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As any market grows, there is room 
for more participants.  And the overall 
growth results in an increase in the total 
potential customers in the market.  That 
means you’ve got even more room for 
you to produce better financial results.

But there is a caveat to that statement.  
No matter how many customers you may 
attract, you won’t produce better (which 
includes more stable) financial results if 
you have been relying on BAD profits.

What is a BAD profit?  Is there such  
a thing?

To steal a line from that famous movie, 
Yes, Virginia, there really is a BAD profit.

BAD profits are incredibly dangerous  
to the long-term health of your business.  
Dangerous because they often one of the 
biggest contributors to sub-optimal, and 
unpredictable financial results.

BAD profits are created by custom-
ers that, even though they are currently 
buying your services, are either not fully 
satisfied, or simply feel like they aren’t 
being fully appreciated.

That type of customer creates BAD profits 
for your business, not because there is 

There seems to be increasing competition 
everywhere these days.  The first reaction 
most business owners have to competition 
is that it’s a bad thing.  But what if the 
increase is a simply a sign that the market 
is growing – more people investing in 
their children’s swim education?

Are You Relying On BAD Profits?
By Steve Wilkinghoff

continued on page 4

Inside
 2  Letter from  

the President

 3  From the Association  
Office - Sue Mackie

 3   Welcome New &  
Returning Members

 5   Are You Relying On  
BAD Profits? (con’t)

 6  Goal Setting

 7   Safer 3 Water Safety  
Challenge Swim for  
Life Foundation

 8   Sponsor  
Announcement

 9   The Association’s  
Facebook “Owner’s 
Group”

 10 Modified Butterfly

 12   The SOAP Program 

 15  Around the  
Association

 17 The Josh Project

 19 Escuela De Natacion

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
Happy Spring Everybody!

I am so excited about the coming year, I wanted to write about some of the things  
I love that are on the horizon for our great Association this year. 

I love where we are hosting our National and International conferences this year!   
The Board of Directors was in Waikiki for our strategic planning meeting in  
January.  The hotel is in a great location right next to the beach with tons of shopping 
and restaurants all around it.  I can see our group taking over our hotel’s poolside  
restaurant and bar with the great balcony view of the beach and sunset.  And I can’t 
wait to see Darren Hardy with our international friends in Kauai.  I have been to the 
hotel there and I love the layout.  It is designed to encourage conversation with easy 
little meeting places and the landscape and art all around is phenomenal. 

I love the results of our strategic planning meeting, too.  Although it wasn’t easy, we 
were really disciplined while toughing it out in Hawaii.  We used the design tool  
outlined in Vern Harnish’s book Mastering the Rockefeller Habits to map out a plan for 
the Association over the next 3-5 years.  Then we focused our one-year priorities and 
our semester priorities to move us toward meeting the 3-5 year objectives.  

You know as a business owner how important systems are in operating your business.  
We thought it was time to identify and update all the Association’s operational systems 
to strengthen the infrastructure and help to take us to the next level.  I love systems!  
Other priorities include the website, education courses, measurement tools and  
creating a joint venture with the Swim for Life Foundation.  Love it!

I am thrilled with the work your Executive Director and the Board of Directors have 
done and committed to this year.  We are focused and aligned in our vision and the 
efforts necessary to bring it to fruition.  Whoohoo!!!  Bring it 2012!

With love to you all!

Mary

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 Tonneson, Miren Oca 
(Vice President), Tammy Schoen, Mary 
Reilly-Magee (President), Lynn Ledford, 
Pat Sunderhaus

October 10-12, 2012 
2012 National Conference 

Waikiki, HI - Waikiki Beach and Spa

October 14-16, 2012
2012 International Conference 

Kauai, HI – Kauai Marriott Resort
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Sue Mackie

From the Association Office
Several questions have recently popped up from  
members about what the U.S. Swim School Association 
office is responsible for, and more pointedly, what tasks 
does the Executive Director handle on a daily, weekly 
and monthly basis?  I want to assure you that I am every 
bit as busy now as when I owned and operated my own 
swim school!  The Association office is responsible for 
many things.  Here is a brief overview of some of our 
work and accomplishments from 2011:  

We put on three amazing conferences for our members last year.  There was a great 
turnout for the Champions Club Cruise to the Caribbean in January, which has 
always been a great way to combine education and networking opportunities with 
Association friends.  Our Spring Workshop, held in Newport Beach, California, 
had the best attendance of any workshop to date.  Our speakers were great, we  
had the “Swim School Open House” at five locations, and overall everyone was 
pleased with the hotel and things to do within walking distance.  At the National 
Conference in Orlando this past October, we introduced dual tracks, provided a 
more professional-looking conference book and added the speaker materials on 
a flash drive so you would have the information easily accessible when you got 
home.  We brought on board an A/V coordinator and hosted another informative, 
interesting and well-received conference. 

Aside from phone calls and e-mails, communication with our members consists  
of the annual membership directory, four quarterly newsletters and at least 24 
e-blasts that keep the members current on the activities and latest happenings of 
the Association.  Each newsletter requires coordinating the process with the PR 
Committee, the graphic designer, the proofreaders and the printers.  The member-
ship directory and all conference materials require the same process, but without 
the assistance of the PR Committee.  

After nearly 24 years, we have trademarked the Association name and logo.  For 
those of you who have done this and for those who are thinking about doing it,  
it’s not a quick process!  

Additionally, the Board of Directors holds monthly meetings that require  
creating and distributing agendas (12 times per year), conducting the meeting  
(12 times) and documentation of the meeting with minutes (12 times).  The  
strategic planning meeting requires additional time and planning as it is a  
three-day meeting off site.

As the Executive Director, I represented the USSSA at the National Drowning  
Prevention Symposium to strengthen and build our relationship with their  
organization.  We have since become a partner with NDPA and as a result of  
that partnership you (our members) receive membership with the NDPA.

There are too many other tasks and responsibilities to mention in this column,  
but we can assure you that the Association office is busy and working hard on  
behalf of all the members!  A few other things worth noting are the launching of 
the online store in August, hiring a financial advisor and hiring a public relations  
firm.  There is always much behind-the-scenes works to be done as well as the 
ongoing general administration work of accounting, banking, and filing…The  
list goes on and on!   In summary, the Association office is busy, but busy is good!    

British Swim  
School - Elmhurst  
Nick Dobbs - Villa Park, IL  

Debbie’s Swim School 
Deborah Koenig - Benicia, CA

Lucy’s Water World Inc 
Corey Chiu & Lucy Xu -  
Beijing, China

International  
Swimming School 
Halim Erceri - Istanbul, Turkey

Swim U 
Christopher Haws & John  
Groberg - Leesburg, VA,  
San Tan Valley, AZ, Raleigh, NC,  
Leawood, KS & Dallas, TX.    

Swim Clo Aquatics &  
Fitness, Inc.
Claudine Blair - Delta, BC,  
Canada.   

Machine Aquatics  
Swim School 
Paris & Daniel Jacobs -   
Reston, VA  

PlanetSwim
Stephan Ross & Derrick Gildner - 
Broomfield, CO

North Shore Swim School
Patrick & Janet Durkin -  
Hanalei, HI

Aqua-Tots Swim  
Schools - Raleigh
Andrew & Jennifer George -  
Morrisville, NC

Swim With Bill, LLC 
Bill Schalz - Aurora, IL  

Welcome New  
& Returning 
Members
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anything wrong with them, but because 
there’s something wrong with your  
business.  The profits from these  
customers are only short-term.  They  
can (actually, they will) literally disappear 
overnight if a new competitor (or old 
competitor) comes up with a unique  
way of making them feel valued.

BAD profits are an axe hanging over your 
business.  And the axe is being held up 
by a thread.  The slightest bump (a new 
competitor, a new move from an existing 
competitor, and any other disturbance 
in the market or the economy) and the 
axe falls.  When the axe falls you see 
your business and your profits quickly 
chopped into a much smaller entity.

BAD profits are easy to ignore.  It’s easy 
to make yourself busy dealing with the 
customers who phone in, walk in, and 
currently buy from you.  

But it’s hard to stop and ask yourself if 
any of your current customers are at risk 
of leaving.  Leaving because a new  

competitor arrives or an existing  
competitor makes some new moves  
in your market.

Sooner, or later, however you will be 
forced to recognize any BAD profits  
your business is currently creating.   
When something happens that encourages 
those customers to leave your business 
for another one, you will start to see your 
financial results suffer.  And then, if you 
haven’t thought about them before, you 
will be forced to look at your BAD profits.  
The problem is that, when you are forced 
to look at BAD profits (once you’ve 
already lost the customers and profits) it’s 
too late to do anything about them.  Both 
the customers and the profits are gone.

That’s usually when the blame game 
starts.  Common comments that indicate 
you’ve been hurt by BAD profits include, 
“We just can’t compete with the big guys”, 
or “Customers don’t appreciate what we 
do anymore”, or my favorite, “All people 
care about these days is a low price.”

So don’t ignore BAD profits in your  
business.  Don’t wait around until you 
are forced to consider them.  Instead  
take a look at your customers and your 
business right now.

Ask yourself the hard question.  Do you 
have customers who are just waiting for 
something better to come along?  If you 
are like most business owners your  
honest answer will be “yes”.

And that’s not really a problem.  Just 
don’t ignore it.  Develop some tactics 
and an action plan to deal with any of 
your BAD profits today.  You never know 
when you will be forced to do it otherwise.

Steve is the author of the bestselling 
book, Found Money – Simple Strategies 
to Uncover the Hidden Profit and  
Cash Flow in Your Business.  You  
can download a free chapter of Steve’s  
book, or useful articles and tools you  
can use in your business by visiting  
www.foundmoneybook.com

Are You Relying On BAD Profits?
continued from cover story
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As 2012 unfolds and we are approaching  
the end of the first quarter of the New 
Year, have you taken steps to pave the 
way for a successful future for your 
business?  Regardless of how large or 
small your school is – it is always easier 
to reach your goals with a plan in place.  
I encourage you, even if you consider 
yourself a ‘small fish’ in our industry, to 
take the time to develop a plan for your 
business.  If your business already has a 
strategic plan, now is the time to review, 
revise and rework your plan to reflect 
changes that may have occurred since 
you originally created the plan.

The benefits of having a strategic plan 
in place are to clearly define the purpose 
of the organization, to establish realistic 
goals and objectives consistent with 
your mission.  It can also provide a base 
from which progress can be measured 
and establish a tool for informed change 
when needed.  Strategic planning is an 
ongoing process; it can be modified and 
revised as needed in short term or long 
range planning.

1. The real benefit of the strategic  
planning process is the process, not  
the plan document. 

2. There is no “perfect” plan. There’s  
doing your best at strategic thinking  
and implementation, and learning from 
what you’re doing to enhance what you’re 
doing the next time around. 

3. The strategic planning process is  
usually not an “aha!” experience. It’s like 
the management process itself -- it’s a  
series of small moves that together keep 
the organization doing things right as it 
heads in the right direction. 

4. In planning, things usually aren’t as 
bad as you fear, nor as good as you’d like.

5. Start simple, but start!

The planning can be done in stages,  
usually starting with the Strategic Analysis 
or review of where your organization is 
now and further examining the various 
strengths, weaknesses, opportunities and 

threats (SWOT) that affect your  
organization.  If you have already created 
a SWOT list, add to it by showing how 
you can build your strengths, correct 
your weaknesses, pursue your opportunities 
and counter the threats that you have 
determined affect your business.

The next stage is Setting Strategic  
Direction or deciding what overall  
accomplishments (strategic goals) the 
organization should achieve and the 
methods (strategies) to achieve the 
accomplishments.  This is also a good 
time to review, update and examine (or 
establish, for some) your organization’s 
mission, vision and/or values statements.

The third stage is Action Planning, 
which is laying out how the strategic 
goals will be accomplished.  The action 
plan includes objectives with each goal, 
which are the specific results you are 
looking to achieve.  Some of the objec-
tives will need clarifying tactics that 
will be the methods used to reach the 
objective.  Action planning also includes 
responsibilities and timelines with each 
objective – who needs to do what by 
when.  Also included should be methods 
to monitor and evaluate the plan which 
will show who has done what by when.

Another element of strategic planning 
is to develop an Annual Plan that will 
include the goals, strategies, objectives, 
responsibilities and timelines to be done 
in the upcoming year.  The annual plan 

would be considered short range  
planning.  For a five or ten year  
long-range planning, the same steps 
should be taken to develop goals and 
strategies to achieve those goals and  
they should be reviewed and revised  
to ensure that the plan is effective.

The entire process of strategic planning 
in my swim school was done in small 
stages at a time.  After our first planning 
meeting, I remember thinking “how 
will we ever get all the way through this 
planning?”  There were just so many 
steps, but we continued to make progress 
and complete the steps one at a time.  It 
did take a while (2 years) to complete all 
of the steps, but now we have our goals 
clearly established with timelines and 
outcome objectives.  This process has 
helped our school stay focused and pave 
the way for success.  Without this plan, 
we would not have a clear map of where 
our organization is going.  We may  
not have been lost without it, but just 
wandering around without a plan in 
business is a waste of time and energy.

Resources:

McNamara, Carter. “All About Strategic 
Planning.” Free Management Library. 
N.p., n.d. Web. 1 Feb. 2012. <http://
managementhelp.org/strategicplanning/
index.htm>.

Strategic Planning
Margee Charron, Bubbles to Butterfly Swim School
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As we go towards spring, how many  
of you have kept your New Year’s  
resolution?  You remember your  
resolution, don’t you?  Well, you are not 
alone.  25% of New Year’s resolutions  
are broken within the first week of  
January.  It is estimated that 88% of  
the resolutions will not ring in 2013.   
We all know that goals and goal setting  
are important.  So, why are we so bad  
at them?

The biggest mistake that many of us 
make when setting goals is to be unreal-
istic.  This puts undue pressure on us as 
we fall short of the goal.  We set a goal 
of running a marathon when we haven’t 
been off the couch in years.  We make 
a valiant effort for a few days maybe 
even a month but ultimately succumb 
to the feeling that we could never run a 
marathon.  But, if we broke running a 
marathon down into more manageable 
intermediate goals we could have a much 
better chance of accomplishing this goal.   
It is better to choose a finite set of goals 
that can be achieved in a specified span 
of time.

The first thing to remember is that goals 
are not wishes or dreams.  A good idea 
without action is worth nothing.  Goals 

have to be specific and measureable.  
Just to say I want to be successful is not 
a goal.  Being successful is a wish or a 
desire.  To say that you will have an exact 
number of children enrolled in your 
school is a concrete goal.  It also gives 
you something that can be measured. 
Success can mean different things to 
different people.  By having a goal that 
is definable we look at progress over the 
long haul and not in the short term.  If 
we focus too much on the short term we 
look for immediate results and when we 
don’t see them we give up.

It is also important that goals have a time 
limit.  By giving a goal a specific span of 
time then the goal can be broken down 
into manageable bites.  To say we want  
to add 200 students to our program 
is not good enough.  But if we say we 
want to add 200 students in the next 4 
months, now we have something that we 
can break down into smaller segments.  
We could now have intermediate goal of 
adding 50 students per month.  Small 
victories are key to winning and feeling 
great about yourself.

A goal must be our own.  It must be 
something that we can own.  Somebody 
else’s goal will never inspire you.  You 
simply will not get up early to work out 

just because your spouse wants you to be 
skinnier.  It must be something you truly 
desire so that you will have the willpower 
and courage to stick with it and achieve.  
Life is short and if there was ever a time 
to follow your passion, the time is now.  
Just be sure that what you are seeking is 
your passion.

Your goals must be in writing.  This is 
how we take ownership of a goal and 
make it part of us.  Take a quiet time of 
the day and reflect on your life and what 
you hope to achieve.  Research shows 
that just the act of setting a goal, causes  
a part of the brain to believe that the  
desired outcome is an essential part  
of who we are.  Just by setting up the  
conditions that drive us towards a goal 
helps fulfill the brain’s self image.  It is 
enough to believe that sometime in the 
future we will achieve something for us 
to start thinking of something as being  
a part of us.  

You can’t do big things without making 
your goals specific, measureable, your 
own, with a time limit and in writing.  
So in the quiet tomorrow morning sit 
down and reflect on where you are and 
where you want to go.  Take a pen and 
paper and write down those goals that 
will help you get there.

Goal Setting
John Kirk, Little Otter Swim School
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Safer 3 Water Safety Challenge 
Swim for Life Foundation
Hosting a Safer 3 Water Safety Challenge 
is now easy! 

The Swim for Life Foundation just  
completed a guide that was designed to 
help you… Swim School Owners!  We 
know that one of the biggest obstacles 
of planning an event is thinking about 
“where to start,” so we thought about  
it for you!  

In an effort to entice more swim  
schools to host a Safer 3 Water Safety 
Challenge, the Swim for Life Foundation 
wrote a complete event guide to help you 
through the process… from beginning 
to end.  All tools necessary for hosting 
a successful event are included in the 
FREE guide.  In addition to the print-
able guide, the Swim for Life Foundation 
will create a custom banner for your 

event and send you Safer 3 materials 
(brochures, tattoos, activity books, story 
CDs, Water Quest DVD, Safer Pools 
DVD) to distribute at your event.

The Safer 3 Water Safety Challenge 
serves as a way to promote the Safer 3 
drowning prevention message to the 
greater community, showcase what 
students are learning, involve local water 
safety groups and secure media coverage 
for all of the above. We encourage any 
swim schools that follow this plan to add 
a fundraising component in support of 
the Swim for Life Foundation.

The Safer 3 Water Safety Challenge is an 
event that has been held by many swim 
schools across the country, but we would 
like to see the event grow even more.  

Will you be one of the schools to take  
on the Challenge?  

If you are interested in hosting a Safer 3  
Water Safety Challenge and would 
like a complete guide to planning your 
event, please visit www.swimforlife.
org and fill out the request form. A 
planning kit will be e-mailed to you 
immediately.  

Association Challenge

If 25 swim schools participate  
in the Challenge, we could  
potentially reach at least 
12,500 swimmers over the 
course of the next 12 months.  
Let’s see if we can make  
this happen!!
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Sponsor Announcement 

The United States Swim School Association is happy to introduce Jonathan Keller and Life 
Floor™ as our newest sponsor!  We are excited about the level of passion and commitment 
that Jonathan and his team bring to the table.  Please read on for more details.

Dear Swim School Owners,

In our conversations with swim school owners over the past few months, we have learned 

that you are in the business of teaching safety and skills to anyone, especially young children, 

who want to enjoy the water. The more we learn, the more excited we are about the value 

you provide. Teaching children to swim is a necessity and where your focus should be.  In 

order to do your job as effectively as possible you need your attention on your students in 

the water.  Distractions may not only decrease your ability to be a great teacher or business 

owner, but also put students at risk. The pool deck, whether it is slippery, abrasive, pealing or 

unattractive, can be one of the most annoying hassles of any swim school facility. If you are 

worried about how to keep your deck clean, or parents getting a bad impression about the 

appearance, or worse yet students falling and skinning their knee on your deck; you have less 

attention to give to the students in the water.

At Life Floor™ we are passionate about turning floors from a nuisance to an asset. We want 

you to be able to stop worrying about your floor. That’s why we have partnered with the 

United States Swim School Association to help provide a great looking, worry-free floor for 

anyone in the industry. Our goal as a company is to help eliminate any safety, maintenance, 

or aesthetic concerns you have with your pool deck, and allow you to run a better, safer 

swim school for your customers. Our product is a soft slip-resistant tile that is safe and easy to 

clean. Life Floor™ was created specifically to ensure the comfort and safety of everyone who 

walks on it and provide owners with a floor they can be proud of.

We want to partner with you to create an individualized solution for all of your flooring and 

decking concerns. As a young company we pride ourselves on our passion and flexibility, 

which allows us to tailor a plan that fits perfectly with your needs and facilities. We strive to 

answer any questions and ensure customer satisfaction. Please contact us with any questions 

or to request a Life Floor™ sample. Above and beyond the floor, we want make sure children 

are safe in and around the water. Even if there is no way we can help you now or for the 

foreseeable future we want you to know that we believe in what you are doing and we are 

partnering with the entire USSSA to support and help swim school owners however we can.  

You do a great job of keeping people safe in the water; we want to do the same out of  

the water.

Life Floor™ Founder and CEO

Jonathan Keller
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The Association’s Facebook  
“Owner’s Group”
John Kirk, Little Otter Swim School

The Association’s Facebook “Owner’s 
Group” has been going like gang  
busters.  If you haven’t heard about it, 
it’s an invitation only group that allows 
swim school owners to discuss issues and 
ask questions of other owners.  Some of 
the discussions are serious and some are 
fun.  If you would like to be a part of  
this conversation you will need to 
“friend” John Kirk at Little Otter  
Swim School.  

You can also send him an email at 
johnkirk@littleotterswim.com  if you  
are having problems.  It is a great new 
way to share with your friends in the 
Association.  If you aren’t using Facebook 
to market your swim school and grow 
your community of happy swim school 
customers now is the time to take  
the plunge.

Here is a sampling of what has been 
going on in the Owner’s Group.  We 
have had two schools discussing non-
competes and a number of opinions on 
how to deal with them.  We found out 
about a new floor material called Life 
Floor.  As a result of the interest that was 
generated by the group, the company has 
become an Association sponsor and will 
be showing their product at the spring 
conference.  We have also seen pictures 
from a marriage proposal on deck at a 
swim school and also pictures of differ-
ent schools under construction.  I think 
swim school owners are among the few 
that can get excited about a hole in the 
floor.  We also saw a number of great 
quotes and articles to share with staff  
and help with your own growth.  There 
were also a number of articles to share 

with your customers to show that you  
are knowledgeable and following the  
industry. So, join in the conversation 
today and make another connection  
with fellow swim school owners from 
around the world.
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If teaching Butterfly to children under 
age 7 intimidates you, then this is the 
article for you. 

The Big Intimidator

Though it has a reputation of being the 
most difficult stroke to learn, we begin 
teaching Butterfly to our kids as early as 
age 5 at Triangle Swim School.  

Skill Progression

We always start with teaching the  
dolphin kick first, then the Butterfly 
arms, then the whole stroke with arms 
and legs, and finally the breathing.  
Because breathing during the Butterfly 
stroke is an advanced skill, we have only 
shown the skill progression here for 
“Modified Butterfly.” 

Modified Butterfly
Matt Harr, Triangle Swim School
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The SOAP (Strategies Overcoming 
Aquatic Phobias) Program is a highly 
successful “Health and Wellness Aquatic 
Program” that offers an innovative ap-
proach to helping people overcome their 
fear of being in and around water.  As the 
Founder and Director of this program, I 
have had the privilege of working with a 
highly diverse group of people who as a 
result of their fear, have been unable to 
enjoy the many emotional, physical and 
recreational benefits that result from  
participating in an aquatic lifestyle.   
Every SOAP client has a personal story 
that is inspirational, but a few paint a 
picture of the very special journey that 
they take as SOAP clients.

There has been nothing that has served 
as a more powerful example of aqua 
phobia as the retired Marine Officer who 

shared with me and the other members 
of his SOAP group, that although he 
served in both military conflicts in Korea 
and Vietnam, which clearly required 
tremendous courage and physical and 
emotional strength, nothing during those 
moments on the battlefield terrified him 
more than the thought of being in water 
over his head. The smile on his face as 
he jumped off the one meter board into 
thirteen feet of water after completing 
his SOAP Program was perhaps the most 
overwhelming sense of satisfaction that I 
felt as a professional.  

However, there has been nothing that 
helps define the hope that the SOAP 
Program offers as the story of my oldest 
client to date, who at age ninety-one, had 
never been in water over her head.  As 
a result of the skills and encouragement 

received during her SOAP Sessions,  she 
was finally able to swim the entire length 
of a twenty-five meter pool, finishing in 
ten feet of water with a huge ear-to-ear 
smile on not only her face, but on the 
face of her ninety-year old husband who 
watched nervously from the side of the 
pool and could not believe what he had 
just witnessed. 

The message behind these stories is that 
the SOAP Program can help any person, 
regardless of their age, life experience  
and fitness level who suffers from a  
fear of water and who is unwilling or 
unable to overcome that challenge using 
“traditional” learn to swim programs or 
therapy that does not include time where 
the therapist can work with their client 
in water. Unfortunately this population 
of people who either never seek help or 

The SOAP Program  
(Strategies Overcoming Aquatic Phobias) 
Jeff Krieger, MS SOAP Program Founder & Director
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have enrolled in programs and failed  
in their efforts, are largely ignored by 
both the mental health and aquatic  
communities. The SOAP Program  
offers resources in three different areas, 
cognitive awareness, emotional support 
and the aquatic skills component, which 
combined will significantly increase 
the client’s “Aquatic I.Q.”, which the 
Program defines as an individuals’ age 
appropriate ability to effectively perceive, 
process and proceed successfully within 
an aquatic environment. This awareness 
and application of cognitive knowledge, 
emotional stability and physical skills will 
allow an individual to consistently make 
choices that will keep themselves and 
those around them safe in and around 
water.  Most people that suffer from a fear 
of water did not suffer a near drowning 
or terrifying experience in or around 
water and have no idea why they respond 
to water in the way they do. All they 
know is that they have no control over 
their reactions, which includes increased 
heart rate, feeling dizzy and nauseous, 
increased sweating, headaches, trembling, 
weakness in their limbs and being  
unable to think or communicate clearly. 
Their view of the aquatic scene is so 
overwhelmingly skewed, that they truly 
believe that they are in imminent danger 
when in fact there is no danger at all.

No matter when, where and why the  
fear started, the most important part  
of the process in helping clients to  
overcome their fears will always remain 
the emotional support that the client  
receives both in and out of the water. 
This emotional support includes a 
healthy dose of empathy, relaxation, 
behavioral modification and desensitiza-
tion techniques, as well as group and 
individual counseling and coaching skills. 
SOAP clients are encouraged to share 
their experiences, feelings and expecta-
tions in meetings held prior to and after 
every session. SOAP Instructors use 
these opportunities to establish a very 
strong emotional connection with their 
clients in a very brief amount of time. 
Therefore setting goals, boundaries and 
establishing an effective and efficient 
rapport with clients is the foundation 
for the entire process. Maintaining both 
exceptional listening and communication 
skills throughout the peaks and valleys 
of this journey are critical to the success 
in teaching clients the aquatic skills that 
will determine when and where they will 
be able to learn when they will be able  
to learn how to swim. Without helping 
clients to first overcome their fear of 
water, they will never successfully  
teach them how to swim correctly and 
ultimately how to feel safe, competent 
and happy in water. SOAP Instructors 

realize that their client’s fear can be  
a powerful motivator, rather than a  
painful deterrent.

When the time is right, SOAP Instructors 
teach their clients the many different 
aquatic skills, which include breathing, 
floating, gliding, rolling over and tread-
ing, all of which will help them to feel 
more in control when they are in water, 
especially in deep water. This progress 
will enable their client to develop and 
expand their comfort zone in areas where 
they had none previously. Once that has 
occurred, clients are ready to learn and 
develop both transitional and traditional 
stroke development. SOAP Instructors 
constantly remind their clients that  
failure, no matter how significant, is  
only temporary and that success, no  
matter how small, lasts forever.

The program is offered in both  
individual and group format. Further-
more, SOAP Instructor Training is  
now available to individuals who have 
an interest and experience as either an 
aquatic or mental health professional  
or as a teacher or coach. This program 
provides resources and training in all 
three components of the SOAP Program. 

For further details on all aspects of the 
SOAP Program, please contact Jeff 
Krieger at JeffKrieger@WaterPhobias.
com  or 727-741-3088. 
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Around the Association

Andy Heinrich from Sharks and 
Minnows Swim School in Orlando was 
happy to provide the host pool for the 
Infant/Toddler course at the 2011 annual 
conference in Orlando, Florida.  During 
the course he snapped this great picture 
of this terrific class, which continues to 
grow each year.  Be sure to register your 
staff for the Infant/Toddler class being 
held this October in Hawaii!

The 5 Cities Swim School purchased 
an awesome frog slide named “Grape 
Juice.” It took a year of negotiations 
finally commencing during the USSSA 
conference in Orlando with the magic 
surroundings of Disney World.  The 
Frog Slide has already brought in  
additional revenue for birthday parties 
and swimming lessons.  The cost of ship-
ping from Las Vegas to Califoria was ne-
gotiated.  It would have cost over $1500 
to ship the slide.  But, after getting to 

know the owner of the Slide Company 
during the past year, it was evident that 
he was a huge Green Bay Packers fan.   
I asked him if I were to come up with 
two tickets at Lambeau Field in Green 
Bay, would he be willing to ship it for 
free?  He agreed.  I went on eBay and 
found two tickets for $388!  He was 
happy and I saved a lot of money on 
shipping!  Remember everything is  
negotiable!  Our slide (“Grape Juice”) will 
give our swim school years of enjoyment!

Miller Swim School in Tulsa, Oklahoma, 
had a ribbon cutting ceremony on  
January 11 to celebrate the new pool  
that was added to their facility.

Responding to the client’s needs, Miller 
Swim School decided to expand and 
build an additional pool.  The project 
was started right before the holiday break 
in early December, digging at night as 
not to interrupt swim lessons during the 
day.  It was completed on time and ready 
to go for classes that resumed on January 4.  
Wow, what an endeavor!

The Miller’s are very excited about all 
the new remodeling and additions to the 
facility.  This new venture will bring in 
new business and enable them to offer 
new and exciting classes such as more 
baby classes, physical therapy and  
prenatal water aerobics.  

To see more information including 
pictures and timelines of the new pool 
construction, see their Facebook page  
@ http://www.facebook.com/#!/ 
MillerSwimSchool.
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In 2008, when we first participated with 
“Kids’ Swimming 4 Kids”, we didn’t 
quite know what to do or how to run it.  
Asking for money was challenging; we 
tried different ways of introducing how 
the donations would go to help the kids, 
and promote swimming awareness.  We 
have come a long way, because last year 

our school donated $1,500.00 to the 
Josh Project, with a cumulative total  
of a little over $5,000.00 over the past 
four years.

Wanda Butts started the ‘’Josh Project’’ 
with the help of USA Swimming and a 
local aquatics club in Toledo, Ohio.  

I became aware of Wanda and her  
program through the news. Nearly  
all the money comes from donations  
and goes toward keeping lesson costs  
affordable. Four half-hour lessons cost 
$10.  Teens work as instructors, and the 
classes are small so that the children get 
lots of individual attention.

 As a child, Wanda Butts never learned 
to swim.  Her father had witnessed a 
drowning when he was young and passed 
down a fear of swimming.  She instilled 
those same anxieties onto her son, never 
taking him to the pool or enrolling him 
in lessons. When her 16-year-old son, 
Josh, drowned in a lake, she blamed 
herself.  Months later, her grief turned 
to action, and she decided to start a 
program that gives low-cost swim lessons 
to children, most of whom are black and 
from the inner city. ‘’I just want to save 
another parent from beating themselves 
up like I’ll do the rest of my life,’’ she 

The Josh Project
Albert Paliwoda, The Swim of Things
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said. ‘’I was grieving. I was sad, but I 
wanted to do something.’’

Since 2007, over 1,200 kids have signed 
up for lessons. And summers usually have 
a waiting list of a dozen families. What 
Butts is doing is breaking a generational 
cycle of blacks who don’t know how to 
swim, one child at a time.  But the chal-
lenge is daunting.  Seven out of 10 black 
children have little or no swimming 
ability, according to a study released last 
spring by USA Swimming, the sport’s 
governing body.  By comparison, six of 
10 Hispanic children and four in 10 
white children couldn’t swim, the same 
report said.  Other studies have found 
that blacks are much more likely to 
drown than whites, especially children 
from low-income homes, according to 
several studies.

After much trial and error, and commu-
nicating with our swim school families 
about understanding this fundraiser, we 

decided to start information dropping  
in January.  Dropping hints about  
learning how to swim being fun,  
and the experiences their children are 
having as well as the wonderful life 
saving experience that learning to swim 
brings.  In January, we have snowballs 
and surf boards in the pool, very lively 
for the usual dull and drab winter season!  
There are signs posted explaining that 
this is part of our “Kids’ Swimming  
4 Kids” awareness.  This keeps the 
fundraiser visible, and creates a bond 
of fun and interaction, which builds 
to the week-long fundraiser in May.  
February honors Groundhog Day with 
“ground hog jumps” using hula hoops, 
the children enjoy using the hula hoops 
as their holes and tunnels and pop out 
of them and dive through them.  March 
is “longest group shamrock back float” 
month. The older swimmers hold hands 
as a group in the shamrock shape / circle, 
above the water.  The classes that back 

float or tread water longest win prizes, 
usually the Aquam foam pieces.  In April, 
our swimmers pick up Easter eggs, both 
floating on top of the water, and below 
the water.  We try to make one week out 
of the next four months as fun as pos-
sible, creating awareness for the parents 
and students that some children don’t  
get these fun learning and safety  
opportunities and experiences. 

This past December, I had the opportu-
nity to attend a benefit dinner entitled 
“Soul Food for Swimming fundraiser” 
with our staff. The whole auditorium in 
Toledo, Ohio was filled with families 
listening to guest speaker Shaun  
Anderson, a USA swimming foundation 
specialist.  At the end, certificates were 
given to 30 children that had completed 
swim classes through the Josh Project.   
It was heartwarming, to see the cycle  
breaking and continue as a new positive 
holiday tradition. 
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Escuela De Natacion was one of the 
first swim schools to be established (not 
a swim team) in Mexico and also one 
of the first, if not the first, offering year 
round swimming instruction with a roof 
and heater for year-round lessons.   

Over the last 10 years, we have added  
another pool that is only open four months 
of the year for summer camps but has 
become a good part of our business.  In 
2011, the total number of kids attending 
the school was 1,577 and in the summer 
we had 25 instructors regularly.

One of our strongest programs is “Parents 
and Me” (either mom or dad).  It is 
recognized in Mexico as being pioneered 
by myself and Beatriz Esesarte, and now 
receives worldwide recognition.  This 
program was published in Swimming 
World Magazine.

The personal attention to each of our 
customers, the level of our professional 
teaching programs, and our respect to 
the child is integral in their development 
and the passion for the water.  This  
style of teaching is what makes our 
school so unique.

What teaching credentials and 
programs has your school been 
involved with? 

Since having the opportunity to travel 
and participate in worldwide events, we 
have enjoyed sharing information about 
our programs with others.  We have  
organized events such as the WABC 
Congress in Oaxaca and the USSSA 
2002 Annual Conference in Monterrey 
as well as many seminars, congresses  
and workshops throughout Mexico  
and Latin-American Countries.

What emphasis is placed on  
water safety?

Our school has always been very con-
cerned with water safety and drowning 
prevention.  We are a pioneer with water 
safety classes in Mexico and started an 
awareness program with the government 
of our state and the community.  We 

were the first, and the only, school for 
many years engaged in water safety.  In 
2011, we were recognized with the Kelly 
Ogle Memorial Safety Award, given to an 
individual or organization for significant 
contributions to guest and employee 
safety in the water attractions industry, 
by The World Water Park Association.

What is your school philosophy?

Mission: Our mission is to teach swimming 
in a confident and loving environment, 
so the students can learn to enjoy the 
water safely, making a continuous effort 
to offer personal attention with highly 
prepared staff and the best teaching 
materials.  We promote swimming and 
safety in our country to contribute to 
a healthier and vigorous society; we are 
sure that through swimming we can help 
to increase the quality of life for people 
in Mexico.

Vision: To be a leading institution in 
teaching swimming, that transcends in 
the whole development of our students 
and staff.

Escuela De Natacion 
Monterrey, Mexico 
Lulu Cisneros, Owner



19



United States Swim  
School Association 
P.O. Box 17208,
Fountain Hills, AZ 85269

LinksModularSolutions
World Leading Swim School Software

The U.S. Swim School Assocation Thanks Our Annual Sponsors




