that a program
encompassing education, flexibil-
ity, postural alignment and body
awareness was more successful
than immobilization in alleviating
symptoms of this common muscu-
loskeletal condition,” comments
Dr. Rice, D,0., FA.A,F-P. of San

Diego Sports Medicine and a
member of the REH Medical/Ad-
visory Council.

The typical treatments
for CTS — often providing unsat-
isfactory relief — are wrist splints,
anti-inflamatory agents, avoidance
of occupational duties, career-
changes, injection therapy and sur-
gery. Health problems that are oc-
cupationally related, such as CTS,
are the leading cause of lost earn-
ings in the workplace. The authors
suggest workplace yoga programs
could be implemented as a cost-
effective measure in treating CTS.
This program doesn’t require
drugs, expensive equipment, or
surgery, yet was successful in re-
ducing pain and improving
strength.

“Preventative workplace
programs such as this could save
millions of dollars in health care
cosls and lost worker productiv-
ity, with virtually no significant
downside risk,” adds Dr, Rice.

The IHRSA Institute on
Exercise and Health is dedicated

A NEWS RELEASES

to communicating the health ben-
efits of regular exercise.
Technogym is a world leader in pro-
viding health, fitness and rehabili-
tation equipment for club and clini-
cal settings.

Membership in IHRSA
Clubs Grows by 11 %

Clubs Outdistance Na-
tional Average of 8% (Boston, MA)
Participants in the International
Health, Racquet & Sportsclub
Association's (IHRSA's) annual
industry data survey reported an
average net membership growth
rate of 11.2% in 1997, up nearly
70% over 1996. This is three per-
centage, points higher than the
8.2% national increase in health
club members, as reported in the
annual Sports Data Health Club
Trend Report.

The results of the survey,
which involved 231 THRSA mem-
ber clubs, a reprinted in the

Association’s 1998 Profiles of Suc-
(See 11% Growth page 16)
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BANK CREDIT FACILITY TO $90 MILLION

CHICAGO, IL. No-
vember 16,1998 - Bally Total Fit-
ness Corporation (NYSE- BFT)
today announced the expansion of
its revolving credit facility with
a group of banks led by the Chase
Chase Manhattan Bank to $90

million. This facility, previ-
ously a $70 million line of
credit, provides the Company
with added flexibility to pursue
its strategic initiatives.

Lee Hillman, President
and Chief Executive Officer of
the Company, noted that “Bally

Total Fitness has achieved a
great deal in the past year - re-
turning to profitability for the
first time in many years and re-
cording significant improve-
ment in operating cash flow.
This has greatly enhanced the
credit- worthiness of the Com-

pany and provides an ever-stron-
ger base from which to acceler-
ate the growth of our business.
At atime when many companies
face concerns with the tighten-
ing in the credit markets, it’s
gratifying to have the strong
support of our Banks as we pro-

ceed with our growt_h initiatives.”

Bally Total Fitness is the
largest and only nationwide,
commercial operator of fitness
centers in the United States, with
approximately four million mem-
bers and 325 facilities in 27 states
and Canada.

The Delaware Valley Alliance Elects A
New Board of Directors and Officers

Thc Delaware Valley Al-
liance of Health and Sportclubs is
proud to announce the election of a
new Board of Directors and officers.
These individuals were elected at the
DVA’s Annual General Membership
meeting on November 12, 1998 and

will serve fora term of 2 years. The
new President is Les Littman of
‘the Cherry Hill, Northeast Phila-
delphia and Riverside Aquatic and
Fitness Centers, the Vice-President
is Rich Sposato of Club La Maison,
and the Treasurer is Mitch Maday
of the Sporting Club at the

Bellevue. Other directors are Gary
Schnoll, Northeast Racquet & Fit-
ness Club, John Cooley, Final Re-
sults Fitness, Dan Horan, Hatfield
Athletic Club, Armand Tecco, Paoli
Health & Fitness and Jim
Worthington, Ex-officio. Linda
Mitchell has assumed the position

of Executive Director and will over-
see the mission of the Alliance,
which is to maintain the highest
quality industry standards through
education and networking. There
are 22 member health clubs of the
Alliance, which have been success-
ful in negotiating arrangements with

suppliers for discounts, insurers for
reimbursements and in rallying sup-
port for charitable and educational
events. For complete information
regarding the'benefits of Alliance
membership, please contact Linda
Mitchell at 215/968-0600 x14.

«.11% Growth

continued from page 14

cess, The report details revenue and
expense ratios, equipment invento-
ries, facilities, programs, member-
ship growth and retention rates,

The report notes that, in
terms of net membership growth
rate, fitness and tennis clubs led the
sample with 16.7% and 16%, re-
spectively. Multipurpose clubs re-
ported an average 10% net growth
rate.

Average retention in-
creased as well—from 63% in 1996
to 66% in 1997. The development
of new programs appears to be a key
factor in retention, according to the

report.
“The surprise is that the

clubs that charged for at least
some of their programs reported
higher retention rate,” said Bill
Howland, Manager of Publica-
tions and research for IHRSA.
“The top 25% of clubs in terms
of non-dues revenue per member
reported an average retention rate
of 75.5% and revenue per mem-
ber of $1,035, as compared to re-
tention of 61.4% and revenue per
member of $544 for the bottom
75%.”

Cost for 1998 Profiles of
Success is $125 for IHRSA mem-
bers, and $400 for nonmembers.
The publication is free to clubs
which participated in the annual
industry data survey. To order, call
IHRSA at 1-800-228-4772 or
617-951-0055. ITHRSA is a non-
profit trade association represent-

JLR

associates

IS PROUD TO ANNOUNCE THE PLACEMENT OF

D.). Bosse

as Tennis Director

of Westboro Tennis & Swim Club

ing more than 4600 health,
racquet and sportsclubs world-
wide.

Minnesota Club Wins
IHRSA’s Sales Team
.of Year Award
White Bear Rac uet &

Swim Boasts
Growth and Retennon

{Boston, MA) White
Bear Racquet & Swim Club in
White Bear Lake, MN, will re-
ceive the International Health,
Racquet & Sportsclub Asso-
ciation’s (IHRSA’s) 1998 Sales
Team of the Year Award at the
assoAciation’s 13th Annual Sales,
Marketing & Programming Con-
ference, which was held Decem-
ber 2-5 in Orlando, FL.

J LR HEALTH CLUB RECRUITMENT SPECIALISTS

P.O. Box 723 » Weston, Massachusetts 02193

781.431.0868 » fax 781.431.0890 = email: larcom@mediaone.net

With a membership re-
tention rate of 85%, the 128,000
square-foot club currently has
2600 members. The club sales
team beat their projected member
sales figure of 690 by 13%, bring-
ing in a total of 779 new members
in a 12-month period. They also
exceeded their projected net mem-
bership growth figure of 17% by
19%,

The White Bear Sales
Team described the steps of a suc-
cessful sale as follows-

1. Establish rapport and
display excellence. Excellence
means caring—making the special
effort to do more.

2. Do a needs analysis.
Be their friend, coach, teacher and
specialist.

3. Gather information on
their exercise program—past (how
long ago, results); present (where,
how often, results); and future
(what they would like to accom-
plish through a club).

4. Get their personal
commitment to achieving goals set
during needs analysis.

5. Tour the guest, remind-
ing them of how club membership
will help them meet their goals.

6. When you close, go to
a comfortable atmosphere (club
cafe, poolview lounge) During the
close, establish an action plan re-
quiring commitment.

7. If objections come up,
handle them with professionalism
Remember to be their friend,
coach, teacher, specialist.

8. Complete the member-
ship paperwork, ask for referrals,
schedule a new member fitness
orientation, sign them up foranew
member social, take a picture 1D,
send a thank-you note immedi-
ately, and follow up with a phone

call within seven days.

Surgeon General’s
Report Editor to
Address IHRSA

Blairlo Speak on How
Environment Discourages a Physi-
cal Activity (Boston, MA) Steven
Blair, P.E,D., chief scientific edi-
tor of the Surgeon General's Report
on Physical Activity and Health,
will present a seminar entitled: “Do
We Have a Toxic Environment for
Physical Activity?” at the Interna-
tional Health, Racquet &
Sportsclub Association’s
(IHRSA’s) 18 th Annual Conven-
tion and Trade Show. The event
will be held March 24 through 27
in San Diego, California.

Director of Epidemiology
and Clinical Applications as well
as Director of Research for The
Cooper Institute for Aerobics Re-
search, Dr. Blair is responsible for
the Aerobics Center Longitudinal
Study. In 1989, the first results of
the study were published in the
Journal of the American Medical
Association, and it proved to be one
of the most compelling research
studies ever done relating regular
physical activity to a reduction in
premature death from heart disease,
cancer and all causes. The study
found that the addition of even a
moderate amount of physical activ-
ity to the daily lives of previously
sedentary individuals lengthened
their lives. The longest average life
spans were achieved by individu-
als who exercised vigorously and
regularly,

Dr. Blair is also a mem-
ber of the Medical/Scientific Ad-
visory Council of the IHRSA In-
stitute on Exercise and Health

(See Blair Speech page 22)
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The most beautiful time of the year on
Costa Rica’s northwest Pacific coast is June
through October.

Temperatures are in the mid-80s and the sun
works its magic daily, punctuated by an occasional
| refreshing afternoon thundershower. The surround-
| ing mountains and jungles are lush green and filled

ourself relaxing in the elﬁam

with life.

Picture ‘y
surroundings of a luxury villa. Strolling through
the rain forest to the howls of monkeys and the
squawks of wild tropical birds. The ocean view,
revered as one of the most beautiful in the world, is
so spectacular Conde Nast Travel magazine fea-
tured it in a two-page color spread.

It is a magical world where everything is
done for you and your only responsibilities are to
yourself, your family and ¥riendsA Picture yourself
dining in the candlelit intimacy of a moonlit terrace
overlooking the Pacific. Imagine a world of el-
egant seclusion. This is a dream come true... Villa
life.

N

b

Villa Papagayo and Villa Isla Azul are brand
new luxury villas with a full staff (cook, maid and
butler) located on the gorgeous Pacific coast of Costa Rica.

Villa Palpa
swimming pools,
air-conditioning in all the bedrooms.

Also available are the world’s best sports fishing for marlin and sails; rain forest, tree top canopy, volc

L

ey |

| ) "~ Both ;EES f:atu;e spectac'ulan ocean views. : FOI’
' Villa Papagayo (befor!')_ is a four-bedroom, five-bath villa.

e

Villa Isla Azul features six bedrooms and six

'barhs

gayo is a four-bedroom, five-bath villa. Villa Isla Azul is a six-bedroom, six-bath villa. Both have oversized terraces with
swim-up bars and waterfalls. Each has spectacular 30-foot ceilings in the great room with TV, VCR, stereo, video libraries and

ano and giant sea turtle tours;
birdwatching, scuba diving,
snorkeling, sunset and party boat
cruises, horseback riding, health
club, rafting, tennis, golf and a
colorful Costa Rican beach town
two miles away with beach bars, a
disco and a gambling casino.

An all-inclusive plan
provides all your food and drink
(an open bar) for one price.
Mouthwatering meals, from fresh
seafood to Italian dishes, are
prepared daily from scratch by
our talented Costa Rican cooks.
The staff is there for your every
need. Come to paradise!

Availability Call (404) 255-1867

E-Mail: villascr@mindspring.com

"
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Florida Clubs Plan
Sales Tax Repeal

Thc Southeast Health
and Racquet Sports Association
(SEHRSA) is going full-steam
ahead with its joint initiative with
IHRSAto repeal Florida’s 6% sales
tax on health club memberships.

Joe Cirulli of Gainesville
Health and Fitness Centers, Bob
Karshner of Shapes Health and Fit-
ness Centers, and Geoffrey Dyer of
Lifestyle Family Fitness Centers
led a meeting of Florida club op-
erators in Orlando on December 4.

Atthe meeting, club opera-
tors decided to appoint regional rep-
resentatives for SEHRSA in order to
generate statewide support for this
initiative. [HRSA will help SEHRSA
communicate with Florida clubs by
broadcast fax and mail.

In order for the lobbying
effort to qualify for funding from
IHRSA, Florida club owners must
demonstrate their financial commit-
ment. Those present at the meeting
agreed to commit $40 a month per
club to finance the lobbying team
in Tallahassee. Dyer pointed out
that this is roughly the cost of one
membership at most clubs,

“We think $40 a month is
a small price to pay to rid the in-

WANT

CAPITOL.

dustry of this burdensome tax, but
if that’s too much we encourage
clubs to send whatever they can.
Every dollar will make a differ-
ence,” said Dyer. All money raised
will go directly to the lobbying
effort. SEHRSA needs to raise
$45,000 this year.

Club operators may send
their contribution to SEHRSA,
14499 North Dale Mabry, Suite
270, Tampa, FL 33618. For more
information contact Bob Karshner
at (813) 264-1711.

COURT IﬂIULJE‘.SJ';L

A Georgia Court of
Appeals ruled recently that a
health club is not responsible for
injuries suffered by a member in a
pickup basketball game that re-
sulted from a fist fight which the
member initiated.

While a club employee
was present during the altercation,
the employee was shooting baskets
on another court and not serving
as a referee when the incident be-
gan. The injured member alleged
that the club breached his mem-
bership contract by failing to pro-
tect him from an “unreasonable

DECEMBER ISSUE

risk of harm.”

In Alexander v. Sportslife,
Inc., the court ruled that the proximate
cause of injury was not any negligence
or breach of contract by the club but
the member’s own voluntary and ac-
tive participation in a fight. The court
stated that even though the club may
have been negligent to a degree in
supervising and monitoring the game,
the club’s conduct was, at best, “a re-
mote cause of the injuries sustained.”

Both participants in the fight
claimed that the basketball game was
out-of-hand and that fouls were com-
mitted. Each insisted that he was at-
tacked without warning. The court
wrote, “If the attacks were
unexpected...then the actual partici-
pants in the brawl cannot reasonably
assert that a Sportslife employee in the
general vicinity should have expected
or had warnings of the attack.”

This case helps set limits re-
garding the duty of care owed by clubs
to their members. Unless a criminal
act is a reasonably foreseeable conse-
quence of the club’s conduct, the club
will generally not be found liable for
resulting injuries.

YMCA’s Reach Felt in

the U.S. Senate

A IHRSA lobbied Con-
gress this summer to crack down on

—

tax-exempt abuses, the “long
arm” of the YMCA was never
more apparent than in the halls
of the U.S. Senate. Just days
after IHRSA convinced the
Senate Appropriations Com-
mittee to include strong leg-
islative language instructing
the IRS to look into unfair
competition in the fitness in-
dustry, nine senators signed a
letter condemning the lan-
guage as a direct attack on the
YMCA.

Senator Ron Wyden
(D-OR) submitted the letter
into the Congressional Record
on September 3. The letter
states in part:

“We are writing to
€Xpress our Serious reserva-
tions about a provision in the
committee report accompany-
ing the FY"99 Treasury/Postal
Appropriations bill relating to
tax-exempt health clubs. . .
The health and fitness services
offered by [YMCA's, JCC’s]
are only one component of a
whole range of programs
available for a community.
These programs are an inte-
gral part of the organization’s
philanthropic mission related
to the health, education and
welfare of the community, and

REPORT

a significant component in financ-
ing such activities.”

“We ask that [the confer-
ence committee] ensures that the
invaluable programs offered by
not-for-profit organizations are not
unfairly curtailed by unnecessary
and overly burdensome govern-
ment regulation.”

Sincerely,

Ron Wyden (D-OR)

Patty Murray (D-WA)
Connie Mack (R-FL)

Ted Kennedy (D-MA)
Paul Sarbanes (D-MD)
Pat Roberts (R-KS)
Chuck Grassley (R-1A)
Barbara Mikulski (D-MD)
Dick Durbin (D-IL)

While IHRSA countered
with a letter of its own [see Capi-
tol Report, October 14], the YMCA
succeeded in being removed from
the final directive to the IRS. As a
result, the directive focuses on the
fitness activities of tax-exempt
hospitals and educational institu-
tions.

While these nine senators
have shown support for the
YMCA, it is also likely that they
are unaware that unfair competi-
tion exists. While IHRSA suc-

(See Capitol Report page 24)
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RESULTS?
BE RESPONSIBLE!

"ResponsiBLE ManAGers GET ResuLts”
How the Best Find Solutions - Not Excuses

Responsible Managers Get Results shows you how to master the two crucial skills of a responsible managcr—problem solving
and getting people to work together. With those skills and the detailed, step-by-step guidelines and procedures the book provides,

you will be able to:

* Focus your organization (and yourself) on producing the skills, attitudes, and abilities that form the foundation of responsibility

* Focus people on taking responsibility for RESULTS not just activities
* Develop responsibility to the customer and the organization

* Break down barriers to taking responsibility that exist in society as a whole, as well as in individual and corporate mind-sets
* Initiate and sustain meaningful change
* Enhance collaboration and team efforts throughout your organization

* Elevate problem solving to a strategic, ongoing process and develop optimal solutions to problems using a proven seven-step method
» Overcome organizational cultures that block teamwork

* Create an organization that inspires responsibility in its workforce, and more.

PLEASE MaIL, PHONE OR FAX YOUR ORDER:

Faust MANAGEMENT CORPORATION
10085 CarroLL CaNYON Roap, Surre 210

-

by Gerald W. Faust, Richard |. Lyles and Will Phillips

~

:
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YES! PLEASE SEND ME THE FOLLOWING:

"RESPONSIBLE MANAGERS GET REsurLts!"

$24.95ea

San Dieco, CA 92131 BN
(619) 536-7970 »» (619) 536-7976 (Fax) (Please indicate number of books ordered. CA residents please add sales tax.)
Name
Shipping & Handling:
O Check  Amount. Add $3.00 per book
Company . International rates slightly
a Qa higher. Please call/fax
Street Address Jor exact amount.
City/State/Zip
Card Number Exp. date
Daytime Phone =
Signature II
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KICK BOX FITNESS HITS AMERICA

By Norm Cates, Jr.

WEImington, N.C. -

The World Kick Boxing Champion,
Joe Lewis, has partnered with John
Maynard, Trey Wyatt, Randy
Ballard and Stephen Tharrett to
form Kick Box Fitness, a new or-
ganization devoted to the teaching
of Kick Box Fitness instructors. The
sport has been a very popular form
of martial arts for years and will
now become another form of group
exercise in health and fitness clubs
nationwide.

Joe Lewis, Master Kick
Boxer, comments, “In the Martial
Arts community, everybody is
drifting towards Kick Boxing, Our
approach is designed so you can
learn it quickly and correctly. Re-
member those two words. If you are
looking for the best synergistic way
of incorporating all the muscle
groups to effectively add strength
and to train your cardiovascular
system, you can’t beat kick boxing.
I started training 40 years ago. |
believe that the program [ have cre-
ated is the best thing on the planet!
If there is something better, I per-
sonally would be doing it.”

Trey Wyatt adds,
“Kick Box Fitness uses kick
boxing and fighting fundamen-
tals in a safe and effective man-
ner. There are 16 proven kick
boxing techniques that Master
Joe Lewis has researched and
collected from different fighting
styles around the world. They
are all simplified and broken
down for easy learning. The
main thing that our organization
does is create outstanding Kick
Box Fitness instructors.

Club operators can in-
stall Kick Box Fitness as an ad-
ditional profit center or provide
it as a membership amenity.
Trey comments, “ We've got
people that are doing both. We
recommend that you use it as an
extra profit center, much like
people have done with spinning.
However, with spinning, you
have an investment of around
$800 per station. With Kick Box
Fitness, you're looking at an in-
vestment of around $110 per sta-
tion. That includes the certifica-
tion cost of your instructors, a
bag and a pair of gloves. Glove
sales can become significant as
your members become in-
volved. The entry cost of Kick

Box Fitness is a key.” John
Maynard comments,”If I want to
install a group cycling program in
my gym, if I install 10 cycles at
around $650 each, I'll have close
to $7,000 invested. However, with
10 cycles, I can only serve 9 mem-
bers in one class because the in-
structor must take up one bike. For
about 1/3 of that amount | can in-
stall Kick Box Fitness in my gym
and serve 40 people in a Kick Box
Fitness class. Another advantage
is that Kick Box Fitness has all of
the exercise benefits of traditional
Martial Arts, but we've eliminated
all the painful and injury causing
aspects of Martial Arts. We've kept
all the good and gotten rid of the
bad.”

The format of the new
Kick Box Fitness Program has at-
tracted women very successfully
and is now drawing 75-80% female
attendees, a statistic that should
make any club owner happy. Wyatt
comments, Kick Box Fitness is not
intended to be a self defense pro-
gram. But, the principles are the
same as people use in boxing. If you
get hit with a straight right hand it
hurts and if you get hit with a
straight kick, it hurts. So really, all
self defense is just the attitude that

you’ve got the space...now fill it up!
you’ve got the time...develop some new classes!
you want the members...give ‘em something hot!
kickbox fitness has the solution...now get it & have fun!

kickbox fitness...the hottest heart pumping, membership building,
tension releasing fitness program to hit your facility!

DON’T HAVE IT...GET IT NOW!

you put behind the technique. In
any given situation Kick Box Fit-
ness can be applied to self de-
fense if necessary.” Maynard
adds, “We emphasize proper
technique just as we would if we
were coaching them getting ready
for an event. So we create good
habits, should you need to call on
those habits. And, even though
we're not marketing it as a self-
defense class, women love it!
They enjoy being given the free-
dom to just unload and knock the
heck out of something! The
women say they enjoy getting
their aggressions out.”

Wyatt comments, “Chip
Bullock has been General Man-
ager of the 23,000 square-foot
Spa Fitness Center here in
Wilmington for 10 years. His
first Kick Box Fitness class had
97 people on the floor with 51
standing in line. The problem
they have now is space. They
asked John to take a 5:30 class
on Tuesday and Thursday be-
cause the classes in those slots
were dying out. Now, if you want
to get in that class you have to
show up at 5:00. They give out a
ticket to get in the class. They
limit the classes to 65 people. If

HAS ANYBODY
TOLP' YOU HOW
® TO INCREASE

you don’t’ have your ticket by 5:15,
you don’t get in the class. We con-
tacted Chip Bullock to hear his im-
pressions of Kick Box Fitness. Bul-
lock comments, “We installed Kick
Box Fitness in June, 1997. I've been
the General Manager of the club for
10 years and have never seen any-
thing hit like this! | was here when
The Step came in. We've seen the
cross trainers and cycling classes
came in. Nothing has hit like this has.
It has increased our sales by 15% per
month compared to last year. Our
members pay $40 per month and we
include access to Kick Box Fitness
for that fee. We have 7 Kick Box
Certified instructors. | learned about
Kick Box Fitness by attending classes
at his Champion Karate and
Kickboxing Center across town. I got
John and one of his trainers, to train
our people. I've got a waiting list to
attend their certification program
across town. Also, women love it.
About 75% of the classes are women
of all ages, shapes and sizes. We have
one lady that is about 50 who has lost
over 40 pounds in the Kick Box
classes. It’s incredible!”

(The Kick Box Fitness Team
may be reached at: (910) 792-1131.
Toll Free: 1 877-333-KBOX)

IT?

KICK IN THE YEAR 2000 WITH A KICKBOX FITNESS
PROGRAM AND GET PREPARED FOR THE NEW MILLENNIUM

CONTACT: John Maynard or Lynn Owens * 127 College Road
Market Place Mall » Wilmington, NC 28403 » 910-792-1131

Thanks for visiting our booth at the IHRSA Show, Orlando




GetActive

Go to your nearest
computer, get on the
internet, and punch up
totalwellness2000.com
right now. In seconds
you'll be at the health
and fitness industry's
hot, new SuperSite -
with complete
instructions on how to
jump in and get active!

BeHappy
Before you log off,
you'll be on the
internet, at no cost to
you, marketing your
club 24-hours-a-day,
and profiting from all
kinds of products and
services - without doing
a thing!

Free web site.
Easy money.

Is this a great concept,
or what? Visit
totalwellness2000.com
and stake your claim -

NOW!

WWW.TOTALWELLNESS2000.COM™

TOTALWELLNESS2000.COM » PO BOX 9113  DALLAS, TX 75209 » TEL 877.762.2848 » FAX 214.521.6644 = EMAIL GETINFO@TW2K.COM
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The New Cross Trainer offers

you a smooth elliptical footpath,
now with more refined styling and
smaller base dimensions making It
more attractive in your facility.

The Runner is a motorless
treadmill which results in &
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RICK SLAUGHTER - F

By Preston Fields

Al the age of 14 Rick
was a whiz kid at badminton and
ranked #1 in the State of Tennessee
in tennis. The following years were
pretty well mapped out. Graduate
from David Lipscomb High School
and then play tennis for his father
who happened to be the men’s ten-
nis coach at David Lipscomb Uni-
versity in Nashville, TN.

Seventeen years old and
dating the prom queen on June 22,
1979, his life changed forever. On
his way home after dropping his
date off, Rick lost control of his car
first striking a mailbox, then a tree
- flipping three or four times over
a driveway. Eventually Rick’s car
settled in a creek with the car on
top of him instantly paralyzing him
from the waist down. Was the fu-

luh Ins

ture of this top athlete now over?

Awhile after the acci-
dent Rick was introduced to
wheelchair basketball and
through the basketball program
he was introduced to a new sport
for people in wheelchairs—
wheelchair tennis! With the help
of many people and refocused
goals, Rick became ranked #2
in the world in singles and #1 in
the world in doubles in this chal-
lenging new sport. But after 20-
plus years of competitive tennis
Rick began to look for a new
challenge and began to focus his
energy towards racquetball.
Rick rose to the top of this
racquet sport recapturing a com-
petitive fire like he use to have
with tennis. Soon he became
ranked #1 in the world for
Wheelchair Racquetball athletes
and was featured in such maga-
zines as Total Racquetball and

Norm Caten”

I WS

Fitness,

During this time Rick be-
gan to notice small children and
young adults with physical disabili-
ties in lightweight sports wheel-
chairs. Knowing how athletics
helped him achieve his goals even
though he now achieved them sit-
ting down he began to wonder if
these kids had any type of organized
sports to play. The astonishing an-
swer was no. There were no sporis
available for them in the Nashville,
TN. area. These kids were resigned
1o watching or keeping score.

Rick knew the feeling of
sefting goals, working hard towards
those goals and the gratification he
received achieving those goals with
athletics paving the way. And he
now wanted to share his experience
with these physical disabled future
athletes. Rick’s new goal became a
wheelchair sports program to intro-
duce kids to all different types of
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sports they could play from their
chair, to afford them the same op-
portunity all “able-bodied" chil-
dren have, to provide a place for
them to play with their peers,
compete, excel, and have a sense
of belonging.

Introducing F.I.R.S.T.
— Functional Independence thru
Recreation, Sports, and Teaching.
F.LR.S.T. was created to ensure
significant recreation, socializa-
tion, education, competition, and
special skill development for
children with physical disabili-
ties. Through early intervention
of sports and recreation,
ELR.S.T. can build self-esteem
and self-confidence. Children
with disabilities need to learn suc-
cess and failure and develop con-
fidence at an early age. Shelter-
ing kids from an adverse environ-
ment slows social development
and limits their potential; but in-
volvement in sports allows chil-
dren to learn important social
skills, assertiveness, indepen-
dence and teamwork. FLR.S.T.

FILR.S.T. AGAIN!

will teach them to deal with adver-
sity. The program is under way and
growing. New children are showing
up weekly leaming to play sports they
never thought possible.

The competitive fire is
again burning and with the help of
many people, Rick Slaughter will
make his FLR.S.T. Program #1 but
he needs your help. The cost of
ultralight custom sports wheelchairs,
basketballs, tennis racquets, tennis
balls and hoppers, track wheelchairs,
transportation to various sports
camps, tournaments and track meets
are just some of the expenses incurred
by this 501 C-3 non-profit wheelchair
sports program. “There have been
many people gracious enough to help
me realize my dreams and achieve
my goals, and it is now time for me
to give to others in that same fash-
ion”, says Rick. To learn how you can
help or to receive more information
you may reach Rick Slaughter,
F.LR.S.T. Program Director at 615-
973-5372 or by writing to: ELR.S.T,.
1111 Brookmeade Drive, Nashville,
TN. 37204.

...Blair Speech

continued from page 16

(IIEH), which is sponsored by
Technogym. In this role, he pro-
vides commentary as to the sig-
nificance of new research on ex-
ercise and health. “Dr. Blair has
made an invaluable contribution
not only to the health club indus-
try, but also to world health,” said
John McCarthy, “He turned na-
tional attention to the necessity of
living physically active lives, a
fact that will give tremendous
horsepower to the industry wide
campaign of having 40 Million
U.S, health club members by the
year 2010.”

The IHRSA Convention
and Trade Show will offer more
than 100 speakers and a variety
of small and large-group educa-
tional and networking opportuni-
ties. The Trade Show, the largest
specialty fitness show in the in-
dustry, will feature more than 300
companies in 1000+ booths, for
registration and exhibition infor-
mation, call 800-228-4772 (U.S.
and Canada or 617-951-0055.

IHRSA Raises Goal
to 100 Million
Members by 2010-
Purpose is to Improve

orldwide Health

(Orlando, FL) At a
meeting here of the International
Health, Racquet & Sportsclub
Association’s (IHRSA’s) Board of
Directors, it was decided to raise
the target goal for the number of
U,S. health club members in the
year 2010 -from 40 million to 50

million, and to match the 50 million
outside the U.S. for a total of 100
million health club members world-
wide. “We began thinking about the
target goal prior to learning that
there were 22.5 million U.S. health
club members in 1997, said John
McCarthy, Executive Director of
IHRSA. “In light of this, the mem-
bers of the IHRSA Board decided
that 40 million was not a challeng-
ing enough number.”

In addition to creating mil-
lions more health club members, the
plan is expected to inspire an equal
number of people to begin exercis-
ing on their own, according to Mr.
McCarthy. “The achievement of this
goal is not only good for the health
club industry, but also for the health
of individuals worldwide,” said Mr.
McCarthy, who noted the parallel
goal for the industry outside the U.S.

A plan to reach the target
goal of 100 million is now being
developed by IHRSA and the Fit-
ness Products Council (FPC). Each
organization is contributing $25,000
and staff time to research, develop
and disseminate a program that will
raise to 50 million the number of
Americans and 50 million the num-
ber of individuals outside the U.S.
who belong to taxpaying clubs, a
survev of IHRSA and FPC members
last month found that members be-
lieve the four greatest opportunities
to grow membership are in: 1) in-
creasing retention; 2) focusing on
the aging population- 3) providing
sales and service training’, and 4)
to promoting the benefits of exer-
cise. The initiative will officially be
launched at IHRSA’s Annual Con-
vention and Trade Show in San Di-
ego, California, March 24-27, 1999.



PAGE 23 gEClub Insider DECEMBER ISSUE

Sores Moker

membership specialists

“If you want a thing to be done well,
don't do it yourself-- hire a specialist.”

You operate your club
365 days a year.

YOU SPEND THOUSANDS OF
DOLLARS IN MEDIA.

o

How about investing 3 e{?s to increase
1

your long term membership numbers?

Y
o

3 Day “at your club” Training Seminars include:

4 Proven Profit Procedures

4 Sales Training

4 Prospecting & Telephone Training
# Marketing Guidance

4 Tours & Presentations

Sales Makers

Membership Specialists

800-428-3334
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New Year’s Resolution Members;
Do You Want to Keep Them?

By Rande LaDue

There is an ongoing
joke in the club | work out at every
year in January/ February when we
‘regulars’ see all the new, out-of-
shape members come in. They take
a few free training sessions with an
instructor, then they are left to
themselves to wander around with
their clipboards wondering which
machine is which, must less daring
to take an aerobics, cycling or “light
weight lifting” class; all requiring
a good deal of coordination. We sa
to each other, “Don’t worry, they’l
be gone in a few weeks.” “That’s
probably about the average lifespan
of the typical new member who is
intimidated, does not receive per-
sonalized attention and has nol seen
any results from their workouts.

But, what if you had a
group exercise program lead by an
instructor which all beginners
started with for the first 4-6 weeks

of theirmembership? What if ev-
eryone had a positive experience
from day #1? What if this pro-
gram was fun, safe, easy to do
and did not require any skill or
coordination? What if there was
no muscle soreness the next day?
What if this program produced
great results quickly? What if
this program took as little as a
half-hour, 3 days a week? What
if the group camaraderie of the
program inspired them to bring
in their friends? What if this pro-
gram made an excellent transi-
tion into Personal Training? You
would have PACE: The Group
Exercise for Every Body™. As
we all know, group exercise is
one of the hottest trends in the
country (it’s like group Personal
Training). PACE places among
the top of all other group exer-
cise programs in the following

“categories: Safety. No fixed

load, no “negative” resistance.
No joint stress, no skill or coor-
dination necessary. Fun. We are

talking beginners here. A hardcore
cycling or step class may be more
fun to the advanced, but if some-
onecan’tdoit, it’s not fun. If some-
one can do it, it's even more fun;
we have had athletes tell us that
PACE was their best work out ever.
Flexibility. PACE can be and is
used with the following groups:
Seniors, kids, busy executives, the
overweight, women-only, hardcore
athletes, etc. Motivation. What
could be more motivating for a
former couch potato than to be able
to keep up with the group using his/
her own “pace’? Knowing the in-
structor has been ACE Certified to
teach PACE and is moving around
among the group, getting the most
from everyone is very inspiring.
What if this program could be sold
as a separate PACE Weight Man-
agement Program™ for as much as
$399 for 12 weeks with an incen-
tive to convert into a general popu-
lation membership after they’ve
gotten results and feel better about
themselves? You would have a new

profit center within your V
club!

Remember, ev-
ery PACE Program
comes with a complete
Marketing Package (T-
shirts, banner, music
tapes, Marketing & Sales
Manual, etc.) and an ACE
Certified PACE Training
Workshop at your loca-
tion. Call Pro*Fit Enter-
prises at 888-604-2244
for info and a free video.
Email us at
ProFitPACEaol.com or
visit our website at
www.pacepro-fit.com.
No muscle soreness. No
intimidation. No fran-
chise fees. No program
fees. No kidding. Financ-
ing available.

Rande LaDue

Pro*Fit has
been recognized by the American
Council on Exercise (ACE) as a
Continuing Education Specialist.
PACE Is a registered trademark of

Henley Healthcare and is used by
permission.

. 1

...Capitol
Report

continued from page 4

ceeded in educating a majority of
the members of the Senate Appro-
priations Committee about the ex-
tent of unfair competition in the fit-
ness industry, seven of the Senators
who signed the letter do not sit on
that committee.

It is likely that this issue
will be raised in Congress again
next year. IHRSA will do all it can
to educate lawmakers about this
problem. However, if you are faced
with a tax-exempt competitor, you
can do your part by making sure that
all of your elected officials know
about your situation.

YMCA by the Numbers

1997 Revenue: $2.85 Billion*
(15.6% increase from 1996)

Sources of Income:
Program Services — 44.21%
Earned Income — 25.46%
Public Support — 17.27%
Government — 8.71%
Investment — 3.38%
Other — 0.97%

*Includes national office and
2,227 YMCAs in the USA.

[Source: The Nonprofit Times, No-
vember 1998]

Congress Passes
Music Licensing Act

For the first time in
22 years, Congress has reformed
the Federal music copyright law.
Senate Bill 505, also known as
the Fairness in Music Licensing
Act of 1998, passed both the
House and the Senate on Octo-
ber 7. President Clinton is ex-
pected to sign the bill into law.

The bill makes the fol-
lowing changes to existing law:

* It gives businesses
more recourse to challenge a
copyright fee. Instead of being
required to travel to New York
City to settle rate disputes, the
bill allows challenges to be heard
in 12 circuit courts, giving club
owners more avenues to dispute
copyright fees.

* It expands the current
“homestyle exemption” from li-
censing fees for radio and tele-
vision music. As long as no di-
rect charge is made to hear the
copyrighted transmission, clubs
with less than 2,000 square feet
of space are exempt from licens-
ing fees. Larger clubs may also
be exempt if they use limited
equipment. Specifically, “any
audio transmission if through no
more than 6 loudspeakers, of
which not more than 4 loud-
speakers are located in any one
room or adjoining space” is ex-
empt from fees.

This bill represents an im-
portant, hard fought victory for
health clubs and other small busi-
nesses. This legislation prevailed
despite intense lobbying in Con-
gress by the three major copyright
organizations and the music indus-
try.

Not surprisingly, BMI and
ASCAP expressed “deep disap-
pointment and outrage” in a joint
press release following the bill's
passage.

Panel Delays
Tax-Exempt Hospital
Fitness Center

(Palos Heights, IL)
IHRSA members won an important
victory on October 1 when the [1li-
nois Health Facilities Planning
Board voted its “intent to deny” the
certificate of need for the Palos
Community Hospital’s proposed
$14.5 million, 80,000 square-foot
fitness center.

In August, the Planning
Board tabled the hospital’s initial re-
quest for a certificate of need amid
concern that the proposed tax-ex-
empt fitness center would compete
unfairly with commercial health
clubs.

For IHRSA member Mike
O’Donnell, co-owner of the Riviera
Country Club, the Board’s action
brings him one step closer to vic-
tory. As reported in the September
issue of Fair Game, O'Donnell and
other area club operators are pres-
suring the hospital to operate the
fitness center on a taxpaying basis.

O’Donnell submitted a
petition to the Planning Board
signed by more than 700 residents
that opposed granting special tax
breaks for the hospital fitness cen-
ter.

Although the tax-ex-
empt issue did not come up at the
October meeting, planning board
members questioned hospital of-
ficials as to the availability of the
fitness center to the financially
disadvantaged.

“Not nailing down [the
number of scholarships] is a little
bit uncomfortable for me,” said
Board member Fred Benjamin.
He asked, “Are you going to have
a hundred scholarship participants
at a [free or] reduced rate, or are
you going to have a thousand?
And out of how many total mem-
bers?”

The “intent to deny” rul-
ing allows Palos Community Hos-
pital officials to appear before the
Planning Board once more before
a final vote is taken. The final vote
could come during the Board’s
November 19 meeting. Watch
Capitol Report for future devel-
opments.

This Just In: Congress
Passes Budget Bill Which In-
cludes Fair Competition Lan-
guage

The budget bill passed
by Congress last Thursday in-
cludes language instructing the
IRS to report on tax-exempt uni-
versity & hospital fitness centers.
IHRSA encourages you to contact
your Congressperson and U.S.

Senators to thank them for voting
for this important language. And
don’t forget to vote on Tuesday,
November 3!

Assessors Oppose Tax
Breaks for Hospital
Fitness Centers

(Indiana) Two county tax
assessors have sided with IHRSA
and the taxpaying health club in-
dustry by opposing property tax
exemptions for two fitness centers
owned by hospitals. North Town-
ship Assessor John Matonovich
said he opposes a tax exemption for
Fitness Pointe, a new upscale
health club being developed by the
Community Hospital of Munster,

In nearby St. John Town-
ship, Assessor Hank Adams has
come out strongly against any
change in the tax status of Omni
41, a for-profit health club and
IHRSA member located in
Schererville, which was recently
purchased by St. Margaret Mercy
Healthcare Centers. The lllinois
Times has reported that St. Marga-
ret officials may try to make Omni
41 tax-exempt.

With more than $1 mil-
lion in net assessed value, Omni 41
is among the top six taxpayers in
St. John Township.

“I don’t think any health
club should be exempt. All this tax-
exempt property throws the load of
taxes onto other commercial and
residential property owners,” said
Adams. “I'll fight St. Margaret if

(See Capitol Report page 28)
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SEE SALES SOAR!
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1106 Leads in List

Hot
Typs A
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Building your company’s sales is easy with the right TooLs.

Start nailing down those lost leads! Stop missing sales opportunities. Use TooLs Saks &
Marketing Software to automate your sales efforts. Stay on top of appointments, track incoming
and outgoing phone calls and maintain control with comprehensive reporting, TooLs austomer

profile feature gives you access to powerful information on every lead.

It’s easy with TooLs Saks & Marketing Soffware. TooLs gets results,

Call TooLs today and watch your sales go through the roof!

CALL NOW FOR A FREE 30-DAY TRIAL

800-811-8665

Tl

Tools Systems Management 3300 North University Drive, Suite 510, Coral Springs, Florida 33065
phone: 954-796-9007 fax: 954-796-9010
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The Simple & Powerful

Club Management System

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

Photo-imaging Check-in
Unlimited Report Capabilities
Automated EFT

Y VYV VYV VY

Full Service Customer Support
(Phone, Fax, Seminars)

S0, make the first call right now. Picil 1-800-554-CLUE

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

Club

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

"nner = 1 (800) 554-2"255?2%5??22—%5
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ITABILITY

aﬂ' " ifr Isolate costly mistakes in your sales strategy

i}' Increase your traffic in 30 days
WITHOUT slashing prices!

)fr Build loyalty and enthusiasm in your staff with
the R.O.A.R.! philosophy

‘;i\r Professionalize your staff and management
Y°¢ On Site Training & Consulting Available:

Premium Performance Training provides a selection of proven, successful programs to choose
i mmallpmg?mﬂcmniudtomcubixpcdﬂcmdsMguls Choose from the
programs below, or have PPT develop an entirely new program for your organization.

SALES TRAINING
+ Polishing Your Sales Skills for Shining Success * Turning Calls Into Appointments
* Low Profile Sales Skills for High Profile Success * 20 Tips to Increase Traffic in 30 Days
* Avoiding the Monster Mistakes in Membership Sales  + 15 Hot Tools to Close More Sales Now
* Mastering the Emotional Energy in the Sales Process * Dancing Through the Cycles of Selling
* Are You Qualified to Close? Develop A System

That Makes Asking for the Sale Simple

SERVICE TRAINING

* Personally and Profitably Strengthening the Partnership Between the Member and the Club
* Creating A Partnership Between Front Desk and Membership Sales Staff

* Are You Engaged Yet?

* Front Desk and Fitness Staff: 20 Tips to Be Your Own “P.R." Expert

MANAGEMENT TRAINING

* Service Systems at Our Clubs: Who Do They Really Serve?

* Tools to Create and Manage A Super Star Sales Team

* Time Management and Prioritization: Do You Manage Time or Does Time Manage You?
* Who's Running the Show: Your Team or Your Ego?

* Results Driven Training by Training the Trainer

}f} Books, Tapes & Other Tools:

Karen D. Woodard

PRES I'DENT

Karen has been an owner and operator in the fitness e Club Owners
industry for over thirteen years, and here's what 10 WA ) Tips to e g
s reeritn

w .‘ 'rs:
r ‘ audiences conslistently say about her: S Manaiger

Close More 20 Power Tools
“Karen is a high-energy, impacting teacher!” p— sales Now! | To Huill!’ium:cﬁn
“Refreshing. Love the interaction!" 4 e of b= | | Filrs
“Presents practical tools in a creative way.” _ g Tty thec
“She took me to a new level, this stuff really works!”

PLEASE SEND ME: Books @ $15.00 each Tapes @ $20.00 each  MAIL YOUR ORDER TO ADDRESS

__Flash packs @ $10.00 each ____Information on PPT services ALEITTONOF FAGE
Name Club Position
Address Phone
Please include $4.95 for shipping and handling on total order. Check enclosed for:
VISA / MC Exp. date Your signature

emium perfovmance Training
o I.DER, CO 80302 » Phone 303-417-0653 * Fax 303-417-1747 » kdeOO@aoI com
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they try to make Omni tax-exempt.
The hospitals simply have too much
that is non-taxable right now.”

Area club operators agree.
“I’m not complaining about paying
property taxes. | pay about $70,000
per year for this club,” said Al
Krygier, owner of Gator’s Health
Club in Highland.

“It’s hard to compete with
someone who is not paying taxes
and who is doing exactly what I'm
doing. We all have the same ma-
chines. They say they do Phase [V
cardiac rehab. So do I,” Krygier
said.

Assessor Matonovich said
he would be willing to make the
portion of Fitness Pointe that is used
for medical purposes tax-exempt as

long as the balance of the facility
is taxed.

“They are competing
with private business and should
have to pay taxes just like other
businesses do,” he said. The Indi-
ana Hospital Association (IHA)
has advised hospitals to pay prop-
erty taxes on commercial ventures
and on those business investments
they make that are perceived by
the public to be commercial.

IHA attorney John
Roender stated, “There should be
no confusion as to what is exempt
and what is non-exempt. Many
hospitals follow that advice but no
hospital is required to.” -

The stakes for local gov-
emments are high. If both fitness
centers are granted tax-exempt
status by the Lake County Board
of Review, the two townships col-
lectively would lose $300,000 per
year in property laxes — revenue
that is needed in order to pay for
schools, libraries, police and fire

Be Free Of Y
Nicofeinem abit hovuanly
7 Days...

KIGK IT

Safely and Simply eliminates
nicotine cravings without
the withdrawals typically
associated with quitting.

Effective for all forms of tobacco use.
No drugs, all natural herbs.
Addresses withdrawal and weight gain.
100% Satisfaction Guaranteed!

Tremendous Income Opportunity
for Clubs or Fitness Professionals

Please contact your LifeScience Consultant for
further information and pricing.

W. Preston Fields
1-888-294-2138
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protection and other government
services.

Ohio Says Hospital
Fitness Centers
Should be Taxed

Arcscarch memoran-
dum obtained by IHRSA from the
Ohio Legislative Service Com-
mission clearly states that hospi-
tal exercise facilities that are
made available to the general
public on a paid membership ba-
sis are subject to property taxes
in Ohio.

The memorandum,
dated October 6, 1998, states that
exercise equipment and other tan-
gible personal property in a hos-
pital fitness facility is taxable.
The memorandum also states,
“building materials incorporated
into the facility are subject to
sales taxes, as are the member-
ship fees, unless the hospital is
owned by the state or political
subdivision.”

State Representative
David Hartley (D - Springfield)
requested the memorandum. In
Hartley's district, local residents
have raised concerns about a pro-
posal to build a $9 million hospi-
tal fitness center in Springfield.

Last year, IHRSA mem-
ber Joe Moore joined these vo-
cal residents in opposition to the
hospital fitness center. They were
able to convince county commis-
sioners to reject the proposal. De-
spite this, the hospital is once
again trying to win approval for
its fitness center.

For a copy of the
memorandum
contact IHRSA GR.

In other Ohio news,
IHRSA and the Ohio Fitness As-
sociation, led by Joe Moore, are
currently lobbying the state leg-
islature to repeal the sales tax on
all fitness memberships. To find
out how you can help, call
IHRSA,

THRSAPAC &
Election ’98 Recap

I HRSAPAC, the
health club industry’s only politi-
cal action committee, made its
first two contributions in the 1998
election cycle. The recipients
were:

Senator Ben Nighthorse
Campbell (R-CO): $500

Representative Anne
Northup (R-KY): $500

Both Senator Campbell
and Representative Northup were
instrumental in getting Congress
to instruct the IRS to report on

unfair competition in the fitness
industry by April 1, 1999.
Representative Northup,
first elected in 1996, won a tight
race November 3rd with 52% of the
vote. Senator Campbell won more
easily, capturing 62% of the votes
cast. Senator Lauch Faircloth (R-
NC), who also supported IHRSA’s
fair competition efforts this sum-
mer, lost his seat in an upset fo
Democrat John Edwards.

Last week, IHRSA in-
formed its members in Colorado,
Kentucky and North Carolina that
these lawmakers were in close elec-
tion contests and that each played
an important role in ordering the
IRS to look into unfair competition.

Two other key players in
IHRSA’s recent legislative victory
— Senator Robert Torricelli (D-NJ)
and Senator Herbert Kohl (D-WI)
— were not up for re-election yes-
terday.

106th Congress (1999-2000)

US Senate
Republicans: 55
Democrats: 45

House of Representatives
Republicans: 223
Democrats: 211
Independent: 1

Tax-Exempt Fitness
Centers on ﬁ(S Agenda

A top IRS official has
stated that tax-exempt health clubs
are on the IRS agenda for the cur-
rent fiscal year which began on
October 1. Marvin Friedlander,
chief of Technical Branch One of
the IRS Exempt Organization Di-
vision told a group of Washington
attorneys at a September 17 meet-
ing that the IRS may restore a more
careful application of the standards
for community health club facili-
ties.

Friedlander referenced
two fitness center rulings issued last
year involving tax-exempt hospi-
tals and said that, in retrospect,
those rulings may have “confused”
the traditional understanding of
which fitness activities should be
taxable.

In April, IHRSA met with
the IRS and submitted a letter of
opposition to those two rulings as
well as another ruling that dealt
with a university fitness center.

Friedlander stated that the
IRS is currently working on a new
fitness center ruling which would
clearly restate the IRS position. He
commented that this new ruling
would make last year’s hospital fit-
ness center ruling “an unpleasant

distant memory.”

Unfortunately, there is no
way of knowing when the new rul-
ing might occur. However,
Friedlander’s remarks indicate that
the IRS remains concerned about
the fitness-related activities of non-
profit organizations.

IHRSA Counters
YMCA Lobbying

In the wake of intense
lobbying by the YMCA, THRSA
hand-delivered a letter to members
of the Senate Appropriations Com-
mittee urging them to stand by their
request that the IRS look into un-
fair competition in the fitness in-
dustry. IHRSA also sent the letter
to members of the Appropriations
Committee in the House of Repre-
sentatives and other key lawmak-
ers.

“The YMCA was creat-
ing the mistaken impression that
the Senate language was a threat
to its very existence,” said Tom
Scanlon, IHRSA’s Washington
lobbyist. “We had to set the record
straight, or the language might
have been omitted altogether.”

The letter states in part:
“Contrary to what has been alleged
by some critics, the [Senate] lan-
guage is not a threat to YMCA's or
similar organizations.”

“The problem is that the
IRS has not, in recent rulings,
clearly followed its own precedent
or announced any updated stan-
dards. As applied by the IRS, the
tax-exempt law relating to health
club activities has become a
muddle.”

In the letter, IHRSA ex-
plains that the Senate language is
needed to require the IRS to give
lawmakers and all interested par-
ties a clear understanding of the
rules regarding tax-exempt health
clubs.

Court Trims Long
Hair For Men

An Atlanta federal ap-

peals court has ruled that a Block-
buster Entertainment Corporation
ban on long hair for male (but not
female) employees is not a civil
rights violation. Four men had filed
gender-bias claims against Block-
buster because they weren’t al-
lowed to work until they cut their
hair.

Although the Equal Em-
ployment Opportunity Commis-
sion has insisted that a different
hair standard for men is discrimi-
natory, the Wall Street Journal re-
ported that courts have made it
“virtually impossible” for employ-
ees to win such cases.
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HOME RUN
HEROES

[his is the stuff of legends. Two of baseballs

brightest stars shattering every home run record
in the book.

As a fitness company, this remarkable baseball
season has reminded us of how good it feels to
accomplish what you set out to do. Whether it’s
an exceptional athletic performance, or in our
case, introducing new products that break a few
records of their own.

Fifteen years ago, StairMaster w halloped one out
of the park with the introduction of the
stairclimber — a revolutionary new product that
took the fitness industry by storm. Today, there
are more StairMaster” stairclimbers sold

worldwide than any other brand.

Our most exciting new product, the StairMaster
FreeRunner™, is a revolutionary elliptical

striding system. According to the Fitness
Directors and health club members who have 45
tried it, the FreeRunner just knocked the ballflout
of the park. ;

For more information about all of SgdirMaste
new products — including the exceptional new
FreeRunner, call 1-800-635-2936.

And while we can't offer you a piece of birthday
cake, we can offer you some special prices during
StairMaster’s 15th Year Birthday Celebration.
Call us for details!
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HiS Space Is Now AVAILABLE

FOR 1999 ADVERTISING

*Rates As Low As $319 Per Month
*Editorial Support Available
*5,000 Club Owners And Managers
Receive The CLUB INSIDER Each Month

Call (770) 850-8506 For A Media Kit

............................................

F OR S a LE : | Fitness Professionals Wanted:
E Mature, well established multipurpose fitness facility in

6 - Florence, Al. Seeks energetic Fitness Director to lead its 1500
+ 12,000 square foot modern fitness center with tanning. ° members and staff to the next level! Fitness facilities include Cybex

. s P . VR2 Strength Equipment, 30+ piece CV deck, PACE Room, free
. Areas larg.est fm'welgl,lt S Cybex machines - 3 weights, aerobics, Microfit testing, E-Log, Biometrics nutritional
bikes - treadmills - Stall_'Masters- ¢ || program, Senior Program, Run-Walk Club and & seasonal wa-
Growing area! Attractwe_ lease! o || ter training.
* Owner finanC]ng * . Interested candidates are encouraged to contact:
Will also accept 50% partnership buy in. . Ken Irby - The Court House Racquet Club
Call John Werner - (757) 552-3400. ° 1545 Helton Drive, Florence, Al. 35630

Owner semi-retiring. 2 (256) 764-0034 Fax (256) 740-0246

............................................ = —
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Try BodyPUMP
Risk-Free For
90 Days

If you’re not completely satisfied, we’ll
refund your money. Guaranteed.

BodyPUMP is not increasing your memberships - and

your profits, we’ll repurchase the barbells including
freight and reimburse the entire three months license fee.
There is absolutely no risk and no better time to put
BodyPUMP on your schedule. Guaranteed.

Simply try BodyPUMP in your club for 90 days. If

ANY4WO) 4315 IHL

This offer is limited, so call The STEP Company today.

LES MILLS INTERNATIONAL

800.SAY.STEP ¢ 770.859.9292 ¢« www.bodypump.com
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AMMER STRENGTH

STEVE YOUNG
NFL All Pro
San Francisco 49’ers

Official Strength Training Equipment of

ar

HAMMER STRENGTH

receive more information on Hammer Strength® heavy duty strength training equipment contact:
HAMMER STRENGTH® « 10601 W. BELMONT AVENUE ¢ FRANKLIN PARK, IL 60131
(847) 288-3300 » 1-800-543-1123 » FAX (847) 288-3703




