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INSIDEUnited States Swim School Association Core Purpose
To provide resources to assist our members in achieving 

their goals in the learn to swim business.

United States Swim School Association 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.

Introduction
 There is no “magic bullet” that is going to keep 
businesses solvent and thriving today. However, there 
ARE steps 
that any small 
business can 
take NOW to 
preserve what 
you have, and 
even GROW 
your profits.
 It is ironic 
that many of 
the factors that 
will keep your 
business afloat 
in this economy 
are identical to 
those that help 
prepare your 
business for 
the highest sale 
price! 
 Making the 
adjustments 
and changes 
to stay afloat TODAY are just solid business practices 
EVERY DAY, not just when the economy is down, or 
when you want to sell. 
 Surveys conducted by the National Federation of 
Independent Business indicate that up to 15% of small 

businesses are planning layoffs in 2009  – make the 
adjustments to be sure that your business is not among 
that group. Do not delay - make and implement the 

tough decisions 
BEFORE it 
becomes 
necessary! 

Administrative 
& Management 
Considerations
 Examine 
each of your 
Product Line 
(each segment 
of each 
program) and 
Services for 
acceptable 
contributions 
to profitability. 
Just because 
you have 
“always offered 
such and such 
program” does 

NOT mean that you automatically offer it forever! If you 
choose to continue unprofitable activities, do so with 
your eyes wide open – be able to measure the exact 
dollar amounts that you choose to “subsidize” on a 
monthly or session basis. 

How to Keep Your
Business Afloat In This Economy!

By Frank Sahlein
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     As January 2009 
came to a close, I was 
going to write about 
how I believe the state 
of the economy is going 
to affect our industry 
and the association as 
a whole.  Instead, I have 
decided to say “thanks” 
to our association. 

     I’d like to begin by 
thanking all of you who 
voted for Mary Reilly 
Magee and Ron Sciarro 
as board members.  
They have proven, along 

with the existing board members and the leadership 
of vice-president, Tyler Brewer, and executive 
director, Sue Mackie, that the next three years are 
going to be extremely advantageous to anyone 
who is a member of the United States Swim School 
Association.  As discussed in San Diego, you will 
see several improvements over the next few months 
as we unveil long anticipated projects and announce 
added benefits for our members. 

 With all of that said, I would like to take this 
opportunity to mention a benefit in particular that 

I am not sure everyone knows about, one that 
our association has developed and yet no other 
association seems to enjoy as much…that being 
extended friendships. 

 As I write this, I am on a 16-day tour of Australia 
with my daughter, Danielle and a friend of hers.  The 
trip is my gift to Danielle for her college graduation.  
The truly amazing part of this trip is not the beautiful 
country of Australia, but the generosity and time 
spent with our peers, association members, and 
friends from “down-under”. As we began our tour 
of the Great Barrier Reef, Neil, fondly known as 
Dougo, and his wife Brenda, were kind enough 
to open-up their house in Brisbane to us; and, at 
the beautiful Gold Coast we were entertained and 
fed by Ross Gage, Laurie Lawrence and Dave and 
Janine DuBois.  Next, after spending a day with the 
koala bears, kangaroos and birds of Australia, we 
were off to Sydney where Mr. John Coutts treated 
us like royalty.  We were treated to dinner at a great 
Tai restaurant followed by a beautiful and fun filled 
day on the Aussie cruise liner, Carlisle, captained 
by partner and first mate, Paul Mason.  At the time 
of this writing, we still have five days to go and 
I’m sure that John and the rest of the Carlisle crew 
have a few more tricks up their sleeves for us.  We 
have yet to see two of my favorite U.S. transplants, 
Richard and Patty, who I’m sure we’ll at least get to 

From the President’s desk

US Swim School Association Headquarters
Mailing address: P.O. Box 17208, 

Fountain Hills, AZ 85269

Physical address: 17362 E. Calaveras Ave., 

Fountain Hills, AZ 85268

Telephone: 480-837-5525

Fax: 480-836-8277

E-mail: Office@usswimschools.org

Website: www.usswimschools.org

Executive Director: Sue Mackie

Association Officers
President: Jim Hazen, 631-580-7231

Vice President: Tyler Brewer, 815-282-3488

Association Board: Marla Blauman, 949-455-2535; Mary 

Reilly-Magee, 210-492-2606; Jeff Purchin, 805-481-6399; 

Ron Sciarro, 480-649-8687; Wayne Ziegler, 410-420-7665

Mark Your Calendar

Back Row: Tyler Brewer, Jim Hazen, Wayne Ziegler.
Front Row: Marla Blauman, Mary Reilly-Magee, Ron Sciarro, Jeff Purchin

March 16-19, 2009
Champions Club Retreat
Napa Valley, California

August 3-7, 2009
3rd International Swim 
Schools Conference 
Treasure Island, Fiji

October 5-7, 2009
WABC 2009
Vancouver, Canada

October 13-16, 2009
National Conference
San Diego, California

continued on next page
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Kids Swimming for Kids 2009
Kids Swimming for Kids
 United States Swim School Association is asking 
all our member schools to participate in our 2nd 
Annual Kids Swimming For Kids Event.
 • We need everyone: BIG or SMALL, seasonal or 
year-round.  
 • Whether you choose to run your swim-a-thon 
in the SPRING, SUMMER or FALL, it will bring local 
media attention to your school.  

Event Ideas
 1. Your school can run a special “Kids Swimming 
For Kids Day” to raise money for Swim For Life.  
SWIMkids USA found that is was a great way to get 
their current and former students actively involved in 
drowning prevention 
 2. Or you can plan a swim-a-thon to run during 

your regular swim classes.  Jeff Purchin, Five City 
Swim School discovered that this arrangement was 
easier for his staff  because it did not interrupt their 
day-to-day routine
 3. Jan Emler used her Swim Team Workouts 
as an excellent venue to run a swim-a-thon. The 
Emler Swim School efforts were so successful, their 
swimmers raised more money than all the other 
participating schools combined!
 4. Jackie Young at Swimbabes™ has conducted 
float-a-thons with her baby classes that have 
earned over $3000 per event!

We have information and packets for you to get 
started, contact:

Lana Whitehead
lana@swimkidsusa.us

 (480) 820-9109

enjoy a glass of wine with.

 I could go on and on about the wonderful 
hospitality that has been extended to us on this 
trip as well as the fun times we’ve shared, but the 
newsletter would end up needing several more 
pages.  I guess, what I am trying to say is that the 
benefits of our association cannot be measured by 
our conferences and education alone – we need to 
also look at the priceless value of our relationships 
which have been cultivated over the years.  So, for 

those of you who are new members, be sure to get 
involved and for us long-time members, be sure to 
stay involved.  Thank you all!!!

    Sincerely,

    Jim Hazen
   Saf-T-Swim, Inc. President and Owner

   President, US Swim Schools Association



A Warm Welcome to Our New & Returning Members...
Aqua Kids
 Leslie Harrison - Pittsburg, KS
AquaAble Swim
 Brandan Wilson - Lanham, MD
AcroSports Gymnastcs
 Kay Higgins - Webster, TX
Acuarela Natacion Formativa
 Beatriz Esesarte Pesqueira – Oaxaca, Mexico
Davis Athletic Club Swim School
 Jillian Orr – Davis, CA 
Dolphin Aquatics
 Debbie Woodburn - N. Clarendon, VT
Little Duckies Swim School
 Maricarmen Saleta - Miami, FL
Mermaid Swim School
 Charlotte Mansfield - St. Petersburg, FL
SSB Kids!
 Priscilla Godi – Broken Arrow, OK
Swim Buddies Swim School

 Dareen McCall - Jacksonville, FL

SwimKids of Georgia dba Infant Aquatics
 Nadyne Siegel Brown - Duluth, GA   
The Swim Squad
 Jordan Meher – Gainesville, FL
Water Bugs Swim School
 Kimberly Crook - Stuart, FL

Welcome as a New Associate Member
Geyser Guys Inc.
 John Frazier
 925-408-0012
 www.geyserguys.com

We are looking forward to having all of you as 
members of the Association. If you have any 

questions please feel free to call or 
e-mail the office at 480-837-5525 or 

office@usswimschools.org.
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continued from front cover

 Keep asking … why am I offering this segment of 
my business? Is it profitable? Is it getting more or less 
profitable? Are the profits worth any other factors that 
come along with it (emotional, loss leader, etc.)? 
Once you are set with your Programs for the year, 
aggressively campaign to increase sales.
 Consolidate your classes so that they are all full 
(at maximum acceptable ratios), or nearly full. This will 
decrease your Labor costs and increase your Profits 
like no other move you could make. Fun … maybe not. 
Necessary and productive … absolutely!  

Marketing considerations - Review your Marketing 
Plan
 It may be time to review your Annual Marketing 
Plan, in detail. Here are a few questions to consider. 
 • How much are you spending, as a percentage of 
 your gross revenues? 
 • What are you spending your marketing dollars on? 
 • What is the actual response to each medium? 
 • How are you tracking the results?
 • Is it time to ramp up your Marketing IQ in relation 
 to Strategy, Campaigns and Tactics?  

Customer Loyalty Survey
 Knowing your customers -- understanding their 
interests, priorities, goals and desires -- is the key to 
surviving the economic downturn, according to one 
writer. Steps toward conducting an effective customer 
survey include: Decide on goals for the survey; use a 
solid, Web-based service to host the survey; design an 
effective survey; administer the survey through email; 
and look for trends and surprises when interpreting 
results.
 Miscellaneous considerations for building Customer 
Confidence!
 • Up-to-date and lively sales & marketing literature
 • Business signage current and in good repair
 • Staff uniforms
 • All areas of business premises neat and orderly
 • Well-stocked supply room
 • Major company awards prominently displayed
 • Employees busy and courteous when prospective 
 buyers visit
 • Adequate parking 
 • Adequate interior & exterior lighting
 • Landscaping. 

Human Resource Considerations - Evaluate 
Employee’s Positions
 What are the potentials for increased 
responsibilities for current Staff? Many clubs 
compensate on a full-time basis for a part-time job! 
 The change to a system that has more VARIABLE 
INCOME is the answer to controlling payroll costs 
and motivating people to perform well, in their own 
self-interest. 
 Is there potential for elimination or consolidation 
of particular positions? Is there a continuing need for 

(possibly overpaid) family members? 
 
Continuity of Management and Key Employees
 If you use Employment Contracts, bring them 
up to date. If there are no Employment Contracts in 
your business, then be sure that you are conducting 
a minimum of annual comprehensive performance 
reviews. Actually, the best reviews are ones that are 
continual.  
 Involve Key Staff or Program Leaders in strategic 
planning for their Department, and possibly for entire 
company. 
 Be sure that the “4 Bridges to Compensation 
Success” are in place – Training, Control, Tools, 
Financial Info (& relational Profit-Sharing). 

Professional Development
 According to the Harvard Business Review, 
the unconventional wisdom is that any economic 
downturns or downtime is the BEST time to enhance 
skills. This will keep your people sharp, and make your 
organization THE ONE that will be most ready when 
busier times return.

Company Information Technology Considerations 
- Evaluate Office & Computer Equipment
 How efficient, productive and cost-effective 
is your software and hardware? Will you see 
increases in staff productivity and customer service 
by upgrading? An operation that has up-to-date 
hardware and software is a more nimble corporation 
now AND when times improve. Specific improvement 
lists are available from 3rd Level Consulting. 

Operations Manuals for all phases of Business
 A top-notch business in our industry has two types 
of operating manuals – Activity Programs manuals and 
Business Operations manuals. Operations Manuals 
are the documented “meeting ground” for Owners 
and Program Directors, and help set continuously-
improving standards for the company. Get professional 
industry consulting assistance if you do not have the 
time to document this … if it is not written down, it will 
not get done!

Financial Considerations
 Examine Operating Percentages and Cash Flow  
Your first goal is to bring your Operating Ratios into 
line with Industry best practices. Your total Payroll 
& Payroll Taxes, including benefits and Owner 
Compensation, should not be above 50%. In our 
nationwide consulting work, we have documented 
that payroll varies widely between small, medium 
and large operations, and between industries 
(gymnastics, swimming, dance, cheerleading, martial 
arts, others). However, in almost all cases, payroll is 
the number one expense, so reexamine this on an 
ongoing basis. 
 Speaking of Payroll, do not fall behind on IRS 
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or State Tax payments of any type. These are among 
the hardest categories to recover from, and when 
you factor in penalties, interest and STRESS, it is not 
worth it. Negotiate in other areas if necessary, but not 
in this one.  
 Your percentages for marketing, utilities, 
mortgage or rent, insurance and professional 
development will also vary by gross revenue size 
and/or industry, but be sure that you have enough 

profit margin to survive normal and “economic crisis” 
conditions.
 Save for a rainy day economy! If you have no 
reserve fund, you may run into serious trouble. Start 
one instantly, no matter how! Every dollar you save 
TODAY might be the margin of survival TOMORROW. 

Business Inventories
 Keep a complete list and values (Original Cost, 
Fair Market Value, and Depreciated Value) for all 
Equipment. Keep a complete list and values for all 
current inventories (Pro Shop, Concessions, and 
Supplies). Sell off very old, unused or stored equipment 
that give poor image or is not needed any longer. 

Supplies
 You can ask for savings based on an annual bid 
(as opposed to a per event basis) for the purchase of 
T-shirts, color printing, party supplies or equipment. A 
5% discount on all supplies could add up to thousands 
of dollars on an annual basis. 

Financial Reports
 Get your Financial Reports structured to get 
proper Cash Flow statements by Department 
as well as Company-wide. This will give you the 
business intelligence you must have to make the 

right decisions. Have your Financial Statements 
reviewed by a CPA and an Industry Expert every 

year. 
 Collect all Aged Accounts Receivable. No ifs, 
ands or buts. Just do it! 
 Make a list of everything you could do right now 
to CUT COSTS and PRODUCE MORE INCOME. 
Suggestions are available from 3rd Level Consulting. 

Facility - Physical Plant Considerations  
 Investigate the potential restructuring of Leases, 

Mortgages and other Business Contracts 
BEFORE you need to. 
 Check and examine carefully all of 
your lease, mortgage and other business 
contracts this week. You may have options 
to renegotiate that you were not even aware 
of. We had one client who was able to 
release themselves from a MAJOR personal 
guarantee on a sizeable lease because the 
first five year period had elapsed!
 Bankers and Landlords WANT you 
to stay in place and continue to pay them. 
Generally, if they need to cut you some 
short term slack, they WILL do it.
 Operating cost savings and/or 
revenue increases can be achieved through 
increased Programming (utilizing intelligent 
flex-spacing) and additional Space Rental 
revenues. 
 Another savings technique is to keep 
your equipment up to date and in good 

repair. It lasts longer! 

RISK MANAGEMENT Considerations - Legal
 Settle all outstanding Lawsuits, tax liens, etc. 
Settle any employee disputes, loans or other 
corporate baggage. Resolve all Partnership and/or 
Shareholder disputes. 

Check Insurance Coverages
 Be sure that ALL of your insurance coverages 
are up to date and that you have adequate 
coverage. These include Liability, Accident/Medical, 
Premises, Business Interruption, Equipment, Vehicle 
coverage’s, and Health & Benefits for Employees. 
This is no time to be stuck with inadequate 
coverage if something happens. 

Travel, Lodging, Meals and Entertainment Expenses
 Eliminate all Travel, Lodging, Meals & 
Entertainment expenses that do not boost or help 
maintain your company’s usual level of sales. If you 
offer traveling training clinics for Staff, have clear 
reasons for them to attend and PLAN for a Return On 
Investment (ROI) by having them report and track the 
effect of any improvements to their program. Keep 
this ROI mentality in all instances. 

Inspiration!
 If you think that times are tough for YOU as a 

continued from front cover



business owner, imagine how your staff feels! They 
feel like they have even less control than you do. 
Leaders show their true colors in tough times, so this 
is the perfect opportunity to set a GREAT example! 

 Continue to develop your staff by sharing 
Motivational, Success, Goal Setting and Change 
formulas. The morale of your entire company will be 
higher than that of your competition, and you will 
generate an invisible edge! 

Have a Business Efficiency Analysis and/or 
Business Valuation by an Industry Consultant
 Efficiency Analysis:  Hiring an Industry Consultant 
to conduct a Business Analysis to increase company 

operating efficiency & profitability is always a 
good investment. The best consultants will pay for 
themselves many times over, and should be willing 
to offer a 100% guarantee! This service streamlines 
business operating systems and explores potential 
programs, revenues and profits that may not be 
apparent on the surface.  
 Business Valuation: Even if you are not going 
to sell in the near future, it is always instructive to 
have a Business Valuation performed. A professional 
valuation will reveal exactly how a prospective Buyer 
will see your business; the better informed you 
are, the more you will “position” your business for 
an easier sale when the time comes. Be sure that 
your valuation professionals have actual “hands 
on” industry experience, and are Certified Business 
Intermediaries with a database of industry-specific 
valuation comparables. 

Frank Sahlein and his business associates are Certified 
Business Intermediaries by the International Business 

Brokers Association and offer the online TOTAL 
ACCESS Business Coaching program! 

Connect with us and get started TODAY!
Frank Sahlein  208.869.3656  

Frank@3rdLevelConsulting.com
Web: www.3rdLevelConsulting.com    
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Teach Like a Pro: Success Strategies 
By Jim Riser

Rate yourself or your teachers on a 1 to 10 scale in 
the following areas: 
(“1” being the lowest score and “10” being the highest):

 ____Class Management

 ____Keeping student’s attention

 ____Consistency in Start Signals

 ____Developing Self-confidence

 ____Effective Cues/Buzzwords

 ____Positive Feedback

 ____Use of Progression Strategies

 ____Fun Feedback

 ____Demonstrations Strategies

 ____Specific, Corrective Feedback

 ____Check for Understanding

 ____Specific, Evaluative Feedback

 ____Choral Responding Tactics

 ____Sandwich Feedback

 ____Dynamic, engaging approach

 ____Kinesthetic Feedback
 
 ____TOTAL
          
 Learning is an every day occurrence.   If you are the 
type of person who says, “I know that, I do that, I’m a 
10, 10, 10, 10, 10.”  You may never reach your potential 
nor will the people who work for you.  I don’t hire this 
type of person nor am I this type of person. I hope you 
aren’t either.  Personally, I am learning every day.  I learn 
from my most inexperienced employees.  I learn from my 
best employees and every one in between.  I learn from 
reading.  I learn from writing.  I learn from observing and 
most of all - I learn from listening. 
 Do you want to be the best you can be?  Then simply 
ask yourself: “How good am I at that?”  If you ask that 
question and you answer it honestly, you will take your 
teaching and those teachers around you to a level you 
never thought possible.  
 No teacher is perfect.  No class is the same.  No 

one technique is iron clad.  But through years of real 
experience--I know one thing is for sure:  If you care, 
if you study, if you dedicate yourself to being the best 

you can be—your students’ will learn more effectively, 
your business will grow, and you will make a difference in 
a child’s life.  
 Can you really be effective without your student’s 
attention?  
      It seems almost unnecessary to point out that 
students must be listening to benefit from any 
instructions you or your teachers are about to give them, 
yet it is one of the most common mistakes I see teachers 
making. You can have the best task presentation in the 
world, but it is worthless without the attention of your 
students.  
     To start effective teaching, you must first give an 
effective command.  A few commands I use and like:
 • “Ducks in a row!”
 • “Stand like soldiers!”
 • “On the bench please!”
 • “2nd step please!”
 • “Oy!”
      Is the specific command that you use important? Not 
so much, but what is important is that you take charge of 
your class with a loud and clear command that is short 
and sweet.
 You have their attention--NOW WHAT?  
 You lose it by telling your young students’ everything 
you know about swimming.  You throw the whole kitchen 
sink at them so to speak!  Why not?  You’re a swimming 
expert.  That’s what you were hired for, right?  WRONG!!!   
That is precisely why you will FAIL when teaching a 
young learner.  Young students, especially beginners, 
can’t handle all that information.  They just want to have 
fun.  They just don’t want to sink to the bottom, and they 
certainly don’t want you to throw the whole kitchen sink 
at them.  Swim in the kitchen sink?  Now they may take 
you up on that.  That’s sounds like fun!
 Research clearly concludes that young learners 
need your explanations to be short and sweet, 
communicating the general idea of the skill, not the 
details (Fitts & Posner, 1967).
 The next step is to create an effective set of cues or 
buzzwords for each skill you teach.  The cues/buzzwords 
clearly communicate the fundamentals of the skill to your 
young learners in a way the child can understand, which 
is exactly what you want.  If you own a swim school, it 
is critical that you have a predetermined set of cues for 
skills and strokes.  If your school is going to successfully 
grow, you must have consistency from what one teacher 
teaches to the next.  This, I believe, is the backbone of 
your growth and success.

 Jim Reiser, M.S., also known as “The Swim 
Professor,” is the founder of Swim Lessons University.  
He is y developing an online library of information 
products featuring 11 different instructional DVD’s 
in which he produced for teachers and swim school 
owners like you, as well as an audio program, a 
children’s book, and numerous lesson plans.



Want to Discover the Secret to Increased Enrollments, 
Enhanced Retention, and a Bigger Impact Upon Your Students...

as you Quickly and Easily Build the School of Your Dreams?

Visit our website to Take Advantage of our 
“Most Amazing Free Trial Package Ever!”

http://www.SwimWithCharacter.com

“One of the best business decisions that I have made is in 
choosing Dr. Robyn Silverman's Powerful Words Character 

Development Program as a part of my curriculum. It has 
increased my enrollment, bolstered my retention
and put my Academy on a level all of its own.”

--Sandi Stevens, Owner, Geronimo Academy

My name is Dr. Robyn Silverman and I’ve developed something YOU NEED TO SEE!  Hundreds of schools
are using this system to Attract, Enroll, Develop, and Retain more students than they ever thought
possible. By providing clients 2 World Class Programs in 1; a fabulous swim program and now a proven

way for them to become champions from the inside out, everybody wins! I’d love 
the opportunity to help you develop the school of your dreams.  Our program has 
helped many schools in other industries and now we’re making it available to you. 
Since we’re new to the Swim World, I’ve made it possible for you to “Test Drive” 
my Internationally Acclaimed POWerful Words System with absolutely no risk.

Visit our website immediately to learn more and get started today!

www.SwimWithCharacter.com
Call - (877) POWER-99

Balance, Buoyancy, Breath Control
By Tamara Marlin, Marlin School of Swimming

 Have you ever had one of those moments where 
you notice that you no longer notice something? In a 
sport, it usually happens when you find yourself “in 
the zone”, performing at your peak, seemingly without 
effort, and then you realize that you don’t have to think 
about what you’re doing. You just do it.

 In swimming, you’re in the zone when your (1) 
breath, (2) buoyancy, and (3) balance control becomes 
so automatic that you don’t even think about it. After 
you master each one of these you most likely won’t 
even be aware of specifically making adjustments. 
Buoyancy and balance are very important, but paying 
attention to your breath control first helps as the 
foundation to success in the following steps.

In swimming the order of priority is to: 

 • Know the resting above water breath and 
  build from there.  Know how to control your 
  breath, extending how long you can hold it   
  above water and then working up your breath to
  that below water, make sure you have a   
  successful air exchange.

 • Next step is buoyancy, knowing that you can 
  float when you relax and how to successfully 
  stand on your own.  Understanding that breath 
  capacity, breath control and body position 
  affects your buoyancy.

 • Then navigate, figure out where you are, balance 
  through motion, XYI floats, streamline, side 
  glides and propelling before adding the arms.  
  Knowing the core of energy is initiated from the 
  chest by pushing on the “buoy” or rotating   
  around the center axis.
 
 This level of BBB control – Peak Performance 
– marks a skilled swimmer. It makes swimming easier, 
more efficient, more rewarding and more fun.  Like any 
skill, BBB control becomes polished and refined with 
time in the water and experience. But also like any 
skill, you can accelerate the process through directed 
efforts, drills and specific training.

Feel free to copy the articles on 
page 8 and 9 and post at your 

pool or on your staff board
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WABC Japan Event
By Jackie Young, Swimbabes™

 WABC JAPAN 2008 convened in Nagoya Japan 
Nov 21 and 22. The successful event was hosted by 
Niko Saito, Saito Aquatic Academy at the beautiful 

Westin Nagoya 
Castle.  The theme 
was “positive effects 
of water exercise and 
improvement of its 
teaching methods 
for the healthy 
development and 
growth of babies and 
children.”  Niko inspired 
all with her vision and 
objective to ‘learn the 

best and pass on to others the best.’ To achieve this, 
she created and led a committee who chose great 
speakers all equipped with unique, effective methods 
together with much experience in their respective 
fields as speakers.  This event was dedicated to 
WABC founder Virginia Newman, who Niko credits for 
her inspiration and encouragement over her 40 years 
of teaching! 

 The Event was hosted by the City of Nagoya 
with a welcome and opening by Mayor Takehisa 
Matsubara and Ed Pemberton representative for 
WABC for CEO Steve Graves.  Virginia Newman, 
Founder of WABC sent greetings and telegram to 
honor the event and also to recognize Niko Saito’s 
long efforts developing 
infant swim as the first 
woman to introduce 
baby swimming as a 
part of child rearing 
in Japan.  Nobuko 
Saito, Chair of the 
Executive Committee 
was honored for her 
long efforts in support 
of many philanthropic 
efforts by the City 
of Nagoya with 
the Mayor’s Award.  Jackie Young, WABC JAPAN 
committee member received a surprise award from 
the Board of Education of the City of Nagoya for her 
special presentation The Future of Infant Swim along 
with her efforts to achieve the first cross cultural 
exchange between babies and children with her 
SWIMBABES™ Nagoya Stars.   

 The event was sponsored by over 50 major 
companies, and over 21 individuals, including major 
broadcasting companies who covered the two day event.

 WABC JAPAN 2008 was a celebration to honor 
many individuals.  Speakers were chosen on the 
basis of their criteria of experience, long work and 
efforts in the field of child development and also for 
their efforts of community support.  The outstanding 
Japanese speakers were joined by the following 
American speakers:

 Jackie Young, SWIMBABES™. 
 Presented the future of infant swim

 Kelley Robinson, SWIMBABES™.
 Presented SynchroBabies™, a rhythmic 
 movement program for babies 0-10 months

 Lana Whitehead, SWIMkids USA.
 Presented Movement is essential to learning

 Ed Pemberton, Adventure Swim.
 Presented the scientific foundations for teaching 
 techniques for babies and Children

 Coach Robert Straus, SwimGym.
 Presented why baby swimming is important

 200 delegates from all over Japan and 
other countries came to report and discuss 
current practices in infant and toddler swimming 
internationally but also to keep current on research 
as it pertains to how children learn and safety issues 
related to aquatics. Saito Aquatic Academy invited 
SWIMBABES™ to participate in the first cross 
cultural aquatic exchange between babies and 
children in a water presentation between the US and 
Japan.  Six children ages 10 mo-5 years traveled 
from the US for this momentous occasion. 

 The event was successfully concluded with 
our hosts taking us on tour of the beautiful city of 
Nagoya, known as “the best place to raise children” 
and tours to Osaka and Kyoto the oldest city in 
Japan. The sites, the music, but most of all the 
people we met will always linger with warmth and 
great appreciation and love in our memories. 

Members of the US Swim 
School Association Attend 

Conference in Japan

Cross cultural infant
aquatic education class

Japanese swimmers being 
helped by an American 

SWIMBABES instructor



11

 For some time, Miller Swim School in Tulsa has 
been searching for a way to get involved in a community 
project.  During this past Christmas season, we were 
made aware of the Lake Crest Community, deemed 
the poorest community in the State of Oklahoma.  Lake 
Crest is located approximately 40 miles east of Tulsa.  
The children are bussed 13 miles to the Chouteau, 
Oklahoma School District.

 

Upon contacting the DHS social worker about this 
concern and how we could help, we were given names, 
ages, sizes, and needs for the children of this community.  
So, in our December newsletter we invited our patrons 
to join us as a swim school family to share the spirit of 
Christmas with this community.  What happened after 
that was beyond our wildest imagination!

 We put a Christmas tree in a “blow up pool” on the 
deck and covered it with hundreds of fish containing 
information and needs for these children.  Soon we found 

ourselves emptying the pool many times of beautifully 
wrapped gifts.  The generosity of our customers was 
overwhelming.  They in turn reached out to their relatives 
and friends and by the time we were ready to deliver the 
gifts, we had received an abundance of toys, clothes, 
groceries and other necessities for 63 children and 
families.  It took two trips with a box truck to deliver all 
the goods.

Approximately 30 people from Tulsa went to help with 
the event which was held in the community center.  While 
the social worker told a Christmas story, we helped the 
parents and other adults shop for used goods.  We had 
concentrated mostly on the children’s clothing needs but 
soon realized there was also a great need for coats and 
shoes for adults.  We actually saw one of our people take 
his coat “off his back” and put it on a small frail mother 
who was so cold and without a coat.

 After the parents shopped, Santa (Mr. Jim) came in 
and called out each child’s name and they sat on Santa’s 
lap for a picture.  (These were later printed, framed, and 

taken to the school to be delivered to each family).  Every 
child got more than he or she had dreamed of.

 The people were so gracious and appreciative. They 
hugged us, they cried, and thanked us until we walked 
out the door.  Many told us of their plight, sicknesses, 
and job losses.  One family’s house had just burned to 
the ground.  Indeed the need was even greater than we 
had expected.

 Needless to say, we left that place different people.  
We all realized THAT is what Christmas is all about!  
Because we all pulled together we were able to supply 
thousands of dollars worth of goods to these people 
who were really in need.  Not only did they have a great 
Christmas, but we gave them hope.  Working together 
on this project also brought a closeness and unity among 
our staff and patrons.
 
 We are still in awe of the kindness and generosity 
of our swim school staff, families, and friends for 
making this the best Christmas ever!

A Miller Christmas Story
By Rita Miller



Around the Association
 Bob Hubbard, Hubbard Swim School 
writes that a resource that he can share with 
Association members is his blog.  He has a 
new post every Monday.  There are a number 
of parental and aquatic publications linked to 
it, as well as some friends --- but if your swim 
school wanted to offer it as a resource for 
your parents; he talks about all kinds of things 
from parenting (maybe your child is not gifted) 
to swim lessons (throw those floaties out) to 
sports (value of teamwork) and even some 
book reviews --- you can check it out at www.
swimschoolbob.com.

 Sharing your Swim School News . . . 
If you have exciting events or happenings 
at your swim school that you would like to 
share with other Association members, this 
is the place to do it!  Items may include, but 
are not limited to:  awards, special events, 
recognitions and items you are proud of. 
Send your news flashes and photos to 
office@USSwimSchools.org.

The professionals at 

RMS have more than 

30 years experience 

accessing insurance 

products that meet the 

needs of swimming 

lesson programs 

across the country. 

Our insurance 

professionals can 

guide you through our 

available insurance 

coverages and 

customize a program 

specifically for your 

organization.

Toll Free 800.777.4930
Fax 602.274.9138 

Proud sponsor of the United States Swim School Association

OFFERING…
General Liability
Excess Liability
Property
Director’s & Officer’s Liability
Pool Management
Pool Premises
Crime
Special Events
Worker’s Compensation
(Not available in all states)

Visit us online at www.theriskpeople.com 

Board of Directors
“Board Bits”  

 The board of directors of the Association 
met at the Double Tree Marriott in San 
Diego for their annual retreat. The board 
members meet to discuss the direction of 
the Association and the leadership for the 
upcoming year. The board agreed to revise 
the business certification course and offer 
business development sessions as an add 
on to the national conference. Other ideas 
that are being explored are finalization of 
the infant toddler home study course, the 
potential of working with Swim Australia 
on a Learn to Swim Program (instructional 
videos), and the feasibility of webinars and an 
online store. Our thanks to Jim, Tyler, Wayne, 
Jeff, Marla, Ron and Mary, for giving their 
time and talents to the board.  Additionally 
each member is responsible for their own 
transportation, lodging and expenses while 
on this leadership retreat. 


