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Want Results ASAP?

Aphelion proudly introduces ASP Internet Fitness Software for the next century. And, it's here today. -
Now we provide your clubs with fitness management software on the Internet. We reduce maintenance
costs to your clubs, provide software upgrades, maintain and back up your data for one low monthly fee. You'll
have simpler, less expensive workstations, fewer networks and technicians, which means fewer
gaS8s'8  headaches for you and your management team.

Aphelion brings the back office into the 21st century.
Aphelion's ASP works with your back office services
such as payroll, accounting and tax filing. Plus, the clubs'
billings and collections will be streamlined, improving
cash performance and reducing costs.

Internet management for multiple sites.

Aphelion's ASP allows multi-clubs to share information
on-line in real time, so there's no need to move data between clubs.
The Aphelion data center keeps your data centralized, thus
eliminating the need for replicating systems.

The quickest way to a member's heart.
Aphelion's ASP makes it easy for members to connect
to your club through the Internet from their office, home, etc.
They can make payments on-line, view account balances,
make reservations, schedule workouts, and join additional
classes. Members feel in charge of their accounts
and at the same time it frees your employees
from handling those time-consuming routine tasks.

Managing your own data?

While our system provides the highest
data integrity and availability, you may be more
secure using your own data center and staff. For you,
we offer software products that work with your local
data center. |

Or, if you prefer ti i
traditional way, you'll w /-3 Fitness Management desktop software. Aphel ion software is the most popular
in the world. It works ri t of the box. No bugs. No worries. Just smiles. You can download a demo version
and try it from our website at www.aphelion.net. It's very affordable.

dcbu’s}ness the

The best training and tech support in the business.
You can count on us to give you training and technical support to get your clubs up and running
smoothly--usually within 72 hours. No mass confusion. No nightmares. Just results.

It'll change your business forever.
Once your clubs start using Aphelion's ASP or any of our Fitness Management software, you'll wonder

why you didn't do it sooner.
NPHELION"

INTERNET FITNESS MANAGEMENT SOFTWARE BY THOSE BRIGHT EX-NASA ENGINEERS

1100 NASA ROAD 1, HOUSTON, TX 77058, TELEPHONE 800.324.9800, FACSIMILE 281.333.9816, SALES@APHELION.NET ©2001 APHELION, INC.
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Ken Germano Leading
ACE Into The 21st Century

By Norm Cates, Jr.

Have you ever known

someone that seemed to be bound
by destiny to do something very
important for the world? Meet

Ken Germano, Executive Direc-
tor of The American Council On
Exercise. (ACE)

The American Council
On Exercise is a nonprofit orga-
nization committed to promoting
active, healthy lifestyles and their
positive effects on the mind, body,

and spirit. ACE pledges to en-
able all segments of society to
enjoy the benefits of physical
activity and protect the public
against unsafe and ineffective fit-
ness products and trends. ACE
accomplishes this mission by set-
ting certification and education

standards for fitness professionals
and through public education about
the importance of exercise. ACE
was established in 1985 and since
then, more than 88,000 people have
taken the ACE exam. Today, there
are nearly 40,000 active ACE-cer-
tified Fitness Professionals in the

U.S. and 77 other countries.

Ken Germano became
the Executive Director of ACE in
the Spring of 1998. Since then,
he has been working hard to re-
shape and recreate ACE and re-

launch it with a new focus and
(Sce Gerrnano page 7)

By Norm Cates, Jr.

8 years ago this month
The CLUB INSIDER News was

AND C

launched with the mass nation-
wide mailing of several thousand
copies of our First Edition, a 12-
page version of The CLUB IN-
SIDER News. That inaugural edi-
tion featured a cover-story about

Red Lerille and his amazing club
in Lafayette, Louisiana. Red is
still going strong down in
Lafayette and is finishing his
38th year of business. And, The

CLUB INSIDER News is now

Ou

entering the 9th year of publication
and is going strong as well, thanks
to many. Part of that November,
1993 launch effort included a full
day in the bus loading area at the
Club Industry Show in Chicago

(!

where | personally handed out a
couple of thousand free sample
copies of The CLUB INSIDER
News to club professionals going
and coming from the huge and al-

(See 9 Years page 5)

VICTIMS

(This letter was sent to
THRSA Members and has been re-
printed courtesy of IHRSA.

November 7, 2001
Dear Friends,

As news spread about
the tragedy unfolding in New
York, in Washington, DC and in
Pennsylvania, the health club in-
dustry rallied along with the coun-
try to show their support. Here in
Boston, the International Health,
Racquet & Sportsclub Association

(IHRSA) received calls and e-

A CLUBS HELP WAR
and FAMILIES

mails from members of the Asso-
ciation as far away as Australia,
Germany and Argentina- all from
people concerned about the well-
being of their colleagues and
friends in America.

Within the area surround-
ing “Ground Zero,” local health
clubs, including Crunch Fitness,
became medical triage and emer-
gency aide units or a place for the
firefighters and volunteers to rest
and take a shower. Crunch also
donated $100,000 to support the
families of the firefighters, police
officers and rescue workers who

either perished or who remain
lost.

In Canada, 15,000 trav-
elers were left stranded when
their planes were grounded. New
World Fitness in Newfoundland
opened their doors to 4,000 of
them in St. John and 400 people
took advantage of the clubss hos-
pitality while they waited to en-
ter the U.S. In St. Louis, Mis-
souri, the Concord Sports Club
hosted a two-day Red Cross
Blood Drive, filling soccer fields
with tables and booths for giv-
ing blood. More than 1,000

people donated 500+ units of blood
and contributed more than $1,000.

Shula’s Athletic Club in
Miami Lakes, Florida, presented a
check for $60,000 to the New York
Firefighter 9-11 Disaster Relief
Fund on Monday, September 24th,
as a result of a week-long fund-
raiser involving the participation of
some members of the Miami Dol-
phins.

Following the example of
these and many other of its mem-
ber clubs not mentioned here, the
International Health, Racquet &
Sportsclub Association (IHRSA)

made a contribution to support the
relief effort. Under the leadership
of IHRSA's President Geoff Dyer,
the Association’s Board of Direc-
tors authorized a $5,000 donation
to the American Red Cross on be-
half of its members.

For additional informa-
tion on how specific health clubs
have contributed to the relief ef-
fort, please see the website at
www.ihrsa.org.

(Edflo}-'s: See Norm's
Notes this issue for more WAR
news related to clubs.)

FltnessMX to

Industry eProcurement
Pioneer Faces Economic
Pressures; Survival May
Hinge on Partnering or
Acquisition Scenario

BETHESDA, MD -
OCTOBER 31, 2001 - Following
nearly two years of groundbreak-
ing achievements, health and fit-

Inside The Insider

*Are You A Great New Business Income Developer?
*How to Guarantee Sales Success During Economic Shifts
*The Milner Report - News and Views on Aging

Seek Suitable

ness Internet pioneer FitnessMX
is looking for a strategic partner
or buyer.

FitnessMX came on the
scene with backing from some of
the most influential and re-
spected leaders in the health and
fitness industry. Providing the
first and only true e-commerce
initiative specifically for both
buyers and suppliers in the indus-
try, FitnessM X quickly bolstered

its roster with more than 200 sup-
plier companies and nearly 900
buying clubs within the first year.
Featuring catalog transac-
tions, one-to-one contract pricing,
MyAccount(sm) capability, real-
time collaboration between buyer
and supplier and custom-design fea-
tures such as forwarding PO’s for
approval and one-click re-orders of
“high volume” purchases,
FitnessMX worked with these lead-

Suitor

ers to be the solution to meet the
industry’s needs. The company
also leveraged the buying power
of the industry to bring smaller
clubs in line with larger organiza-
tions for all items including capi-
tal expenditures and office sup-
plies through exclusive deals with
vendors such as Staples and A1
Textiles.

“The upside opportunity

(See FitnessMX page 6)
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* NORM'S NOTES

.I am happy to be sit-
ting here writing the 97th NORM’s
NOTES column since we began
publishing The CLUB INSIDER
News in November, 1993! WOW,
what an experience this has been
to bring you this work every month.
Please take the time to read my ar-
ticle that begins on page #3 entitled:
9 YEARS and COUNTING! as it
contains a number of important
comments to you and the club in-
dustry. Plus, I've got a lot of news
here in Norm’s Notes and through-
out this issue, which launches our
9th year of publication! Thanks
very, very much to those of you that
have so strongly supported me and
this effort for the club industry.
And, if you are one of the few who
turned up your nose and predicted
doom for this important work when
we launched it 8 years ago, I'd like
to say something nasty here, but |
won’t, Instead, I'll just say that I've
8 years of previous editions stored
here and they are for sale, just in
case you'd like to see what you
missed. Email me  at:
clubinsidernews@mindspring.com
For now, LET’S ROLL!

a *The owner of one of the
8 clubs around the country that |
am aware of that had lost approxi-
mately $200,000 to Tools Manage-
ment, Inc. through EFT Collections
that were never forwarded to the
clubs, informed me that BRIAN
HOMAN, the President of Tools
Management, Inc., has filed for
Bankruptcy Protection for Tools.
I've placed calls to Homan and to
FRANK ANDERSON, the prin-
cipal of Arizona-based Computer
Outfitters, the company that at-
tempted to keep Tools Manage-
ment Software sales going, but
they did not return my calls by
press time.

*DALE DIBBLE is
one of the true greats in our in-
dustry and is now happily retired
in Naples, Florida with his won-
derful wife, OLIVE MAE. A
year ago during the Thanksgiv-
ing Holiday weekend Dale ex-
perienced a serious setback with
the heart problems that he has
battled since 1985. He traveled
from Naples to the Cleveland
Clinic in Ohio for treatment. The
doctors installed a new stint and
did another angioplasty proce-
dure and get this, the doctors told
Dale that he was finished with
treatments and that they only
could project for him 2-4 months
to live! Well, I am very, very
happy to tell you all that our
friend, the one and only, DALE
DIBBLE, is still alive and do-
ing well down in Naples at his
retirement community. He and
Olive Mae live at the Hyatt
Classic Village, a retirement
community that is about 170
acres and one heck of a nice
place to live and enjoy life. Dale
told me today he is exercising
more everyday. Dale has truly
shown those Cleveland Clinic
doctors a thing or three. Actu-
ally, he has shown them a thing
or 8. That is 8 MONTHS be-
cause that is how much longer
he has lived so far past their pre-
diction! Great going Dale and
Olive Mae, keep that exercise up
and keep on enjoying life.
You're the BEST!

*Speaking of REGU-
LAR EXERCISE, here is an in-
troduction paragraph to a Spe-
cial Report on obesity and the
lifetime battle with my weight
that I've fought. This report will
be the first chapter of a book |
am writing called “LEAVING
FAT CITY!” The setting is at a

Norm Catan’

=Club | Inlder

Estabhshed 1993
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fellow called Joe's home. His friend,
Geoff calls and here is the dialogue:
Phone- “Ring-Ring.” Joe- “Hello,
Joe speaking.” Geoff- “Hi Joe, have
you heard the news?” Joe-"What
news?” Geoff- “Norm Cates, the
Publisher of The CLUB INSIDER
News, is LEAVING FAT CITY!"
Joe- “What? What are you talking
about?” Geoff- “LEAVING FAT
CITY! That’s what Norm Cates is
calling his new book about his life-
time battle with his weight. He is
now on a serious weight loss and
regular exercise program and has
lost 82 pounds of his goal fora 120-
pound weight loss. He told me that
he started this program last year, on
November 26, 2000, and has been
very dedicated to it. By March he
had lost about 38 pounds, but he was
not moving along very well on the
weight loss by last Summer. But
since then, he found a Coach that
he calls his *‘Guardian Angel.’ She
has inspired and motivated him to
increase his daily exercise and he
has now lost 82 pounds and is just
38 pounds away from his goal of
120 pounds off! He projects to be
at his old college football playing
weight by March 1, 2002, just in
time for IHRSA’s 21st Annual
Convention and Trade Show in
Phoenix. He says he walks a mini-
mum of 3.2 miles a day and on Sat-
urday or Sunday, he walks 10 miles
nonstop in about 2 hours and 45
minutes. He tells me that even
though his ‘Coach and Guardian
Angel’ is truly wonderful at moti-
vating him, he would greatly appre-
ciate any additional words of sup-
port and encouragement from his
readers as he presses on with his
pursuit of his goal. He told me to
give you his email address and it is:
clubinsidernews@mind spring.com
He also said he fully realizes that
after he has lost this weight, the
REAL CHALLENGE, which he is
DEFINITELY UP TO, will be to
keep exercising regularly and a
proper diet and keeping the weight
off for ever.” Joe- “Well, that is
great news to hear. | was worried
about old Norm! But, it looks like
he has turned it around!” Geoff-
“Me too. My money is on Norm.
You know him when he sets his
mind to something!”

*Cybex Chairman, JOHN
AGLIALORO, reported that 3rd
Quarter net income had increased
17.7% to $173,000 on sales of $19.4
million. Aglialoro has been turning
Cybex around the “hard-way” as
opposed to the route Nautilus,
StairMaster and Schwinn had
used. And, we applaud him for that.
Good luck John!
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Let Us Hear About Your NEWS!

E Mail - clubinsidernews@mindspring.com

*McCown DeLeeuw,
the investment bankers that own
24 Hour Fitness, named CEO
MARK MASTROYV as Chair-
man . He will continue as CEO.
The firm put in $85 million more
in cash as well.

*Congratulations to
DR. REG BERKA and BILL
NICHTBERGER, the princi-
pals of APHELION Software,
Inc. a Houston-based company
as it was officially named to
Deloitte and Touch’s “2001
CRESCENT TECHNOLOGY
FAST 50" recognizing Aphelion
as one of Texas"s Top 50 fastest
growing technology firms. Way
to go Apheliion!

*LARRY TOTH is the
President of LST Development
and last month had placed a clas-
sified ad in our October edition
advertising his desire to acquire
or assume control of a health
club. Unfortunately, we made a
typographical error on his phone
number so | want to publish the
correct number for Larry here.
Larry Toth, whose corrected ad
appears on page #26 this month
may be reached at: (330) 722-3776.
My apologies Larry for the error.

+Just in case you
haven’t done it, be sure to get in
touch with the Peabody Hotel in
Orlando (800.732.2639) and
make reservations for December
5-8th so you can be at the desti-
nation hotel for IHRSA/Ath-
letic Business’ 16th Annual
Club Business Conference. To
reach IHRSA for information
and to Register, call:(800)228-
2772.

*THOMAS PLUMMER
and COMPANY have an-
nounced that they are taking
their seminars “Back to Basics”
with a strong focus on member-
ship sales. Check out the Tho-
mas Plummer and Company ad
on page # 19 of this edition.

*COLIN MILNER,
the Founder of the Interna-
tional Council On Active Ag-
ing, has annouced the lauch of
ICAA’s Website: www.icaa.cc
Check out The Milner Report
on page #22 of this issue.

*BOB PROVOST,
25+ year owner of the
Greenville Racquet and Fit-
ness Club, has teamed with lo-
cal U.S. Representative, JIM
DeMINT to launch “Help Keep
America Strong”, a campaign
to encourage all Americans to
follow President George W.
Bush’s lead and use regular ex-
ercise to manage stress. In an

article in USA Today, it was re-
ported that President George W.
Bush has been working out even
harder since the War on terrorism
began and that he told his aides that
working out makes him perform
his duties better because it “gives
him time to think and more en-
ergy.” AMEN President Bush!
Let’s ROLL!

*Life Fitness has an-
nounced the establishment of a
new subsidiary in Barcelona,
Spain. Beginning immediately,
Life Fitness Iberia is responsible
for the sales and distribution of
Life Fitness commercial and con-
sumer products in Spain and An-
dorra.

*ALAN and STEVEN
SCHWARTZ' Tennis Corpora-
tion of America announced on
October 18th that it had acquired
the Athletic Club at Weston,
Florida and LeSporting Club du
Sanctuaire in Montreal, Quebec.
TCA., a leader in the industry, owns
and/or manages 43 health, racquet
and wellness facilities in North
America, including corporate fit-
ness centers for General Motors,
Kraft Foods, McDonald’s, The
Travelers and Computer Dis-
count Warehouse.

*TSI and CRUNCH Fit-
ness have not let the terrorist at-
tack in New York City slow them
down one bit and I'm thrilled to
see it. Get this: On Septemer 25th,
the 35 New York Sports Clubs
owned in NYC by TSI, experi-
enced the greatest single-day
growth in the company’'s 27 year
history. That Tuesday, the com-
pany sold more than 10,000 mem-
berships! TSI will open 3 more
clubs in New York City this month.
Also, CRUNCH PFitness experi-
enced a 29% increase in member-
ship sales and a 19% increase in
usage as compared to the same pe-
riod last year. Heart warming.

*Speaking of how busi-
ness is going around the country, |
took some time to reach out to club
owners by email across the coun-
try. | asked 3 questions: (1) How
are new membership sales com-
pared to last year, same period?,
(2) How are walk-ins compared to
last year, same period? And (3)
How is business in general com-
pared to same period last year.
Although my survey was quick
and dirty, 1 was very encouraged
by what | learned. The tone and
mood was calm and really good.
ED WILLIAMS, the CEO of
Wellbridge that owns and oper-
ates over 40 clubs across the U.S.

(See Norm's Notes page 6)
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...9 Years

continued from page 3

ways terrific CLUB INDUSTRY
Trade Show. Guerrlla marketing
at its best!

Beginning Our 9th Year
OE Publication of The
News

Since November, 1993,
The CLUB INSIDER News has
chronicled a period in the health,
racquet and sportsclub industry
that has been the most prolific
time for change and news in the
brief history of our infant indus-
try. As we begin our 9th year of
publication it appears that world
events will give all of us in the
club industry many more chal-
lenges and yes, more news to re-
port to you.

And, if you may wonder
why I refer to our club industry
as an ‘infant’, consider this. Let’s
compare our club industry to a
mature industry, the hotel indus-
try. If you believe that baby Jesus
was born in a live stock barn in
Bethlehem 2001 years ago, then
there is good proof that the hotel
business existed then, because the
‘Inn was full” thus making Mary
turn to accommodations in a barn
for shelter. Consider the hotel in-
dustry that is over 2001 years old.
That industry has a long history
and is still in a state of flux and
change as | write this. The most
recent reasons being the WAR and
its ramifications for both business
and pleasure travelers,

Then consider the health
club industry as we know it to-
day. Think of the changes we’ve
seen in the last 8 years. Industry
consolidation on both the club and
supplier sides. Major changes and
vast improvements for the better
at Bally Total Fitness. Signifi-
cantly more acceptance of the
health club industry by the world
financial markets. More accep-
tance of health clubs by the medi-
cal world and the list goes on and
on.

Our wonderful health
club industry really is only about
60 years old and is truly an infant
amongst industries. And, all of
you are pioneers whether you
want to accept that title or not. So,
what have we learned in those 60
years?

CONSUMERS HAVE
A GOOD MEMORY

One thing we’ve

learned is that consumers have a
good memory. By that I mean that

in the United States, only a paltry
11% of the population are mem-
bers of the over 17,500 commer-
cial health clubs.

You may ask ‘WHY’? |
will tell you why. The reason is
that a high percentage of the con-
sumers in America DO NOT
TRUST health clubs and their op-
erators. My guess is that virtually
everybody in America has had, or
knows someone that has had, an
unpleasant experience with a com-
mercial health club at some time
in their past. Those old memories
are keeping prospective members
away from commercial clubs in
droves. In fact, given the new ac-
ceptance and acknowledgment of
exercise as important by 92% of
the American population, it is very
obvious that we have a serious
problem that all commercial club
operators need to face head-on.
That problem is the lack of
TRUST by the American con-
sumer!

The bad experience that
is holding a person back or direct-
ing them to a YMCA or other ex-
ercise facility may have been a
situation where a consumer had
joined a club with great anticipa-
tion of the great new body he/she
would have after using the club
and getting in shape. Then, the
person just didn’t show up and do
the work necessary to change his
body to what he wanted it to be.
But, who does he blame for his
lack of results? The club. Or,
maybe the member had tried to use
the club during his favorite time
and it was so crowded that he
could not even get near a treadmill.
Who does he blame? The club.
Maybe he joined because of the
‘great expectations’ provided by
the talented membership sales per-
son who, upon membership sign-
ing and payment, somehow totally
disappeared from the scene, leav-
ing the new member without any
known contact to help him get the
promised results! Or, consider this
one. A person joined, paid his
money in advance and the club
closed during the term of his pre-
paid membership, failing to de-
liver the promised club and club
services. Who does he blame? The
club owner, of course. So, is there
any wonder why the American
consumer does not trust the health
club operators of America? I don’t
think so. Just face it.

So, if you wonder WHY
only 11% of America’s population
have embraced what we are sell-
ing, it boils simply down to this.
THEY DON'T TRUST US YET!
92% of them say they know how
important regular exercise is now,
but only 11% are with commercial

health clubs, a figure that
should set off club industry
alarm bell after alarm bell all
across the land!

100 Million
Members Is AFLong

Way Off!

IHRSA - The Inter-
national Health, Racquet and
Sportsclub Association has tar-
geted a goal of 100 million
commercial health club mem-
bers by the year 2010.

50 million in the U.S.
and 50 million worldwide. Let
me give you all a clue. There
will be way over 50 million
health club members world-
wide long before there will be
50 million members in the
United States, unless our indus-
try unites and does things that
are truly revolutionary. Con-
sider these ideas:

(1) We must adopt a
set of nationwide uniform stan-
dards for club professionals
that support educated and cer-
tified trainers and their efforts.
Check out this month’s Cover-
Story about ACE and what it is
doing in this regard. If we don’t
get on the stick on this effort,
we all might as well forget
about it.

(2) We must develop
a universal and mutually ben-
eficial safety net or insurance
plan to protect all commercial
club members from losing their
money in the event that any
commercial club closes any-
where in America. IHRSA and
ACE are the perfect organiza-
tions to take this idea, dream a
dream and make it happen.
Unified we can be strong and
protect our industry through
this effort alone.

(3) We must now be-
gin to move commercial health
clubs in the direction of
EQUAL RIGHTS in regard to
FEDERAL, STATE and LO-
CAL taxes. Virtually all com-
mercial club owners are con-
stantly faced with the possibil-
ity of competing with non-
profit, tax-free competition that
has a huge financial advantage
due to their tax-free status. In
the YMCA situation, for ex-
ample, YMCAs enjoy an ap-
proximate 33% cost advantage
over commercial clubs because
they don’t pay IRS, State or
Local taxes and lots more. Af-
ter supporting and promoting
for years the efforts to take
away this YMCA tax advan-
tage, | am now coming to grips
with a stark reality for our in-

dustry that | want all of you to
consider today. That reality is
that the playing field will NEVER
be leveled by our efforts to get
governments to take away the tax
advantages enjoyed by YMCAs,
JCCs, etc. They are way too pow-
erful.

A CALL FOR FAIR
and EQUAL RIGHTS
FOR COMMERCIAL

HEALTH CLUBS!

Thcrcforc, I am step-
ping forward today and calling
for all of the 17,500+ commer-
cial health clubs in America to
begin to think about this: If we
can establish club operations that
are so professional that it can be
proven that it is DISCRIMINA-
TORY to deny those clubs the
same tax advantages that YMCAs
or JCCs enjoy, then we will be
able to move our industry forward
economically much faster than
we are able to do today.

Let me say this a differ-
ent way, just to be sure we are all
on the same page. | am simply
saying that now, in November,
2001, it is time for the leaders of
our industry to change the ap-
proach that we have been using
to deal with the tax advantages
that YMCAs and other non-prof-
its enjoy. That change should
come in the form of a unified
movement for FAIR and EQUAL
treatment of all QUALIFIED
commercial health clubs as far as
Federal, State and Local taxes.
Commercial health clubs and
YMCAs and JCCs are all selling
the same products: Health, exer-
cise, fitness, disease prevention
and injury recovery for basically
the same prices. So, I ask each of
you this question: “Why should
YMCAs and JCCs and other non-
profits continue to have the tax
advantages that they have and
commercial clubs should not
have those advantages? We
should move the battle from a
focus on ‘taking away’ tax advan-
tages from YMCAs, to a focus
and objective of OBTAINING
those same tax advantages and
breaks that the YMCAs and JCCs
enjoy. FAIR and EQUAL
TREATMENT I SAY!

This fight will be one
that commercial club operators
will all have a much better chance
of winning than the fight to
TAKE AWAY these benefits from
YMCAs, ete. Think about it.

In closing, let me just
say this. After producing 96
monthly editions of The CLUB
INSIDER News over the past 8
years our thrusts remain the same

as they were when The CLUB IN-
SIDER News was conceived and
developed by the members of the
Faust Executive Roundtable #1 in
Chicago in January, 1993. Those
thrusts are:

(1) To deliver the health,
racquet and sportsclub industry news
FIRST before all of our competitors,
(2) to provide educational articles
that are helpful to club owners and
managers as they improve and pro-
fessionalize their clubs and increase
their profits, and (3) to speak out and
“Tell-1t-Like-It-Is’ when it comes to
important industry issues, such as the
very important FAIR and EQUAL
TAX TREATMENT issue that we
have just addressed. FAIR and
EQUALTAXES, I SAY!

THANKS TOALL
THAT HAVE MADE
THE CLUB INSIDER
News POSSIBLE
SINCE 1993!

‘ ‘ e sincerely thank all

of our ADVERTISERS for their in-
credible support over all of these
years, Please buy your equipment
and services from our advertisers.
Thanks to all of our many terrific
CONTRIBUTING AUTHORS for
sharing their expertise and experi-
ence with us each month. Thanks to
all of you PAID SUBSCRIBERS for
investing with us so that you NEVER
miss an issue of The CLUB IN-
SIDER News. Thanks to RON
HUDSPETH and MS. CATHY
BROWN of Atlanta’s HUDSPETH
REPORT, The Pulse of Atlanta.
Thanks to all of the wonderful folks
at WALTON PRESS in Monroe,
Georgia for the outstanding job they
have done every single month for 96
months now in the preparation, print-
ing and mailing of The CLUB IN-
SIDER News. Thanks to my good
friend, RICK CARO, and the Faust
Roundtable #1 for their support and
help. Thanks to JOHN McCARTHY
and all of the folks at IHRSA for their
help and support. Thanks to my won-
derful and very bright son, JUSTIN
CATES, for his help and work keep-
ing his computer illiterate Dad out
of computer trouble. And, last but not
least, thanks to my Dad and his wife
Louise for their terrific support and
encouragement over the years.

The CLUB INSIDER News
is a great example of what can hap-
pen in this great country called
America when one dreams a dream
and pursues that dream with an
unbridled PASSION. Thank all of
you that have read The CLU -
SIDER News and over these past 8
years. STAY TUNED!

GOD BLESS you all and
GOD BLESS AMERICA!
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continued from page 4

told me that “Our business is back
to normal on membership sales,
but profit center revenue is down.
The membership is reacting the
same way it did during the last re-
cession.” Former United States
Marine and veteran Baltimore club
owner/operator, VICTOR BRICK
wrote: “Norm- “Numbers are down,
but I truly believe that Americans
will adjust to this new way of life
and demand the things they have
always enjoyed; entertainment, fit-
ness, sports, relaxation, dining, time
with friends. As it becomes less and
less attractive to travel extensively
or to have extended vacations,
Americans will spend more money
on leisure pursuits in their local

communities. This will include
health club memberships. The
movie industry thrived during
World War II. We are opening a
24,000 s.f. club in January. We
are confident that it will be a
home run. We are attacking.”
STEVE ROMA, President of
Work Out World in New Jer-
sey, and very close to NYC, re-
ported 75% of quota in October
and for November, 93% of quota
on new memberships sales.
DEAN KACHEL, in South
Florida reported, “New business
is down since 9-11 and actual
club usage is off 15%.

*More on the reaction to
the WAR. Among many clubs
and organizations across the land
that have stepped up to the plate
to help, here are 3 of the most
significant situations we’ve
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heard of: The United States Ten-
nis Association, lead by USTA
Chairman-Elect, ALAN
SCHWARTZ, wrote a 7-figure
check to be used for the families
of the poorest victims of the WTC
tragedy, Crunch Fitness in New
York City lead the way amongst
clubs by donating $100,000 to the
families of the New York Police,
Fire and Emergency Rescue and
STEVE ROMA of Work Out
World lead fund raising efforts
that generated over $50,000! The
clubs of America are reaching out
and helping, just as the article on
page #3 clearly demonstrates.
*Through all of this
wild and crazy world comes the
news that during the first six
months of 2001, the number of
commercial health clubs listed
in America's Yellow Page Phone

Directories rose 3% from
16,982 to 17,531. Let’s ROLL!

*STEVE ROMA’s
Work Out World opened its 7th
facility, a new 26,000 s.f. super
club in Freehold, N.J. The new
club was formerly housed a
Cinemagic Movie Theater.
Good luck with the new club
Steve!

*Did you know that ap-
proximately once in every 1.25
million workouts, someone ex-
periences cardiac arrest? In
fact, in the last 120 days, IHRSA
clubs have reported 4 lives
saved by quickly applied AED
{Automatic External
Defibrillators). Now, IHRSA
has negotiated a “quantity dis-
count” with Philips, the maker
of the Heartstream AED and
IHRSA members cans save 20%

to 30% or approximately $1,000
on a unit. Club owners state un-
equivocally that their AED invest-
ment “was the best investment
they ever made.” For further in-
formation, call Philips at: 1-800-
453-6860, ext. 1648,

*The National Academy
of Sports Medicine opened a new
State-of-the-Art training facility
in Calabasas, CA. The facility has
more than 15,000 s.f. of exercise,
education and administration
space. Congratulations folks!

*BRIAN EVANS, the
President of Richmond Fitness,
Inc. dba The American Fitness
Centers, announced that MILLS
BRADSHAW has been named
Fitness Director for the Colonial
Heights location.

*STAY TUNED! And,
GOD BLESS AMERICA!

<FitnessMX

continued from page 3

is still there,” said Co-founder and
CEO Richard Warren. “Unfortu-
nately, we are at a point where we
need a push to get to the next level
and really grow the business. Com-
panies are active and product is mov-
ing, but we always planned on three
phases for our finished product. We
still need to implement the RFQ and
Auctioning (“Special Offers”) as-
pects tied into the eventual integra-
tion of electronic funds transfer, and
we are not in a position to see that
through given the current situation.”

The Company boasts a
Board of Advisors that includes six
(6) former IHRSA Presidents and a
committed staff that has intimate
knowledge of both the health and
fitness industry and the Internet/e-
commerce.

“All along the goal with

GO TO OUR
NEW
WEBSITE!

WWW.
clubinsidernews
com

Now
Accepting
Mastercard
and Visa

FitnessMX has been to develop
an easy-to-use custom platform
built for the fitness industry by
the fitness industry - and to cul-
tivate a dedicated membership of
clubs and vendors and we did
that through one-to-one relation-
ships, training, and persever-
ance.” Warren said. “We are
proud to have accomplished that
and more.

“We have a good thing
going here,” Warren continued.
“This is basically a turn-key so-
lution now. We have already cov-
ered the hard part - making the
inroads, investing heavily in
technology, testing the product
with large and small groups, and
launching successfully - but we
as a company now have to look
to leaders within the industry to
step up in order to leverage our
early-stage proof of concept and
positive user experiences. If
FitnessMX goes away, the indus-
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continued from page 3

direction. Germano’s back-
ground just happens to be per-
fectly tailored for the challenges
facing ACE and he is exuberantly
pursing that new direction.

Education and Vast

Iudustty Experience
ermano

Perfecﬂy ForAce Role

Ken Germano was

born in Forest Hills, New York
and graduated from Manhattan
College with an undergraduate
degree in Biological Sciences
and Physical Education. He at-
tended school on a baseball
scholarship. After graduation he
played professional baseball in
Italy and later played on the Ital-
ian Olympic Baseball Team. He
was able to do that because his
parents were Italian citizens and
the rules allowed him to repre-
sent the country of his parents,
thus he played on the Italian Na-
tional Team. His Italian National
Team won the European Base-
ball Championship Gold Medal
in 1975 and then played in the
1976 Olympic Exhibition Games
in Montreal, Canada. There were
no medals awarded because
baseball was an Olympic exhi-
bition sport until 1988,
Germano went to
Graduate School at Adelphi Uni-
versity on Long Island, New
York, where he earned his Mas-
ters Degree in Community
Health and was a Graduate As-
sistant. Community health fo-
cuses on community health-
based initiatives, fighting drug
abuse, child neglect and many
other health initiatives.
Germano’s educational back-
ground is a perfect match for his
role now as Executive Director
of ACE, as is his cumulative 20+
years in the fitness business.

An Interview
With ACE Executive
Director
Ken Germano

‘ & e met with Ken

Germano last Summer in New
York City and followed up that
meeting with the following inter-
view in which he shares his ex-
periences and illuminates the
new initiatives and objectives for
ACE.

Q. “Kenny, you are one
of the most well respected and
experienced people in the health
and fitness industry and it seems
that your background experi-
ence, as well as education, ide-
ally suits you for your role now

as Executive Director of ACE.
What a match! It seems like the
‘Powers That Be’a long time ago
must have said, ‘We’re gonna let
him do a few things and we’re
going to make sure that he has his
Master’s Degree and when he
settles in, he’ll be at ACE.” What
do you say to that?

A. It’s perfect! | feel like
it is the sum of my life’s experi-
ence.

Q. What was your next
stop after obtaining your Master’s
at Adelphi University?

A. | was the Assistant
Dean of Students at Hofstra Uni-
versity and Head Soccer and Head
Baseball Coach. | had given up
pro bascball and to play pro soc-
cer for a team called New York
United in the American Soccer
League from 1978 through 1981.
I was a goalie. We were the 1981
runners-up in the league champi-
onship. At the same time | had
gotten into the club business.

Q. How did you enter the
club business?

A. 1 had opened two
small Nautilus facilities on Long
Island with two of my buddies as
partners. I used to buy my equip-
ment from Randy Peterson and
Nick Orlando. Getting involved in
the two facilities on the side gave
me a really good idea of what was
going on. | was always fascinated
by fitness equipment and came to
realize then that | didn’t want to
stay in the club every day. One day
in late 1980 | received a direct
mail piece from a company called
Cybex in Long Island —
Ronkonkama, New York. At the
time Cybex was just a physical
therapy company. They had a dy-
namometer and were able to test
force producing capability
through every range of motion and
joint pattern of motion in the hu-
man body. | was really fascinated
by that. So, we were researching
to buy one of the machines and at
the same time a guy I used to play
ball with, named Tom Derosa,
came into the club to workout one
night and he happened to be a
Controller at Cybex. I asked him
what he was doing and he said he
worked for a company called
Cybex. | asked him, ‘Do they have
any jobs there?” and he said he
would check on it. He came back
and said *Yes, they are looking for
someone to manage Cybex sales
in Canada.” So, I went down and |
met with a guy named Bernie
Zelhof who was the Director of
Medical Sales. Working in
Canada was not a big deal for me
because I had spent a lot of time
in Europe. I was very excited
about Cybex. I thought it was re-
ally the next wave because at the
time the insurance covered it and

all those good things were in place.
Bernie called me the next day and
said, *We'd really like for you to
be part of the team.” So, I took the
job selling physical therapy equip-
ment and continuing to educate
myself. At the same time Cybex
was looking for a strength line be-
cause of the inroads Nautilus was
making in the physical therapy and
orthopedic markets. There was al-
ways a strong competition between
Cybex and Nautilus. We found a
product at the Strength Coaches
Show in Las Vegas in 1981 called
Eagle Fitness Systems, invented by
Roy Simonson, also the inventor of
Ground Zero Design. The three big-
gest contributors to the strength
technology have been Arthur Jones,
Dennis Keiser and Roy Simonson.
Roy was right there at the top with
all of the things he has done with
Eagle all the way along on his way
to Ground Zero Design. Eagle was
the right tool to compete with Nau-
tilus. Eagle went to market in 1982
and that was my opportunity to
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build a product on the fitness side.
By 1985, after 100,000 miles in
the car and 200,000 miles in the
air, Eagle was replacing Nautilus
in many clubs. We had built a very
strong fitness side for Cybex. In
1987 | ventured West to go to
work for a one product company
called Lifecycle. I wanted to stay
out in front. | went to work for
Augie Nieto. Augie had a dream
to build computerized strength
equipment. My project at
Lifecycle was to build the
Lifecircuit, Life Fitness’ comput-
erized strength equipment. Dur-
ing that development [ pulled Bill
Pearl out of retirement to get in-
volved. We had quite a team. We
launched Lifecircuit in 1988, The
Lifecycle Company name was
changed to Life Fitness and the
company grew by leaps and
bounds between 1987 and 1989.
In late 1989 | went back to Cybex,
but | remained in California. My
focus then was to re-energize the
sales department for the fitness

side of the Cybex business.

ARNOLD WANTED
KENNY TO BE
INVOLVED IN

FITNESS FOR KIDS

Q. How did you get in-
volved in ‘Operation FitKids’?
A. At the same time
(1990) I was with Cybex in Cali-
fornia | was asked by Arnold
Schwarznegger to help him get kids
more fit and active when he became
President of the President’s Coun-
cil. I created Operation FitKids
(OFK). I acquired previously
owned exercise equipment, refur-
bished it and created fitness facili-
ties in high schools throughout
California. Arnold and | continue
to work together to this day.
While doing Operation
FitKids and continuing to work
with Cybex, | ventured out with a
start-up and helped to develop a
product in Boulder, Colorado called
(See Germano page 8)
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continued from page 7

the XL100. That was that big total
body piece that we launched in
1992 under the company name,
Cross Conditioning Systems, Cross
Conditioning Systems became the
global licensee for Reebok in 1996.
I stayed with Cybex until that time.

At the same time, OFK
continued to grow and expand na-
tionally. It became a 501 (¢) 3, not-
for-profit organization. Then in
1996 | became a member of the
Board of Directors of The Ameri-
can Council On Exercise. In the
Spring of 1999 I was asked if |
would be interested in becoming the
Executive Director of ACE.

For me it accelerated my
life’s plan because my original plan
would have been to amass enough
funds to drive Operation FitKids on
a full-time basis. My goal was to
get to a non-profit side of things and

)

do good things for the industry
while I was still here to do good
things. Having this happen just
accelerated that plan. Jill Kinney
was the Chairperson at the time
and was the one that presented me
with the opportunity.

Jill Kinney, Vice Presi-
dent of San Francisco-based
CLUB ONE, and ACE Chair at
the time recalls, “As the Chair-
man of the ACE Board in 1998,
we looked to replace the leader-
ship and vision that Sheryl Marks
Brown had provided the organi-
zation since its inception. We
concluded that what we needed
was an energetic, experienced
manager who fully understood
the fitness community and the op-
portunities that lay ahead. Since
ACE serves many markets from
individual consumers, fitness pro-
fessionals to clubs and non-profit
activity centers, it was important
to find someone who was well-
versed in various aspects of the
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industry. [ was on the phone with
other members of the Board dis-
cussing
this when Ken stopped by my of-
fice. As he walked in, I realized
that he was the perfect fit. He
was already a member of the ACE
Board and knowledgeable about
the Association’s needs and is-
sues. He was very experienced
with the equipment manufactur-
ers through his work with Life
Fitness, Cybex, Reebok Cross
Conditioning Systems and Ezone.
He had created an award winning
non-profit organization, Opera-
tion FitKids, and understood the
roles and responsibilities of a
501¢3 organization. And, Ken has
a level of enthusiasm and commit-
ment that is truly unique. When |
suggested Ken as a candidate to
the other members of the Board,
they all agreed that he was a great
fit.”

“Over the last few years,
Ken has proven to be all and more
than we expected. He has doubled
the size of the organization and
has expanded the services ACE
provides including publishing and
new fitness professional pro-
grams. In November, ACE is
opening a Headquarters located in
San Diego. The building will pro-
vide offices as well as a training
and research center for ACE pro-
fessionals. Ken has truly done a
remarkable job in expanding on
the success of ACE and setting it
up to be the on-going leader of
professionalism in the fitness in-
dustry.”

Ken Germano Now
Leading Major ACE
Ininatives List

Q. That brings us up to
date. Now Kenny, you are lead-
ing a major transition at ACE that
includes many initiatives, includ-
ing the new ACE World Head-
quarters, a newly constructed
25,000 square-foot office building
you’ve just occupied in San Di-
ego. Tell me about the new build-
ing.

A. The Headquarters is
located in Kearney Mesa which is
geographically the center of San
Diego County. It is an ACE owned
property including the land and
the building. We're very proud to
be the only Association of our
kind to have its own free stand-
ing headquarters. The building is
25,000 square-feet with expan-
sion capability for 9,000 s.f. more.
It has every component that we
need, including the classroom fa-
cility, a fully equipped gym, pub-
lishing, certification, professional
service, customer service, market-
ing, information technology, ac-
counting. Everything. The Head-
quarters is also publicly accessible
with aproducts and services store.

The ACE Vision

We advocate healthy, active lifestyles
for all segments of society.

We are the leading provider of
certification and education to the professional,
commercial and retail fitness markets.

We protect the public against unsafe and
ineffective fitness products and instruction.
We support people, services, and products that
meet our standards of excellence.

Q. Ken, you have es-
tablished two significant mutu-
ally beneficial alliances with
IHRSA (The International
Health, Racquet and Sportsclub
Association and then the IAFF
(International Association of
Fire Fighters). First, tell me
about the IHRSA alliance?

A. “As our on-going
alliance continues, we have
committed to work with IHRSA
to create a standard for fitness
professionals in clubs world-
wide and to educate owners and
operators to the importance of
the role that these fitness profes-
sionals play in the clubs. We will
ultimately be delivering quality
service and providing results
that IHRSA members have
come to expect,”

This is what John
McCarthy, IHRSA Executive
Director, had to say about Ken
Germano and the ACE Alliance:
“Ken has always reached out to
club owners and club managers.
As a result, it's not surprising
that more and more club own-
ers and managers are asking
their personal trainers and fit-
ness personnel to get involved
with ACE. Also, on the tough
issues, Ken has always listened
to the concerns of clubs...this,
too, explains why club people
trust ACE.”

Q. I understand that
ACE is now focusing on its pub-
lic and trade visibility. You have
employed a company called
ideaspa and also
HeartCommunications with
Michael Hoffman. I know
Michael, but | am not familiar
with ideaspa. Fill me in?

A. ideaspa is a subsid-
iary of Cimmaron, Bacon,
O’Brian, one of the major pro-
duction houses in Hollywood in
motion pictures, consumer out-
reach, etc. Some of the things
they have done are Gladiator,
the Star Wars Trilogy, and they
do all of Arnold’s movies. They
sit on the Boards of Universal,
Sony and Paramount. The con-
tact we have with ideaspa’s Jeff

Bacon gives us an ultimate oppor-
tunity to reach the consumers which
really has never been done in our
trade. No organization has really
gone outside the trade to drive itand
sort of loop it back; and our goal is
really to create consumer awareness
of exercise and fitness, which in turn
is going to support the efforts of our
Certified Professionals and the club
facilities. We are trying to get more
people up and active. Michael is
working with Jeff Bacon and
ideaspa on a PR consulting basis and
it gives us a greater outreach through
Michael's experience.

ACE Provides Several
Certification Options

Q. ACE has reached out
and has created and developed sev-
eral layers of certifications to help
professionals from all walks of the
fitness world adapt to changing
populations and their needs. Ken,
give us an overview of those certi-
fications.

A. The four certifications
are: Personal Trainer, Group Fitness
Instructor, LifeStyle Weight Man-
agement Consultant and Clinical
Exercise Specialist, which is really
the highest level of certification in
the business, It deals specifically
with special populations, such as
those with heart disease and diabe-
tes. The people we see taking the
Clinical Exercise Specialist Certifi-
cation are more Ph.D. level medi-
cally-based in the market-place and
it is obviously something for high-
end club people to ascend to as well.
And, we are currently researching
the efficacy of an older adult certi-
fication. Right now, based on our
research, we know that the market
is kind of rewriting itself in that seg-
ment. So, there isn’t a need to rush
out there and do just anything. We
want to do the right thing. Then of
course our relationship with the In-
ternational  Association of
Firefighters Union and our construc-
tion of the Peer Fitness Trainer Cer-
tification is ongoing now.

Q. | understand that ACE
is one of the very few groups that
utilizes an “independent testing ser-

(See Germano page 12)
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Business Income Developer?

By Paul Goldner

Ncw business develop-
ment, or the ability to bring new
business income into your organi-
zation, is one of the most crucial
skills for today’s top sales profes-
sionals. The following questions
will test your new business devel-
opment acumen. These questions
were compiled based on years of
working with market leading sales
organizations, discussions with
today’'s top sales professionals and
personal experience. Take the test
and see where you rank among the
world’s top new business develop-
ment specialists:

Question 1: By observ-
ing top new business developers,
one can rapidly conclude that sell-
ing success does not happen by ac-
cident! Today's top new business
developers are excellent planners.
Planning typically takes place on
two levels. First, top new business
developers have a very clear un-
derstanding of their target market.
By clearly understanding their tar-
get market, the sales professional
can focus all of their resources on
gaining sales from the very best
companies in the marketplace. In
other words, their market planning
allows them to maximize the re-
turn they receive on the time they

invest in their business.

If you have a well de-
fined market plan, award yourself
five points. If you have a partially
defined market plan, award your-
self three points. If you have a
limited market plan, award your-
self one point.

Question 2: Greal new
business developers also make
significant investments in the ac-
count planning process. If you
have a formal account plan for
your top accounts, award yourself
five points. If you have made
some investment in the account
planning process, award yourself
three points. If you have made
only a limited investment in ac-
count planning award yourself
one point.

Note: If you would like
a market planning or account
planning document that you can
use or customize for use in your
business, please write, fax or call
us at the Sales & Performance
Group.

Question 3: Great new
business developers have also
learned to overcome the fear of
rejection. The insight here comes
from the fact that they have over-
come their fear of rejection not
through the passing of time and
the thickening of one’s skin but
rather from diversifying away

JLR

associates

www.jirassoc.com

their selling risk.

Much of your risk in
sales comes from working with
too few customers and pros-
pects. Today's top new business
developers recognize this and
have diversified away their ac-
count risk by working with more
accounts and prospects.

Award yourself five
points if you are completely “re-
jection proof”. Consider your-
self rejection proof when you are
able to move through the sales
process and feel that you have
accomplished at least a small
portion of your account goals in
spite of less than favorable treat-
ment on the part of a client or
prospect.

If you only feel par-
tially rejection proof, award
yourself three points and if you
feel customer and prospect ac-
tions largely control your men-
tal attitude, award yourself one

point.

Question 4: Great new
business developers are pre-
pared for cach step in the sales
cycle. They have well devel-
oped telephone scripts, they
have objectives and questions
prepared for each sales call, and
have developed responses to
common objections.

Award yourself five
points if you have a well devel-
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Terry Marchand

General Manager

Club West/Valley Sports Clubs, Inc.
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oped script prepared for your tele-
phone solicitations. Award your-
self an additional five points if
you have developed a list of five
open ended questions that you use
when trying to understand cus-
tomer or prospect needs. Finally,
award yourself an additional five
points if you have developed an

appropriate response to the ma-

jor objections you receive on your
sales calls.

If you are only partially
prepared in a given area, award
yourself three points. If you feel
that your preparation in an area
could improve a great deal, award
yourself one point on that portion
of the question.

Note: If you would like
a call planning worksheet that
you can use or customize for use
in your business, please write, fax
or call us at the Sales & Perfor-
mance Group.

Question 5: Great new
business developers have learned
how to differentiate themselves in
the marketplace. They can answer
the question “why pick me?”
posed by many prospects and cus-
tomers.

Award yourself five
points if you have a well devel-
oped banner, or position state-
ment in the marketplace. Your
banner should answer the ques-
tion “why pick you?” A great
application of the banner concept
is Rolaids and their slogan “how
do you spell relief?” It is some-
thing they have become known
for in the marketplace. A partial
application of the banner concept
is worth three points and a lim-
ited application of the banner con-
cept is worth one point.

Award yourself an addi-
tional five points if you have
taken the time to develop a series
of five unique selling points.
Remember, most sales are made

after the fifth call and a series of

five unique selling points will
both support your banner and help
you consistently differentiate
yourself in the marketplace on
each successive sales call. Each
unique selling point is worth one
point.

Question 6: Today's best
new business developers have a
clear customer focus. Read the
following quotation from Dr.
Norman Vincent Peale in his book
“How to Stay Alive All of Your
Life” and determine how closely
the quotation matches your sell-

Pal Goldner

ing style: “Think first of helping
Mrs. X (your customer). And to do
that you must first get to know her
and her family; study her needs. Do
not think so much about putting her
money in your pocket as putting
your chair, which she needs, into her
home. Do this with all of your cus-
tomers . Think of them as people
needing your goods instead of your-
self needing their money. Find ways
of helping them overcome their dif-
ficulties, and you will overcome
your own in so doing.”

If you feel that the magni-
tude of your customer focus equals
or exceeds that described by Dr.
Peale, award yourself five points. If
you believe that you are customer-
focused some of the time and have
an internal focus the remainder of
the time, award yourself three
points. If you believe that either you
or your company largely has an in-
ternal focus, award yourself one

point.

Question 7: Great new
business developers realize that
their success is fully within their
control. While there are external
factors that clearly enter into the
process, the great business devel-
oper focuses largely on things they
can impact. They are always mov-
ing forward.

Stephen Covey, author of
the “Seven Habits of Highly Effec-
tive People”, described this best
when he talked about one's “circle
of influence” and “circle of con-
cern”. Your circle of concern are all
those things that you are aware of
that you cannot change. Your circle
of influence are all those things that
you are aware of that you can im-
pact.

If you believe that most of
your efforts focus on your circle of
influence, give yourself five points.
If you feel that your time is evenly
divided between the circle of influ-
ence and the circle of concern,
award yourself three points. Finally,
if most of your time is spent in the
circle of concern, award yourself
one point.

(See Goldner page 26)
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...Germano

continued from page 8

vice”, much the same way college
entrance exams are administered.
Tell me about that.

A. “There are three ma-
jor testing firms in the U.S. Castle
Industries in Raleigh/Durham,
N.C. who we use, Princeton test-
ing in Princeton, New Jersey (who
everyone knows from the SAT
test), and Professional Testing Ser-
vices, Inc. in New York. Most of
the other smaller groups originated
by people who worked for those
three. The utilization of indepen-
dent testing really is the critical
hinge on this certification process.
Number one it is important that we
evolve things through a specific
psyometric process and that things
are validated through an unbiased
and credentialed environment be-
cause we all know how our indus-
try is about *self-validation.” There
is too much of it going on. ACE is

one of two organizations in the
entire health and fitness certifica-
tion world that utilizes indepen-
dent testing services. And, there
are over 300 groups that say they
‘certify!”

American Council
on Exercise
Board of Directors

Q. Ken, tell me about
your Board of Directors?

A. Our Chairman is Bill
Shannon, the Manager For Cus-
tomized Programs for the Disney
Institute. Other ACE Board Mem-
bers Include:

*Ross E. Andersen, PhD.
- Assistant Professor of medicine
at Johns Hopkins University -
School of Medicine and the co-
author of The Health and Fitness
Leaders Guide to Running Weight
Management Programs

*Rick Caro- MBA -
Management Vision, Spectrum
Clubs Inc.

A SIMPLE FACT

The BEST Gyms In the Country
Are Protected
By The BEST Insurance

Association
Insurance

Giroup, Inc.

“Health Clubs are our

ONLY business.”

Property, Liability, Workers Compensation
and Bonds
Call now for a brochure and application

1-800-985-2021

or visit our website at

www.clubinsurance.com
www.trainerinsurance.com
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*Kathy Nenneker- Se-
nior Vice President/Group Edito-
rial director of the Women's Pub-
lishing Group at Weider Publica-
tions, Inc.

*Michael Pratt, MD,
MS, MPH - Centers for Disease
Control & Prevention, Division of
Nutrition and Physical Activity

*Ash Hayes - President
of the San Diego State University
Alumni Association and Board
Chairman of the San Diego Coun-
cil on Physical Fitness and Sports

*Janet Denyer - Presi-
dent and owner of Natural Re-
sources Spa Consulting, Inc., a
company that provides consulting
to owners and management of
luxury spa and health/fitness fa-
cilities

*Hannah Karass - Health
Works Fitness

*Liz Neporent - Plus
One Health Management

*Bob Tutnauer - RT Ad-
visors

*Carlos Crespo Dr. Ph,
MS. - State Univ. New York/Buf-
falo-Dept. Social Prev. Med

Field Service
Management Team
Helps Club Owners

Q. lunderstand ACE has
created a Field Service Manage-
ment Team to provide service to
the industry. Tell me about that
please?

A. People are assigned
to regions similar to the way any
company in our industry would
drive the distribution of goods
and services on a direct basis. |
felt that it was imperative to sup-
port our initiatives, for example
with IHRSA clubs, and really
overemphasize repetitiously the
need for a standard and for edu-
cation. We emphasize that The
American Council On Exercise is
here to provide that support. It is
not to be more competitive, it is
to provide more service to the in-
dustry. I don’t look at this as com-
petition, | look at this as some-
body taking a position that we
need a standard in the industry
and we need to create it. And the
only way we are going to create
it is through repetition. So, we are
kind of re-purposing things, ver-
sus reinventing things.

CLUB INSIDER - In
my opinion you are doing hugely
important work because one ma-
jor reason why we only have 11%
of the population in America as
members of health clubs ties di-
rectly to this lack of industry-
wide accepted standards and pro-
fessionalism in many clubs.

Germano- I'll give you
an interesting sidebar here. We've

“been talking to orthopedic sur-
geons lately as to why they don’t
recommend patients in post-op-

erative rehab status to health
clubs, They told us that they don’t
have enough confidence in the
level of expertise in the health
clubs, due to the lack of standards,
to warrant sending their patients
there. And, even if they only got
10 sessions covered by insurance
they felt more comfortable with
a physical therapist and they
know they need to send themto a
health club. They know this, but
they are not doing it.

CLUB INSIDER - Well,
that's a terrible condemnation of
our industry when you put it right
on the line like that.

Germano - Yes, it is.

Q. Ken, back for a sec-
ond to your baby, Operation
FitKids. I've said it before and
I'll say it again. Operation FitKids
is one of the greatest things that
our industry can do and | strongly
support it. And, | think this alli-
ance with the Firefighters is awe-
some. How did that happen?

A. When we sat with the
firefighters to discuss building
their certification, there were
more caveats to the alliance than
we were aware of on the onset.
They needed a way to disseminate
information through publications
and they wanted a way to connect
with the community, especially
with high school kids. Ultimately,
because of the vocational recruit-
ment opportunity within the
firefighter rank and file, it is a tre-
mendous career opportunity.
There is no question about it. And
now, with the emergency medi-
cal technician education required
in many places prior to becom-
ing a firefighter, it is a tremendous
responsibility and opportunity.
When they saw OFK and the as-
sets that it brought to the table,
they realized it was a direct way
for them to take their mentoring
expertise into those facilities with
the kids. It was a win-win. They
were so excited about it. OFK
gained probably the best partner
it could have gained as mentors
and mentors are the ones that re-
ally drive the initiative on a daily-
weekly ongoing basis. They es-
tablish the continuity. Fitness and
wellness are one of the two ma-
jor platforms for the firefighters.
They are required to stay as physi-
cally fit as professional athletes
or better! There is no question that
when you strap on 70 pounds
worth of gear you have to be in
great condition!

CLUB INSIDER- Man,
just think about those firemen and
how fit and strong they had to be
able to go charging up those
World Trade Center Tower fire
exit stairs!

Germano- That was
where it was never more clearly

evident for firemen how important
conditioning is to their job. You
didn’t sec soldiers going in with
rifles. You saw firefighters, men and
women, going in with oxygen tanks
on their back. And then, tragically,
356 of them didn’t come out. But,
as they said the following week in
Phoenix at their meeting, ‘We're
here to go on and carry on in their
names. The firefighters are incred-
ible people and that is their spirit
and philosophy. They are incredible
role models for the kids. So, that
helped expand Operation FitKids
through equipment, mentors, train-
ing materials and then training for
teachers and staff, as well. So,
we've been able to significantly
expand Operation FitKids when
you look at what we are able to de-
liver now. Since the alliance with
the firefighters began, we’ve been
able to establish facilities in New
York with the New York City Fire
Department. Mayor Rudolph
Giuliani, declared June 18th Opera-
tion FitKids Day in New York. And,
this past September in Phoenix with
the Phoenix Fire Department, we
opened a new facility. It is a great
partnership for our industry because
of what the firefighters mean to the
industry, not only in consumption
of goods and services, but member-
ships in health clubs. | also want to
be sure to mention that in respect
to this September 11th attack, the
folks at Crunch and TSI were just fan-
tastic in creating facilities on a 24/7
basis for the firefighters and emer-
gency rescue workers in lower Man-
hattan. They were great. We were able
to publicize thison ACE and IHRSA’s
Website. And, we forwarded the in-
formation to the International Asso-
ciation of Fire Fighters IAFF), Ex-
ecutive Director, Harold Shaitberger
and Mayor Giuliani as well. Itis great
to now be in position to do these
things. Operation FitKids will flour-
ish based upon its alliances and part-
nerships. There has never been a bet-
ter and more important time for this.
Ouwr kids in America are more over-
weight and inactive than any time in
history and we've got to get them
going! Kids are the future. And, what-
ever the Baby Boomers have done to
increase longevity, it is being eroded
by the Y Generation and inactivity!
We see OFK as an ultimate solution.
We know we've affected the lives of
thousands of kids around the country
over 11 years. We know the ups and
downs of it and we know what you
can do for such a nominal amount. |
want to just see people out there get-
ting kids up and going. Ican tell you
from our relationship in Phoenix that
kids have actually improved them-
selves to the point where they have
joined local health clubs.

Q. How long has the
mentoring program for OFK actually
been in place?

A. Since we created the first

(See Germano page 24)
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How to Guarantee Sales

Success During Economic Shifts

By Karen D. Woodard, President
Premium Performance Training

No doubt, there is some
shifting going on in the economy.
That does not mean doom and
gloom or troubles ahead. What it
does represent is an opportunity.
Typically what happens in a strong
economy is we get a bit lazy when
it comes to dilligence with cost
controls and planning revenue
growth. Whether your club has had
about with complacency or not, the
following tips will allow you to
seize the opportunity to the fullest.

This information is pre-
sented for two groups: Sales Man-

needst?

resource for

Yo the s
or phone 818 878
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renowned authors?
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agers (SM) and Membership
Representatives (MRs). How-
ever, the content is applicable for
any management personnel who
directs a revenue generating pro-
gram and any staff person di-
rectly responsible for any sales.

SM: Examine your cost
per sale to determine how to
minimize costs as well as inten-
sify and refocus the sales effort.
There are two ways to beat any
economic shift - cutting costs and
increasing sales. Yes, both can
and need to be done in any
economy. It simply takes dili-
gence and rational commitment
to know what will bear a posi-
tive effect and avoid what will
bear a negative effect. Example:
eliminating a sales person who

..An expansive Fesource for in-house
education, exams and CEC’s?

..A place 10 create, store and
monltor your clubs cllent proflles
and programs?

..A cost effective solution
o your tralner education
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o} Personal
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is productive or even quasi-pro-
ductive to save labor dollars in
the form of his salary is a bad
move. Instead, refocus his ef-
forts to be more productive. This
1s where they may need more
training and follow through on
your part as his manager. Pro-
vide a solid timeframe in which
to create positive growth. When
you see it, your investment will
have paid off. If the growth does
not happen, perhaps it is time for
him to seek his success else-
where. The problem with slash-
ing labor costs and eliminating
sales positions is that the club is
now in the position of not hav-
ing enough manpower to create
business. The club will then find
itself in the undesirable and
downward curve position of sell-
ing only to those who are walk-
ing in and calling in. The sales
teams job is to get out and cre-
ate business not wait for call-ins
and walk-ins.

SM: Be up front and
honest with your team. If the
club has had an unpredictably
high attrition rate and a lower
than projected new membership
sales rate, that means we’ve got
some catching up to do. Some
managers make the mistake of
not wanting to “put too much
pressure” on the MR 's and there-
fore avoid implementing a catch-
up plan. Instead, they allow the
MRs to simply go for the current
month’s goal (or worse yet, they
lower the monthly goal) with
disregard to the real picture.
This spells disaster. You may be
hitting the monthly goal, but
you’re not going to hit the year-
end goal.

If due to attrition and
lack of sales, you are 50 mem-
berships down for the year, it has
to be made up in a realistic time
frame. Don’t blow the sales
team away by trying to make it
up in one or two months. In-
stead, can you add nine more
sales to goal each month and
catch up or even get a bit ahead
over the next six months?

Be honest with your
team. If they trust you, they will
redouble their efforts to hit the
goals.

SM: Refocus your
commitment to the club’s vision,
mission and core values. Your
management skills, vision and

commitment to the club’s core
values are critical to create a path
of leadership. If everybody
came to work everyday and did
their best, we wouldn’t need
managers. The fact is that you

need 1o create an environ-
ment that brings out the |
best in people.
SM: Make the
best of your meeting time. ||
Your follow through with
the team is critical to en-
sure that all cylinders are
firing at all times. If you |}
aren’t currently doing so, [
now is a good time to
implement weekly indi- [ &
vidual meetings with your |
MRs in addition to your|§
weekly group sales meet-
ing. The purpose of the
weekly individual meeting
is to take 20 - 30 minutes
with each MR and work on
performance issues. The
“cornerstone of this meeting
should be their weekly
sales report for you to de-
termine where their perfor-

Karen Woodard

mance issues really are. Is
it phone skills, closing skills, lack
of follow up? The sales report will
indicate the core issues. Addition-
ally, this meeting is a good time for
one-on-one training and inspiration
for the MR.

MR: Polish up your pros-
pecting and lead generation skills.
Your job is not to simply take the
call-ins and walk-ins, but to create
business for the club and more in-
come for yourself. Do you know
how many leads you need every
month to hit your goal? When you
do, and you create them, it is a for-
mula for guaranteed sales success.
The number one reason that most
sales people do not hit their goals
is that they are not talking to
enough people. Put together your
plan for the next three months that
focuses on referral, corporate and
outreach lead generation activities.
Once you do, and assuming your
sales skills are where they need to
be, you will not have a problem
again with hitting goals. The big
question is: what are you doing to-
day to build for the next few weeks
or months?

MR: Team up. When you
are doing lead generation activities,
team up with another MR on your
staff. So often, MRs don’t do lead
generation activities because they
don’t find them fun or rewarding.
Take control and make it fun. If
you are doing a corporate activity
or sales presentation, have two of
you do the presentation and give it
twice the energy, enthusiasm and
follow through to double the re-
sults.

MR: Where do you need
help with your sales skills? s it
phone work, your pre-tour work,
qualifying, needs assessment, rela-

tionship skills, handling concerns,
closing the sale? Determine what
is holding you back and work on
those skills. This is where your
sales report will be revealing for
you as well as your manager. There
are so many tools available to you
in the form of training books, tapes,
videos, role-playing, etc. You could
double your productive capacity
overnight by committing to doing
the things that you know will make
you successful and discontinuing
the activities that don’t. Determine
what you need to do to be able to
continually repeat your best perfor-
mance.

MR: Create urgency on
your tours. Too often, MRs simply
give a tour and don’t create any
sense of urgency other than promo-
tional urgency at the end. Too of-
ten, that type of urgency creates
pressure, not excitement. The pur-
pose behind creating urgency on the
tour is to create a reason for the
prospective Member to join today.
There are three tools available for
us to create urgency and they are
personal motivation, programs and
promotions. My recommendation
is to use all three all throughout the
tour to continue to create numer-
ous reasons why the prospective
member should join today. To do
this, you absolutely must know
their true needs, motivation and
concerns before the tour.

Urgency builds excite-
ment for the prospective member
resulting in a first-visit sale. Ur-
gency also results in building ex-
citement for you because when you
have more first visit sales you cre-
ate an upward momentum for your-

self with regard to each sale there-
(See Woodard page 26)
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—Crossover / Jun gle Gyms

Available in 10 different variations

Muuscle Dynamics
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IHRSA’s Capitol Report

IHRSA MEMBERS
DEFEAT
RECREATION
REFERENDUMS

ancrs in Grand Junc-
tion, Colorado soundly rejected a
proposal to increase taxes for a $25.5
million city-owned recreation center.
By a 3-1 margin, voters turned down
the measure that would have in-
creased taxes $2.9 million annually.

Dan Thurlow, owner of
Grand Junction Athletic Club, led the
efforts to vote down the 75,000
square-foot center, which would
have included two swimming pools,
two gymnasiums, a senior activity
center, a running track, a cardiovas-
cular weight room, a drop-in child-
care center, racquetball courts, an
aerobic and dance room and office
space.

Elsewhere, residents of
Park City, Utah voted 53% to 47%
against a $2 million bond for im-
provements to the community’s
“Park City Racquet Club.” Residents
have almost paid off the last bond to
improve the Racquet Club, and
thanks to the “no” vote, the owner
of a $350,000 home will now save
$12 a year in taxes. Congratulations
to Michael Smith, General Manager
of the Silver Mountain Club, who
worked tirelessly to defeat this ref-
erendum.

Finally, last week we re-
ported that Hampden Township,
Pennsylvania commissioners will
decide in January whether to build
an 86,000 square-foot community
recreation center. An incumbent
commissioner who was a strong ad-
vocate of the center appears to have
been defeated yesterday by a chal-
lenger who strongly opposes the cen-
ter. This is a major victory in the
battle to stop this $17 million project!

NO SECOND TERM
FOR SURGEON
GENERAL DAVID
SATCHER

Dr. David Satcher, the
Surgeon General of the United
States, says he plans to leave office
when his term expires, on Feb. 13.

‘When Dr. Satcher took of-
fice in February 1998, he said his pri-
orities were giving a healthy start to all
children; persuading Americans to
eat healthy diets, exercise and shun
tobacco; eliminating racial dispari-
ties in disease; and giving mental health
the same priority as physical health.

Dr. Kenneth Cooper — the
fitness guru credited with coining the
word ‘aerobics’, who is also George

Capitol Report Reprinted Courtesy Of IHRSA

W. Bush’s personal physician —
heads a short list of names being
considered for the job, the San
Antonio Express-News reports.

DALLAS TO LAUNCH
‘SHAPE UPTEXAS!Y
INITIATIVE

Cily officials in Dal-
las, Texas, ranked the 16th-fattest
city in the nation by Men’s Fitness
magazine, have launched a pub-
lic health initiative to improve the
city’s fitness and slim down the
population.

The “Shape Up Texas!™
outreach and education campaign,
a program sponsored the Dallas
Mayor’s office, Cooper Aerobics
Center, National School Fitness
Foundation and Brinker Commu-
nications, will use a free maga-
zine, a web site, a 30-minute tele-
vision program and radio adver-
tisements to reach the Dallas resi-
dents beginning in January 2002.
Asimilar program in Philadelphia,
which has dropped from the fat-
test city to third-fattest as a result,
“inspired” the Dallas initiative.

OSHA’

CONSULTATION
PROGRAM LACKS
RESULTS

Despitc increased
funding, the Occupational Safety
and Health Administration’s
(OSHA) consultation program
designed to identify and fix work-
place hazards at small businesses
has been unable to prove its ef-
fectiveness, the Wall Street Jour-
nal reports.

In recent years, OSHA
has stepped up funding for its con-
sultation program, which allows
small businesses to invite the fed-
eral agency to check for hazards
in workplaces without worrying
about being cited for problems
found.

But a report issued last
month by the General Accounting
Office finds OSHA has been un-
able to prove the program actu-
ally works.

The consultation pro-
gram now accounts for 11% of
OSHA'’s overall budget, With
funding for the program rising by
50% from 1996 to 2001. But in
more than 12 states, OSHA offi-
cials made fewer visits to employ-
ers and found fewer workplace
problems, the report said.

For small business own-
ers who are trying to comply with
federal safety laws, OSHA’s con-

sultation program does little to help.

California’s Department
of Industrial Relations decided to
merge its consultation program with
the federal one in hopes of finding
a more effective solution.

“We weren’t real happy
with the effectiveness of the federal
program,” said David Bare, a pro-
gram manager for the state. Bare
says OSHA’s program doesn’t
“identify the root cause of your
problem™ and fix it.

IHRSA MEMBER
LEADS OPPOSITION
TO PENNSYLVANIA
REC CENTER

Hampden Township,
Pennsylvania commissioners will
decide in January whether to build
a $16.5 million, 86,000 square-foot
community center in Creckview
North Park, the Patriot-News re-

About 450 people at-
tended the first and most likely only
public meeting commissioners will
devote to the center before decid-
ing whether to go forward with the
project. Opponents, including
IHRSA member West Shore Health
Club and the YMCA, ran a public
campaign against the center, claim-
ing it will increase township taxes
and unfairly compete with for-profit
and non-profit health clubs.

Town commissioners say
the center will in the long run gen-
erate revenue 1o help keep township
taxes low.

‘The success of the oppo-
nents’ extensive public relations
campaign was evident. When the
crowd was asked who is against the
center, a clear majority raised their
hand.

Several residents asked
commissioners to put the center on
the ballot as A referendum. Com-
mission President Melvyn C.
Finkelstein rejects that idea. “They
elected us to make the decision, and
that is what is going to happen,” he
said.

STATE LEGISLATIVE
UPDATE

For more information
on these bills, visit http://
www.ihrsa.org/publicpolicy/state/
index.html.

MICHIGAN: The legisla-
ture has reconvened and is again
considering HB 4141, which would
require the operator of a health club
to do both of the following: (a) at
all times during which the club is
open, have at least one employee

on the premises who has completed
a course in basic first aid and car-
diopulmonary resuscitation; and (b)
implement an emergency plan to
address emergency services.
PENNSYLVANIA: The
“Government Competition with
Private Enterprise Act” (SB 1162)
has been introduced. The measure
would limit government as well as
institutions of higher learning from
competing with private businesses
in the provision of goods and ser-
vices; including fitness facilities.
John Brinson, President of Lehigh
Valley Racquet and Fitness Centers,
worked With the National Federa-
tion of Independent Business
(NFIB) to get this legislation intro-
duced. To read the full text, visit
hitp://www.legis.state.pa.us/
WUO1/LI/BI/BT/2001/0/
SB1162P1452.HTM.

SBA PROVIDES
DISASTER RELIEF TO
SMALL BUSINESSES

"The Small Business
Administration this week an-
nounced the September 11 Eco-
nomic Injury Disaster Loan Pro-
gram (EIDL) to help small busi-
nesses across the country that ex-
perienced economic losses because
of the terrorist attacks and the Fed-
eral actions taken after them.

The SBA has already pro-
vided more than $49.9 million in
loans to small businesses in the
immediate vicinity of the World
Trade Center and the Pentagon,
the National Federation of Inde-
pendent Businesses reports. But
under the EIDL, businesses out-
side of the area are eligible for the
capital necessary to cover operat-
ing expenses until business re-
turns to normal.

Small business owners
considering applying for the EIDL
must either be located near an air-
port or be a supplier or provider
of services to clients near the
WTC or Pentagon, or in an indus-
try greatly affected by the attacks.
Small businesses that depended
on any other business or organi-
zation that was shut down after the
attacks are also eligible.

The deadline for applica-
tions is Jan. 21, 2002. For more
information, go To http://
www.sba.gov/news/current01/
economicinjuryfact sheet.html.

IHRSA SUPPORTS
ECONOMIC
STIMULUS PACKAGE

II-IRSA has encouraged

Congress' immediate action in ad-
dressing a stimulus package that
will encourage investment and keep
the economy forging ahead.

Last week, IHRSA Execu-
tive Director John McCarthy con-
tacted Senator Max Baucus (D-
MT), Chairman of Senate Commit-
tee on Finance, as well as Senator
William Thomas (R-CA), Chairman
of the House Committee on Ways
& Means.

McCarthy stated, “Re-
search by the Small Business Ad-
ministration and other experts dem-
onstrates that it is small business
owners which are most likely to cre-
ate new jobs, and hold on to his or
her employees for the longest pe-
riod of time during an economic
downturn. For these reasons, it is
very important that Congress assess
the effectiveness of its stimulus rec-
ommendations by their impact on
the independent business commu-
nity.”

IHRSA believes that Con-
gress should act immediately to put
these reforms into place and stimu-
late the investment that is impera-
tive to boosting our economy.

IHRSA CLUB
NAMED EMPLOYER
OF THE YEAR

Congralulations to
Maryland’s Columbia Athletic
Club, a Columbia Association facil-
ity, which was honored as Employer
of the Year by the Howard County
Commission on Disability Issues at
a Disabilities Awards Breakfast on
Oct.

Kyle Archer, a mainte-
nance and fitness staff member born
with Williams syndrome, a chromo-
some disorder, nominated the club
for its efforts to respectfully treat
people with disabilities.

IHRSA LOBBIES
CONGRESS FOR
PE. FUNDING

On Monday, IHRSA
President Geoff Dyer, Ex-Officio
Joe Cirulli, and Executive Director
John McCarthy met with Represen-
tative Anne Northup (R-KY) in
Washington. The IHRSA represen-
tatives urged the Congresswoman to
increase Physical Education for
Progress (PEP) funding to expand
& improve physical education pro-
grams in our nation’s schools.

The U.S. Senate’s Appro-
priations committee recently took a
step to counter the adolescent obe-
sity epidemic by approving a ten-

(See Capital Report page 26)
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THE MILNER REPORT
News and Views on

Al first glance, most
fifty-year-olds appear to have very
little in common with their twenty-
year-old counterparts. But on one
thing the experts do agree on, the two
must exercise al the same level of
intensity to achieve optimal health.
With a mound of scientific evidence,
that would make even the most skep-
tical a believer, we have started to
sec the true benefits that exercise can
have on the aging population.

In this edition of the “The
Milner Report,” we cover the latest
research on exercise and osteoporo-
sis, cardiovascular health, arthritis
and diabetes:

STRONG BONES
MAY MEAN
STRONGER MIND

In a large study of elderly
people, researchers in Massachusetts
have uncovered a strong link be-
tween thin bones and poor verbal
memory.

Verbal memory impair-
ment is one of the stronges! predic-
tors of the future development of
dementia and Alzheimer’s disease.

After the researchers ad-
justed the results for other factors
that could play a role, such as age
and sex, they found that men and
women in the highest BMD quintile
were 44% fess likely to have verbal
memory impairment than those in
the lowest quintile.

These results suggest that
high levels of long-term estrogen
exposure may be a critical element
in the preservation of verbal memory

A National Gym Supply Exclusive!

Get your
SCHWINN
SPINNER

Parts Here!

Your #1 Resource for Replacement Parts and more!

Replacement

Keep your Spinners in business!
Contact us for all Schwinn Spinner
replacement parts and repair
advice. Or call for our new catalog!

1-800-GYMPART

National Gym Supply online: www.gympart.com

with aging.

SOURCE: American Jour-
nal of Epidemiology 2001;154:795-
802.

CAFFINE, GENES
TIED TO BONE LOSS
IN OLDER WOMEN

An appetite for coffee

and chocolate can take its toll on
the bones of elderly women, espe-
cially those with a particular ge-
netic mutation, researchers report.
The investigators found
that in a group of women, whose
average age was 71, those who
consumed the most caffeine had
significantly lower bone mineral
density (BMD) after 3 years com-
pared with women who consumed
the least. BMD is a marker of bone
strength.
Women with two copies of a gene
with a mutation in the vitamin D
receptor were even more prone to
bone loss, the report indicates.
“Caffeine intake (above)
300 mg a day was associated with
a higher rate of bone loss in post-
menopausal elderly women at
most of the skeletal sites studied
and significantly so at the spine,”
Rapuri and colleagues conclude.
SOURCE: American
Journal of Clinical Nutrition
2001;74:569-570, 694-700.

LOW-IMPACT
EXERCISE MAY
BOOST WOMEN’S
BONE MASS

Aemhic exercise can in-

crease women's
bone density, and
it need not be a
high-impact regi-
men to work,
new research
shows.

In fact,
experts’ recom-
mendations for
general health—
walking for about
30 minutes a day,
a few days a
week—is
enough to lend
the bones a hand,
say George A.
Kelley, of the
MGH Institute of
Health Profes-
sions in Boston,
an academic af-
filiate of Massa-
chusetts General
Hospital.

Kelley

presented the study findings
last week in Atlanta, Georgia,
at the annual meeting of the
American Public Health Asso-
ciation.

Walking was the most
common form of exercise used
in the studies, Kelley said. On
average, women walked about
a half-hour, 3 days a week.
Overall, women who exercised
gained close to 0.4% in bone
mineral density in the lower
spine, while non-exercisers saw
a decrease of nearly 2%. Exer-
cisers also saw a 1.49 ogammlhc
thighbone, while non-exercisers
recorded a loss of about 0.6%.

Since strength training
with weights also helps bone
density, he added, the ideal ex-
ercise plan includes aerobics
and weights.

SMOKING: BAD
TO THE BONE

Hcrc's an important

note for behavioral modifica-
tion counseling:

If the risks to your car-
diovascular system and the
specter of cancer aren’t inspi-
ration enough to snuff out that
butt, evidence now shows that
smoking has negative effects on
your entire skeletal system.

SOURCE: WebMD

EXERCISE HELPS
OSTEOARTHRITIS

Amce nt study shows
an exercise program can help pre-
vent disability in older people
with osteoarthritis.

In a study called “The
Fitness Arthritis and Seniors Trial”
(FAST), researchers studied 250
people 60 yearsand older with knee
osteoarthritis. Researchers divided
patients into three groups to deter-
mine if exercise could prevent dis-
ability in activities of daily living
(ADL) such as eating, dressing, or
bathing.

Source: Archives of In-
ternal Medicine, 2001;161:2309-
2316

ARTHRITIS NEWS

Fur patients with AS
(ankylosing spondylitis), a
three-week course of combined
spa-exercise therapy, in addi-
tion to drug treatment and
weekly group physical therapy
alone, provides beneficial ef-
fects. These beneficial effects
may last for at least 40 weeks.

SOURCE: Arthritis
Care and Research

GETTING TO THE | £
HEART OF FALLS |

Unexptaincd falls

among the elderly may not
simply be due to aging. Rather,
the falls may be a sign of an
unrecognized heart problem,
British researchers suggest.

In particular, the re-
searchers looked at cardioin-
hibitory carotid sinus hyper-
sensitivity, a heart condition
that causes fainting or black-
outs and can be treated with a
pacemaker.

“This is the first time
pacemakers have been studied
for falls, not blackouts,” said
the researchers. Overall, falls

A

Colin Milner

were reduced by 70% among
individuals with the pacemaker.
SOURCE: Journal of the
American College of Cardiology
2001;38:1491-1496.

EXERCISE
MAINTAINS ELDERS
HELPFULANGINA
RESPONSE

4 Physical activity may
help elderly patients retain a precon-
ditioning response produced prior
to a heart attack that seems to offer
some protection against death, Ital-
ian researchers report.

Previous research has
shown that in some cases, patients
who suffer angina—chest pain due
to an insufficient supply of blood
and oxygen to the heart—shortly
before a heart attack seem to have
better chance of surviving. Doctors
theorize this may be because the
heart becomes preconditioned in
some way to surviving without oxy-
gen for a short period of time.

In elderly patients who had
experienced preconditioning angina
prior to having their acute heart at-
tacks, in-hospital death progres-
sively decreased from 35% to 4%
as physical activity increased.

“The protective effect of
angina is preserved in elderly pa-
tients with a high level of physical
activity,” concluded the researchers.

SOURCE: Journal of the
American College of Cardiology
2001;38:1357-1365, 1366-1367.

DIABETES
TO SOAR 165%

New research in the

publication, Diabetes Care, shows
that the number of Americans diag-

nosed with diabetes will soar 165%
over the next 50 years, but getting
more people to change their diet and
exercise habits could help put the
brakes on the boom, US researchers
say. Let’s make a difference.
SOURCE: Diabetes Care

AGING MINDS
GET A BOOST

For anyone in need of a
memory boost, breakfast is indeed
the most important meal of the day,
according to Canadian researchers.

Their study of healthy eld-
erly men and women showed that
taking in calories after an overnight
fast—be they from carbohydrates,
protein or fat—boosted the partici-
pants’ performance on memory tests.

SOURCE: American Jour-
nal of Clinical Nutrition
2001;74:567-568, 687-693.

If you would like additional
information on any of the above re-
search or have a question you would
like answered, please email me at
Colinmilner@icaa.ccor call toll free
1-866-335-9777

(Colin Milner is the CEO
of the International Council on Ac-
tive Aging. He has 18 years of in-
dustry background including club
management, consulting, and pub-
lishing, and is the former President
of IDEA Health and Fitness Asso-
ciation and Chief Operating Officer
of the Keiser Institute on Aging. He
has authored over 60 industry ar-
ticles and has been interviewed ex-
tensively in leading publications
such as, The New York and Los An-
geles Times and The Wall Street Jour-
nal.)
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Are you ready for me?

| am one of the many who make up the 50
plus market, the fastest growing segment in
your industry today.As a matter of fact, the
percentage of exercisers over 50 has risen
sharply to 30 percent, that's more than four
percent above the general population.

A "one-size fits all" approach doesn't work
with us.To succeed, your programs must be
as diverse as we are. The question is, are
you ready to get diverse?

At the International Council on Active
Aging, they'll help you embrace us because
they focus exclusively on active aging. They
know what it takes to attract, serve, and
succeed with us.

Using their approach, you'll empower us to
make healthier lifestyle choices with diverse
"active aging" programs that enhance our
total well-being.

Go ahead, call them today to find out how,
1.866.335.9777

International g ™
Council on
Active Aging

Changing the Way We Age~

# divisien of
abercrombie
consalting

BEIVICES ¢ 507-522 Moberly Road
Vancouver BCV5Z 4G4
1.866.335.9777
Tel: 604.734.4466
Fax: 604.708.4464
www.icaa.cc
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CLUB INSIDER News Contributing Author Team

The 2001 CLUB IN-
SIDER News 2001 Contributing
Author Team is listed below.
Our thanks to all of our authors
for sharing their expertise and
taking the time to write for The

CLUB INSIDER News.

*KAREN D. W0O-
DARD -President-Premium Per-
formance Training- (303) 417-
0653

*DR. GERRY FAUST-
Founder and President-Faust
Management Corp.-(858) 536-
7970

*RAY GORDON- Pres-
ident- Sales Makers- (800) 428-
3334

*EDDIE TOCK- Vice
President- Sales Makers - (800)
428-3334

*MICHAEL SCOTT
SCUDDER- President- FIT-
NESS FOCUS- (505) 751-4236

*CASEY CONRAD -
Communications Consultants -
(800) 725-6147

*RICK CARO - Chair-
man, Spectrum Clubs Inc. and
President, Management Vision,
Inc. - (212) 987-4300

*BONNIE PATRICK

MATTALIAN - Fitness Com-
pany - (732) 548-0970, Ext. 111

*JIM EVANS - Presi-
dent & General Manager - Pen-
insula Athletic Club - (619)
224-4644

*MIKE CHAET - Ph.
D. President - Club Marketing
& Management Systems - (406)
449-5559

*SANDY COFFMAN
- President - Programming For
Profit - (941) 795-7887

*NANCY FRIED-
MAN - President - Telephone
Doctor - (314) 291-1012

*JOE MOORE - Pres-

ident - Moore's Fitness Centers -
(937) 435-0072

*KIM DONOVAN -
Brick Bodies Director of Market-
ing and Advertising - (410) 252-
8058

*COLIN MILNER - VP
Sales/Marketing - Idea Health &
Fitness Assocation - (800) 999-
4332

*PAT NECERATO -
President - www.success-
ercise.com

*PAUL GOLDNER -
Sales & Performance Group (914)
232-4682.

*CARRIE MORROW -

Legal/Fitness Consultant - car-
riemorrow(@ aol.com

*MIKE CONNOR -
President - Optimal Fitness -
(413) 567-7300

*TOM LINCIR - Pres-
ident - Ivanko Barbell Company
-(310) 514-1155

*JOHN BROWN -
President - Professional club
management - (913) 557-9018

*ARMAN ECKEL-
BARGER - President - Compa-
ny Wellness Plans, Inc. - (727)
372-3882

—

<Germano

continued from page 12

OFK facility in New York last
Summer. | want to also mention the
other OFK partners in New York.
Besides the New York Fire Depart-
ment, Town Sports International
(TSI) is the equipment provider.
They donate the equipment and
handle the deliveries and set up.
Mark Smith, Bob Giargrdina and
Ed Trainor of TSI and Richard
Miller of Gym Source, have been
just phenomenal in setting up the
facility. So, we try to set up a con-
sortium in every community. The
fire fighters are the mentors and the

hin

Get Your Salespeople Selling More with Sales Boot Camp

bigger club groups are starting to
turn over the used equipment. It pro-
vides them with a good tax benefit
by contributing their used equip-
ment. Smart consumerism says that
kids are going to support those that
supported them when they were
kids. They never forget.

Q. Kenny, the current rap-
idly moving success of Operation
FitKids now must really warm your
heart.

A. For me Norm, when |
thought of that idea, it was kind of
like I had thought of something and
no one else had. It kind of became
my responsibility. It really came
down to this: ‘If | don’t do this,

shame on me!’ That’s what it re-
ally came down to. Whoever else
that comes along and gets involved
is welcome because it doesn’t get
done by me alone. You never know
how long you’re going to have to
push the snowball up the hill, but
it is worth it every step of the way
because of all the kids we've been
able to help. Every time a kid
graduates and goes on to buy a
health club membership, that is ter-
rific. ACE is the perfect partner for
Operation FitKids.

CLUB INSIDER- Well
Kenny, throughout this interview
it sounds to me like you've been
traveling under a blessed star. [

mean having that Master’s Degree in
the Community Health field so per-
fectly fits ACE. Plus, your vast indus-
try experience connects you with
many people. Now, the connection
between ACE and Operation FitKids
and the new relationship with the In-
ternational Association of Fire Fight-
ersall just seems to be a perfect pack-
age for you and ACE.

Germano- I guess it is just
being in the right place at the right
time.

Ken Germano is a major
asset and contributor to our industry.
He is continuing his journey of over
20 years in the health and fitness busi-
ness with a real bang. We wish ACE,
Operation FitKids and Kenny

Germano all the best as they go for-
ward aggressively into the 21st Cen-

tury.

(Norm Cates, Jr. is the
Founder, Publisher and Editor of
The CLUB INSIDER News. Cates
is a 27-year club industry veteran.
In 1981 Cates was the 15t President
and a Co-founder of the IHRSA. In
March, 2001, IHRSA honored Cates
with its DALE DIBBLE Distin-
guished Service Award. In June,
2001 Cates was honored by the Ital-
ian Fitness Federation as the Inter-
national Journalist of the Year.
Cates may be reached at:

clubinsidernews@mindspring.com)

A training course offered monthly for your convenience

Sales Boot Camp is a two-day intensive training for new or existing salespeople. It teaches the following core membership sales skills and scripts:

v How to greet and qualify guests correctly to maximize rapport and closing percentage.
v How to give a dynamic club rour that gets commitments from the guest so they feel compelled to buy.
v How to present memberships in a way that makes getting the sale easy.

v How to deal with all the most common industry objections, including "Think about it," "Money” and "Spouse.”

v How to ger referrals from every new member.

This step-by-step, interactive training program is taught entirely by Casey Conrad, industry expert.
playing and testing all play a major part in the program’s success.

In addition, participants get extensive take home materials for reinforcement, including:

v Training manual outlining every stage of the professional fitness sales presentation as was learned at Sales Boor Camp. I

v A complimentary copy of Casey Conrad’s best seller, “Selling Firness.”

v Scripts for every component of the fitness sales process.

v Telephone Inquiry Tear-Off Sheets to make taking & tracking information calls easy. :

v A Sales Boot Camp Review Tape that covers each of the four core components of the sales process. Included on this tape are
critical role-playing exercises for salespeople to do daily for 30 days after Boor Camp.

For a FREE schedule of upcoming classes, call 1-800-725-6147 today.

First 50 callers receive a complimentary copy of "How to Successfully Launch New Sales Employees.

A limited number of participants, role-
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Now, more than ever, it is important to maximize your
clubs new membership sales and member retention.

y Membé?’ihip Analysis

o/

¢+ Telephone Inquiries to Appt % Guest to Joining %
¢+ Appointment to Show % Overall Joining %
¢+  Appointment Show to Join % Referral per Sale Average
¢+ Guest to Presentation % Motivational Calls
All compiled by individual salesperson and team totals

Sales Makers 3 day on-site training workshop includes
e‘.;\o\ FREE month of weekly membership anaylsis.
&% Trained on the Sales Makers System, save 50%!

A Consulting Firm Specializing in Marketing and Membership Sales Since 1981

800.428.3334
51 Old West Point Road E. Email:
Garrison, NY 10524 info@sales-makers.com
845.736.0307 Web Address:
Fax 845.736.0508 www.sales-makers.com
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continued from page 10

Scoring: Included in the
seven questions outlined above are
ten point awards. Each award has
a maximum point value of 5. Total
points that can be received on this
test is 50. If your score was in ex-
cess of 35, consider yourself an
excellent new business developer.

If your score was between 20
and 35, consider yourself a good
new business developer, but one
with room for improvement. If
your score was less than twenty,
you have significant room for
improvement on the new busi-
ness development front.

As we all know, new
business development, and pro-
fessional sales skills in general,
arce learned skills. No matter

NOVEMBER ISSUE

how you scored in the foregoing
test, there is always room for im-
provement. New business develop-
ment and prospecting is a crucial
part of the sales cycle. The better
you are al new business develop-
ment and prospecting, the better
you will be at selling. Look at your
answers and scores on each portion
of the test and determine your ar-
eas for improvement. The pursuit
of sales excellence is certainly a

worthy goal.
May 2001 be a RED
HOT year for you!

(Paul 8. Goldner is a
noted author, entrepreneur and
professional speaker. He is the
author of Red Hot Cold Call Sell-
ing, Prospecting Techniques That
Pay Off (AMACOM, 1995), Red
Hot Cold Call Selling was se-
lected by Executive Book Sum-

maries as one of the best business
publications of 1995, Paul’s sec-
ond book, Red Hot Customers,
How to Get Them and Keep Them
For Life! (Chandler House Press)
has been endorsed by Selling
Power Magazine and every major
professional selling organization.
Paul can be reached at ( 914-232-
HOT2(4682), ) 914-232-4848
Paul@REDHOTSALES.COM and
WWW.REDHOTSALES.COM.)

continued from page 16

after. We all know that momentum
is critical to sales success.

MR: DO NOT APOLO-
GIZE FOR YOUR PRICE. Often
times, we have a bit of an apolo-
getic tone when it comes to our
prices, which can destroy all your
efforts thus far. My experience has
shown me that this comes from two
sources. 1. Lack of faith in the value
and 2. Our own financial situation.

Regarding #1, if you are
unsure about your value to price,
sit down with your owners and have
them explain their pricing philoso-

phy to you. You will more than
likely find it enlightening. Re-
garding #2, this has to do with
your own limiting beliefs.
Here’s an example: if you as a
MR could not afford to be a
member of the club you work in,
then you can project this same
reality on other people. That
reality is absolutely not reality
but more fantasy. There are
plenty of people in your market
that are in different financial
scenarios than you at this time
in your life and can afford your
club very comfortably. My rec-
ommendation is to get out of
your head financical issues as
this is extremely limiting to your

sales success.

MR: Give yourself a
“Check-up from the neck-up” as
Zig Ziglar says. This is the most
critical element to any MRs suc-
cess. Before you even step into the
club to work for the day, what is
going on in your head and your
heart? Are you prepared to have a
stellar day or are you on autopilot
and just coming in for whatever
might come your way? What are
you saying to yourself every morn-
ing and through out the day? You
see sales success is not so much
determined by what you say to your
prospects as it is by what you say
to yourself. You are in charge of
your energy, your thoughts and

therefore, your results. Are you
giving 100%? Because if you are
not, how can you expect to get
100%?

The major problem ina
questionable economy is not the
downturn of economic indica-
tors, but the down turn in
people’s minds - especially sales
people.

The tips in this article
are definitely a “back to basics”
approach. That is the point - suc-
cess in any economy can be yours
if you have the basics covered
well. There are always winners
in every industry in every eco-
nomic situation. Don’t let your
competitors be the winner be-

cause you forgot the basics.

(Karen D. Woodard is Presi-
dent of Premiwm Performance Train-
ing in Boulder, Colorado. She is an
international author, speaker and con-
sultant and provides successful mar-
keting, sales, service and management
training as well as consulting to the
health and fitness industry. Karen
works with clubs in the US, UK, Aus-
tralia, Europe, South. America and
Canada. Karen has owned and oper-
ated six clubs since 1985 and now de-
votes her time entirely to consulting,
developing stafftraining materials, re-
search, writing, speaking and consul(-
ing. She can be contacted at
303.417.0653 or kdw500@aol.com.)

Capitol Report

continued from page 20

fold increase in PEP funding to
$50 million. However, the
House of Representatives has
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provided no funding for PEP. Those
differences must now be worked out
in a conference committee between
the Senate and the House. Northup
will lead those negotiations.

SMALL BUSINESS

COULD BENEFIT

DURING WAVE OF
LAYOFFS

Prestiginus health system affiliated, multi-sport ®

GM Wanted Immediately *

= health club (66,000 sq. ft) in Baltimore (MD) area seeking proven s
® club general manager. Also responsible for multiple fitness cen- =
: ters under management contract. Ideal position for an experi- :
® enced, entrepreneurial sales and customer-oriented leader, ®
u Must be bottom-line focused and a self-starter. Strong salary/ 3
u incentive package, Contact: Robert Fischer, Sr. VP, LifeBridge »
u Health, 1836 Greene Tree Road, Baltimore, MD 21208, 410-

= 521-5995.
| |

I Am Seekin

To Acquire A

ub

I am currently working with a group that is seek-

ing to acquire or assume control of a club. This
club may be currently losing money now, but has
upside potential. Most interested in clubs in major
or mid-size Midwestern or Eastern U.S cities.
CALL LARRY TOTH - (330) 722-3776

[ HEALTH CLUB
FOR SALE

Full-service women's only health club in the affluent
Washington, D.C. suburb of Silver Spring, Maryland.
10,000 square feet with room for expansion. Easily
convertible to a coed club. Fully equipped with

LifeFitness, Paramount, Startrac, free weights,

information or email IMTS1353@aol.com.

i Bodybikes and more. Call 443-996-4309 for more

Its old news that the slow-
ing U.S. economy has led to numer-
ous layoffs And hiring freezes. But
aglimmer of good news during these
tough times is That small business
owners are finding it easier to attract
and retain new employees. A year
ago, many small business owners re-
ported the tight labor pool made it
difficult to woo potential hires with
bonuses and added perks. But now
it's more of an employer’s market.

What does this mean for
you as the owner of a small business?
Three things in particular:

1. If you’ve been thinking
of adding to your staff, this might
be a good time to find high-quality
employees —and you might be able
to land them at more reasonable sala-
ries than you could have a year ago.

2. Your current employees
are less likely to jump to another
company.

3. You may receive calls
from executive search firms, trying
to get you to hire new employees
with sterling track records.

Before you begin building
a bigger staff or scaling back sala-
ries and perks of existing employ-
ees, however, remember one fact:
there’s nothing longer than an
employee’s memory, especially
when it comes to how he or she was
treated during a shift in the economy.

Your company is in busi-
ness for the long run, and the key to
your long-term success is not only
hiring, but retaining, dedicated, loyal
employees. If you are understand-
ing of your employees’ needs and do
the best you can To maintain their
financial status quo, they’ll know
you truly value their Work and will
reward you with increased dedica-
tion.
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It's quite a claim to make. That you can double your group fitness numbers Make plans today to attend our
revolutionary Group Fitness
Management Training which
Body Training Systems. Other key sales and profit numbers also increase dramatically. delivers real solutions proven in
over 5,000 clubs using Body
Training Systems worldwide.

within 12 months. Yet time after time, that's exactly what happens when clubs take on

Here are some actual U.S, examples - “$120,000 membership sales (3 clubs) in 1

week with the launch of BODYATTACK" - “52% decrease in cost per member
- U.8./Canada clubs call

serviced in Group Fitness since 1999”, These results are possible in your club by 800-729-7837
www.bodytrainingsystems.com

International inquiries see
operators of one of the most profitable and innovative club chains in the world. www-lnm?l?l.com

following the system developed over the past 21 years by Les Mills international,

bodytrainingsystems®

PROVIDING GROUP FITNESS SOLUTIONS WORLDWIDE
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