
If you let the stockpile of your 
commitments run amuck, it creates 
ambient anxiety and unnecessary stress. 
You’ll let that happen if you’re using your 
psyche instead of a system to keep track of 
those “open loops.” Managing a complete, 
current, and objective inventory of your 
agreements, in a seamless and leak proof 
container (not your mind), is the only way 
out. You must be able to renegotiate those 
agreements with yourself, almost moment 
to moment, so they’re not inordinately 
pulling on your psyche and undermining 
your self trust. In other words, you can only 
feel good about what you’re not doing, 
when you know what you’re not doing. 
Here are the keys for having nothing on 
your mind (other than what you want on 
your mind): 
• Have and use a ubiquitous 
personal “capture” tool 

Write down any and every potentially useful 
idea and all should’s, need-to’s, and want-to’s, 
when and where they occur to you. 
• Have and use pens and legal 
pads wherever you think, work, 
communicate 

Take notes while you talk, think, and 
listen. If the writing tools are not at 
hand, you’ll resist the process. Have 
junior legal pads at every phone. 
• After you write on your pads, tear 

and toss the pages into your in-tray 

Keep the pads clean for new input. 
• Process and clean out your in-tray 
daily (like you do your voicemail) 

If you avoid deciding what you’re going 
to do about the content of the notes, 
or what they mean to you, sooner than 
later, you’ll subvert the whole flow. 
• Organize your resulting actions, 
projects, reference and support 
material accordingly 

Have a good system of lists that can group 
things of like nature (all your calls, all the 
things to do for errands, etc.), plus an easy-
to-use filing system for projects notes. 
• Review your lists of projects and 
possible actions consistently enough 
to trust you’re not missing anything 

At least once a week remind yourself of 
all projects that you are still committed 
to finish, and what you need to do next 
on each one. 

continued on page 4
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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 importanceof 
quality learn-to-swim programs. 
Represent the interest of our 
associatoin on matters affecting the 
learn to swim industry. 
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Letter from the President
Happy Summer Everyone!

2013 looks like it is going to be one for the record books. News from around country is that 
business is hopping and our members are busy. Yay!  There is nothing like this time of year for 
our swim school businesses. Take time to sit back and watch your operation at work. The work 
we do every day is important and life affirming. It is energizing to watch those kiddos move 
from “I can’t” to “Watch me”. Soak it up!

Something else to soak up is our fantastic lineup for the National Conference this October in 
Scottsdale. We have two awesome keynotes, dual tracks with lots of choices, the ever favorite 
roundtables and, back for a second time, our Ask the Expert opportunity benefiting the Safer 
3 Water Safety Foundation. I am so excited to go back to a swim school town where there are 
plenty of member schools to tour and learn from. 

Learning from and sharing with our swim school friends is perhaps the most valuable thing 
about being a member of this great Association. Please keep this in mind as you navigate the 
marketplace of your community. Issues of ethics are a constant challenge. Simply because 
something is legal does not mean that it is ethical. We must strive to treat each other with 
respect and honor—the kind of treatment that each of us wants from others for ourselves. Love 
one another. Our hearts are very similar, our intentions good. Try to peacefully coexist in your 
businesses with that mutual understanding. 

We do have a great business. Teaching people to swim is fun and rewarding. Therefore more 
people are going to come in to our industry as our businesses model succeeds. To be clear, our 
Association’s role is to serve swim school businesses by offering ways for owners to network and 
develop themselves, their staff and their businesses. Industry growth will result in a growing 
U.S. Swim School Association. Our Association has always depended on a group of dedicated 
volunteers to serve as a Board of Directors. This has been a great and appreciated form of 
leadership for the past 25 years. But now, as our organization grows, our leadership should 
shift from a rotating Board of Directors to a strong, constant leader who knows our past and 
is committed to our future. Many organizations like ours have the Executive Director as its 
leader. A good example of this is the American Swimming Coaches Association. The Executive 
Director is the constant in the equation and should have both the history and the vision of 
the organization at heart. This is one important way to position ourselves to serve the coming 
growth in our industry. Leading and meeting that objective should come primarily from the 
Executive Director, with the support and direction of her Board of Directors, who represent 
the interests of the membership. Thank you for supporting our Executive Director, Sue Mackie. 
With Sue at the helm, I believe our members will be well served. 

Make it a great summer. See you in October.

Love,

Mary Reilly-Magee
Love to 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
Mary Reilly-Magee, 210-492-2606
Vice President
Miren Oca, 305-969-7946
Association Board
Lynn Ledford, 949-589-1512
Tammy Schoen, 713-434-7946
Pat Sunderhaus, 602-971-4044
Kendra Walker, 817-552-7946
Mike Williams, 661-589-2100

Lynn Ledford, Pat Sunderhaus, Mary 
Reilly-Magee (president), Tammy 
Schoen, Miren Oca (vice president), 
Kendra Walker, Mike Williams

September 15, 2013

Safer 3 Water Safety Foundation

11th Annual Ocean Swim - Corona del Mar State Beach

 Newport Beach, CA

October 9-11, 2013 

25th Anniversary National Conference 

Scottsdale, AZ



From the Association Office

Summer is slowly beginning to arrive around the country, 
which means the peak season for swimming lessons is upon 
us again as parents try ready their children for outdoor fun.  
Soon, neighborhood and city pools will open their doors, and 
thousands of children educated in your schools will show off 
their skills in the water.

Now is the ideal time for you to capitalize on the return of 
the busy swim season and expand your business. To help 
our members increase their students, we hosted our spring 
workshop in Fort Lauderdale, Florida and again offered 

additional courses for both the pool and the classroom. Twenty-four members and/or 
their staff attended the Special Abilities Course, and thirty-four participated in the Infant 
Toddler Course. Members who take advantage of these unique program offerings at 
USSSA conferences are able to market their school more effectively to local parents by 
offering special interest classes, thereby increasing their student enrollment and building 
their school’s reputation in the community.

In addition to the regular Infant Toddler (IT) Course at this year’s event, Kathy Hubbard and 
the IT committee also conducted the first Infant Toddler Presenter’s Course. Do to finances 
or school size; it is often a challenge for owner’s to send their entire staff to conferences and 
workshops.  The implementation of this program will provide opportunities for swim school 
owners to educate a greater number of staff, because the instructors will travel to your area.

At the conclusion of the USSSA Spring Workshop, many of our members also attended 
the National Drowning Prevention Association’s annual conference which immediately 
followed at the same hotel. It was the perfect exclamation point to our event as members 
celebrated milestones, networked and gained awareness.  

Since wrapping up the spring workshop, we have been busy further developing the 
USSSA and adding new layers of benefits for members. We have implemented a 
new customer relations management software program that will help us increase 
communication and strengthen our organization. The USSSA is also striving to increase 
public awareness about our association. Our goal is to make the US Swim School 
Association a household name for families. When parents are looking for a top tier 
swim school to enroll their children in, we want them to turn to the Association for 
recommendations, and look for the USSSA logo on the school’s walls for assurance in 
quality. To that end, we have signed on a new public relations firm, Asylum PR, to help 
build our media presence, brand and consumer recognition. The Asylum team will be 
working on placing the USSSA in national stories about swimming and water safety as 
well as increasing local media coverage for member schools.

The exciting news does not end there, in addition to new CRM software and a new public 
relations agency we have three new sponsors to introduce to you – 3rd Level Consulting, 
Neptune Benson and ETS. Also, as you may have seen in our April e-newsletter, 
Risk Management Solutions has increased their sponsorship level as a continuation 
of dedication to our association and our members. Please see page 6 and 15 for more 
information on our new sponsors.

Finally, a quick reminder to everyone that May 1st started the new membership year. 
Included in this mailing is your renewal certificate and window cling. Be sure to display 
them proudly on your wall and door so parents know they are choosing the best swim 
school possible for their child!

Advantis Swimming Academy  
Albert Finkelshteyn, Staten Island, NY

AquaKids, Inc.    
Lou Manganiello, Palmetto Bay, FL

Aqua-Tots Swim School  
Ansi Elagoz, Istanbul,Turkey

Aqua-Tots Swim School-Schererville 
David Eenigenburg, Schererville, IN

Aqua-Tots Swim School-South Riding 
Christine Reemsnyder, Chantilly, VA

British Swim School-Northern Virginia 
Darlene Coons, Gaithersburg, MD

British Swim School of NW Chicago 
Tad Naglestad, Lombard, IL

Coach Eve Learn to Swim, LLC  
Eve Costello, Oaklawn, IL

Ikthus Swim School   
Patrick Boutelle, Brownwood, TX

Infinite Aquatics Inc.   
Eric Schwietzer, Sunrise, FL

Mr. Fish Swimming School 
Charles Philippi, Metairie, LA

Paul Sadler Swimland Canada   
Jason Arnold, Edmonton AB, Canada

San Gabriel Valley Swimming  
Grace Co, Arcadia, CA

Shawn Private Swim School 
Shahram Naseri, Tarzana, CA 

Star Fish Swimming Acadmey  
Mary Myers, Woodward, OK

Swim Academy, LLC   
Steve Juiris, Vernon Hills, IL

Swim U Swim School   
E. Scott Baldwin, Christiansburg, VA

The Swim Squad   
Carrie Burrows, Apopka, FL

urSwim   
Marina Montes, East Setauket, NY

Water You Wading For, INC  
Amy Mepham, Evergreen Park, IL

Welcome New  
& Returning 
Members

Sue Mackie
Executive Director

United States Swim School Association Newsletter • Summer 2013
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Personal Inventory Control
continued from cover story

If you follow these guidelines for corralling 
your commitments, you’ll find that (1) 
you’ll become more conscious and mature 
about what you commit to (you will start 
to self-regulate more automatically), and 
(2) you’ll get increasingly comfortable with 
a big list of undone things. Both of those 
are critical outcomes for a sustainable life – 
and workstyle. 
The Freedom in Naming Your “Stuff”

I have been reminded over and over again 
in working with executives over the years 
why so much of the GTD implementation 
process is empowering to so many people: 
when things we have allowed into our 
inner or outer world are appropriately and 
accurately identified for what they are and 
what they mean to us, we feel curiously 
freed from them. Accurately naming things 
that are in our world gives us power over 
them, while leaving them unnamed allows 
them a certain hold on our minds. 
Various primitive people have beliefs that 
giving someone your name gives them a 
certain ability to exert influence over you. 
Whether that has any truth to it, I’m not 
sure. But from my own experience, when 
something that has potential meaning to me 
is named, it is more known; and when it is 
known, its potential hold on me is released. 
For instance, if you’d just label all your crap 
“Crap,” you’d probably feel a lot better. 
If someone had to call Organization 
Paramedics for you because you’re so out 
of control, they could simply bring in 
a big box labeled “All the Stuff I Don’t 
Know What It Is or What to Do with It.” 
They’d scour your whole environment and 
throw everything in that box that fits in 
that category. In an hour you’d be totally 
organized—if you didn’t know where 
something was, you’d now know where it 
was! The best part would be that the totality 
of the rest of your world would not have any 
of that “stuff” in it, and a fresh breeze would 
be blowing through your psyche. 
A good example of this is having a binder 
on a shelf without a label or title on the 
spine. Most people are not aware of 
the slight pressure that unnamed thing 
maintains on your brain. But if you create 
a very visible label for it, you’ll notice being 
more relaxed about it whenever you walk 
past it. The same is true for storage boxes 
and file drawers. 

More subtly, do you have any problems that 
you haven’t identified as projects yet? Got 
anything you’ve been thinking about that 
needs clarification, resolution, or looking 
into, that you don’t have on a Projects list 
yet, which you can look at regularly to keep 
actions moving toward? Do you have piles 
of things around your office or your house 
that have unidentified agreements sitting 
within them (is this to read? to toss? to file?) 
Are there things that you think you need to 
be moving on but you haven’t defined what 
“moving” looks like physically or visibility 
yet (next action)? 
If you do, then there is good news for 
you—there is potential energy and 
freedom embedded there that is available 
to you...if you name them! If you don’t, 
well, it’s just the opposite. The problem is 
that most people have never fully gotten 
to the place where everything was really 
categorized appropriately, according to 
all the different types and amounts of 
agreements with themselves. You won’t 
know how much restriction you are 
actually working under, until you get rid of 
it, and see how different you feel. 
Naming anything we’re experiencing lessens 
its grip on us. If I’m feeling negative, when 
I realize it and call it “negativity” I instantly 
have greater freedom of choice about what 
to do with or about it. When I’m just in it, 
and haven’t recognized, acknowledged and 
accepted it for what it is, I am more of its 
victim than its master. 
A big key is to name things as accurately 
as possible. If we mislabel, we run the risk 

of locking ourselves into limitation and 
stagnation. To say “I’m a totally disorganized 
person” is probably not true (you couldn’t 
get out of bed, if that were true). To say 
“my thoughts and paperwork about my 
finances are disorganized” might be much 
more accurate and would lend direction and 
energy toward resolution of the situation. 
Categorizing is to be used for freedom, 
not constriction. Many people avoid 
categorizing because they are avoiding 
making a decision about something. 
Should I read this article? File it? Throw 
it away? Pass it on to someone? But in the 
short-term freedom of not deciding, they 
then constrict themselves with the pressure 
that they ought to be deciding. I use my 
Tickler file as an elegant tool to deal with 
this. I’ll often get things in my in-tray that 
I just don’t know what to do with them yet 
(especially particularly cool things I might 
want to buy). I just ask myself “when will I 
be smarter?” and tickle it to show up again 
then. It’s perfectly fine to decide not to 
decide. You just need name those things as 
such, and park them in a decide-not-to-
decide system. 
Disorganization is simply a discrepancy 
between where something is and what it 
means to you. The freedom comes from 
ensuring that everything has its proper ID 
badge, so it can get in the right line. 
The truth that sets us free is often the one 
we don’t want to hear. - Unknown
© David Allen Company 2008. Personal Inventory 
Control. Davidco.com. 19 Sept 2012. 
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Hot Products thisHot Products this

SMALL AGILITY PADDLES
Teach children perfect technique with the strapless 

Agility Paddles. These paddles encourage 
positive pressure on the palm, otherwise, they 
fall off! Agility Paddles come in a small size for 
swimmers 4 years and up.

CONTACT SARAH DODGE FOR  
ALL YOUR SWIMMING NEEDS
925.273.0958 
SDodge@FINISinc.com

Follow FINIS @ FINISswim

SWIM TEACHING PLATFORM
NOW AVAILABLE IN YELLOW/WHITE!

Optimize your pool space in a safe, fun environment. 
The Swim Teaching Platform is built to withstand the 
damaging effects of chlorine and sunlight, and has a 
non-slip surface for little swimmers.

Available in small and large.

FINISinc.com
YEARS
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The Finis Performance Award is 
an annual honor awarded to the 
swim school that develops its 
peers through sharing a product, 
process, or profit idea that generates 
change, improvements, or increased 
revenue in their business. This award 
epitomizes the core values of the 
Association, providing opportunity 
for our members to share ideas and 
learn from one another. 

The winner will be chosen by our 
Elite Sponsor, Finis, and will be 
awarded a trophy and $500 check 
from our valued partner. The winning 
submission will be featured in our 
upcoming publications as well as on 
our website making bragging rights 
an additional bonus. 

The Finis Performance Award will 
be presented at our 25th anniversary 
conference in Scottsdale, Arizona. 

All entries must be submitted to 

office@usswimschool.org 

by September 10th, 2013 
to be considered. 

Please visit 

www.usswimschools.org 

to download your entry form 
and view additional details. 

The US Swim School Association 
is excited to announce that 3rd 
Level Consulting has increased its 
sponsorship level.  CEO, Frank 
Sahlein and the 3rd Level team are 
ready to help your swimming business 
improve its efficiency and profitability 

by providing the resources, tools and 
business services that owners and 
program managers need to take their 
business to the next level.

Frank Sahlein has been involved 
with the Children’s Activity 
Center industry since 1967 – as 
an athlete, coach, business owner, 
consultant and business broker.  
Frank and Shauna Swank-Sahlein 
pioneered the Children’s Learning 

Opportunity Center concept – 
a blend of Sports Instruction, 
Education, and Entertainment. The 
amazing WINGS Center has been a 

35,000 square foot industry working 
lab since 1976.  

Frank’s reputation as a business 
management innovator has inspired 
audiences worldwide, delivering 
over 1,000 presentations for a 
variety of children’s activity center 
industries and organizations. He 
is the author of “Building Your 
Business Potential” (using the 
BusinessGrades® system), an 
industry standard rating system 
for service-based businesses. 3rd 
Level Consulting is currently a 
Business Development Partner 
for a variety of gymnastics, 
swimming, cheerleading, dance, 
martial arts associations and 
organizations around the globe.  
For more information, visit 
www.3rdLevelCosulting.com.

Finis Performance Award

3rd Level Consulting and CEO, Frank Sahlein
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Around the Pool

Safer 3 - Sammy Starfish 
The annual Safer 3 Water Safety 
Challenge kicked off spring with 
a bang! Sammy Starfish has been 
spotted at USSSA swim schools 

across the country promoting water 
safety.  The Safer 3 Water Safety 
Challenge promotes the Safer 3 
message to communities, highlights 
what students are learning, and involves 

the local water safety groups. With 
media coverage, drowning prevention 
education, and fundraising, a Safer3 
Water Safety Challenge is a winning 
event for everyone!

USSSA Goes Down Under    

USSSA Executive Director, Sue Mackie, 
attended this year’s SwimFEST at the 
ASCTA Convention. While on the 
Gold Coast, Sue caught up with some 
international friends, as well as a few 
from the States. USSSA members Kathy 

& Bob Hubbard of Hubbard Family 
Swim School spoke at the event, as well 
as Jim Spiers of SwimJim, and Julie 
Zancanaro from Hills Swimming. Other 
familiar faces were Fran Treuen, Paul 
Sadler, Shawn Read, and USSSA speaker 
favorite, Dave Dubois to name a few. 

Upon completion of the conference, 
Sue was graciously hosted at several 
Swim Australia swim schools. She 
was welcomed at multiple Paul Sadler 
Swimland locations, followed by 
trips to Hills Swimming and Carlile 
Swimming. Among the many takeaways 
from this journey, the importance of 
swimming in Australia is at the top of 
the list.  Both impressive and exemplary, 
the dedication to water sports, water 
safety, and swimming as a way of life 
warrants praise. The USSSA values our 
partnership with Swim Australia, and is 
proud to share its devotion to safer kids 
around the water. 

Bob Hubbard, Kathy Hubbard, Maggie Hubbard, Exec. Dir., Sue Mackie, Jim Spiers
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Around the Pool

Water Smart Babies
In case you’ve been too busy to check 
your email and/or Facebook, US Swim 
School Association Member, Lana 
Whitehead (SWIMkids USA) has been 
representing on a national level! On 
April 30th, Lana appeared on NBC’s 
TODAY Show, to promote Water 
smart Babies, and the importance of 
swimming lessons for young children. 
Water smart Babies is a program 
developed to support parents in their 
efforts to keep their children safe around 
water by encouraging pediatricians 
to write prescriptions for swimming 
lessons. While this program has not 
reached every state, it is a huge step in 
drowning prevention, and a growing 
benefit to learn-to-swim programs. Lana 
will also be representing the USSSA 

in the July issue of Swimming World 
Magazine, to help educate members 
of the swimming community that may 
not be as familiar with this movement. 

Visit watersmartbabies.com to checkout 
Lana’s TODAY Show special and learn 
more about this growing program. 

Gazelles
Gazelles Inc. is an organization that 
provides education, technology services 
and coaching globally for executives and 
business professionals to help mid-
market companies build and execute 
a strategic plan. Among their many 
coaching tools, Gazelles host online 
seminars, as well as live events each year 
that are structured around issues related 
to strategic planning: cash, strategy, 
people, and execution. These events 

feature members of the Gazelle Inc. 
faculty, offering conference goers the 
opportunity to be educated by some of 
the world’s top business experts. 
As an organization developed to provide 
opportunities for learning and sharing 
for its members, the United States 
Swim School Association supports the 
Gazelles by incorporating a Champions’ 
Club event with one of their annual 
conferences. This year’s event took place 
at the beautiful Orlando World Center 
Marriott Resort and Convention Center 
in Orlando, Florida. 
 In addition to the superior level of 
speakers and education, the USSSA adds 
two additional days (one pre, and one 
post conference) for members to meet 
and discuss the event as well as other 
pressing issues in their swim schools. 

While the Costa Rica Champions’ 
Club Event was geared more towards 
a recreational trip with professional 
friends, the leadership summit in May 
was designed for maximum education 
in an effort to support our members in 
achieving their professional goals in the 
learn-to-swim industry.
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Houston Swim Club. 
Cypress

Dan and Tammy Schoen are proud 
to introduce their second location as 
Houston Swim Club announces the 
Grand Opening of its fifth Houston-area 
swim school. The new HSC Cypress 
location opened its doors on Tuesday, May 
28th, 2013!  Houston Swim Club has 
been teaching children to swim since 1961 
and has taught more than a hundred-

thousand Houston area children to swim 
in the last 52 years! This new HSC facility 
was designed to meet the growing demand 
for families in northwest area.
HSC Cypress is a stand-alone, 10,000 
sq.ft. building housing three indoor heated 
pools. The facility includes a parent-child 
pool, a beginner pool, and a 25 yard 

“main” pool.  
Everything from 
the instructor 
stations with 
submerged 
benches to the 
children’s music 
played through 
the underwater 
speakers make 
this a spectacular 
learning 
environment.
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How to Incorporate Safer 3 into Your Business 
by Lauren Bordages

Over the last year, the Safer 3 Water Safety 
Foundation has grown tremendously.  We 
credit much of our growth to the Safer 3 
Early Education Drowning Prevention 
Program (curriculum).  We have been proud 
to witness the curriculum spread across 
the United States. Thousands of preschool 
through second grade children have learned 
about water safety through Sammy Starfish, 
Gilbert Guppy and Timmy Tadpole.  While 
singing and laughing through lesson plans, 
children are being taught a critical message: 
Drowning IS Preventable!
Recently, the term “dry side” was coined to 
explain the benefit of the Safer 3 program.  
The term perfectly describes what the 
foundation does and how we can be a value 
to your business.  The benefit that children 
receive from swim lessons is irreplaceable.  
A recent study shows that “participation 
in formal swim lessons can reduce the risk 
of drowning by 88% among children ages 

one to four.” The authors of that study 
also concluded that swimming lessons 
“should be considered for inclusion as part 
of a complete prevention program.”  We 
commend you for being a contributing 
factor of the 88% statistic.  But imagine 
if there was something else you could 
incorporate into your program to reduce the 
drowning risk even further. 
You may have heard about the Safer 3 
curriculum through different mediums 
over the last year.  You may have thought, 
“I teach kids to swim; I am not a classroom 
teacher.” However, the curriculum was 
carefully created with classroom teachers 
and non-classroom teachers in mind.  
We believe that the Safer 3 curriculum is 

the “dry side” component to a complete 
prevention program. We invite you to 
review the curriculum and learn how 
incorporating it into your program will not 
only benefit the children you teach; it will 
also help bring visibility to your business.
An Example to Follow:

The Safer 3 Water Safety Foundation 
recently had the opportunity to speak with 
Bobby Hazen, co-owner of Saf-T-Swim in 
Long Island, NY and founder of the Long 
Island Drowning Prevention Task Force.  
Bobby has incorporated many elements of 
the Safer 3 program into his swim school.  

We encourage you to read the answers to 
the following questions with enthusiasm 
and excitement in your voice, just as Bobby 
presented them to us:
Q: Why did you get involved in the “dry 
side” of drowning prevention?
A: Anytime there was a drowning in the 
Long Island area, our phones at Saf-T-Swim 
would ring off the hook with concerned 
parents.  The parents wanted to know how 
they could protect their children from 
such incidents.  I realized that there was 
almost too much information out there 
for parents to grasp the severity of the 
drowning epidemic. I then created the Long 
Island Drowning Prevention Task Force 
(LIDPTF) and adopted the Safer 3 message.

Q: Why did you choose to incorporate the 
Safer 3 program as the drowning prevention 
message for Saf-T-Swim and LIDPTF?
A: The Safer 3 message is simple, easy 
to understand, and covers all bases of 
identifying the risks of drowning. Parents 
and kids are inundated with information; 
we need to educate them with a message 
they comprehend… and a message that 
they will put into practice. 
Q: What do you do in the community to 
promote drowning prevention and how to 
do you tie it back to Saf-T-Swim?
A. We are very active in our community to 
raise awareness of water safety; drowning 
prevention is our number one priority. 
We use an adapted version of the Safer 
3 curriculum that we modified into an 
elementary school assembly.  This year we 
have been welcomed by 50+ elementary 
schools.  We also present to church groups, 
parent classes and other community 
organizations.  We are now finding that 
we are being solicited to present our life 
saving information. Perhaps one of the 
outreach programs that I am most proud 
of is our new presentation at the Long 
Island Aquarium. Saf-T-Swim has the 
opportunity to present the Safer 3 drowning 
prevention message during the preshow 
of the seal performance. The stadium seats 
900 people and we perform a five to seven 
minute skit with the Safer 3 characters.  The 
show has been very well received. It has the 
potential to reach tens of thousands of 
people.  We’ve only just begun.
While we are teaching drowning 
prevention methods, we are also 
educating families about the importance 
of swimming.  By teaching kids and 
their parents about the importance of 
swimming, we promote Saf-T-Swim.  
Whenever we are out in the community, 
we always handout bags, stickers, cards or 
some sort of Saf-T-Swim take-a-way.  We 
see a direct correlation from the activities 
we perform in the community and the new 
business we receive at Saf-T-Swim.
To learn more about how you can incorporate 
the Safer 3 programs into your swim 
school and read more about Bobby Hazen’s 
drowning prevention advocacy work, visit 
our website at 

www.safer3.org/messengers

Bobby with the Safer 3 characters and children 
after presenting to Rolling River Day Camp

Sammy Starfish at the Long Island 
Aquarium, where the Safer 3 

program is presented every day 
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We’ve gathered proven industry 

practices into one place, making it 

easy to power up your business. 

Plug into our free online resources, 

loaded with valuable ideas along 

with a list of our services.

Knowledge is power

3rdlevelconsulting.com

LEARN TO SWIM PLATFORMS - TOTS & TODDLERS

��Compact
��Portable
��Durable
��Affordable
��Colorful
��Expandable

www.PoolDocks.com
(404) 521-9054   (800) 477-6434

Multiple designs
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Incentive Plans Should Be Universal

Get your entire staff to pull in the same 
direction by designing your incentive plan 
to include all employees at some level of 
participation and only after a temporary 
evaluation period with the company 
(often 90days). Many plans include 
part timers as well as full timers but at a 
somewhat lesser share of the proceeds.

Incentives Must Be Significant and 
of Perceived Value to the Recipient

To create a real incentive, the recipient 
must perceive the potential reward as a 
significant addition to income. Otherwise, 
the incentive is looked upon as deserved 
supplemental income or even a “benefit”. 
To add further to the perceived value, there 
should be public (company) recognition of 
the employees’ performance. 

Incentives Should Relate to 
Individual Performance

A factor in the determination of how 
much an individual employee receives 
should be their performance rating 
as determined by their last formal job 
review and appraisal. All other things 
being equal, a superior job performance 
should command a higher share of the 
incentive proceeds. 

An Incentive Plan Should Include a 
Factor for the Employee’s Overall 
Job Responsibility

It is reasonable to relate an employee’s 
rating for incentive purposes to their 
overall responsibility in the company as 
determined by the number of employees 
supervised and/or budget for which they 
have direct control. General categories 
can have different ratings in the incentive 
distribution process (hourly/clerical, 
supervisor, department head or officer). 

A Good Incentive Plan Should 
Include a Factor for Employee 
Loyalty

It is reasonable to associate time with 
the company as “loyalty”. An employee 
that has been with the company for 25 

years should have a somewhat higher 
rating for incentive proposes than 
someone having only 1 year. A factor can 
and should be included in the incentive 
program for employee tenure. 

Incentive Plans should be Based 
On and Pay a Predictable Share of 
“Excess Profits”

Set a trigger profitability level that must 
be achieved before incentives are paid 
and communicate this clearly to all staff. 
The trigger level should provide a base 
for company growth and replacement 
of capital. Many small businesses find 
that this occurs at the 8-10% net profit 
level but each company may vary this 
within reasonable bounds. It is to be 
understood that a portion of the profits 
above the trigger level will be shared. 
The aggregate % share to be distributed 
to participating employees is determined 
by company owners but should not 
be so low as to yield little employee 
incentive nor so large as to give away 
the bank. Typically, this share is in the 
25-50% range. Disclosing the trigger 
level and distribution share percentage 
is at the discretion of the owner but 
the more open the system is the more 
trust, rapport and enthusiasm will be 
developed with the staff.

Devise a Distribution Method 
and System to Manage Incentive 
Disbursements

Devise a rating system that accumulates 
the value of the criteria mentioned above 
(responsibility, loyalty, performance). 
Aggregate the values for all employees. 
Determine the amount of money to be 
distributed as a percentage of “excess 
profits” and divide that amount by the 
aggregate points for all employees to 
determine the dollar value per point. 
Individual incentives can then be 
determined by multiplying the individual’s 
score by the average value per point. 
A spreadsheet can be easily set up to 
automate this task with only a little 
maintenance required to update employees 
and employee performance ratings. 

Distribute Incentive Distribution 
Payments Frequently

Pay incentives as frequently as practical but 
no less than once quarterly, otherwise the 
incentive is not kept in front of the employee 
and the incentive weakens. Annual bonus 
plans, such as a Christmas Bonus are not 
looked upon as incentives; instead they often 
are viewed as supplemental income or even 
an entitlement. Incentive payments should be 
viewed much like salespeople’s commissions, 
if not, the incentive feeling in the average 
employee wanes quickly. 

When Incentive Plans Are Not 
Incentive Plans

Avoid devising a system that pays on a 
percentage of salary as it is difficult to 
relate to the three criteria stated above 
(responsibility, loyalty and performance). 
Even though companies contribute 
mightily to savings and investment plans 
such as 401k’s, do not look upon these 
programs as bonuses. They are simply 
supplemental income, and although they 
may affect loyalty, they do little to meet 
the other two criteria.

How to Design A Good Incentive Plan
by Bob Normand 
Author of “Entreprenewal!, The Six Step Recovery Program for Small Business”

Normand,Bob. “How to Design a Good Incentive Plan”. isbminc.com. 



14

Event Date
October 9th -11th, 2013

Event Location
The Scottsdale Plaza Resort

Scottsdale, Arizona

Registration Rates
$500 for first attendee
$350  for second attendee
$295  each additional attendee

To celebrate our 25th anniversary, the 2013 USSSA National Conference will be our 
biggest event to date! In response to our e-newsletters, Facebook, and surveys, our 
members have spoken, and your Association is delivering. This conference schedule is 
packed with education for every level of swim school. Additional courses for this event 
include the ever evolving Special Abilities and Infant Toddler workshops, and business 
development courses.  While many of our regular conference attendees have participated 
in workshops in the past, our courses have been revised to include current industry 
leading concepts, training tools, and teaching techniques. In addition to our list of speakers 
from within the industry, we are excited to announce our two keynote speakers for our 
anniversary conference; Michael Brandwein & T. Scott Gross. 

Education is our main objective, but having fun may simply be unavoidable. Scottsdale, 
Arizona is a beautiful historic town with a number of attractions for the entire family and 
swim school team. Hiking majestic desert terrain, kayaking the Verde River, and visiting 
the Scottsdale Historical Society and Museum, are just a few of the many activities 
awaiting you. A short drive from gorgeous Sedona and one of the Seven Natural Wonders 
of the World - the Grand Canyon, there are many opportunities to make this a trip for the 
ages. With close to twenty member schools in the surrounding area, this year’s swim school 
tours promise to add to the wide variety of educational “sight-seeing”. 

Between the relaxing hotel amenities, unique dining experiences in Old Town, and the 
abundance of educational tools, the only stressful detail will be deciding which courses to 
attend and how many nights you will be staying. Join us, and experience world class resources, 
education, and networking opportunities to help you develop your swim school business. 

That is the true promise of the United States Swim School Association.

25th Annual U.S. Swim School Association National Conference 2013
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The United States Swim School 
Association is happy to introduce 
Neptune-Benson and ETS as our 
newest sponsors. We are excited 
about the commitment and the 
engagement that Neptune-Benson, 
ETS and their leadership are 
bringing to the USSSA.  Both 
Neptune-Benson and ETS have 
developed and adapted their industry 
leading technology specifically for, 
smaller learn to swim pools. 

Market leaders in aquatic technology 
for many years, Neptune-Benson has 
been making industry leading pool 
filtration systems for 56 years while 
ETS has been the leader in UV water 
disinfection and purification systems 
for pools since 2005.  In 2012 ETS 
joined Neptune-Benson, creating a 
stronger model to better integrate 

water treatment for the benefit of 
pool owners, managers and users. 

Neptune–Benson is very excited to 
be associated with the US Swim 
School Association and its members. 
Neptune-Benson filters and ETS UV 
water disinfection systems will bring 
the water quality, safety, and operating 
savings of large facilities (such as 
public pools and water parks) to 
smaller pools and businesses. USSSA 
member swim schools, La Petite 
Baleen and American Swim Academy 
have installed Neptune-Benson filters 
and are well on their way to reaping 
the benefits these filters have to offer. 
Neptune-Benson will work with 
USSSA members to achieve lower 
operating costs, cleaner water and a 
better return on equipment investment 
for your pools and businesses.  

Benefits to Usssa Members

Neptune-Benson is looking forward 
to a proactive partnership with 
USSSA and its members.  Neptune-
Benson approaches this partnership 
from more than just a sponsorship 
and advertising perspective.  The 
management and engineering 
teams will be actively providing the 
USSSA members with technology 
updates and can provide operating 
analysis of existing facilities to help 
members enhance the operations, 
safety and profitability of their 
businesses.  Neptune-Benson will 
be active participants at the USSSA 
conference and are looking forward 
to working with the Association and 
its membership throughout the year. 

USSSA Sponsor Announcement

For additional information please visit the following websites: 
www.neptunebenson.com and www.ets-uv.com
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In the children’s activity center industry, 
our image is a vital part of the business 
success formula. The impression that you 
make in your market area(s) can either 
enhance or detract from that success. 
Conveying a positive brand image is 
necessary to continue to attract customers 
into your program. 

Professional companies use a brand 
process progression, which includes the 
following elements: 
	 •	 Brand	Definition
	 •	 History	
	 •	 Market	Opportunity
	 •	 Core	Identity
	 •	 Positioning
	 •	 Messaging
Going through this process in an 
organized manner, with your marketing 
team, can yield long term benefits which 
far outweigh the time spent. 

Who are the members of your marketing 
team? It could include you, other owners 
or administrators, your graphic designer, a 
social media specialist and other key staff. 
You could also invite some key customers 
(raving fans!) to a marketing meeting as 
part of a focus group. 
Brand Definition
A brand is a concept by which the true 
character and purpose of the company is 
communicated.  It is intended to provide 
the foundation for a clear, consistent 
message for your company and its’ services. 

History
A brief 
history 
of your 
company 
would go 
here. It 
should 

be no longer than 3-4 paragraphs, and 
should concisely describe the origins, 
current operations and future plans. 
Keep “wordsmithing” the text until it is 
as short as possible. 
Market Opportunity
The primary objective is to define an 
engaging and consistent message that 
conveys your company’s unique value 
proposition. A strong brand message will 
stimulate interest to attract and convert 
new customers and invigorate the 
existing customer base. 
Core Identity
This should be a combination of unique 
qualities that sets your company apart. 
This is the foundation of the company 
brand. All visual, written and verbal 
expression of the company brand should 
come back to these key components. You 
should have no more than 3-4 elements. 
Some examples might include: 
	 •	 A	culture	of	safety,	
	 •	 Professional	development	and	
	 •	 Outstanding	customer	service.	

Describe each element in no more than 
one (1) paragraph each. Again, keep 
paring down the wording so that each 
word has meaning and impact. 
Positioning – ask yourself these 
questions about your company: 
	 •	 Who	we	serve?			.
	 •	 What	do	our	customers	really	need		
  (as opposed to want)?
 
	 •	 Who	are	we?
	 •	 What	do	we	really	do?		
	 •	 How	do	our	customers	benefit?	
	 •	 Why	does	it	matter?	
This exercise will clarify why you are in 
business, and how to position yourself in 
the marketplace. 
Messaging
Every company should develop three 
separate messages. They are: 
	 •	 Elevator	Pitch	-	Two	minute	
  overview that everyone can use to  
  deliver a consistent message.
	 •	 Sound	Bite	-	30	second	definition		
  of the company brand
	 •	 One	Line	Summary	–	Just	that,		
  a one line concise definition of the  
  company brand. 
In summary – building a positive brand 
image does not happen overnight, but 
if you work through the process above, 
your company will reap the benefits! 

Ask the Expert - POSITIVE BRAND IMAGE
by Franklin B. Sahlein  |  3rd Level Consulting and Business Brokerage, Author of Building Your Business Potential

Have questions? 
Contact Frank at 

Frank@3rdLevelConsulting.com.
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ets-uv.com Info @ ets-uv.com  Phone 1.877.885.4628  Fax 1.920.885.4628
ETS UV SYSTEMS QUALITY SERVICE SUPPORT

• NSF/ANSI 50 Listed
• Five Year Warranty
• All systems USEPA UVGDM Validated
• Infinite Dose Pacing Technology
• Reduce Energy Costs
• Extend Lamp Life 

Made in USA

 NEW!
 Touch Screen Design
Ethernet & Wi Fi 
Compatible

THE LEADERS IN UV DISINFECTION

Why Risk Using Anything Less?

Big Filter Performance.
Small Pool Price.
All the Might of the Defender®, Power-Packed 
into a Size and Price that’s Perfect for You.

Our award-winning Defender Regenerative Media Filters have set 
the industry standard for performance in some of the most 
demanding commercial applications worldwide. Now we’ve created 
the budget-friendly Defender Assero™ – the perfect filter for smaller 
pool applications such as splash pads, wellness centers, health clubs, 
hotel pools, spas and more. 

The Assero is specifically designed for flow rates between 60 and 420 
gallons per minute. So whether you’re looking to retrofit an existing 
installation or designing a brand new pool, the 29" diameter Assero 
is the perfect solution for achieving the same pristine water quality 
as our standard Defender; at a size and price that won’t force you to 
break open your filter room or your piggy bank.

 

(800) 832-8002     visit www.defenderfilter.com/assero
™
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Welcome back! Our “Ask the Expert” 
segment is now “Ask Al”. This feature is 
designed to assist you with any and all 
issues related to swimming pool water, 
mechanical equipment, space conditioning, 
and code compliance. Ask a question, and 
we will answer to the best of our ability. 

Last December we discussed which 
type of chlorination system might work 
best for your swim school pool. We 
briefly mentioned “saline” chlorination, 
and promised to discuss it in a future 
issue. Last week we received several calls 
regarding the use of saline… so here goes.

First of all, there is a lot of 
misinformation regarding saline, and 
it is our primary goal to peel back the 
guano and get to the real facts (strengths 
and weaknesses) of this intriguing 
technology. The misinformation 
includes: saline is a non-chlorine 
technology, saline kills chloramines, 
saline is an inexpensive technology to 
install, saline is all you need to run your 
pool, and it can be used effectively as a 
stand-alone technology.

First some saline basics:
Saline Chlorination is an electrolytic 
technology in which the pool water is 
treated with solar (additive free) salt to 
achieve a level of 2,500 to 5,000 PPM 
(sea water is 35,000 PPM), and in which 
special electronic equipment is used to 
convert that saline solution to chlorine. 
Traditionally the electronics were “in-
line” and imbedded in the recirculation 
piping, but new technology uses “off-

line”, in which the salt in not added to 
the pool, but used in a side stream process 
to manufacture chlorine out of pool 
water, using the same basic electrolytic 
technology. The salt is re-cycled and only 
needs to be replenished when there is 
water loss due to splash out, backwash, 
pool leaks, or dilution. Water loss through 
evaporation leaves the salt behind.

#1 Saline is a non-chlorine 
technology
Saline Chlorination is not new. It has been 
around on a residential basis since the early 
80s, but electrolytic chlorination technology 
itself has been around since earlier this 
century. It is amazing how many people 
say they are attracted to saline because it 
doesn’t use chlorine... Hello! The electrolytic 
process makes free chlorine directly in 
the pipes, and the amount of chlorine 
manufactured is a direct result of the size 
of the electrolytic cells, and the salt content. 
Recurring customer claims of silky smooth 
water, mineral pool feel, and less irritation to 
eyes and skin make people think it is a non-
chlorine technology, but it’s not.

#2 Saline kills chloramines
There is some truth to this, but it has 
limitations. The electrolytic process 
produces free chlorine, and it has a 
tendency to burn off chloramines 
in the process (like a mini-shock 
as the water is passing through the 
cells). Chloramines, as the number 
one cause of irritation and eye burn, 
are formed via a reaction between 
chlorine and byproduct of swimmer 

wastes (proteins, perspiration, urine, 
etc.). We must consider the RATE at 
which chloramines are being formed 
versus the rate at which they can be 
removed through the electrolytic 
process. In a residential pool, with a 
limited chloramine production, an 
electrolytic chlorination system may 
indeed be able to burn off a majority 
of the chloramines. However, in a 
heavily used swim school pool, the 
chloramine production can far outstrip 
the ability for the saline chlorinator 
to keep the chloramine levels under 
control. This has been proven in the 
field for many years. So the correct 
answer is YES, saline can help remove 
some chloramines, but NO, it cannot 
guarantee a chloramine-free pool, 
especially for a swim school.

#3 Saline is an inexpensive 
technology to install
A residential-grade saline system can be 
installed for between $1,000-$1,500, and 
will do a fine job. On a commercial pool, 
however, chlorinator sizing is mandated 
by local (DOH) Health codes and 
national “best practices”. While you could 
install a residential 1.5 lb. cell, DOH 
may require a 15 lb. cell, or larger, for 
your 25 x 50 indoor swim school pool. 
Also commercial systems cost more than 
residential ones as the plate technology 
and the electronics need to be beefed 
up to handle 24/7 operation. All in all, 
you get what you pay for as residential 
grade systems have not fared well in 
commercial applications, but a properly 

Ask Al
Alvaro G. Mendoza, Commercial Energy Specialists, Inc.
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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.

sized commercial system will save you 
more money for many years.

#4 Saline is all you need to 
operate your pool
While saline can be awesome, it is only 
a small part of the overall swimming 
pool treatment process. In overselling the 
benefits of saline, rookie (or unscrupulous) 
pool contractors can tell you that saline 
is “all you need”. This is not true. Behind 
every successful saline installation, there is 
generally a good overall strategy including:

•	 Proper	saline	sizing	of	7.2	lbs.	output	
capacity per 100 GPM of flow, or a 
smaller saline system with a redundant 
feeder with that capacity

•	 Direct	control	of	pH	and	chlorine	
(ORP) with an automated control 

system, preferably one that also 
integrates the redundant feeder

•	 Correct	overall	water	balance	with	
proper alkalinity & calcium hardness

•	 Direct	control	of	salt	concentration	
in water, if possible, to maintain correct 
PPM that assures chlorine production 
and protects cell against early demise

•	 Responsible	water	replacement	program	
to help keep organics under control

#5 Saline is an effective stand-
alone technology
While it can be a major player, saline is 
not best used as a stand-alone technology. 
Since it is best to take direct control of 
your chloramines, you more than likely will 
need to integrate a UV sterilizer into your 

program. Since both of these are “capital 
intensive” installations, if you had to choose 
only one, many schools have chosen the 
UV system first. Besides money, there is 
NO issue with using both.

In conclusion, Saline…when properly 
designed and installed, could be a great 
supplemental addition to your program. 
There are limitations in terms of initial 
cost, control of chloramines, limited 
life of reaction cells, and limited effect 
on your overall operations. Consider 
all the strengths and weakness, and 
use saline if and when the application 
works best for you. 

Best Regards,

Alvaro G. Mendoza

Please feel free to forward your questions & comments through the USSSA office, 
or directly to me via email at amendoza@ceswaterquality.com



The US Swim School Association Thanks our Annual Sponsors

Jackrabbit
Online Swim Lesson Management

Speedy. Reliable. Smart.

The 2013 USSSA Conference will be our biggest and 
best ever!  We are celebrating 25 years of education 
and networking for the learn-to-swim industry, and we 
want YOU to get involved! Whether you’re joining us 
in Scottsdale, or holding down the fort at your swim 
school, everyone can be included in the fun and reward 
of participating in the Best of Association awards.  The 
categories are as follows: 

MAGAZINE  |  PRINT AD  |  PHOTOGRAPH  |  T-SHIRT

SWIM FOR LIFE ACTIVITY  |  WEBSITE  |  PROMOTION

FACILITY  |  BUSINESS DEVELOPMENT  |  LEADERSHIP

The deadline for all submissions is September 10th, 
2013. Please visit the USSSA homepage for a detailed 
description of each category, submission specifications, 
and the official entry rules. 

The Best of Association Awards
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