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

their goals in the learn to swim business.

United States Swim School Association Core Values
Provide opportunities for learning and sharing for our 
members. Help maintain high ethical and professional 

standards in our industry. Provide business development 
education for our members.

 I’m sure that many of you left the conference with 
just one thing on your minds – PUMPKINS!  
 Another year, another conference full of sharing 
ideas, great presentations and being able to re-energize 
ourselves with other members.  Everyone left with a list 
of best ideas and ‘to do’s’ for the upcoming year.  
 Our Keynote speaker, Ruby Newell-Legner 
was as entertaining as she was 
informative.  Ruby explained 
that by turning our 
customers into loyal 
fans and creating 
guest experiences 
that are worth more 
than the price of 
admission, we create 
a positive impact with 
our customers, students 
and staff.
 She encouraged 
every one of us to go for 
the goal and hit the target 
in great customer service.  
Ruby left us with SHABAHA 
which is “the good feeling 
you get when you’ve done 
your best.”
 Nikki Miller, Owner 
of Academy Swim Club 
began the conference 
presentations with Sales Techniques; 
Changing the Paradigm.  Nikki encouraged us to set 
goals, review our philosophy and mission statement.  
She explained, if you don’t know where you’re going, 
that’s where you’ll end up!   Nikki was able to take the 

very broad subject of sales and key in on some important 
points; Personal Branding – it’s not who you know, it’s 
who knows you!  She says, ‘Prepare to win or lose to 
someone that is prepared’, and most importantly in 
sales, ‘it’s not a hard sell, it’s a heart sell.’
 In the midst of this economic hiccup, we all could 

use some extra cash in our flow.  Micha Seal Beatty 
of Seal Swim School showed us how pumpkins 

helped them put a hefty 
$22,800 of jingle into 
their swim school last 
year – and she expects 
more this season as 
she has eliminated 
the middle-man!  
Her presentation, 
Revenue 
Opportunities in 
your Swim School 
showed that we 
can all start to ‘think 

outside the pool’ to increase 
our bottom lines.  Micha showed how she 
took her retail space to a whole new level 
and created a very successful boutique.  
Seal Swim School also gains income from 
their Christmas tree lot, underwater photos, 
sidewalk sales, and holiday camps.  Everyone 
left thinking about golf carts and pumpkins, 
pumpkins, pumpkins!
 In the Owners Forum, we discussed 
the economic times and how members 

are handling it.  There was a positive response as 
many schools are finding ways to reward employees 
through attendance, employee meetings and personal 

San Diego ~ SHABAHA!

continued on page 3
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Hi	Everyone!

     It is that time of year 
again when we suddenly 
realize just how fast a year 
can pass us by. Our holiday 
season is upon us and we 
are getting ready to dive into 
a new year. I would like to 
start by saying thank you to 
all of the members who were 
able to attend the San Diego 
conference and for making 
it such a great success. For 
those members who were 
unable to attend, you missed 

a great conference and we hope to see you at the next one.

 I would like to take this chance to thank our exiting board 
member Jeff Purchin for his hard work and support over the 
past two years. It is with your dedication that our association 
is able to grow and improve each year. It is my pleasure 
to introduce and welcome our new Board Members Rose 
Cholewinski and Dave Tonnesen, as well as our newly elected 
Vice-President Mary Reilly-Magee. As your new President, I 
feel I have some very big shoes to fill and I personally want to 
send a special thanks to our former President and one of the 
newest inductees to the Hall of Fame, Jim Hazen. You have 
given so much to our organization and the learn-to-swim 
industry over the years. Thank you.

 With 2010 just around the corner, it is important to stop 
and take time out now and reflect on this past year. With the 

economy struggling as it has been in 2009, many of us have 
crossed new territories and challenges with our businesses. 
This is not such a bad thing depending on what we have 
learned. If you can run your business better next year 
because of the mistakes you made and the challenges you 
faced this year, GROWTH has occured and that is a great 
thing. As a business owner, don’t let those opportunities 
pass you by. Just as important, as a new year is about 
to begin, set some goals for yourself and your business. 
Realize, as our economy is starting to recover, there are 
opportunities out there in the market to start new business 
and build new facilities that were not there before and may 
not be there again. Open your eyes to the opportunities that 
are out there; hotels and public pools are looking for ways 
to generate new revenue (such as leasing pool space/time 
to qualified professional organizations such as your own). 
Additional, developers and landlords are looking hard for 
long-term reliable businesses to work with. Many landlords 
are willing to do complete build outs including your pool 
for exchange of a long term lease.  Developers are often 
offering build-to-suit facilities as well as financing for them.  
My point is your negotiating powers are stronger than ever 
before thanks to this economy. So set some goals and 
don’t let this next year slip by you without seizing these 
opportunities. 

 Good luck and happy holidays to you and your family,

    Tyler Brewer
   President and Founder Dolphin Swim Club

   President, US Swim Schools Association

From the President’s desk

Mark Your Calendar
January	30-
February	4,	2010
Champions Club Retreat Cruise 
Keynote: Ruby Newell-Legner 
Ports of call – Labadee, Haiti 
& Ochos Rios, Jamaica

February	26-27,	2010	
Spring Workshop
San Antonio, Texas

Thanks to newsletter committee members Margee 
Charron, Nick Dobbs, Jeff Purchin, and Albert Paliwoda.

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

Fountain Hills, AZ 85269

Physical address: 17362 E. Calaveras Ave., 

Fountain Hills, AZ 85268

Telephone: 480-837-5525

Fax: 480-836-8277

E-mail: Office@usswimschools.org

Website: www.usswimschools.org

Executive Director: Sue Mackie

Association Officers
President: Tyler Brewer, 815-282-3488

Vice President: Mary Reilly-Magee, 210-492-2606

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

Rose Cholewinski, 530-759-1214; Ron Sciarro, 480-649-8687; 

Dave Tonnesen, 703-396-7946; Wayne Ziegler, 410-420-7665

Back Row: Wayne Ziegler, Tyler Brewer and Dave Tonnesen
Front Row: Ron Sciarro, Rose Cholewinski, Mary Reilly-Magee 

and Marla Blauman
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development, many schools have seen the caliber 
of employees has also risen.  Some schools have 
increased their lesson prices and haven’t seen a drop in 
enrollment and some have eliminated lessons or closed 
their buildings during slower times to keep costs down.  
Overall, it seems we have found ways to stay afloat 
during this recession.
 The first panel discussion on Sanitizing Your 
Pool was extremely educational.  We heard from 
representatives that discussed chemical control systems, 
ozone disinfection, salt generating systems and UV 
systems.  The information was very educational and the 
panel was able to answer questions posed by members 
including cost, maintenance, chloramines and skin 
reactions regarding the various sanitizing options.  The 
second panel discussion was on Teaching Tips.  
 Other highlights were the popular Round Table 
Discussions, Mark Mahoney’s 10 Biggest Mistakes on 
Swim School Websites, Jeff Metzger’s presentation on 
Handling Confrontation; the Good, the Bad and the Ugly, 
Neil Uden’s Retention Management and Rob Jacobsen’s 
Winning Communication. 
 Tammy Schoen and Stephanie Burns of Houston 
Swim Club showed us their answer to the age old 
question of staff training.  Their presentation on 
Curriculum Consistency showed how they had 
consistency not just between instructor to instructor, but 

between instructors in all of their four locations!  They 
discussed their teacher training videos, quality control, 
and how they developed their staff training system.
 Another popular topic of the conference was working 
with students with special needs.  At the Owners Forum, 
there was discussion of how swim schools are working 
with children who have disabilities.  Some suggestions 
were to include caregivers; as they know cues and 
triggers of the child, to use high school students to 
assist with classes with a special needs student, and 
to mainstream the child whenever possible.  Tammy 
Anderson and Cathy Ball of Aqua Pros Swim School 
presented Aquatics for Autistic and Special Needs.  They 
feel that some qualities of an instructor include empathy, 
energy and tenacity as well as someone willing to try new 
ways of teaching.  
 Ross Gage’s Holistic Swim School presentation 
was a wonderful cap to a very educational conference.  
Here are just some examples of what he feels makes a 
holistic swim school:  one that is environmentally friendly, 
lives the water safety message, develops its staff and 
actively engages its customers ‘as family’ and the wider 
community in a caring manner.  Ross challenged each 
of us to be the best that we can and should be. 3



A Warm Welcome to Our New & Returning Members...
Aqua	Stars	Swim	School	
 Jimmiesue Combs – Ridgefield, WA
Aquatots
 Aileen Bucciero – Purchase, NY
Aqua	Tots	of	Colorado	
 Chris Creasman – Peyton, CO 
Big	Blue	Swim	School	
 John Lonergan – Evanston, IL
Bubbles	Swim	School	
 Jere Burns – Spring Valley, CA 
Cusack	Family	Swim	School	
 Stephanie Cusack – Frisco, TX
DBR	Swim	School	
 Dena Blum-Rothman – Orange, CT
Diver	Dan’s,	Inc.	
 Daniel King – Santa Clara, CA
Ferguson	Swim	School	
 Erin Ferguson – San Diego, CA
Minnaries	Under	the	Sea	Swim	School	
 Minnarie Evanovich – Tracy, CA
Panda	Swimming	School	
 Joe Zhang – Sunnyvale, CA
Piedmont	Swim	School	
 Catherine Ogle – Piedmont, CA

Santa	Clarita	Athletic	Club	Swim	School	
 Deanna Marquez – Santa Clarita, CA   
Smilefish Swim School 
 Russ Marsh – Castle Rock, CO
Swim	With	Gills	
 Christina Gillin-Theiss – Hobe Sound, FL
Swim	Synergy	
 Krista Raimondi – Carlsbad, CA 
The	Great	Wolf	Swim	Team/SwimAmerica	
 David Bentz – Brooklyn Center, MN
Tom’s	Dive	And	Swim	
 Warren Roseberry – Austin, TX
Tom’s	Swim	School	
 Keri Tom – San Diego, CA 
Vicenzi	Swim	School	
 Silvia Vicenzi – Valencia, CA
Virtual	Swim	
 John Quintana – Bedminster, NJ 
Woodbury	Aquatics	
 Ed Carrera – Irvine, CA

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

questions please feel free to call or e-mail the office 
at 480-837-5525 or office@usswimschools.org.
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Web Content Filtering
Jon Davis

Left Brain Techs, Inc
 I had the pleasure meeting some of you in San 
Diego during the US Swim School Conference in 
October.  For those of you I haven’t met yet, I am Jon 
Davis, Owner of Left Brain Techs.  I taught the course 
“Cutting Edge of Technology” in which I covered a lot 
of information.  Probably more than we actually had 
time for.  I wanted to give you a little more in-depth 
information on web content filtering. 

 I’m sure that at least one computer on your 
network has been infected with a virus or spyware in 
the last 12 months. To help prevent against viruses 
and spyware you should use a trusted anti-virus 
software combined with a web restrictions filter 
on your network. Some high-end filtering systems 
can cost upwards of $4,000 with annual costs and 
licensing associated with them.  Left Brain Techs, 
Inc. has found a great solution . . . it’s a web based 
filtering system that’s free! The basic version is free 
because it’s sponsor driven.  If a restricted site is 
attempted to be accessed then a message appears 
that the site has been restricted by the administrators 
with the sponsored links below. There is also a paid 
version that would eliminate the sponsored links. 

 For example, if you wanted to block all Social 
Networking sites but your company uses facebook.
com as a means to market to the community, you can 
block all social networking sites but allow facebook.
com. Conversely, you can block only facebook.com 
and leave open all the other Social Networking sites.  
There are 27 categories that you can choose from: 
Adware, Online Games, Webmail and messaging just 
to name a few.  Using this service can increase the 
internet speed because any non-business internet 
usage completely stops after implementing a service 
like this.  Your employees are more productive and 
not spending time surfing the internet. 

 If you have questions for Jon or are interested in 
his services he can be contacted at:

Left	Brain	Techs,	Inc.
jdavis@leftbraintechs.com

866-239-2216

It’s not too late to plan an 
event at your school! For an 

information packet on running a 
Kids	Swimming	for	Kids	Event 

at your school...

contact:
Lana	Whitehead

lana@swimkidsusa.us
(480)820-9109

Kids Swimming for Kids 2009



The People aspect of business is really what it is all 
about.  Rule #1: Think of customers as individuals.  
Once we think that way, we realize our business is 
our customer, not our product or services.  Putting 
all the focus on the merchandise in our store, or 
the services our corporation offers, leaves out 
the most important component: each individual 
customer.

Keeping those individual customers in mind, here 
are some easy, down home steps-to-remember 
when you want to keep ‘em coming back!

	 1.	Remember	there	is	no	way	that	the	quality	
of	customer	service	can	exceed	the	quality	of	
the	people	who	provide	it.		
	 Think you can get by paying the lowest wage, 
giving the fewest benefits, doing the least training 
for your employees? It will show.  Companies don’t 
help customers…….people do.

 2.	Realize	that	your	people	will	treat	your	
customer	the	way	they	are	treated.  
 Employees take their cue from management.  Do 
you greet your employees enthusiastically each 
day; are you polite in your dealings with them; do 
you try to accommodate their requests; do you 
listen to them when they speak?  Consistent rude 
service is a reflection not as much on the employee 
as on management.

	 3.		Do	you	know	who	your	customers	are? 
 If a regular customer came in to your facility 
would you recognize them?  Could you call them 
by name?  All of us like to feel important; calling 
someone by name is a simple way to do it and lets 
them know you value them as customers.  Recently 
I signed on with a new fitness center.  I had been 
a member of another one for the past ten years, 
renewing my membership every 6 months when the 
notice arrived.  I had been thinking about changing, 
joining the one nearer my home and with more 
state-of-the-art equipment.  So when the renewal 
notice came, I didn’t renew.  That was 8 months 
ago.  Was I contacted by the fitness center and 
asked why I did not renew?  Did anyone telephone 
me to find out why an established customer was 
no longer a member or to tell me they missed me? 
No and No.  My guess is that they don’t even know 
they lost a long-time customer and apparently 
wouldn’t care.

	 4.		Do	your	customers	know	who	you	are?	
	  If they see you, would they recognize you?  Could 
they call you by name? A visible management is an 
asset.  At the Piccadilly Cafeteria chain, the pictures 
of the manager and assistant manager are posted on 
a wall at the food selection line and it is a policy that 
the manager’s office is placed only a few feet from 
the cashier’s stand at the end of that line, in full view 
of the customers, and with the door kept open.  The 
manager is easily accessible and there is no doubt 
about “who’s in charge here”.  You have only to 
beckon to get a manager at your table to talk with you.

	 5.	Go	the	extra	mile.  
 Include a thank-you note in a customer’s 
package; send a birthday card; clip the article 
when you see their name or photo in print; write 
a congratulatory note when they get a promotion.  
There are all sorts of ways for you to keep in touch 
with your customers and bring them closer to you.

	 6.		Are	your	customers	greeted	when	they	
walk	in	the	door	or	at	least	within	30-40	
seconds	upon	entering?  
 Is it possible they could come in, look around 
and go out without ever having their presence 
acknowledged?  It is ironic it took a discount 
merchant known for price, not service, to teach the 
retail world the importance of greeting customers 
at the door.  Could it be that’s because Sam 
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Growing Your Business One Customer At A Time
By Liz Tahir



Walton knew this simple but important gesture is 
a matter of respect, of saying “we appreciate your 
coming in,” having nothing to do with the price of 
merchandise?

 7. Give customers the benefit of the doubt.  
  Proving to him why he’s wrong and you’re right 
isn’t worth losing a customer over.  You will never 
win an argument with a customer, and you should 
never, ever put a customer in that position.

 8.		If	a	customer	makes	a	request	for	something	
special,	do	everything	you	can	to	say	‘Yes’.  
 The fact that a customer cared enough to ask 
is all you need to know in trying to accommodate 
her.  It may be an exception from your policy but 
(if it isn’t illegal) try to do it.  Remember you are 
just making one exception for one customer, not 
making new policy.  Mr. Marshall Field was right-on 
in his famous statement: “Give the lady what she 
wants.”

 9.	Are	your	associates	properly	trained	in	
how	to	handle	a	customer	complaint	or	an	irate	
person?	 
 Give them guidelines for what to say and do in 
every conceivable case.  People on the frontline 

of a situation play the most critical role in your 
customer’s experience.  Make sure they know what 
to do and say to make that customer’s experience 
a positive, pleasant one.

 10.	Want	to	know	that	your	customers	think	of	
your	company? 
 Ask them!  Composes a “How Are We Doing?” 
card and leave it at the exit or register stand, or 
include it in their next statement.  Keep it short and 
simple.  Ask things like: what it is they like; what 
they don’t like; what they would change; what you 
could do better; about their latest experience there, 
etc.  To ensure the customer sends it in: have it 
pre-stamped.  And if the customer has given their 
name and address, be sure to acknowledge receipt 
of the card.

Remember	that	the	big	money	isn’t	as	much	in	
winning	customers	as	in	keeping	customers.	 
Each individual customer’s perception of your 
company will determine how well you do this.

Liz Tahir & Associates
201 St. Charles Avenue, Suite 2500

New Orleans, Louisiana 70170
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Teaching Principles I’ve Relied On
By Howard Firby

IF	THE	LEARNER	HASN’T	LEARNED,	THE	
TEACHER	HASN’T	TAUGHT	

I was exposed to this axiom many years ago and 
believe it more all the time.  This means that it is 
not enough to explain something once and then 
write off the student that doesn’t learn it at once as 
a dunce or a motor moron.  You must keep working 
at it to earn your “teacher” title.  It is a special kind 
of challenge to communicate something as subtle 
as fine swimming skills to the very young.

USE	ANY	AND	ALL	MEANS	IN	GETTING	YOUR	
TEACHING	TO	“TAKE” 

You must be resourceful.  You must use your 
imagination.  After 34 years of teaching and 
coaching I guess I have seen and used everything 
old and new in the way of gimmicks, teaching aids, 
drills, etc.  But I am STILL on the lookout for new 
and better approaches than the ones I use now.  
Use any and all means of presenting, coaxing, 
trying, fixing, etc. until you have indeed taught and 
the student has learned.

STICK	TO	THE	FUNDAMENTALS	AT	FIRST	

Don’t get caught up in imparting details until 
the FUNDAMENTALS are thoroughly learned.  
Until then impart only the general concept.  For 
example, don’t worry about the fingers being open 
a bit until the student has mastered the overall arm 
recovery and pull.

GO	FOR	THE	“FEEL	OF	THE	WATER”	RIGHT	
FROM	THE	BEGINNING 

By this I mean the feeling of easily sliding along 
through the water and by feeling the pressure of 
the water when pulling.  Sell the joy of swimming.

RELY	HEAVILY	ON	STROKE	DRILLS

Learn to use stroke drills that will nurture the “feel” 
mentioned above.  When you help your swimmers 
discover how neat the “feel” is, you have given them 
something they can enjoy the rest of their swimming 
life.  I first give the group a brief explanation of what 
I want them to do.  They then swim a bit.  I then give 
them another explanation as one or two of them who 
got it right the first time demonstrate.  They all swim 
again.  Then I am down to one or two who need more 
individual attention to get it.  Don’t forget to give your 
drill or desired movement a clever or humorous name 
so it will easily be remembered by students.

WORK	ON	ONE	THING	AT	A	TIME	

For example, for freestyle, students point their 
elbows at the side walls underwater when they 
swim.

KEEP	INSTRUCTIONS	SHORT	AND	SPECIFIC

If you drone on for minutes you will defeat your 
purpose.

USE	WORDS	THE	SWIMMERS	UNDERSTAND

This is critical.  For example, I have found that 
hardly any children under the age of nine know 
the meaning of “streamline”.  They do know the 
meaning of “pointy”, “long and skinny” etc.  

BUILD	TECHNIQUE	AROUND	THE	INDIVIDUAL

Far too many teachers and coaches adopt 
the attitude, “This is the stroke we do in this 
organization, do it this way or else.”  There are, 
in fact, quite a few successful variations in style 
in each of the four strokes.  Equally important is 
the temperament of the student.  Some are what I 
term, the frustrated boxer types who love to rev up 
a storm – while some are more elegant types who 
can incorporate subtle nuances into their stroke 
style.  Both can be successful if the fundamentals 
are sound.  Make room for more than one way in 
your teaching.

WORK	AT	BECOMING	A	GOOD	MASTER	OF	
CEREMONIES 

I can’t stress this enough.  If you can really enjoy 
what you are doing, come up with some new 
expressions, new ways of doing things, this will 
make a tremendous difference to you.  You will 
enjoy the teaching more and so will your students.  
Let me put it to you another way.  Suppose you 
were the emcee of a TV show that was on several 
times a week.  Your show would become extremely 
boring if you could not come up with something 
new and different every time.  It is the same for us 
teachers.  So really scratch your skull and come 
up with various approaches.  If you don’t you are 
slipping.  By “new” approaches I mean varying 
ways to warm up, drill, play a game, go for the 
distance, time, etc.  I once jotted down over 40 
ways to do flutter kicking in class and training.  So 
aim to become a good emcee.  The students will 
appreciate it and stay with you much longer than if 
you are the consummate technician.
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Board Of Directors – “Board Bits” 
The Association would like to welcome its newly 
elected Board Members.  Rose Cholewinski, owner 
of SwimAmerica – Davis in California and Dave 
Tonnesen, owner of SwimKids Swim School in Virginia 
who were both elected to the Board of Directors at 
the 21st Annual National Conference in San Diego, 
CA.  Tyler Brewer, owner of Dolphin Swim Club in 
Illinois will move into the position of President and 

Mary Reilly-Magee, owner of Love to Swim School in 
Texas, will serve as Vice-President/President Elect.  
We wish these individuals, along with the other Board 
members, all the very best as they represent the full 
membership and strive to promote professionalism, 
continued education and drowning prevention within 
the learn-to-swim industry.

Congratulations to the 2009 Award Recipients
It is with great pride that the U.S. Swim School 
Association announces the 2009 Award recipients; all 
of whom were honored at the 21st Annual National 
Conference in San Diego, CA, the week of October 
12th.  Inductees into the Hall of Fame were Jackie 
Young, owner of SWIMBABES™, in Oregon and Jim 
Hazen, owner of Saf-T-Swim, in New York.  These 
honorees have at least 20 years of experience and 
have made exceptional contributions to the swim 
school profession and learn-to-swim industry.  
 
Sharron Crowley, owner of Aquaventures Swim Centre 
in Vancouver, Canada, received the Guiding Light 
Award for her particularly outstanding contribution to 
the organization during the previous year.  Sharron 

joins a venerable ‘who’s who’ of U.S. Swim School 
Association’s outstanding leaders, past and present.
 
The Humanitarian Award was presented to Miren 
Oca, owner of Ocaquatics in Florida, in recognition 
of the outstanding services she provided to her 
local community in the fields of water safety, aquatic 
education or drowning prevention.  
 
The Association is extremely proud to have such 
exceptional and dedicated members of this 
organization.  We congratulate each of them and look 
forward to continued work with them for many years to 
come. 

The professionals at 

RMS have more than 

30 years experience 

accessing insurance 

products that meet the 

needs of swimming 

lesson programs 

across the country. 

Our insurance 

professionals can 

guide you through our 

available insurance 

coverages and 

customize a program 

specifically for your 

organization.

Toll Free 800.777.4930
Fax 602.274.9138 

Proud sponsor of the United States Swim School Association

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

Visit us online at www.theriskpeople.com 
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Around the Association
Lana	Whitehead	owner of	SwimKids	USA, Mesa, 
AZ has been invited by the American College of 
Sports Medicine as part of a select group to travel 
as an ambassador to the Beijing Sport University in 
China. Through her recent book, “Move and Learn, the 
Power of Movement” she was asked to speak about 
developing and appreciating neurological development 
and avoiding neurological deficits in developing elite 
athletes from infancy.  

Congratulations to	Paul	and	Rebecca	Sassenrath who 
have become the proud Owners of Sea	Otter	Swim	
Lessons in Loomis, CA!  Paul and Rebecca are the 
founders and original owners of Sea Otter Swim Lessons 
and they are excited to continue to bring stability, vision 
and support to an already wonderful school.  After a 3 
year break to finish up her college degree, Rebecca has 
a fresh perspective and greater foundation to provide 
Sea Otter with leadership to carry on with the tradition 
of providing high quality swim lessons to all ages and 
abilities. Paul has always been a steady supporter and 
will continue to bring his 30 years of business experience 
to the program.  Their theme for the New Season: 
“Swimming is For LIFE!”  

Southwest	Aquatics in Winter Garden, FL just hosted 
their 2nd Annual Run for the Gift and Aquathon.  This 
event supports their ‘Gift of Swimming’ non-profit which 
provides funds for swim lessons to students, families 

and organizations.  Joy	McGinty, Owner of Southwest 
Aquatics reports that they had an amazing turn out with 
over 110 participants.  They also held a free fun-run for 
children 10 and under some of whom are swim recipients 
of ‘Gift of Swimming’.  A post- race party was held with 
an awards ceremony, petting zoo, face paint, food and 
other family activities! 

Penny	Pantano, Owner of Swim	In	Zone, reports that 
MedPage Today picked up an article that highlighted 
water safety and swim lessons.  In the article “Teaching 
Tots to Swim Prevents Drowning”, Check out the 
complete article at:  http://www.medpagetoday.com/
Pediatrics/PreventiveCare/13075 , Two member schools, 
Swim in Zone and SwimWest Swim School, owned by 
Karen Kittelson were noted in the video at:  http://www.
youtube.com/watch?v=OxWg7zdaCok  

Congratulations to Carla	Zarifeh	of Aquaventures	
Swim	Centre, Vancouver, Canada on the birth of her 
baby girl, Nessa-Marie born on Oct 25, 2009.  

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

Tel:  877-709-3700 

NSA takes the headache out of 
employee background screening 
programs.  Our simple online  

system hits the ground running with minimal training,   
implementation time, energy and money.  

PRODUCTS AND SERVICES: 
CRIMEGUARD (INSTANT NATIONWIDE SEARCH) OUR 
MOST POPULAR SEARCH COSTS JUST $15.00
SOCIAL SECURITY LOCATOR 
COUNTY/STATE COURT SEARCHES 

Other Search Products available 
Drug Screening 

DMV, Education, Employment, Professional License Verification, etc. 

Cost Effective for all business sizes 

No Sign up, Maintenance or Annual Fees 

Dedicated Customer Service Team 

FCRA Compliant 

System Accessibility 24-7  

FIND OUT WHY OTHER SWIM SCHOOLS 
HAVE CHOSEN OUR SERVICES! 

References available 

NSA HELPS SWIM SCHOOLS NAVIGATE THE RISKS IN ITS
HIRING PRACTICES.

SAFEGUARDING CHILDREN AND PROTECTING YOUR
BUSINESS IS OUR #1 PRIORITY!

Marlene Meier, Sr. Account Executive, 46 Essex Street, Suite 300, Millburn, NJ  07041    
Tel: 973-376-3330   Fax: 973-376-3331 Email: marlene@nsascreen.com 



Member Interest
By Albert Paliwoda

	 Janet	Zeal,	Owner	of	School	of	Swimming	
Inc.,	Jacksonville,	FL has partnered with “Safer 3” 
and created over a month of swimming and drowning 
awareness. However she did more than just involve her 
school, she involved as many swimming institutions as 
possible. Working with McDonald’s in her fight to get 
preventable drowning noticed.  Here are a few things 
that could lead us all in the right direction toward this 
valuable swimming public service announcement (PSA).
 How does one involve one‘s business with such an 
advertising giant?  Diligence and good timing resulted in 
the McDonald’s Safer 3 tray liner. Janet says she was in 
the right place at the right time. “McDonalds happened 
to be looking for a water safety program to promote 
during the summer; I just happened to be the caller to 
let them know about the “Safer 3” program”.
 Once knowing McDonald’s was keenly interested, 
she contacted the PR directors of the local children’s 
hospital and Safe Kids, to involve them as co-sponsors 
of the project.  Safe Kids Worldwide is a global network 
of organizations whose mission is to prevent accidental 
childhood injury, a leading killer of children 14 and 
under. Log on to this link http://www.usa.safekids.org to 
find a coalition closest to your school.  
 The idea behind the tray liner is one of a simple 
PSA.  Drowning is preventable with swimming lessons 
and the call to action is simple; take lessons at any 
participating swim school, recreation center, or 
YMCA.  As a reward for all swimmers, a coupon for a 
complimentary cone was provided by McDonalds to 
the swim schools.

 The tray liner uses the National Safe Kids annual 
safety tag line, the Safer 3 message, and offers links 
on the USSSA web page and a phone number to call 
for participating locations to enroll children in swim 
lessons.  This builds public awareness and swim 
interest for everyone! The tray liners were on the trays of 
106 stores in 18 counties. 
 Janet knew that by making this marketing plan 
easy, everyone involved would be encouraged to repeat 
their advertising the following year.  She called all of 
the swim school participants.  She also took charge 
of scheduling the meetings for tray liner production as 
well as formulating the list of school addresses on the 
website and setting up a hotline that was directed to her 
school.  This execution and ease of organization has 
kept this program running for 5 years now.
 If you’re interested in bringing this sort of message 
out in your community; talk to your Safe Kids contact 
in your area and go to monthly meetings, get in contact 
with your local children’s hospital and keep in contact 
with marketing directors. Kohl’s department store is 
another great advertiser willing to work with public 
safety and community projects.  This PSA can promote 
the USSSA, Swim For Life, Safer 3, Children’s hospital, 
Safe Kids, your local health department as well your 
swim school. 
 Start calling early to work the Public Service 
Announcement into their annual budget and then make 
the maintenance calls during your season for any edits 
to the tray liner. Your first year of hard work will pay off 
in swimmer smiles and saved lives!

San Diego ~ Some Take-Home Ideas
 • I like the idea of placing 5 coins in 
one pocket and having to move them 
over to the other pocket every time 
you share a compliment with another 
employee.

 • The training video (Tammy Schoen 
& Stephanie Burns, Houston Swim 
Club’s ‘Curriculum Consistency’ 
presentation) showing the underwater 
view along with the above water view 
on the same screen.

	 	 	 Jon	Alpert
	 	 	 Waterworks	Aquatics

 • Have employees (colleagues) start 
and end every staff meeting.
 
 • Change working of different fees to 
one “administrative fee.”
 
 •  Hosting a mandatory conference 
for employees on autism/special 
needs.
	 	 	 	 	
	 	 	 	 Tammy	Schoen	
	 	 	 	 Houston	Swim	Club

 • We just finished a complete overhaul of our website before the conference, 
and the “10 biggest mistakes on a Website” helped to fine tune it, with confidence, 
although I know it will be an ever ongoing process.  At least I know the rules!

 • Sean Dever hit a Home Run with his Cookin’ the Books class, and when 
combined with Micha Seal Beatty’s Revenue Opportunities, we will be crunching 
some new numbers to see if we can increase our retail space.
 
 • I was impressed with the talent and expertise of Tammy Anderson and Cathy 
Ball and will use what they shared (about teaching students with autism) in future 
training with my staff.

 • I will be downloading the Links Retention software, as I think it will work 
beautifully with our Sales/Customer Service staff.

	 	 	 	 	 	 	 Nikki	Miller,	Academy	Swim	Club

 • Gain incremental Income by using your swim school as a retail center  non-
swimming related goods (Example : Selling Pumpkins in October, Christmas trees in 
December, etc)

 • All pages on the website should have a “Call to Action” (For example : “Call or 
email us for  FREE EVALUATION” found on right side of every page)
 
 • Instructors having authorized access to Teacher Training Videos online to review 
lesson plan for every level. 

	 	 	 	 	 	 	 Ria	Theresa	Mackay
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Floating Fins Learn-to-Swim Snorkel

Custom DiapersEclipse Bladeback

Nitro Goggle
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