
SWIMFORMATION
United States Swim School Association Newsletter • Spring 2014

 2  Letter from the President

 3  From the Association Office 

 3   Welcome New & Returning 
Members

 5 Aquaventures Celebrates 30 Years! 

 6 USSSA Welcomes TRISWIM as a  
  New Sponsor 

 7  Safer 3 Water Safety Foundation

 8 Ask the Expert

 10 Blue Buoy Partners with   
  Neptune-Benson/ETS for Olympic  
  Water Quality

 11 Offer Healthy Snacks to Your   
  Students & Visitors

 13 Assessing Risk in Preparation for a  
  Disaster Recovery Plan

 16 Roundtables a Swimming Success!

Inside



2

Letter from the President
Hi Everyone!

January was a busy month! Your Board of Directors met for 3 days for the annual 
Strategic Planning session in Phoenix. We planned out the important goals of the 
USSSA for the next 12 months and we worked on ways to assist our members in 
achieving their goals in the swim school business. What an honor it is for me to be on 
this team of accomplished business people. I feel like I learn so much when I get to 
hang out with this group!

Upon returning home to Miami, I jumped right into a full staff development weekend 
featuring special guest speaker Bruce Sullivan. He did a great job and our staff and the 
area swim schools who attended loved his workshops!

One of the central themes that Bruce spoke on was the importance of continuing your 
own learning and education. At one point he prompted the group with a question, “If 
you wanted to be a better cook what would you do?” Everyone was quick to respond 
with advice: take a class, ask for help from a friend, get a mentor or buy a book. 

His point was this: Most of us already know that to become stronger or more skillful 
in anything, we have to commit to continuing education and training. Why should 
being a better leader be any different. If we want to become better leaders we need to 
do the same. 

My core focus in my business started with the day to day teaching and operation of 
a swim school but now it has moved towards identifying and developing leadership 
talent. I have found that Ocaquatics will not grow unless I continue to develop myself 
and the people that are working with me. And I need new ideas. I want to know how 
YOU do this...can we continue the conversation on the Facebook Owners’ Forum? 

So I ask you today, what are you doing to become a better leader and to develop the 
people around you? 

Looking forward to continuing the conversation. 

Miren Oca

Miren Oca
Ocaquatics Swim School
President, US 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
Miren Oca, 305-969-7946
Vice President
Lynn Ledford, 949-589-1512
Association Board
Bob Hubbard, 602-971-4044 
Tammy Schoen, 713-434-7946
Cindy Tonnesen, 703-396-7946
Kendra Walker, 817-552-7946
Mike Williams, 661-589-2100

October 15 - 17, 2014 

Additional Courses October 14th & 18th

USSSA National Conference 

Charlotte, NC

July 28 - August 2, 2014 

2014 International Conference 

hosted by Swim Australia 

Phuket Thailand

2015
2015 Spring Workshop

Houston
Date: TBD

  “The illiterate of the 21st century will not be those who cannot 
read and write but those who cannot learn, unlearn and relearn.”

      Alvin Toffler

Mike, Tammy, Miren, Lynn, Cindy, Kendra, Bob



From the Association Office

It’s never any fun to be the one to contact a parent 
or client when they have a past due bill.  It’s a time 
consuming chore that can be uncomfortable and 
frustrating.  With our membership renewal right 
around the corner, we run into collection issues just 
like you do in your swim schools.  This year our goal 
is to cut our delinquent renewals down by 50%.  In 
order to do this, we need your help.  Renewal is easy…..
when you receive the reminder post card or notice on 
Facebook or in our e-news, log in to USSwimSchools.

org and go through the renewal process.  You’ll be asked if your contact 
information and swim school profile is current and then you simply provide 
your payment information on the secure website.  For anyone who renews by 
April 15th you will be entered in a drawing to receive one of 5 grand prizes.  
The choice of a USSSA beach towel or backpack is yours.  Printed invoices will 
not be sent but can be obtained by contacting the Association office if you’d like.  
Because everyone has the same renewal date, you will need to renew even if you 
joined within the past year.  Your dues will be pro-rated so your membership 
year will then end April 30, 2015.  If you need to renew additional locations 
you will be able to do so at this time.  If you’re a Life Member and wish to be 
included in the drawing, email D’Nette (admin@usswimschools.org) before the 
deadline to put your name in the hat.  Also, Life Members, don’t forget to renew 
your additional locations.   

The 2014 Membership Directory is available online.  Similar to previous 
directories, the new electronic version is in a printable pdf format.   If you wish 
to have a printed copy of the directory contact the office and we will be happy 
to send one to you.   

As you can see the USSSA office manages to always be busy.  We look forward 
to continuing to help our members achieve success in their swim school 
businesses throughout the year.  We are here to help, if you have questions, 
comments or ideas, please call or email any of us at the office and we will do our 
best to assist you. 

Sue Mackie

Adaptive Aquatics of Georgia
Cumming, GA
Kristie Snape

Aqua-Tots Swim School
Dayton, OH
Paul Sinopoli

Aqua-Tots Swim School
San Antonio, TX
Richard Manley

British Swim School
Pittsburgh, PA
Becky Grindle

Mookey Swim Club
Beijing, China
Sunny Guo

Pool School
Boca Raton, FL
Abby Moyer

Pro Swim Academy
Elk Grove Village, IL
Sara Batchelor

Suntastics Swim School
Gross Pointe, MI
Scott Kapla

Welcome New  
& Returning 
Members

Sue Mackie
Executive Director
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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. Represent the interest of our association on matters 
affecting the learn to swim industry. 
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For details, pricing, and available products, 
contact Sarah Dodge at SDodge@finisinc.com 
or 925.454.0111 x251 FINISinc.com

YEARS

MERMAID KARIEL is Hawaii’s professional Mermaid 
being renowned for creating the first Mermaid inspired 
fitness class. She utilizes the FINIS Mermaid Fin in her 
children’s class as a fun tool to teach swimming skills, 
build confidence, and inspire imagination in the water.

BENEFITS INCLUDE:

•	Teaches	dolphin	kick	to	strengthen	back,	core	and	leg	muscles

•	Preparation	for	future	in	swimming	as	a	sport

•		Increase	ankle	flexibility	will	support	great	kick	technique	as	
well	as	reduce	risk	of	future	ankle	injury

•	Making	swimming	easier,	efficient,	and	fun!

MERMAID KARIEL

Photo	Credit:	Alicia	Franco

EXPLORE YOUR



Aquaventures Swim Centre is 
located in Vancouver, Canada.  The 
swim school was founded and began 
operating in January of 1984 in a 75 
year old pool located in the basement 
of a Church Community Centre.  In 
the early years of the business, lessons 
were taught in a variety of locations 

including hospital and rehabilitation 
pools, splashdown pools for indoor 
water slides and just about anywhere 
else we could find warm water!

We built our program around our 
infant, toddler and pre-school lessons, 
as this was our specialty market niche.  
Eventually, due to demand from our 
clients, we increased our levels to 

include school age and adults.  In 
1990, we joined the National Swim 
School Association (Now the US 
Swim School Association) and this 
was the BEST investment ever for our 
little swim school!  We made so many 
wonderful friends who helped us with 
everything from teaching ideas to staff 
development.  By 1996, we had grown 
our little swim school to over 1000 
students and we had a staff of 10 part 
time and full time teachers.

We lost our rental location in 1996, 
due to re-development of the property 
and we were unable to find a suitable 
rental location.  So we closed for 
part of 1996, found a City owned 
warehouse that would rent to us, with 
enough parking (no small feat in the 
“hot” real estate market of Vancouver!)  
We successfully obtained a Small 
Business Loan (thanks again to the 
great help from fellow swim school 
owners), hired architects, contractors, 
etc, and completed funding of the 
entire interior re-build and pool 
installation from many sources and in 
July of 1997 we opened the current 
Aquaventures Swim Centre about 
10 blocks from our original rental 

location in the church basement!

Today, Aquaventures has 2100 
students per week with a staff that 
averages 25 team members in a world 
class program known for unique 
teaching, exciting equipment and 
amazing teachers.  Thank you to 
everyone in the US Swim School 
Association and our Swim School 
friends from around the World for 
helping to make us the successful 
swim school we are today!

You can visit us online at: www.
aquaventuresswim.com and please visit 
us in person if you are in Vancouver.

Aquaventures Celebrates 30 Years! 
by Sharron Crowley, Owner and Founder

Sharron Crowley

1985 2010
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Say Goodbye to Chlorine Odor, Bather Irritation, and Toxic Pool Water! 

Choice of leading USSSA Swim Schools!

UV • Saline • Ozone • Chemistry Controls • Drinking Water-Grade filtration

Experts in new construction and renovation treatment programs.

Excellence in Water Quality Control

Proven swim school treatment systems since 1983 including:

Commercial Energy Specialists • 860 Jupiter Park Drive • Jupiter, Florida 33458 • 800.940.1557 • www.ceswaterquality.com

Wirelessly control your pump room including chemistry, UV, Heaters.

Proven on-Site Support and Service throughout the US via the SSD™ Network.

As swimmers we know all too well how it 
feels to smell like chlorine 24/7, and what 
kind of toll that can take on our skin and 
hair! Therefore, we are particularly excited 
to welcome our newest sponsor, SBR 
Sports, Inc. (TRISWIM).

TRISWIM has been an exhibitor at nearly 
every National Conference and many of the 
Spring Workshops in recent years.  We’ve 
also seen their ads in Swimformation and 
our conference notebooks.

Karen Allard started SBR Sports, Inc. in 
2004 out of a need for quality, effective 
and affordable personal care products for 
swimmers. A triathlete, USAT swimming 
coach and the owner and manager of the 
So Cal Tri Team, Karen was spending 
countless hours in the pool and her hair 
and skin were showing signs of suffering. 
She hired a chemist and created her first 
product, TRISWIM: a line of shampoo, 

conditioner, body wash and lotion designed 
to remove chlorine, chlorine odor and salt 
leaving skin moisturized and smooth, and 
hair, clean, shiny, healthy and soft.

SBR Sports, Inc. has grown from humble 
beginnings with one employee to 12 
employees, and from product sold in a 
few retail shops to thousands of swim, 
bike, run, triathlon, sporting goods, swim 
schools, spas, distributors, and grocery 
stores within the USA. SBR Sports’ 
products are distributed internationally in 
Canada, Mexico, Australia, New Zealand, 
South Africa, Philippines, China and 
Singapore. In 2012, SPR Sports, Inc. 
opened a European corporate office in 
Sczcecin, Poland.

“TRISWIM looks forward to partnering 
with USSSA and introducing our quality 
products to all of the members,” said 
Allard. “I am so proud of our product! 

Swim school owners love us because 
TRISWIM helps make their instructors 
more comfortable, therefore making them 
more productive!”

USSSA Welcomes TRISWIM as a New Sponsor 
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2014 USSSA Spring Conference:

The Safer 3 Water Safety Foundation was 
thrilled to be included in the USSSA Spring 
Conference.  While most of the country was 
braving another snowstorm, we were lucky 
to be in sunny San Diego.  We were able to 
share the Safer 3 drowning prevention message 
with so many new people.  We love to attend 
the USSSA conferences because it gives us 
a chance to get feedback on how the Safer 
3 program is working in your swim schools 
and in the community.  We take away many 
great ideas after the conferences, and at this 
conference, there were many!  Based on your 
suggestions, you will be seeing new things 
from Safer 3 in the coming months, such 
as: new videos, more community outreach 
resources, additional opportunities to co-brand 
our drowning prevention materials, and more. 
Thank you for the support and enthusiasm! 

New Costume Loaner Program:

Safer 3 is happy to announce a new program!  
Sammy Starfish, Gilbert Guppy and Timmy 

Tadpole costumes are now available to rent 
from Safer 3 Water Safety Foundation.  The 
announcement was made at the spring 
conference to audience applause!  The costumes 
will be available for events at your swim school, 
(such as the Safer 3 Water Safety Challenge), 
elementary school presentations, community 
safety fairs and more! The costumes are free to 
rent; you just need to pay for the shipping.  The 
program details can be found on our website.  

Safer 3 Water Safety Challenge:

We are excited with the amount of schools that 
will be hosting a Safer 3 Water Safety Challenge 
this spring.  So many schools are taking 
advantage of the free resources that we provide 
for hosting a Challenge.  Our newly updated 
and professionally designed materials are now 
even easier to use.  As always, Safer 3 provides 
assistance with planning your Safer 3 Water 
Safety Challenge.  It’s not too late to start your 
planning for hosting an event this spring.  Need 
more information?  Email us at info@safer3.org 
or call us at 949-874-7567.  We are here to help 
you achieve a successful event! 

Safer 3 Water Safety Foundation
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In business, progress is often measured 
by the lives we effect. It must also be 
measured “by the numbers” to sustain 
growth, profitability, customer and key 
staff retention. These are also known as 
“Key Performance Indicators” or KPI’s. 

There is no “magic” to this process, only 
the discipline to set up and track the 
critical metrics. Since what gets measured 
improves, it is well worth our time and 
effort to do so. The following represent 
some of the categories that need attention 
on a consistent basis. 

If you pay attention to the numbers in the 
short run (daily, weekly, monthly), you won’t 
have to worry about them in the long run! 

Financial Statements: 

	 •	 Balance	Sheet

	 •	 Profit	and	Loss	Statements		 	
  (Comparative month and YTD)

	 •	 Rolling	12-month	Profit	and			
  Loss Statements

	 •	 Cash	Flow	Statement

	 •	 Learn	how	to	read	your	numbers		
  and set your benchmarks (Business  
  Financial Monthly Review Items)

	 •	 For	the	Company	and	for	each		
  Program:  

  o Set the Gross Revenue Targets 

  o Establish the Expense   
   Percentage Range Norms 

	 •	 Pay	attention	to	the	TRENDS	

	 •	 Return	on	Investment	(ROI)	|		
	 	 Return	on	Assets	(ROA)	|	“Triple		
  Overlap” Profit Concept

Determine and Track Net Profit 
Factors - per Program & Per Class: 

	 •	 Pricing	

	 •	 Instructor:Student	Ratios

  o Target

  o Actual

	 •	 Payroll	Percentages

	 •	 The	above	have	significant	combined		
  effect on the Net Profit Range Norms 

Program Participation Numbers - 
Overall Company and per Program

	 •	 Targets	Numbers

	 •	 Family	Numbers

	 •	 Student	Numbers

	 •	 Customer	Interaction	Opportunity		
  (total “spots” per week) Numbers 

	 •	 Keep	or	drop	Programs?	

Student Retention Rates - per 
Program:

	 •	 Overall	Program	Capacity	and		
  Actual

	 •	 Class	Attendance

	 •	 Testing	percentages	(%’s)		 	
  advancements at each Level

	 •	 Student	Retention	–	percentage		
  (%) by month or session (regardless  
  of level or program)

Lead/Sales Pipeline:  

	 •	 Sales	Ratios	-	leads	generated		
  weekly and monthly 

  o Appointments generated

  o Introductory or Trial Classes or  
   Lessons Taught 

  o Enrollments from Introductory  
   or Trial Classes 

•	 Ratios	to	Retention	or	Renewals

Student Drop Out Rates (per 
Program):

	 •	 1	week	–	Number	of	Drops	or		
  Inactivations

	 •	 2	week	–	Number	of	Drops	or		
  Inactivations

	 •	 1	Month	–	Number	of	Drops	or		
  Inactivations

	 •	 Monthly	or	Session	Drop	Rate	(%)

	 •	 Quarterly	Drop	Rate	(%)

	 •	 Annual	Drop	Rate	(%)

Number and statistics give you the facts 
to look at your business objectively. 
Numbers are NOT the entire story, nor 
are they necessarily the #1 reason that 
we are in business. But… with great 
reporting, our “crystal ball” becomes much 
clearer. With increased profitability, we 
can do more for our families, our staff, our 
customers and our communities. 

If you are interested in the KPI’s Lite 
or KPI’s Professional metrics, visit the 
FREE www.SuccessDash.com web site 
to get started.

Ask the Expert - COMPANY MILESTONES AND METRICS
by Franklin B. Sahlein  |  3rd Level Consulting and Business Brokerage, Author of Building Your Business Potential

Have questions? 
Contact Frank at 

Frank@3rdLevelConsulting.com
208.869.3656
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Charlotte, North Carolina has a wide variety of attractions & tours 
which offer an incredible variety of things to do. Some of these include 
high-energy racing, pro sports games and outdoor recreation to 
cosmopolitan art, culture and history

Conference Agenda
**This is a preliminary schedule – will be finalized by April 1, 2014

Tuesday, October 14th    Optional Courses*
Wednesday, October 15th  General Session, Breakouts & Exhibits
Thursday, October 16th   General Session, Breakouts & Exhibits
Friday, October 17th    General Session, Breakouts, Exhibits,   
             Closing Banquet
             **Optional Courses still being finalized

Conference Registration
Online registration for this event will begin on Monday, June 2nd 
2014.  Please refer to the US Swim School Association website at 
www.usswimshcools.org for additional details.

Hotel Information
The Sheraton Charlotte hotel is offering an outstanding $119 per 
night.  This hotel is in walking distance of downtown Charlotte, the 
Nascar Hall of Fame and many restaurants & shops. 

Come join us!

26Th Annual

US Swim School Association National Conference 2014 
Wednesday, October 15th - Friday, October 17th Charlotte, NC

The Sheraton Charlotte Hotel
555 South Mcdowell Street, Charlotte, NC  28204   
(704) 372-4100
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The Blue Buoy Swim School has been 
serving Orange County California 
residents since 1956.  

The school is proud to have mentored 
countless teachers and coaches over the 
years.  In fact, former students of the school 
have represented the US in the 1984, 1996, 
2000, 2004 and 2008 Olympic games.

It is obvious the school has a commitment 
to being the best.  

As with many aquatic venues, the pool had 
often had a faint chlorine smell in the air.  

High levels of chloramine are the cause of 
“red-eye”, skin irritations, and the “chlorine 
smell” which sometimes exacerbates 
breathing issues such as asthma.   

Johnny Johnson, President/Owner of Blue 
Buoy decided he needed to clear the air 
and clean the water.  

Since ultraviolet filtration is proven to 
improve the environment of all pools by 
improving water quality, air quality and 
safety; Mr. Johnson decided this was his 
technology of choice.

After some research Johnny Johnson 
contacted Mike Low, Western Regional 
Manager for ETS-UV disinfection systems.  

ETS-UV has 3rd party validated, variable 
power ultraviolet disinfection systems.  
ETS-UV is also well-known in the 
aquatics industry with over 4000 systems 
installed across North America.  

“We had one of the ETS medium pressure UV 
units installed at Blue Buoy last December,” 
states Johnny Johnson of Blue Buoy, “Our 
chloramine readings had been over 1.4 in 
our indoor (covered) pool which has about 
21,000 gallons.”

“Right away we noticed a change in the 
feel of the water and the faint but definitely 
noticeable chlorine smell disappeared.”  

He goes on to say ”the chloramine reading 
dropped to .2 which matched our outdoor 
pool level. We are seeing a range of .2 -.6 
levels and are going through the first few 
months of adjusting the UV output but so 
far we are very pleased with the results. The 
water looks and feels great”.

To find out what ETS-UV can do 
for your pool, contact: 

ENGINEEREd TREATMENT SYSTEMS
a wholly owned subsidiary

of Neptune Benson

877.885.4628 or 920.885.4628
aquatics@ets-uv.com

A proud supplier of the world’s 
finest pool filtration & disinfection 
equipment, made to support the 
world’s finest athletes.

Blue Buoy Partners with Neptune-Benson/ETS for 
Olympic Water Quality
by Mike Low  |  ETS/Neptune Benson

Membership Renewal begins 
Renew by April 15th to be included in drawing.

***5 prizes will be given away.

ApRil 1st!
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Swim Schools across the country struggle 
to provide easy access to healthful snacks 
to keep hungry students and guests happy, 
but many times a vending machine doesn’t 
fit the location or can’t offer the right 
health-focused options. To meet the need 
of an easy to implement, free to locations 
snack offering, H.U.M.A.N. (“Helping 
Unite Mankind And Nutrition”) Healthy 
Vending is rolling out a monthly snack 
delivery service called Snack Nation.

USSSA Swim Schools can sign up at 
SnackNation.com to receive a FREE snack 
display box along with a monthly shipment 
of a wide variety of tasty, healthy snacks. A 
modern twist on the popular “Honor Box,” 

your students & visitors pay for their own 
snacks by inserting cash and change into 
the secure collection box.

USSSA Swim Schools can place the 
Snack Nation display 
at their front desk or 
other semi-supervised 
area and offer this 
attractive amenity at 
little to no cost. The 
product selection 
changes every month, 
and includes brands 
like Pop Chips, Pop 
Corners, Stacy’s 
Pita Chips, Popcorn 
Indiana and Kind Bar. 
Schools can offer these 
popular products for 
low prices, typically 
the same seen in 
vending machines. 

With Snack Nation, you can offer 
convenient access to cool, healthy snacks 
that make your students & visitors happy! 

Find out more at SnackNation.com

Offer Healthy Snacks to Your Students & Visitors - without paying a dime!

Snack Nation is a monthly snack 
delivery service provided by USSSA 
partner H.U.M.A.N. Healthy Vending.

by Travis Miller  |  SnackNation.com

Healthier Snacks Delivered

Offer Tasty, 

Healthy Snacks
!



12

REACH YOUR BUSINESS GOAL THIS YEAR
wittthh 3rdd LLevveell Connssulttiing’ss cconvveenieentt opttiiionnswith 3rd Level Consulting’s convenient options
Togethheeerr,  we willll ddeesign a cuussttoom packaaggge just ffoor yyouurr teammm!!Together,  we will design a custom package just for your team!

““OOOnn DDeeemmaaannddd”” cccooonnsssuuulltttiinnggg
fffffooorrr aaallllllllll bbbbbuuusssiiiiinnneeessssss iiiiissssssuuueeesss!!!!

“On Demand” consulting
for all business issues!

ooorrr EEEEExxxppppaaannnsssiiiiiooonnn PPPPPlllllaaannnnnniiiiinnngggg
Business Startup

or Expansion Planning

Total Access Membership,
The BusinessGradesThe BusinessGradesTMTM process,process

and the Success Solutions Dashboard

Total Access Membership,
The BusinessGradesTM process,

and the Success Solutions Dashboard

BB i SBusiness StartupBBBuuusssiiinneeessssss SSStttaaarrtttuuupppBusiness Startup

BBBuuusssiiiinnneeessssss VVVaaalllluuuaaatttiiiiooonnnsss,
BBuuyyy//SSeellll NNeegggoottiiaattiioonnss,,Buy/Sellll Negotiiatiions
S i Pl iS i Pl i

Business Valuations,
Buy/Sell Negotiations,
Succession Planning

OOOOOONNNNNLLLLIIIIINNNNNNEEEEE ::::ONLINE :
voice and visual

consulting anytime!

BBuussiinneessssGGrraaddeessTM

FFullll ooppeerraattiioonnss cchheecckkupp!!
BusinessGradesTM

Full operations checkup!

SSSSttttaaaaffffffff WWWWoooorrrrkkkksssshhhhooooppppssss ffffoooorrrr aaaannnnyyyy
sssppppeeeccciiiiiaaalllllttttyyyy ggggrrrooouuuppppsss ooorrr pppprrroooggggrrraaammmsss

Staff Workshops for any
specialty groups or programs

BBB i SBBBuusssiiinnneeessssss SSStttaaarrrtttuupppBusiness Startup
or Expansion Planning

Business Valuations,
Buy/Sell Negotiations,
Succession Planning

AAAAATTTTTT YYYYYYOOOOOUUUUURRRRR SSSSSIIIIITTTTEEEEEE:::AT YOUR SITE:
we save you time and

hassle by travelling to you!

Choose from 1-2 days packages,
Including transport and lodging

SSSS  PP  OO iiSSSeeeeee PPPrrrooogggrrraaammm OOOpppeeerrraaatttiiiooonnnsssSee Program Operations
and discuss with our

expert Program Directors

Discuss Business Operations
with Owners Frank Sahlein
and Shauna Swank-Sahlein

AAAATTTTTT OOOOOOUUUUURRRRR SSSSSSIIIIITTTTTTEEEEE ::::AT OUR SITE :
take a “field trip” to

the Wings Center

Succession PlanningSSSSuuucccccceeessssssiiiiooonnn PPPPllllaaannnnnniiiinnngggSuccession Planning
ooo  E i  Pl i

Business StartupBBuussiinneessss SSttaarrttuuppBusiness Startup
ooorrr EEEEExxxppppaaannnsssiiiiiooonnn PPPPPlllllaaannnnnniiiiinnnggggor Expansion Planning andd ddiiscuss wiithh our

g pg pg p
and discuss with ouraanndd ddiissccuussss wwiitthh oouurrand discuss with ourand discuss with ourand discuss with ourp gp gp g

BBBBB ii  VV ll ii
Buy/Sell Negotiations
SSSS i  Pl i

Business Valuations,BBBuuuussssiiinnnneeeessssssss VVVaaaallluuuuaaaatttiiioooonnnnssss,Business Valuations,
Buy/Sell Negotiations,BBuuyyy//SSeellll NNeegggoottiiaattiioonnss,,Buy/Sell Negotiations,Buy/Sell NegotiationsBuy/Sell Negotiations
Succession PlanningSSSSuuucccccceeessssssiiiiooonnn PPPPllllaaannnnnniiiinnngggSuccession Planning

 P  Diexpert Program Directorseeexxxpppeeerrrtttt PPPPrrrooogggrrraaammm DDDDiiiirrreeecccttttooorrrsssexpert Program Directors

DDDii  B ii  O ii
with Owners Frank Sahlein

Discuss Business OperationsDDDiiissscccuuussssss BBBuuusssiiinnneeessssss OOOpppeeerrraaatttiiiooonnnsssDiscuss Business Operations
with Owners Frank Sahleinwwiitthh OOwwnneerrss FFrraannkk SSaahhlleeiinnwith Owners Frank Sahleinwith Owners Frank Sahleinwith Owners Frank Sahleing

y p g
II g p   g gIncluding transport and lodgingIInncclluuddiinngg ttrraannssppoorrtt aanndd llooddggiinnggIncluding transport and lodging

aaa d Sh  S k-S hl iand Shauna Swank-Sahleinaaannndddd SSSShhhhaaauuunnnaaa SSSSwwwaaannnkkkk-SSSSaaahhhhlllleeeiiiinnnand Shauna Swank-Sahlein

CC   -  y  p gChoose from 1-2 ddays packages,CChhoooossee ffrroomm 11-22 ddaayyss ppaacckkaaggeess,,Choose from 1-2 days packages,

or juustt aattteenndd a BBussinessss Brraaain Truuust CCConnfeerrenccce!or just attend a Business Brain Trust Conference!

www.3rrddLevvelCoonsultinngg.com oor calll 208.8869.366656ggwww.3rdLevelConsulting.com or call 208.869.3656
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Anyone involved in facility 
management knows how difficult it 
can be to manage a building properly. 
From focusing on energy efficiency to 
meeting government regulations, the 
job can be extremely demanding. One 
of the most important parts of facility 
management, however, is also one of 
the most overlooked. 

Having a disaster recovery plan (DRP) 
in place is essential for building 
managers, but there is no “one size fits 
all” answer to developing these plans. 
This is why it’s so imperative for those 
who manage facilities to properly assess 
their specific risks when preparing a 
DRP, and the following four steps can 
assist in doing just that. 

1. Identify critical functions 

The first step in assessing a facility’s 
risk is to identify the critical functions 
in the building. This is an essential 
task since steps to keep these functions 
going will need to be formulated after a 
risk assessment is complete. 

In reality, what some view as critical 
functions may not be as critical as 
imagined. HVAC systems, for instance, 
may not be critical during certain times 
of the year when the weather doesn’t 
make them a necessity. 

Other systems, however, such as power 
and Internet, may be absolutely vital to 
a facility’s functioning. These functions 
will need to be evaluated and plans 
developed to keep them going in the 
event of a disaster. Eliminating single-
point failures is one of the best ways to 
go about doing this. 

2. Identify threats 

There are a variety of threats to any 
critical system. These can range from 
accidents to criminal activity. 

Environmental threats can be identified 

simply by analyzing historical data 
related to the occurrence of specific 
natural disasters. Threats of criminal 
activity causing system failure can also 
be assessed by researching the crime 
rate in a given area and what types of 
crimes are likely to occur. 

These are key steps in assessing the overall 
risk a facility faces, and in reality this 
process can even help mold security plans. 

3. Identify vulnerability 

Once specific threats have been 
identified, it’s essential for a building 
manager to assess just how vulnerable 
the facility is to these particular threats. 
Without understanding how vulnerable 
the facility is, there’s no way that a 
proper sustainability plan can be put 
into place. 

This vulnerability assessment will 
need to include what the impact of a 
given disaster would be. This is key to 
understanding what will need to be 
included in a DRP. 

Another key aspect of vulnerability 
identification is how likely the facility is 
to suffer such a disaster and the level of 
preparedness that the facility currently 
has to counteract the disaster. This will 
give building managers unique insight 

into what they need to improve upon in 
their DRP. 

4. Identify actual risk 

After threats, vulnerability and the 
likelihood of an event have been 
identified, a building manager 
can create a risk-level matrix. This 
matrix will help identify areas where 
immediate action is necessary to ensure 
continued functionality and other areas 
which can be maintained by simple 
routine procedures. 

Whether a facility’s necessary functions 
include water, HVAC, power or any 
other system essential for the facility, 
this risk assessment will play an integral 
role in creating an eventual DRP. 

Building managers undoubtedly 
have a full plate when it comes to 
keeping a system properly functioning. 
Everyone, from the lowest employee to 
a corporate CEO, is likely looking to 
this individual to ensure that everything 
runs smoothly. 

Having a disaster plan in place is one 
of the most vital points in meeting this 
demand, and the aforementioned risk 
assessment strategies can help create a 
dynamite disaster recovery plan to do 
just that. 

Assessing Risk in Preparation for a disaster Recovery Plan
by Curtis Fease  |  Multi Briefs



14

+
Become A Dealer :: 800-620-4094

Chlorine Out Hair & Skin-Care
www.sbrsportsinc.com

life long friends life long wellness

# 1 Tested & Approved

SQUIDIVERS ARE A FUN 

SINK& SEEK POOL TOY.

SOFT AND FLEXIBLE, 

THEY PROMOTE SWIMMING

SKILLS THROUGH PLAY

NOW 

AVAILABLE AT

 AQUAM!

SPECIAL PRICE 
8.90$*(4 pack)

*for limited time only
1-877-766-5872 • www.aquam.com



United States Swim School Association Newsletter • Spring 2014
15

A world                 without       
          drowning

O u r  V i s i O n :

Drowning is the leading cause of 
accidental death in the U.S. among 

children under 5 years old. 
Formal swim lessons can reduce  
the risk of drowning by as much  
as 88% among young children  

aged 1 to 4 years.

–   National Center for Injury 
Prevention & Control

YOU can prevent a drowning by 
implementing the following  

3 steps developed by  
The Safer 3 Water Safety 

Foundation.

OUr MiSSiOn:
Save lives through water safety education.

SaFer WaTer  
Learn to identify the risks associated with 
activities in, on and around the water and 
how to reduce those risks. Four-sided 
isolation fencing around every pool 
could prevent 50%–90% of childhood 
drownings and near-drownings.

SaFer PeOPle
Reduce risks for the potential victim by 
providing constant adult supervision, 
learning water safety and swimming  
skills, and wearing a Coast Guard 
approved life jacket.

SaFer reSPOnSe
Reduce risk during an emergency by 
learning emergency response techniques, 
having an emergency action plan and a 
phone nearby at all times. 

OUr GOalS:
•  Raise awareness of drowning risks. 
•  Educate the public about the three 

elements common to every drowning: 
Water, People, Response. 

•  Develop and provide resources to reduce 
the risk. 

•  Create a global network of partners and 
Safer 3 messengers.

1.  

2.  

3.  
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We manufacture fun!
Roundtable discussions are always a 
huge hit at the USSSA workshops and 
conferences! The Spring Workshop in San 
Diego overflowed with excellent ideas 
earlier in February when swim school 
owners and staff alike brainstormed and 
shared about various topics. We have 
compiled several of their concepts to 
spark your imagination with creative, 
innovative ideas to enhance your teaching 
environment and streamline your business.

Some of the topics at this year’s Spring 
Workshop included Drowning Prevention, 
Cost Effective Marketing, Customer 
Appreciation, Awards & Progress Reports 
for Students, and Staff Incentive Programs. 

Here are highlights of the brilliant ideas 
shared by our attendees:

Drowning Prevention Programs: 
Fill newsletters, bulletin boards, 
and handouts with water safety and 
drowning prevention tips. Have a 
Safety Day where parents come in and 
learn water safety techniques. Use the 
NDPA’s videos and articles to spread 
awareness to clients. When training staff, 
emphasize water safety and drowning 
prevention. Conduct a Safer 3 Water 
Safety Challenge. Don’t forget May is 
Water Safety Month.

Cost Effective Marketing: A few 
ideas: post Youtube videos and have your 
clients do the same. Get car stickers and/or 
magnets with logo printed on them, and 
create a contest to encourage customers to 
put them on their cars. Do ads on Pandora. 
Post your own pictures on Google Places, 
Yelp, etc. Try yp.com that offers YP360, 
which is a visual tour of your facility. Have 
your customers blog about your school and 
post about it on Facebook.

Customer Appreciation: There are so 
many ways to appreciate your customers! 
Send/give birthday cards. Give sibling 
discounts. Make sure you have a student 
of the month. On the anniversary of the 

swim school, give credit or waive the 
registration fee for the best customers. 
Have contests and a treasure box each 
month and have the winning students 
choose a prize from it. Offer a deal to 
parents of your students: put your child 
on your swim school Facebook page and 
receive a discount (this school offered 
10%) off your next registration. 

Give flowers for mom on Mother’s Day 
and donuts for dad on Father’s Day. 
Give a dolphin tag or other cute reward 
for passing a level. Try making winter 
attendance card to be stamped for each 
class attended and have prizes or a raffle 
after the cards are full. 

Awards & Progress 
Reports for Students: 
Give the kids daily stickers, 
and then ribbons when 
the students complete a 
level. Do progress reports. 
Keep charts for each level. 
Post a checklist of skills to 
be mastered in your swim 
school lobby. Use a deck 
supervisor to be the one 
to observe and record the 
skills. Conduct parent 
teacher conferences. 

Staff Incentive 
Programs: Give 
teachers a monetary 
bonus if not sick or late. 
Offer a raise every 6 
months - this should 
entice your teachers 
to be loyal. Create 
a program where the 
teacher earns Swimbucks 
to be used as an incentive 
for extra days off, etc. Track 
teacher attendance on Google 
Calendar, and if they maintain 
a certain percentage over 4 or 6 
months, they get a raise. Some 
swim schools require they give 

2-week notice for an absence and provide 
their own substitute for the shift. Plan 
outings where staff can come together and 
enjoy each other’s company outside of the 
workplace. Hold a year-end staff party and 
give awards. Some swim schools consider 
doing this at the end of your busiest season 
instead of at the end of calendar year. 

The networking and support were 
plentiful at the Spring Workshop, and 
a fun time was enjoyed by all! Many 
thanks from the USSSA for all of the 
support and creativity put forth to make 
the event a success. 

Roundtables a Swimming Success!
by Adrienne Koch



United States Swim School Association Newsletter • Spring 2014
17

w w w . c r e s s i . c o m

Download the Cressi 

Cressi USA
Contact us:   swim@cressiusa.com
ph. 800 338 9143 - fax 800 493 2680

Catalog for iPhone and iPad App!

Follow us:
MADE IN ITALY

80 styles of swim 
products for 
your aquatic 
experiences.

KI

DS FAVORITE BUC
K

LE

PLANET MASK
ANTI

FOG
D O U B L E
INJECTION

TECHNOLOGY

TOTAL

VISION

100%
HIGH 
QUALITY
SILICONE

100
18

% 
ANTI UV

ANTI
SCRATCH

INCLINED

ANTI
FOG

VISION

100
18

% 
ANTI UV

ANTI
SCRATCH

INCLINED

FLASH GOOGLE 
TOTALULTRA CLEAR

SKIRT

2 YEAR 
WARRANTY

2 YEAR
WARRANTY

2 YEAR 
WARRANTY

EA

SY ADJUSTABLE BU
C

KLE

EA

SY ADJUSTABLE BU
C

KLE

We manufacture fun!



18

rmsswimminginsurance.com

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.
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Congratulations to U.S. Swim School 
Association on 25 Years of Valuable Service

THEY’RE COUNTING ON YOU.

YOU CAN 
COUNT ON JACKRABBIT!

Online Swim School Management Software

JackrabbitSwim.com
Serving 3,500+ customers at
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