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And yet, as leaders we often move from 
one year to the next with little or no 
time spent reviewing the year just past 
from a purely leadership perspective. To 
help counter that, here’s my five-point 
year-end leadership checklist:
1. Manage the narrative.  
Every business, division, department, 
project, group or team ends the year 
with an often unspoken (but widely 
accepted) narrative:

The year is almost over. Great 
leaders know how to tie up 
loose ends and make sure their 
employees are happy and ready 
to move forward.

Salespeople live and die by the annual 
review. Auditors have built an entire 
industry around it. For the next month, 
print and television media will pour  
out gallons of coverage of the past year 
in review.

A Great Leader’s Year-end Checklist 
By Les McKeown, author of Predictable Success: Getting Your Organization 
on the Growth Track and Keeping It There
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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. 
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Letter from the President

Mary Reilly-Magee
Love to Swim School
President, U.S. Swim School  
Association

Association Headquarters
Mailing address: P.O. Box 17208,
Fountain Hills, AZ 85269
Telephone: 480-837-5525
Fax: 480-836-8277
E-mail: Admin@usswimschools.org
Website: www.usswimschools.org
Executive Director: Sue Mackie

Association Officers
President
Mary Reilly-Magee, 210-492-2606
Vice President
Miren Oca, 305-969-7946
Association Board
Rose Cholewinski, 530-759-1214
Lynn Ledford, 949-589-1512
Tammy Schoen, 713-434-7946
Pat Sunderhaus, 602-971-4044
Dave Tonnesen, 703-396-7946

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

Dear Members,
Thank you for your continued support of our Association. I am so proud to be a part 
of an organization that has so many truly incredible people making a difference in 
the world one community at a time. 
During our National Conference in Hawaii, we rolled out the U.S. Swim School 
Association’s alliance with the newly renamed Safer 3 Water Safety Foundation. 
We asked the membership to heed the call to become Safer 3 Messengers in their 
communities. The response was phenomenal! Thank you for adding your voice to 
the critically important consistent message of safer water, safer people and a safer 
response. Mitigating risk in and around the water is what it’s all about. Let’s shout  
it loud and proud!
The Hawaii National Conference also brought two new members to our Board of 
Directors. I am happy to welcome Mike Williams and Kendra Walker to our lead-
ership team. The Board of Directors meets in Phoenix this January for three days to 
develop a strategic plan for the coming year with the association’s 3-5 year objectives 
in mind. Buckle up, Mike and Kendra! It will be fast, furious and fun. 
Fast and furious makes me think Hurricane Sandy. What a nightmare. Many of our 
friends on the east coast are suffering from the devastation of that storm. I know I 
can speak for all our members when I say how sorry we are for all the people who 
are in distress. Our prayers and thoughts are with you. Most of our members have 
only asked that any assistance offered, be directed toward their affected communi-
ties, as that is where the most damage has been done, and that is the source of  
their livelihood. Without a sense of normalcy, businesses are likely to struggle a  
bit. Continued support and communication with fellow members, not only helps 
uplift them in their time of need, but provides an avenue for aid. Please utilize our 
general Facebook page, as well as our member directories to contact and help out 
your fellow swim school owners.    
The next opportunity for our members to connect with each other is at the Champion’s 
Club event in Costa Rica (Feb. 7th-10th). This event is intended to be a social  
networking experience for any owner who wants to attend. There will be some  
organized roundtable discussions and advisory board exercises scheduled. This is a 
first of its kind event you don’t want to miss. Zip lining, anyone?
Finally, as the holidays draw near and my thoughts turn toward holiday themes, I 
want to let you know how grateful I am to be a part of this organization. Thank you 
for your membership, the things you do to make your community safer and your 
dedication to being the best swim business owner you can be. Here’s to 2013!
Swimcerely,

February 7-10, 2013

2013 Champions Club Liberia, Costa Rica

March 11-12, 2013

2013 Spring Workshop Fort Lauderdale, FL

March 13-14, 2013

NDPA Symposium Fort Lauderdale, FL

May 9-10th, 2013

2013 Gazelles (Fortune Leadership Summit) Orlando, FL

October 9-11th, 2013

25th Anniversary National Conference Scottsdale, AZ
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From the Association Office
Happy Holidays to one and all!
With the New Year approaching, we have been working 
in full force to complete website upgrades and continue 
preparations for our Spring Workshop.
Information and registration for the 2013 Spring  
Workshop is available online at this time. Once again this 
year’s event is consecutive with the National Drowning 
Prevention Alliance (NDPA) Symposium. As a member 
of the Association, membership to the NDPA comes as 

an inclusive benefit to our swim school owners, providing the opportunity for a 
week long educational getaway. Our workshop is packed with interaction including 
panels, roundtable discussions, and specific topics to help you give your swim school 
a boost before the busy season starts. You and your staff can take advantage of both 
Infant Toddler Classroom and Water Workshops, and the all new Infant Toddler 
Presenters Course. After hours of hard work and collaboration, the Infant Toddler 
Committee is proud to be offering the Infant Toddler Presenters Course. The com-
mittee, chaired by Kathy Hubbard will be conducting the course to qualified mem-
bers who wish to develop their skills as an instructor for the IT Courses. Evolving 
over the past 20 years, the program has gone through many changes and revisions 
and has become the ideal program to educate those who wish to teach parent/child 
classes. Currently serving on the committee are Tracy Laman, Debbie Sayers,  
and Bobby Hazen. Among the many swim school members who have provided 
their knowledge and expertise over the years are John Bainbridge, Miren Oca,  
Andy Broido, Johnny Johnson, Dave Dubois, Robert Strauss, and Nikki Miller. 
Thank you to all those who have at one time or another shared their experiences  
and knowledge of teaching infants to help make the program what it is today.
The Infant Toddler Committee isn’t the only committee that has courses to offer at 
this year’s Spring Workshop. After receiving great reviews from the inaugural course 
at the National Conference in Hawaii, the Special Abilities Committee will also  
be teaching its course in Fort Lauderdale. The full day course will be comprised 
of lecture, video presentations and interactive activities in and out of the pool. The 
committee and its instructors are eager to continue teaching this course and share 
their knowledge to you and your staff.  Be sure to take advantage of these outstanding  
opportunities to engage with both organizations and receive maximum return on 
your investment.
Our 2013 Membership Directory will be going out in January, and we are requesting  
all contact information be updated no later than January 6th.  Please log in to 
the members only section on the website to submit your changes. Along with any 
updates to your contact information you will notice that we are asking for additional 
information on your swim school.  The additional information will help to substan-
tiate the number of swim schools, students, teachers, etc. 
Thank you to all of our members for your continued support and passion for the 
industry. This past year has been great for both the USSSA and all of its members. 
I’ve enjoyed working with each one of you and have loved being part of such an elite 
association. I’d like to wish you all the best as we turn the calendar and start a new 
successful year!

7C’s Swim School 
Daniel Carr, Bothell, WA
The American  
Swimming Academy 
Sherif Habib, Dubai, NC,  
United Arab Emirates
AquaSafe Swim Schools
Gail Spivey, Scottsdale & Gilbert AZ
Aspire Kids Sports Center 
Dona & Scott Barclay, Chandler, AZ 
British Swim School –  
Coral Springs 
Jenifer Rivera, Plantation, FL
British Swim School – 
Downtown Chicago
Antony White, Oak Park, IL
British Swim School –  
Wellington 
Sarah Hoffman, Wellington, FL
Marlin School of Swimming 
Blaine & Tamara Marlin,  
Richland, WA
Motivationz Swim 
Anthony Beks, Christchurch,  
Canterbury 8052 New Zealand
Piscis Swim Academy 
Victoria Cuello, Doral, FL 
Robert Mitchell Swim Lessons  
Robert Mitchell, Lake Forest , CA
Shipman Swim School 
Stacy Shipman, San Mateo, CA 
Starfish Swim School 
Tri-City Court Club 
Ryanne Jerry, Kennewick WA
Swim with Mr. Blue 
Julie Gross, Pompano Beach, FL
Swim School, Inc. 
Lindsay Taggart, New Castle, DE 
The Swim School 
Paul Oberle, Shreveport, LA 
The Swim Revolution 
Jim Wood, Smyrna, GA
Virtual Swim Coach 
John Quintana, Bedminster, NJ 
Woodbury Aquatics 
Ed Carrera, Irvine, CA
Zodiac Swim School 
Rick & Ellen Howard, 
Toronto,Ontario, CA

Welcome New  
& Returning 
Members

Sue Mackie
Executive Director
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- “We blew it.”
- “We nailed it.”
- “Our customer service team let us down.”
- “The first three quarters sucked but the fourth 
wasn’t too bad.”
Your mileage will vary. As the leader, 
it’s your job to understand what narra-
tive has taken hold in your team, and to 
manage it accordingly. 
This isn’t the same as PR or spin. 
Managing the narrative isn’t about ma-
nipulating what people think, it’s about 
knowing what has taken root in your 
team’s perception and helping the team 
members understand its importance.
As this year closes, what narrative  
has your group or team subliminally  
adopted? How accurate is it? Do you 
need to amplify or clarify any of it? 
Does it need to be discussed as a group? 
What lessons can you all learn from  
the narrative? 
2. Straighten the angels.  
Last week, we put up the Christmas 
tree in our house, and as always, the 
final thing we did was straighten the 
angel at the top.
Whether you’ve had your best year ever 
or the worst year imaginable, some--
probably all--of your top performers 
will have been bent out of shape getting 
you through it. 
Some of them will have developed 
less than helpful traits - of arrogance 
perhaps, or gruffness, or maybe just 
thoughtlessness. Some will be harbor-
ing grudges, or feeling hurt or confused. 
Others may have been blindsided by 
events and are finishing the year off 
their game. One or two may simply  
be exhausted.
They’re your angels. You’re their leader. 
You need to go straighten them out.
3. Cull.  
In the course of any year there’s a whole 
bunch of individual and group dynamics  
which lose efficacy, and which only  

you can untether. Practices that have 
become outdated; policies that no 
longer work; routines, rituals and habits 
that now just get in the way; meetings 
that have lost their purpose.
Ask for nominations of less-than-useful 
activities from your team, but make 
the final decision yourself - and make 
everyone’s life simpler by culling those 
that truly yield no ongoing benefit.  
4. Restock.  
During the year you and your team will 
undoubtedly have used up one or more 
of the staples of healthy group interac-
tion: energy, perhaps, or enthusiasm. 
Maybe as a team you’ve lost a sense 
of fun, or maybe you’ve run short on 
objectivity or perspective.
Take a moment and think about it. 
Again, take soundings from your col-
leagues. One way or another, you don’t 
want to start the new year with one or 
more of those staples missing from your 
team’s pantry. 
When you’ve identified which is 
missing, or has run down to danger-
ously low levels, think through how to 
restock in the next 30 days--can you 
theme the holiday retreat, or your end 
of year address accordingly? Do you 
need to give your folks some mentoring, 
or coaching, or training; or just a rest,  
or a new perspective?

5. Center yourself.  
Finally, what about you? How have you 
changed as a leader this year? 
Draw a line down the center of a page, 
and list on one column your defining 
characteristics at the start of the year, 
and on the other, your defining charac-
teristics at the end of the year. How do 
the two lists differ, if at all?
Ask someone who knows you well to 
repeat the exercise, from their perspec-
tive of you. How similar is their list to 
yours? 
As you look at the two lists, which 
characteristic of yours most helped 
your group or team this year? Which 
characteristic caused the most trouble? 
(When you’ve decided, ask your team 
if they agree--you may be surprised by 
how differently they view which char-
acteristics are your strong points and 
which are weaknesses.) 
Next year, how can you do more of  
the first characteristic, and less of  
the second?
McKeown, Les. (2012, November 27).   
A Great Leader’s Year-End Checklist. 
Retrieved from http://www.inc.com/
les-mckeown/the-great-leaders-year-
end-checklist.html

A Great Leader’s Year-end Checklist
continued from cover story
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Sometimes a kick in the butt can 
be more effective than a pat on 
the back.
Even if you’re an experienced executive, 
it’s likely you often find it very difficult 
to tell other people where they need to 
improve. Praising a good performance 
is easy; everyone likes to receive a com-
pliment. But what do you do when a 
kick in the butt seems more appropriate 
than a pat on the back? Here’s how to 
do this effectively:
1.  Treat criticism as a form  

of feedback.
The term “criticism,” while accurate, 
carries the baggage of negativity. By 
contrast, the term “feedback” implies 
the participation of both parties--a 
two-way give and take where both 
people learn and grow. Feedback is an 
opportunity for mutual growth. You 
learn by getting feedback, and you 
learn by giving feedback. The moment 
you reposition your criticism into the 
context of feedback, both you and your 
employee will feel more relaxed and 
receptive.

2.  Provide criticism on an  
ongoing basis.

Many bosses delay criticism until an 
employee’s yearly performance review. 
That’s ineffective, because the employee 
will be so concerned with money issues 
that he or she won’t be able to concen-
trate on personal growth. Remember: 
Reviews are about salaries; criticism 
(i.e., feedback) is about developing  
the employee. This entails paying  
attention to the employee’s behavior, 
stepping into the employee’s shoes,  
appreciating his or her experience,  
and helping to move that employee  
into a learning mode.
3.  Dole out criticism in  

small doses.
If you stockpile problems, waiting for 
the “right moment” to bring them up, 
chances are the employee will simply be 
overwhelmed. Criticism is best given in 
real time or immediately after the fact. 
Don’t wait until problems fester. The 
very best time to provide criticism is 
whenever somebody is making posi-
tive progress but there’s still room for 
improvement. Rule of thumb: Balance 
out every criticism with seven honest 
compliments.

How to Criticize Employees: 6 Rules
By Geoffrey James, author of Business to Business Selling: Power Words and 
Strategies From the World’s Top Sales Experts

4. Begin by asking questions.
Your goal is not (or should not be) to 
persuade employees to do things the 
way that YOU would do them. Instead, 
dig deeper and find the roots of the 
specific problem. Ask questions, such 
as: “Why do you approach this situa-
tion in this way?” “How could we have 
done better?” and “What do you think 
could use improvement?” Such ques-
tions lead employees to discover their 
own solutions and their own insights.
5.  Listen, acknowledge,  

and learn.
You may think that you understand 
what’s going on and why something 
happened, but you might easily be 
wrong. When you listen to an employee 
and acknowledge what he or she has 
to say, you learn about the world from 
that employee’s point of view. That in 
turn gives you more understanding of 
the employee’s motivations and de-
sires, which in turn helps you to better 
understand how to help him or her 
change his or her behavior.
6.  Address the behavior, not  

the person.
Never say something like “You’re unre-
liable! You’ve been late three times this 
week !” Instead, address the behavior 
that’s troubling, like so: “You’re usually 
punctual, but this week you’ve been 
late three times. What’s up?” Similarly, 
when you want to change a behavior, 
don’t address it as a personality issue. 
Asking “What can you do to become 
more reliable?” is a dead end. What’s 
more likely to work is something like: 
“What can you do to ensure you’ll be 
on time more often?”
James, G. (2012, November 20). How 
to Criticize Employees: 6 Rules. Retrieved 
from http//www.inc.com/Geoffrey-
james/how to criticize-employees-6-
rules.html
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Small Business Marketing and Community Service
By Jamillah Warner, Marketing Coordinator at Nobuko Solutions

We all have social and community is-
sues that we care about. A green planet 
for some, children in need for others, 
disabled veterans, survivors of abuse … 
the opportunity to give back is end-
less. But what does that have to do with 
small business?

Social programs not only help people  
in need, but also provide marketing  
opportunities for the generous, smart 
and socially aware small business owner. 
It can be profitable to serve (for both 
you and the charity).
Two Profitable Reasons to Sup-
port Effective Social Programs

1. COMMUNITY.  
Effective programs provide hope and 
opportunity for underrepresented 
segments of society. They help people 
survive, learn and eventually contrib-
ute. Social programs touch people’s 
lives, and that’s something the small 
business owner knows instinctively. 
We see the faces of our clients daily. 
We understand that the problem we 
solve in business helps people, families 
and communities in our way. Our size 
allows us to maintain the intimacy of 
service that our businesses provide. 
Supporting smart social programs is 
almost a no-brainer for small business 
owners. In fact, small businesses are 
some of the most generous givers in  
my community.
But we sometimes miss the real  
marketing benefit — and there is no 
shame in taking advantage of that  
benefit, when you consider a few things.
2. MARKETING.  
When you offer a quality product or 
service and also support an initiative 
that you believe in, that’s social net-
working at its best. It’s your business 
taking the time to care about both your 
clients and your community. Tactfully 
spreading the word helps the nonprofit 
and helps you. You not only get to 
tweet it and Facebook it, but you are 
often included in the event’s or organi-

zation’s promotional materials. Remem-
ber, that social program typically needs 
marketing support, too.
Two Ways to Maximize the  
Relationship

1. PASSION.  
Find programs that match or comple-
ment your business and personal beliefs. 
If you discover what you are passionate 
about in business, it makes it easier for 
you to weather storms as you build your 
dream. Simultaneously, if you discover 
what you are passionate about in com-
munity service, it makes it natural for 
you to give (and promote). For example, 
if you sell children’s clothes, then sup-
port a children’s program. If you sell 
women’s clothes, support the local 
women’s shelter. But don’t stop  
at giving.
2. PRESS RELEASE.  
Use a press release to the get the word 
out. Send it to your local paper, radio 

and television stations, and submit it 
online. You never know when your 
news can help a reporter complete a 
story and give you and the local charity 
publicity that money can’t buy. Since a 
rising tide lifts everything in the ocean, 
your promotion brings attention to the 
charity as well.
QUICK TIP: Be careful about choos-
ing a polarizing issue (unless you are 
ready to stand by it or your business 
is automatically connected somehow). 
There are some issues that may cost you 
customers.  In the end, you want to be 
both business wise and personally true.
1.Warner, J. (2011, January 24). Small 
Business Marketing and Community Service. 
Retrieved from http://smallbiztrends.
com/2011/01/small-business-market-
ing-and-community-service.html
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We’d Like To Know More About You
There have been many updates to our website 
this year; perhaps the most crucial element 
would be the Membership Directory. As we 
are preparing for a bigger and better year, we 
are asking all of our members to log-on and 
fill out our new membership profile. The  
new profile now asks for more detailed 
information that will not only update your 
listing on the directory, but will assist us 
when considering conference speakers, new 
programs, potential sponsors, and member 
support services. It is important for us to 
have an accurate picture of our membership 
including such things as number of students, 
number of teachers, programs offered, etc. 
Please note that we are now asking you list all 
of your facilities. When updating this section 
you will have the option to list some or all of 
your locations. You will only be charged for 
those locations that you want included in  
the directories.  
Take a few minutes and let us know more 
about you and your operations. The more  
we know, the better we can serve you!
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The Safer 3 Water Safety Foundation 
is proud to be the water safety message 
that is promoted by the USSSA. Our 
two organizations share a love of swim-
ming and know that teaching water 
safety is an integral part of the swim-
ming process. The Safer 3 Water Safety 
Foundation can help you incorporate 
water safety into your business. 

Some of you learned of Safer 3 for the 
first time at the USSSA conference in 
October, while others have been advo-
cates of our foundation for many years. 
Whether you are new or old supporters, 
we encourage you to learn more about 
our foundation and programs. 
Many of our programs have been 
designed with the swim school owner 
in mind, specifically the Safer 3 Water 
Safety Challenge. The Safer 3 Chal-
lenge is an annual event that has been 
held by many swim schools across the 
country to promote water safety. The 
event serves as a way to promote the 
Safer 3 water safety message to the 

greater community, showcase what your 
students are learning, involve the local 
water safety groups and secure media 
coverage for all of the above. The Safer 
3 Water Safety Foundation provides 
you the tools necessary for a successful  
event including a free step-by-step 
planning guide with printable certifi-
cates, press releases and professionally 
designed graphic marketing materials. 
Please let us know how we can assist 
you with implementation of the Safer 
3 program! Visit: www.safer3.org for 
more information. 

Safer 3 Water Safety Foundation
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Deck Supervisors –  
Utilizing Deck Staff

Standard Qualifications of a Deck  
Manager/Supervisor: 

•  Well rounded and well informed
 - As the owner, you must give them 

the necessary tools and information 
to effectively do their job. Laying 
the right foundation for your deck 
staff can make your daily operations 
seamless.

•   Be able to stand out and have a sense 
of authority

 -   Not only does the staff have to 
respect this individual (regard-
less of age difference), but parents 
and students must view them as a 
respected presence as well. 

•  Be responsible
 -   Ultimately, what happens in your 

schools will always fall on YOUR 
shoulders. Be sure that the individ-
ual you have placed in a position of 
authority has the same goals and 
work ethic that you do.  

Responsibilities of a Deck Supervisor

•  Establish effective working relation-
ships with staff, students and parents

 -   Motivate and lead other team 
members

 -   Remain poised and calm while 
defusing negative situations 

2012 National Conference Roundtables

 -   This can be difficult at times, due 
to the fact that many deck supervi-
sors are picked from their peers, 
and can be significantly younger 
than most parents.  This level of 
respect can only be obtained by 
consistently setting the example, 
and maintaining the same set of 
rules and standards for everyone.  

• Manage the flow of communication
 -   Communicate clearly and  

effectively. 
 -   Parents should go through the 

deck supervisor or office before 
talking to teachers.

•   Plan and manage safety training  
program for staff

• Enforce pool rules & policies 
 -   Unenforced policies are a  

lawsuit waiting to happen. You 
must adhere to everything that  
you advertise, and declare that  
you stand for. 

 - Be accountable. Be consistent. 
There can be no exceptions when 
it comes to rules in or around your 
pool. They are in place to protect 
lives, and your business. Your deck 
supervisor must see the larger  
picture as you do. 

•  Plan, organize, supervise & evaluate 
the work of other staff members

•  Ensure a safe, clean, work environ-
ment & check pool area for hazards 
and disorganization

 -   Rules and safety do not solely  
apply to parents and children.  

A lawsuit could just as easily come 
from a staff member, as it could a 
parent if you are negligent in any 
way. It is imperative that a deck 
supervisor be alert and proactive  
in all areas of organization. 

•  Ability and willingness to evaluate 
and respond to emergency situations

 - It is your responsibility to keep 
your deck supervisor up-to-date 
with emergency procedures.  

•  Maintain awareness of all pool users 
and their actions

 -   While it is often the deck super-
visor’s job to communicate with 
parents, making them feel at home 
and keeping them engaged, a deck 
supervisor must always be checking 
the environment. 

Motivating & Rewarding Deck  
Supervisors  

• Hire from within
 -   Let team members know that  

they could be promoted out of  
the water to deck supervisor if  
they desire.

 -   If you are training correctly, there 
is no better individual to second 
you than a team member who has 
earned respect, has followed your 
example, and knows your system.  

• Match pay to responsibility 
 -   This job carries an enormous 

amount or responsibility. Be  
sure your deck supervisors are 
compensated accordingly.

We would like to extend a sincere thank you to all of the individuals that participated and took notes in 
our conference roundtables. These facilitated discussions are always a conference favorite, because you 
acquire the opinion of multiple professionals rather than one speaker. 
We have included notes from the Deck Supervisor roundtable discussions.  These are examples and  
opinions given by numerous individuals throughout our association. We have provided these notes as a  
recap for those in attendance, and an opportunity to share a portion of the experience with our members 
that were unable to participate this year.  Look for additional roundtable notes in our 2013 newsletters. 
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National  
Conference 
Waikiki, Hawaii
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Around the Pool
How USSSA Swim School Owners 
Endured Hurricane Sandy

Late Monday night on October 29, 
2012, Hurricane Sandy affected  
60 million people throughout the  
northern east coast. Unfortunately, 
many U.S. Swim School Association 
members were in the path of the  
catastrophic storm. 
Jim Spiers, SwimJim Swim School 
Owner, has an indoor facility in Man-
hattan and an outdoor location in the 
Hamptons. Fortunately none of their 
indoor facilities experienced damages 
or power outages. The pool deck at  
the outdoor facility, however, was  
completely ripped up and destroyed.  
Luckily, the location in the Hamptons  
is a seasonal pool and should be  
repaired by the spring. 
Even though there weren’t any damages 
or power outages at the Manhattan 
location, SwimJim closed its facility 
from Monday, October 29-Thursday, 
November 1. “With the closure of the 
mass transit system, it made it hard 
for our staff to get to work. We also 

follow the city schools with regard to 
weather-related closings. When Mayor 
Bloomberg announced that schools 
were going to be closed, we made every 
effort to get the word out,” said Jim. 
Bubbles to Butterfly Swim School in 
Connecticut was also affected by Sandy. 
The hotel pool used by the swim school 
lost power and they had to cancel 
classes for four days. According to 
Margee Charron, Bubbles to Butterfly 
Owner, “Our customers wanted what 
they paid for so we had to give credits 
for the cancelled classes. Between retail 
sales we could have made and class 
credits, our school lost close to $10,000 
in just four days.” 
If Margee could give any advice to 
other swim school owners, it would be 
to prepare for the worst. “Listen to the 
forecast and have a generator handy 
with enough gas to run it,” said Margee. 
The member swim school with one of 
the worst experiences was Saf-T-Swim 
in Long Island, New York. All 10 loca-
tions closed for at least two days and 
some remained closed for several weeks.

5 Business Lessons from Sandy 
If there is anything positive to take from this 
horrific storm, it is the lessons we can learn 
from what our member schools have gone 
through. Here are five things we pulled from 
recent conversations with affected schools.
1. Always Be Prepared 
Hurricanes and violent storms gener-
ally telegraph their arrival, but other  
disasters spring up unexpectedly.  
Do you have a plan for keeping your  
business in operation if your physical  
facility was decimated? What would 
you do if your customers couldn’t get to 
class? Have a reasonable plan drawn up 
and update it as needed.
2. A Generator is a Precious Thing 
Electricity is the first thing to go in a 
disaster. Have a good, working genera-
tor on hand and enough gas to run it 
for at least 3-4 days.

With half of the locations closed and 
half opened, customers needed to be 
informed. Social Media played a major 
role in communicating with custom-
ers. The swim school’s Facebook page 
has a large following so they were able 
to post updates about each location. 
If a customer asked a question via 
Facebook, Saf-T-Swim was quick to 
respond. Along with location updates, 
Saf-T-Swim posted stories about 
customers who lost parts of their homes 
and many possessions. The swim school 
also allowed customers without power 
to stop in at one of the open locations 
to shower and warm up. 
SwimJim, Bubbles to Butterfly and Saf-
T-Swim were just a few of the USSSA’s 
swim school members affected by this 
tragic storm. 
Our thoughts are with swim school 
owners, families and staff who have 
endured the storm’s wrath. We hope 
everyone experiences relief and can go 
back to their normal business and lives 
very soon. 

3. Build a Social Media Platform 
Facebook proved to be an invaluable 
communication tool for Saf-T-Swim 
in Long Island. When a disaster hits, 
people look for the easiest way to com-
municate with others to provide and 
receive necessary information. 
4. Be Part of the Community 
Your customers and their families are 
experiencing the same trauma you 
are. Disasters are also opportunities to 
reinforce the bonds of your business 
community. Saf-T-Swim posted stories 
about students whose families lost their 
homes and possessions.Your business 
can bounce back faster once your  
customers have recoved. 
5. Put Aside Money for a Rainy Day 
Some rainy days are worse than oth-
ers. Margee Charron in Connecticut, 
and other association members, lost a 

considerable amount of money from 
lost retail sales and credits for cancelled 
classes. Needless to say, there are a lot 
of ways you can lose money fast in a 
storm. Saving a little here and there 
durring profitable times can go a long 
way when money and resources are 
limited at a time like this. 
One last tip: Remember you are part 
of the USSSA business community. 
Other members have probably gone 
through similar experiences. Reach  
out through facebook, the association 
office, or our member directory, and 
let them know what you are going 
through. Your peers are ready and  
willing to help you recovered. 
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Hubbard Family Swim School 
Intercultural Swimming Program

As many of you may have read in our 
November e-newsletter, Hubbard  
Family Swim School started an  
intercultural swimming program 
around 5 months ago with a nonprofit  
organization called Earth Train. The 
organization’s goal is to “develop 
values, practical knowledge and lead-
ership skills in the young people for 
bio cultural renewal and sustainable 
community development in harmony 
with nature.” As a result, the Hubbards 
have been hosting a gentleman by the 
name of Giuseppe, a promising leader 
in training for Earth Train.

Among many other 
projects, Giuseppi is 
working to preserve the 
Panamanian rain forest 
with the Guna indig-
enous people. He also 
interacts with the Guna 
youth in Panama City 
on numerous vital topics 

such as the environment, 
AIDS, and loss of cultural identity. His 
work has taken him to several different 
countries, and now he is in Phoenix, 
Arizona until December 23rd.  Through 
the combined efforts of Earth Train, 
Hubbard, and Giuseppe himself, the 
goal is for him to return to Panama  
and help develop learn-to-swim and 
drowning prevention programs in the 
villages of the Kuna Yala. 
He has adjusted well to the Hubbard 
program, taking English classes at  
the Arizona Language Institute and 
carrying various shifts at the front 
desk and in the water at their various 
schools. It’s not all work and no play for 
Giuseppe though. He has participated 

MarTar Swim School (Marty & Tara 
Girch) Facility Updates

On September 1st of this year MarTar 
expanded into a brand new 10,000 
square foot facility. The additional space 
has allowed Tara and Marty to make 
several great updates. They’ve updated 
their observation room making it a 
comfortable place to relax, as well as 
the ability to see the entire length of 
the pool. The old observation room will 
be for events such as birthday swim 
parties. Their KidsZone is now an 800 
square foot room used for swim camp 
and will be an added feature to the 
birthday party packages. The KidsZone 

in a number of activities including,  
hiking to the bottom of the Grand  
Canyon with a group from the swim 
schools, and recently attending the 
Suns vs. Heat game (He’s a huge NBA 
Fan!). While there are high hopes for 
Giuseppe, there may also be an oppor-
tunity for Hubbard instructors to travel 
to Panama to share their teaching skills 
with the Kuna Yala people. This truly 
seems to be a winning situation for all 
parties involved, and most importantly, 
to the prevention of drowning.  
Drowning is a major issue around the 
globe, and while we have known that it 
is a leading cause of accidental death, 
research is now revealing that a large 
number of incidences go unreported 
every year. The problems are the same 
all over the world; unsafe water, lack 
of supervision, and lack of knowledge 
and awareness.  Through programs like 
Earth Train, the remedy of education 
can go global as well. More information 
on the EarthTrain’s efforts can be found 
at http://earthtrain.org/.

also features a reading nook, plenty of 
space for toys and games, and an arts 
and crafts corner.
MarTar has a masseur on staff and has 
welcomed Verbal Beginnings, a be-
havioral specialist and eating specialist 
team. Twice a week they have a physical 
therapist working in the water.
 The swim school had an open house 
for Small Business Day on November 
24th, and will have a holiday open 
house at which time they will have 
a raffle to raise money for the Lucky 
Duck Foundation, Inc. To kick off  
the new year, the Grand Re-Opening 
of MarTar Swim School will be on 
January 26th from 3-8pm. 
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2012 Hall of Fame Inductee- Lana Whitehead

Lana is the founder of SWIMkids USA, and the creator of 
Blake’s Miracle, a foundation that aids terminally ill children 
with alternative pain management therapies and drowning  
prevention. Driven by her love for children, the mission of 
water safety, and the educational message of the benefits 
of active movement for early brain development, Lana has 
made a name for herself in the learn-to-swim industry while 
changing countless lives. She has developed a supportive 
work environment that has resulted in a profitable and proven 
business. Not only has Lana’s work and dedication, helped her 
business evolve and remain relevant for over 40 years; she has 
laid the groundwork for other business owners, educators, and 
mentors to continue the vital work of water safety education 
and drowning prevention.

2012 Guiding Light Award Recipient- John Kirk

As chair of the Association’s Membership Public Relations 
Committee, John is involved in an array of projects including 
the USSSA Facebook page, e-newsletter, website, and Swim-
formation. He has been a proactive member since 2003, at-
tending and serving at conferences and communicating with 
members, all while successfully running a thriving business. 
John is a shining example of loyalty and inspiring leadership, 
and we are extremely proud to honor him with this year’s 
Guiding Light Award. 
Lana and John have dedicated their life’s work to the growth 
and development of others. We are thankful to both of our 
winners for the contributions they have made to the United 
States Swim School Association. 

Congratulations!
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Welcome back to our “Ask the Expert” 
feature, 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.
In the fall issue, we discussed the big 
three of successful swim school pool 
water quality as being: 
 • Turnover rate and pipe sizing 
 • Filtration 
 • Pool Water Treatment
In this issue we have been asked to drill 
down and demystify the complexities 
surrounding Pool Water Treatment, 
hopefully without putting you to sleep!
As we mentioned last issue: Chlorine  
is an essential component in drinking  
water and pool water treatment, but it 
is very limited in its role as a “complete 
solution”. Every state and national 
swimming pool code requires some 
form of chlorination and probably  
always will. While it is not the stron-
gest oxidizer in the pack, properly  
controlled, it serves a very important 
role in the overall treatment programs 
for just about any pool.
What is the best chlorine to use? This  
is somewhat a trick question as at the 
end of the day chlorine is broken down 
in the pool water into HOCL (the  
killing/oxidation agent) and some 
sort of byproduct. Different types of 
chlorine compounds provide similar 

levels of HOCL, but their byproducts 
vary tremendously. Sodium hypochlo-
rite (bleach) provides HOCL plus (you 
guessed it) a salt byproduct. TriChlor 
(hockey puck-shaped tablet) provides  
a stabilizer byproduct, calcium  
hypochlorite (Cal Hypo) provides a 
calcium byproduct, and gas chlorine 
provides a byproduct that is literally 
muriatic acid.
Which is best for your pool? A couple 
will work great, and a couple should  
be removed immediately from consid-
eration. Gas chlorine is too dangerous 
and subject to too many regulations 
to make sense in a small swim school 
pool. One down. TriChlor’s byproduct, 
cyanuric acid or stabilizer, sole role is to 
protect chlorine from UV degradation. 
Not much of that in your indoor pool, 
huh? On the flip side, stabilizer will 
accumulate quickly (forcing continual 
and aggressive draining), lower ORP 
levels, cannibalize important alkalinity, 
and put a dent in your wallet. TriChlor 
is OK for residential pools, but is  
not recommended on busy Swim 
School type pools. Even shocking  
with TriChlor products is problematic 
and is not recommended.
Bleach and Cal Hypo are by far the 
most popular. Bleach is a convenient 
liquid that is available almost anywhere. 
In smaller quantities for Swim Schools 
we have seen the prices elevate any-
where between $1.50 to 3.00 per gallon. 
It is best fed with a peristaltic feeder, 
although a “solution feeder” works the 

best on larger pools. It has the highest  
pH of its class, so you will need to  
use significantly more acid than other 
alternatives. It also does not provide  
calcium and alkalinity, so you will 
NEED to periodically measure  
Total alkalinity and calcium hardness 
periodically and manually add sodium 
bicarbonate, and calcium chlorine  
to keep the pool in balance. What  
happens if you don’t? Don’t worry,  
the water will balance itself, negatively 
affecting pool finish, grout, heaters,  
piping, etc. along the way.
Cal Hypo is also an attractive alterna-
tive as it provides the calcium and  
chlorine (and with some brands even 
the alkalinity) for your pool water 
balance, while using up to 1/10 of the 
muriatic acid as bleach. It is available in 
both granular and a tablet (briquette) 
form, which is easier to feed with 
specialized feeders. This alternative 
is gaining in popularity as the overall 
cost of operation is equal to or less 
than with bleach, and the “all-in-one” 
versions make water balance a snap for 
your non-chemist operators.
Regardless of the type used you will 
want to tightly control the dispensing  
of both chlorine and pH using a chem-
istry control system. Why? Both over 
chlorination and under chlorination 
will provide disastrous results, includ-
ing formation of chloramines that emit 
caustic and noxious fumes and that 
are linked to eye burn, asthma, facil-

Ask the Expert
Alvaro G. Mendoza, Commercial Energy Specialists, Inc.
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ity degradation, and employee/patron 
complaints. Lack of pH control can de-
stroy your pool equipment and/or cause 
chlorine to be worth a small fraction 
of its rated strength, this makes direct 
chemistry control key. Many swim 
schools utilize chemistry control system 
that also include powerful remote 
control and alert notification systems to 
help prevent accidents,  
avoid liability, and promote happy  
(repeat) customers.
So, if you are currently hand feeding  
your chemicals, using stabilized chlorine,  
or have a lot of chemical feed inter-
ruptions, you are going to be at a 
tremendous disadvantage, and will 
always be trying to recover from a bad 
situation. On the other hand if you feed 
an un-stabilized chlorine via a reliable 
chemistry controller, and quickly cor-
rect any feed mishaps, you are laying a 

solid foundation. That is, it is the best 
you can expect from a chlorine only 
environment.
How much chlorine is enough? Best 
practice is to maintain the highest  
ORP possible (above 750 mV) while 
maintaining less than 2.0 PPM of  
chlorine. Don’t understand what I’m 
talking about? Please inquire, as it is  
important to know about the ORP/
chlorine relationship (we will cover  
in a future article).
What about salt chlorination? We’ll 
cover that in future article as well, but 
suffice to say that it follows most of 
the same rules a other types of chlorine 
above. Some type of saline will provide 
minor relief from chloramine produc-
tion as do a select type of chlorinators.
But, is chlorination alone enough? 
Not really. Once you experience any 

significant bather loads, you will need 
to implement some alternative (higher 
strength) oxidation to help handle 
the workload. Suitable candidates (in 
order of consistent success) are medium 
pressure UV, low pressure UV, ozone, 
peroxolytes, saline, etc. Each system is 
designed to handle specific needs, and 
some are more effective than others in 
certain roles. We will be dedicating a 
full article on these valuable alternatives.  
If you need additional information 
NOW, please inquire.
Please feel free to forward your questions  
and comments through the USSSA 
office, or directly to me via email at 
amendoza@ceswaterquality.com.
Best Regards,  
Alvaro G. Mendoza
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