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When it comes to growth, each person 
looks at the risk/reward ratio and the 
reasons for growing or not growing 
differently. Small, medium, or large 
— each stage has its challenges and 
rewards. In this article, I’ll talk about 
my experience in guiding a company’s 
growth from a mid-sized firm to a 
larger one over the last 17 years.  Here 
are the five most important lessons I 
learned while doing that.
Growth needs to be intentional and 
communicated. You may have a goal to 
reach a certain size or market presence. 
That goal will remain a dream if the 
strategy and objectives to do so are not 

Theo Etzel is an experienced entrepreneur 
who has owned Ben & Jerry franchises and 
grown Comfort Air, an air-conditioning and 
heating firm, into a major enterprise. 
How to increase sales for  
longterm value.

Growing a business just to grow it — 
without knowing why you want it to 
grow or what the real goal is — isn’t 
a good reason to grow. Growth for 
growth’s sake is not the object. In fact, 
many company owners purposely limit 
growth for lifestyle or other reasons. It 
may be to spend more time away from 
the business, manage stress, avoid risk, 
limit personal capital exposure, or  
other reasons.

5 Lessons for Growing a Business
by W. Theodore (Theo) Etzel
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Core Purpose
To provide resources to assist our 
members in achieving their goals  
in the learn-to-swim business.

Core Values
Provide opportunities for learning 
and sharing for our members.   
Help maintain high ethical and  
professional standards in our  
industry.  Provide business  
development education for our 
members. Promote the importance 
of quality learn-to-swim programs. 
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Letter from the President

Mary Reilly-Magee
Love to Swim School
President, U.S. Swim School  
Association

Association Headquarters
Mailing address: P.O. Box 17208,
Fountain Hills, AZ 85269
Telephone: 480-837-5525
Fax: 480-836-8277
E-mail: Admin@usswimschools.org
Website: www.usswimschools.org
Executive Director: Sue Mackie

Association Officers
President
Mary Reilly-Magee, 210-492-2606
Vice President
Miren Oca, 305-969-7946
Association Board
Rose Cholewinski, 530-759-1214
Lynn Ledford, 949-589-1512
Tammy Schoen, 713-434-7946
Pat Sunderhaus 602-971-4044
Dave Tonnesen, 703-396-7946

Mark Your Calendar

Sue Mackie (Executive Director), Rose 
Cholewinski, Dave Tonnesen, Miren 
Oca (Vice President), Tammy Schoen, 
Mary Reilly-Magee (President), Lynn 
Ledford, Pat Sunderhaus

October 10-12, 2012
2012 National ConferenceWaikiki, HI - 

Waikiki Beach and Spa
October 14-16, 2012

2012 International Conference 
Kauai, HI – Kauai Marriott Resort

March 11-12, 2013
2013 Spring Workshop 

Fort Lauderdale, FL
Date TBA

2013 Champions Club 
Liberia, Costa Rica

Dear Members,
The fantastic performances of our swimmers at the Olympic Games last month put 
the spot light on our sport. I am always so proud of how our swimmers represent 
our country. As a result of their success, I hope you are feeling the enthusiasm for 
our sport in your enrollments and that your business is thriving. Labor Day marks 
the coming of the fall season. I am grateful for a busy summer, but I really look 
forward to cooler weather and a little slower pace.
There are just a few items I’d like to point your attention to as we move into fall. 
First of all, the 10th Annual Ocean Swim, benefiting The Swim for Life Foundation 
(SFL), takes place September 16th in Newport Beach, California. The USSSA  
has supported the SFL Foundation since its inception and encourages all of our 
members to promote and teach the Safer 3 in your swim schools. The Ocean Swim 
is a major funding raising event for the foundation and our very own Executive 
Director, Sue Mackie, will be taking part again this year. Help her raise money  
and cheer her on. Or, better yet, become a participant yourself. For more information, 
go to the Swim for Life’s website (swimforlife.org/oceanswim)
This is a big year for elections across the country. U.S. President, lots of different 
state Governors and even some Congressman could change in November (hurray!).  
But in October, we have two great leaders stepping down from service on our 
USSSA Board of Directors. Rose Cholowinski’s and Dave Tonnesen’s terms will 
end in October. We need YOU to step up and join the leadership team and help 
steer the ship that is our great organization. Please consider running for our Board. 
Call Sue or any board member for more information about what it means to serve. 
Your Association needs YOU! Plus, who wouldn’t want to spend more time with 
Miren? Here is your chance!
Finally, I am so excited about our conference in Hawaii. I am a huge Bruce Sullivan 
fan. Every time I hear him speak I learn something new about myself and how to 
make the most out of all my relationships. There is so much great content to this 
conference, not to mention the location, the great price on the hotel and, of course, 
the super people who attend. See you there soon!
Love,



3

Sue Mackie

From the Association Office
Greetings from the Association office!
 I hope your summer season was safe and prosperous. The 
Association office has been busy with multiple projects  
including conference preparation, website construction, 
and election organization. For those who may not have 
seen the constant contact in July, we have two new  
members of the USSSA team, D’Nette and Sarah.  
D’Nette Allsop is originally from the northwest with a 
background in bookkeeping and customer service. She is 

utilizing her experience in our accounts payable/receivable department and works 
to thoroughly assist our members directly. Sarah Zinn is an east coast native with a 
degree in business and marketing. She has been working closely with our sponsors 
and committees to enhance communication and promote a mutually beneficial  
experience for our members and partners. As customer service is an essential 
function for our office, we are pleased to have such a well rounded team, and look 
forward to attentively serving our members’ needs. With the addition of new staff 
we have outgrown our current office space and are looking forward to moving into 
our new Fountain Hills location in September. We are working hard to limit the 
amount of obstacles that often accompany relocating, and thank you for your  
cooperation and understanding in advance. 
In conjunction with conference preparation, we are organizing our Best of  
Association Award nominations. While each award is voted for and awarded at  
the National Conference in Hawaii, you do not have to be in attendance to submit. 
The “Best Of ” awards are a fun and rewarding way to highlight some of the projects 
you do throughout the year to make your swim school successful. The categories 
are as follows:  Magazine Print Ad, Photograph, Swim for Life/SAFER 3 Activity, 
Website, Facility, Promotion, Business Development and Leadership, and T-Shirt. 
Along with national awards, we will also be announcing the winner of our  
newest honor, the Finis Performance Award.  There is still time to send in your  
submissions, and official forms can be found for both awards on the website  
at www.USSwimSchools.org.  See page 7 for more information.
We have continued to work diligently on the Association website to bring you an 
updated look, user friendly features, and resources for potential new clients and  
educational purposes. We will be asking you to log on and update your profile  
including any new contact information to make sure that you are receiving all of  
our member benefits and potential clients can correctly identify your business. 
Last, but certainly not least is our upcoming election. We currently have two candi-
dates who have thrown their hats in the ring for the 2012 Board of Directors, Mike 
Williams of American Kids Sports and Jon Alpert from Waterworks Aquatics. You 
can find their information on pages 12 & 15.  It’s not too late to be included on the 
ballot if you wish to serve your association.  On site voting will be held during the 
National Conference in Hawaii. Absentee ballots and voting instructions can be 
obtained by contacting the office or logging on to USSwimSchools.org to download 
your copy. Your input is important- be sure to vote!

Aquatics Swim School
Jessica Godoy, Costa del Este, 
Panama  

Bakersfield Swim Academy
Gabe Woodward, Bakersfield, CA

Bear Paddle Swim School  
& Clubhouse
Emily Hoff, Aurora, IL 

BHO Aquatics LLC 
Michael Smith Sr & Antonies  
Massenburg II , Reisterstown, MD

Children of the Sound
Lyes Mahfoudia, Southport, CA

Colorado Swim School
Stephanie & Brent Scarbrough, 
Arvada, Co

Elite Swimnastics
Debra Valverde, El Paso,TX

Kevin’s Swim School
Kevin M Kearney, Latham, NY

Maureen’s Swim Academy
Maureen Bouchek, Tampa FL

Menlo Swim School
Tim Sheeper, Menlo Park, CA 

Swim Coach Brandon
Brandon Modrov, Smithtown, NY

Swim Boca
Alyss Lange, Boca Raton, FL

SwimKids USA, Inc.
Kim Williams, Alan Messing, 
Alena Spencer,  Clermont, FL 

Swim Star Sports
Derek & Kerri Tuttle,  
Coconut Creek, FL

The Swimming Academy at 
the British School of Bahrain
Tara Thawley, Budaiya, Kingdom 
of Bahrain

Wes Tart’s Alpine Swim Academy 
Wes & Amy Tart, Alpine, CA

East Bay Swim Academy
Bill Kriskovich, San Leandro, CA

Kinder Swimmer
Leona Day, Maple Valley, WA

Welcome New  
& Returning 
Members

About this issue:
We have made the fall issue of Swimformation about business. We’ve reached out 
to similar industries for articles to help you grow your business and hope you find 
them interesting.
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5 Lessons for Growing a Business
continued from cover story

put in writing and communicated to 
the organization.
I determine a strategic goal (you will 
often have more than one) and then 
write down several objectives that are 
the specific steps needed to accomplish 
the goal. The goal should state your 
intention in a one or two sentence 
phrase. The goal needs to be specific, 
measurable, actionable, (through the 
objectives) realistic, and timely.
This process is not new and often 
referred to the S.M.A.R.T. goal-setting 
process. Simply stating “we want to 
grow our business” is not specific and 
not measurable. “We want to grow 
our revenues by 10% in the next 12 
months,” is a specific goal that can  
then be measured and managed over 
the next 12 months. The objectives 
should then spell out the “how” to  
accomplish it.
Let the whole company know where 
you want to go and what it means  
for them — more opportunity, more 
security. This gives people a target,  
and, the ways to get there.
Growth is a team sport. At small orga-
nizations, leaders often have multiple 
roles and responsibilities. As growth 
occurs, the need to get the right people 
involved in specific areas becomes cru-
cial. I found several situations  
co-existing as we began to grow:
1. I couldn’t do everything on my plate.
2.  We had good people in the  

right positions.
3.  We had some wrong people in  

the company.
4.  We had good people in the  

wrong positions.
5.  We were missing needed skill sets  

for positions we needed to fill.
Oh, and we had some people who did 
not buy into the goal or mission I had 
outlined. All of this necessitated the 
following:

focused business. This minimizes or 
eliminates the “panic mode” when 
things get busy and provides a much 
better customer experience.
Growing quickly exacerbates underlying 
problems in the organization. My first 
business mentor had an expression that 
I still use: “Don’t try to drive in front 
of your headlights.” Slowing down to 
see the road ahead is good advice and 
serves me well today.
Watch the bottom line. I’ve stated that 
growth for growth’s sake is not a valid 
reason to grow. Bigger is not better if 
there is nothing left at the end of the 
day. Remember, with growth comes 
more exposure to risk on many fronts. 
Just as any investment manager would 
expect a greater return on greater risk, 
we should also be mindful of this axiom 
in business. It isn’t getting easier to 
run a business now; it’s getting harder. 
Growth takes capital and can easily  
increase overhead as revenues are 
pushed higher.
Managing the overhead and always 
keeping an eye on the profits are keys 
to remaining successful and relevant. 
Immediately after the investment and 
expansion of capacity, you need more 
sales (profitable sales) to maximize the 
return on your invested capital. I have 
found that distinguishing between 
“needs” and “wants” in overhead is  
critical. If it isn’t going to make us more 
efficient and save money; or, increase 
revenue, we aren’t inclined to add it as 
an expense. If you don’t firmly believe 
you can increase your bottom line by 
growing your business, then rethink 
growth as a goal.
Growth is not magic. In every business 
that I’ve been involved in and in ones 
that I have observed, if you treat people 
right, they will buy from you. I’ve also 
observed that the companies that get a 
bad reputation from poor customer (or 
employee) service struggle to stay in 
business and often fail.

1. Firing some people.
2.  Moving some people into new  

positions.
3.  Hiring from outside the company  

to fill the skill voids we had.
4.  Developing a more structured ap-

proach to staffing and management.
5.  Investing in the proper education, 

both technical and organizational,  
to grow our people.

Now, what takes a few dozen words  
to write took me a number of years 
to accomplish. This exercise should 
become a routine function at any suc-
cessful business. Getting and keeping 
the right people with the right attitudes 
and skills, in the right positions, is an 
ongoing process that never ceases. I 
believe strongly in hiring to my weak-
nesses. To grow an organization, I do 
not believe the leader can be the single, 
smartest person there. If you find your-
self being the S.A.K.U. (Source of All 
Knowledge in the Universe) then you 
are also the limit to the growth that can 
occur. It takes a team, and I consider 
myself the coach.
Growth can be stressful. I quickly found 
that at certain revenue hurdles, the need 
for solid processes and procedures 
became more important. We were a seat- 
of-the-pants company when I arrived. 
As we grew, the chances of things fall-
ing through the cracks accelerated, as 
did the stress level on everyone.
When we reached a certain level of 
sales, I invested in the right people to 
help make the processes scalable and 
repeatable. This worked for a while, and 
then those processes had to be tweaked 
at other growth stages. Having well- 
defined systems and procedures in-
creases the odds of successfully growing 
a business and reduces the stress on the 
team. In fact, today the functions that 
are performed to maintain and grow  
a large company run more smoothly 
than when we were small due to the 
attention placed on being a process-
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Our bottom line and growth is depen-
dent upon how we treat people and 
that we always do the right things by, 
and for, them. This is no more than 
practicing the Golden Rule and it is 
not magic. It does require consistent 
execution each and every day.
Without this as a pillar of any company, 
all the marketing money spent will 
result only in short-term gains, and 
the longevity of the business will be 
in question. There is a big distinction 
between growing your business by  
increasing your base of customers and 
referrals, and increasing your business 
by churning customers through the  
system and losing them as life-long 
clients. The latter takes more money 
and effort while the former takes more 
discipline and principled business  
practices. The payoff of disciplined  
behavior is much greater over the life  
of the company than focusing on  
short-term gains.
Bonus Lesson: Growing smaller can 
be painful. If you want to grow your 

business bigger, there may be times 
when it is necessary to shrink the  
business, or parts of it. Market condi-
tions, economic winds, and missteps 
could result in having to downsize 
the company. Many businesses, in all 
industries, found that situation recently 
with the economic downturn. While we 
worked hard to minimize the economic 
impact of the macro situation, we were 
affected nonetheless. Several divisions 
required that we cut back staffing and 
some dedicated overhead areas.
This is not a fun situation, and is very 
stressful. Before committing to growth, 
be certain you have the stomach or 
resolve to undo some things when  
the circumstances call for it. Act sooner 
rather than later to preserve capital and 
maintain the health of the organization. 
Livelihoods hang in the balance. It  
is never as easy to rid your company  
of overhead dollars as it is to add  
those dollars.
Growth is not for everybody. It should 
not be attempted without intention 

and the steps necessary to accomplish 
it. Communication is the key to having 
everyone see the bigger vision of the 
future. You need the right folks on the 
team to support the plans before you. 
Systems and procedures need to be  
developed to make your plan scalable for 
growth and avoid the “panic” syndrome. 
Investment capital and bottom line  
performance are important metrics  
to focus on in the growth cycle.
Doing the right things for your team 
and your clients will help to ensure the 
long-term viability of the organization. 
And, every now and then, a pause or 
even shrinking cycle will enter the  
life of the company. Be prepared to  
act quickly to adjust to changing  
circumstances.
When it comes to growing a business   
— and I’m purposefully repeating 
myself — don’t try to drive in front of 
your headlights. Keep a clear view of 
the road before you so you can enjoy 
the ride. 

Finis ad 1/2 pg
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Finis not only supplies great swim gear, 
it’s also invested in the United States 
Swim School Association and works  
to strengthen the members’ successes.  
Everyone wins when we share successes 
and strategies –your knowledge adds 
value to the organization and makes 
our members stronger.  The Finis  

Performance Award is a new annual 
award that will be given to the swim 
school that develops its peers by sharing  
a product, process, or profit idea that 
generates change, improvements, or 
increased revenue in their business. 
Submit your ideas by emailing them to 
admin@usswimschools.org. Your ideas 

will be reviewed and the winner chosen 
by the Board of Directors. The award 
along with a $500 check from Finis will 
be presented at the National Conference. 
Submissions may be shared in a future 
newsletter, e-blast or posted in the 
Members Only Library. All entries  
are due by September 10th. 

Finis Performance Award
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Five Conflict Management Styles at a Glance
“Conflict is inevitable, but combat is optional.” 
— Max Lucade
Conflict happens.  How you respond to 
and resolve conflict will limit or enable 
your success.  My goal with this post 
is to give you the tools to understand 
conflict, learn your own conflict patterns, 
and empower you to make more effective 
choices when you are finding or  
facing conflict.
Embrace Conflict as a Source  
of Growth and Transformation

Conflict can come from a variety  
of sources:
•  Goals.  Conflict can happen as a result 

of conflicting goals or priorities.  It 
can also happen when there is a lack 
of shared goals.

•  Personality conflicts.  Personality 
conflicts are a common cause of  
conflict.  Sometimes there is no  
chemistry, or you haven’t figured  
out an effective way to click  
with somebody.

•  Scarce resources.  Conflict can 
happen when you’re competing  
over scarce resources.

•  Styles.   People have different styles.  
Your thinking style or communication 
style might conflict with somebody 
else’s thinking style or their commu-
nication style.  The good news is that 
conflicts in styles are easy to adapt to 
when you know how.

•  Values.  Sometimes you will find 
conflict in values.  The challenge here 
is that values are core.  Adapting with 
styles is one thing, but dealing with 
conflicting values is another.  That’s 
why a particular business, group, or 
culture may not be a good fit for you.  
It’s also why “bird’s of a feather flock 
together” and why “opposites attract, 
but similarities bind.”

By embracing conflict as a part of  
life, you can make the most of each 
situation and use it as a learning  
opportunity or a leadership opportunity.  
You can also use it as an opportunity  

to transform the situation into  
something better.
Thomas-Kilmann Conflict  
Mode Instrument

The Thomas Kilmann Conflict  
Mode Instrument is a model for  
handling conflict:
The model organizes five conflict  
management styles based on two  
dimensions:  assertiveness and  
cooperativeness.
Five Conflict Management Styles

Here are the five conflict management 
styles according to Thomas, K.W.,  
and R.H. Kilmann:
1. Accommodating – This is when you 
cooperate to a high-degree, and it may 
be at your own expense, and actually 
work against your own goals, objectives, 
and desired outcomes.  This approach 
is effective when the other party is the 
expert or has a better solution.  It can 
also be effective for preserving future 
relations with the other party.

Competing

High

HighCOOPERATIVE

A
S
S
E
R

TI
V

E

Low

Low

Avoiding

Compromising

Collaborating

Accommodating
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2. Avoiding -  This is when you simply 
avoid the issue.  You aren’t helping the 
other party reach their goals, and you 
aren’t assertively pursuing your own.  
This works when the issue is trivial or 
when you have no chance of winning.  
It can also be effective when the  
issue would be very costly.  It’s also  
very effective when the atmosphere  
is emotionally charged and you need 
to create some space. Sometimes issues 
will resolve themselves, but “hope is  
not a strategy”, and, in general, avoiding 
is not a good long term strategy.
3. Collaborating – This is where you 
partner or pair up with the other party 
to achieve both of your goals.  This is 
how you break free of the “win-lose” 
paradigm and seek the “win-win.”  This 
can be effective for complex scenarios 
where you need to find a novel solution.  
This can also mean re-framing the  
challenge to create a bigger space and 

room for everybody’s ideas.  The  
downside is that it requires a high- 
degree of trust and reaching a consensus 
can require a lot of time and effort  
to get everybody on board and to 
 synthesize all the ideas.
4. Competing – This is the “win-lose” 
approach.  You act in a very assertive 
way to achieve your goals, without 
seeking to cooperate with the other 
party, and it may be at the expense of 
the other party.    This approach may be 
appropriate for emergencies when time 
is of the essence, or when you need 

quick, decisive action, and people are 
aware of and support the approach.
5. Compromising – This is the “lose-
lose” scenario where neither party really 
achieves what they want.  This requires 
a moderate level of assertiveness and 
cooperation.  It may be appropriate for 
scenarios where you need a temporary 
solution, or where both sides have 
equally important goals.   The trap is to 
fall into compromising as an easy way 
out, when collaborating would produce 
a better solution.
By knowing your own default patterns 
you improve your self-awareness.   
Once you are aware of your own  
patterns, you can pay attention to 
whether they are working for you and 
you can explore alternatives.  By using 
a scenario-based approach, you can 
choose more effective conflict manage-
ment styles and test their effectiveness 
for you and your situations. 
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The 10th Annual Ocean Swim is fast approaching, but  
there is still time to participate!  Join hundreds of swimmers 
at Corona del Mar State Beach on Sunday, September 16, 
2012. The non-competitive-one-mile (or a half mile option) 
swim is the premier fundraiser that the Swim for Life 
Foundation holds to raise money to further support its  
mission… Drowning IS Preventable. The Swim for Life 
Foundation promotes the message that Drowning is  
Preventable through the Safer 3 message: Safer Water,  
Safer Kids, Safer Response.
There are still opportunities to sponsor this year’s Ocean 
Swim. Our event sponsorship packages offer an excellent 
opportunity to gain invaluable exposure as an outstanding 
member and supporter of the drowning prevention community. 
We have developed a set of sponsorships for all budgets and 
sponsorship levels.  Show your support today!
For more information, including online registration, visit 
our website at www.swimforlife.org/oceanswim or email 
info@swimforlife.org.

Celebrate Swim for Life’s 
2012 Ocean Swim
by Lauren Bordages
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Board of Directors Candidate: Jon Alpert

Hello everyone! I would like to introduce myself and give you 

a brief description of my background and qualifications as 

they relate to serving on the Board of Directors.

I work with my wife, Tasha, and we have a beautiful  

daughter Kendra that just turned 1 year old! From the time 

that I was very young, I always had a curiosity about the  

water and was excited to swim. When I first started walking, 

I would just run to the pool, jump right in and then just sink 

to the bottom. I would be pulled up out of the pool by my 

parents and then back in I would go again and again. There 

was nothing anyone could do to keep me out of the water. 

My parents decided it was time to enroll me into swim lessons. I fell in love with swimming 

and my passion continued throughout the years, competing first on local club teams, then 

high school and finally in college at Carnegie Mellon University where I reached NCAA 

Division 3 qualifying times.

Over the course of the past 17 years I have personally taught over 40,000 lessons.  

I started teaching and then operated my own swim school utilizing local community  

and association pools. Eventually, my endeavor prospered to the point I had to research 

and develop a plan to open a swim school facility. In a short period of time I obtained  

financing, raised money from local investors, explored land and construction prices and 

was fortunate enough to open Waterworks Aquatics 9 years ago. Since then we have 

doubled the size of our Irvine location where we have three indoor pools and one outdoor 

pool. In addition we have recently opened four additional locations. Between these five 

locations we have over 150 employees and have taught over 20,000 children to swim.

What makes our association so special is that we have programs that are taught in  

a backyard pool, a community pool, a leased pool and a privately owned facility.  

I understand the importance of all these faucets for lessons as I first started out my  

program in a community pool.

I feel my experience from teaching to swimming competitively and lastly turning a small 

swim school dream into a multi-location business, will allow me to offer ideas and assist in 

the growth of this association. During the past two years I have served on the Conference 

Committee and have been a participant in the Fall Conference for the past 9 consecutive 

years. I know I could not have achieved my goals and my dreams without the help  

from this association and members such as you. I feel it is my time to give back to this 

organization and ensure it continues to prosper. I am hoping I can count on your vote  

so together we can make a difference and be successful.

Thank you for your time. 

Sincerely,  

Jon Alpert



13



14



15

Board of Directors Candidate: Mike Williams Mike Williams, along with his wife Sheri, is the founder  and owner of American Kids Sports Center in Bakersfield,  California. Their two locations in Bakersfield serve some 10,000 families a year in activities such as Dance, Gymnastics, Martial Arts, Cheerleading, and most importantly Swimming. This year they celebrated 25 years in business.Mike has his degree in Finance and spent his first 13 years as a financial analyst for an international produce grower/packer/ marketer and worked the club part-time when they first started. In 1997 he quit his full-time job in order to dedicate all his efforts into their business. He joined USSSA in 2004 when they started formulating 
plans to reorganize their business into a children’s activity center, which would include a 
swimming program. After returning from the 2007 Champions Club Conference, American 
Kids Sports Center, a 40,000 sq. ft. facility, was opened and the first swim lessons began. 
American Kids expanded to a second location in Bakersfield in 2008 and is currently  
making plans to construct a pool at the facility.Mike makes no claim at being an amazing coach. What he has found to be his talent is 
overseeing the business and its organizational needs. Outside of American Kids, Mike has 
served on many nonprofit boards including the Southern California Men’s Gymnastics  
Association; the USA Gymnastics Region 1 Board, and the National Cheerleading Association 
All-star Advisory Board. He has been a speaker at numerous State, Regional, and National 
USA Gymnastics Congresses; the National Cheerleading Association National Conference, 
and the USSSA National Conference. Within USSSA, Mike has been actively involved with 
the Business Development Courses, and an active member of the Champions Club and 
taught the Business Planning course “Creating a Business Plan” . He has attended every 
USSSA national conference since joining.
In offering to serve on the USSSA Board, Mike believes he can be an effective board  
member in helping it continue its growth in membership and services. He would like to  
see USSSA expand its availability and depth of resource materials and training opportunities 
to its members of all sizes and styles. He appreciates all that the members have done for 
him since joining and would love the opportunity to give back by serving on the board.
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eyes, lungs, and skin, and a dirty or  
unappealing pool.
Here are a few basic cornerstones of 
indoor swim school treatment for your 
consideration. 
Turnover Rate & Pipe Sizing: Turnover 
rate is defined by total pool gallons 
divided by GPM of your pool system. 
So if you have a 30,000-gallon pool 
and your circulation & filtration system 
is providing 125 GPM, you have a 
240-minute turnover rate. If you have 
less than 500 bathers per week, you 
might get away with a turnover rate  
of 240-360 minutes, but if you are  
servicing 1,000-2,000 kids a week, 
nothing less the 90-120 minutes will 
work on a long-term basis. But modifi-
cation of turnover rates is serious stuff 
and depends on the size of the pipes in 
the ground, so please seek expert opin-
ions in “Ask the Expert” or with your 
local professional if you think  
you have an issue.
Treatment: Chlorine is an essential 
component in drinking water and pool 
water treatment, but it is very limited  
in its role as a “complete solution” to 
your pool treatment needs. Once you 
experience any significant bather loads, 
you will need to implement some  
alternative (higher strength) oxidation 
to help handle the workload. Suitable 
candidates (in order of consistent 
success) are Medium pressure UV, 
Low pressure UV, Ozone, Peroxolytes, 
Saline, hoping & praying, etc. Each 
system is designed to handle specific 
needs, and some are more effective 
than others in certain roles. Make sure 
to check references thoroughly before 
implementing a plan. You also may 
need to seek prior approval from the 
local health department before altering 
your “permitted” treatment system.
Filtration: Many filters will do a great 
job on your pool school in the beginning 
but get overwhelmed as bathing loads 
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increase. Each filter type has its own 
strengths and weaknesses. First. Please 
do yourself a favor and DO NOT select 
a filter on the basis of saving water. Bad 
Idea! We don’t have the time or space 
to discuss this now, but you can study 
the effects of concentration of organics, 
or “the solution to pollution is dilution”, 
and see that many water quality issues 
occur from lack of filter maintenance 
or lack of water loss in the pool. We 
have had customers spend way more 
than advised on fancy “water saving” 
filters, have a water quality problem, 
and need to drain half their pool to 
resolve. Where is the payback for water 
savings? In a swim school pool, you will 
want to seek a filter with fine filtration 
yet low maintenance requirements.  
The best successes we have seen are 
with some permanent media filters with 
semi-automatic backwash. They lose a 
little water each time you clean them, 
and that helps you keep the water fresh.
Luckily, the more bathers you have, the 
more money you should have to re-invest 
in the pool treatment system so it keeps 
pace with the additional bathers. We 
have seen some facilities grow their 
business, not re-invest, and lose lots 
of customers due to skin, lung, or eye 
irritation issues. The best approach 
seems to be to methodically upgrade 
the treatment systems as growth occurs, 
but you will need to have a solid overall 
game plan in place. So seek advice from 
commercial or institutional pool experts 
that treat larger more demanding pools.
In future issues we will go in more 
details on these three major categories, 
and we will also investigate the positives 
and negatives of different treatment 
alternatives. In the meantime, you may 
forward any specific questions and we 
will gladly help point you in the right 
direction.
Please feel free to forward your questions 
and comments through the USSSA 
office, or directly to me via email at 
amendoza@ceswaterquality.com.
Best Regards, 
Alvaro G. Mendoza

Welcome back to our “Ask the Expert” 
feature, designed to assist you with any 
and all issues related to swimming pool 
water, mechanical equipment and space 
conditioning, and code compliance. Ask 
a question, and we will answer to the 
best of our ability. 
Here’s one from a few weeks ago.
Q: We operate a moderately sized swim 
school, and it has grown a lot over the 
past few years. The pool ran fine for a 
while, but the pool water is not as nice 
as it used to be, and we are starting to 
get lots of complaints of irritation and 
cloudy water. What has gone wrong, 
and what can we do to make it better? 
Please help!
A: Dear Please Help…. This is a very 
common occurrence. The problem is 
that swim school pools have a very 
tough job description to begin with – 
namely high temperatures, full sched-
ules, demanding customers, and a high 
bather density (That is, a typical swim 
school pool has more bathers per gallon 
than any competitive or water park 
pool). Add even more bathers, and the 
problems intensify. The solution is not 
often apparent, but could be very easy 
to resolve given the proper expertise 
and a little cash.
It turns out that the more bathers you 
have, the more organics and “demand” 
is placed on your pool equipment. So, if 
you introduce “X” lbs. of bather wastes 
in the water per day, your filtration and 
treatment system might be sized to 
remove them (and keep the water nice). 
But if you now introduce “2X” lbs. of 
wastes, the system may become over-
worked, and you will need to deal  
with a surplus of organics, irritants,  
and other undesirables in the water. 
These will accumulate and will be  
undetectable with normal test kits,  
and unresolved with standard backyard  
techniques. The typical complaints will 
normally be: cloudy water, irritation of 
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