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SCW

• MANIA® Conventions
• SCW Certifications
• WATERinMOTION®
• S.E.A.T.® Fitness



scwfit.com/certs

ONLINE 
CERTIFICATIONS 

• Manual
• Videos 

• Exam 
• LIVE COURSE FREE



• E-NEWS
• WEBINARS 
• PODCASTS

FREE
RESOURCES

www.scwfit.com



DC    California   Florida    Atlanta    Dallas    Midwest   Boston
Feb           March          April           July          Aug             Oct              Nov

7 MANIA® Fitness Conventions





Saturday, Dec 10
• 30 Sessions
• 15 Top Presenters via Zoom
• 15Hrs CECs: SCW, AEA, AFAA, ACE, NASM & ACSM

TrainerApex.com





COMMON ISSUES

➢ Aqua exercise is the weakest link in our group ex or pool schedule
➢ Most Aqua Classes are less than full
➢ Never enough good instructors
➢ No decent subs
➢ Always the same people taking the same classes … not reaching

or attracting new participants
➢ Instructors that won’t change their choreography
➢ Instructors that demand too much time or attention and won’t change
➢ Schedules that revolve around instructor availability, dictating which 

classes can be offered when
➢ No marketing resources for Aqua Exercise
➢ Aqua classes that exist on “islands” separate from other club 

departments – we dont know where they go, pool or group ex?
➢ Inability to effectively quantify and measure current                              

business success or failure in Aquatics
➢ Aquatic Exercise departments that operate in the red
➢ Can’t find water instructors



OUR CLIENTS NEVER LEAVE

✓ Aqua is a great investment
✓ Our clients don’t leave!
✓ Unless they drown!



Member Retention - IHRSA 

✓ 72% retention for Matures (65+)
• Embrace systems & social diversity, educated, happy, 
 family-oriented
• Need for physical, mental & social support

✓ 70% retention for boomers (45-60)
• Wealthiest, fittest, 
• Challenge authority, Expect world improvement

✓ 56% retention for Millennials 
• Sports and jobs – entitlement, narcissism 
• Technology Influenced
• Predicted to be more 
 globally civic-minded



✓ By the year 2030, the number of individuals 65 years 
and older will reach 70 million in the USA alone.

✓ Those 85 and older will then be the fastest growing 
segment of our population.

ACSM CURRENT COMMENTS



✓Beginners

✓Older Adults

✓Rehab

✓Cross 
Training

Pools Are Safe

According to the CDC, 
pool chemicals provide 
6 times the strength 
needed to kill the 
coronavirus (Covid-19).

Pools Are Sanitary

✓Members “need” a pool – 
can’t exercise in their 
bathtub Your instructors 
won’t leave

✓Your clients won’t zoom

Pools Are Valuable

LEVERAGE
YOUR
AQUA

PROGRAM



✓ SENIORS: Aging populations seek social outlets in 
fitness centers and other activities. 

✓ Reaching this population is crucial as they are faithful 
members with discretionary income and are likely to 
bring friends.

DISCRETIONARY INCOME AND
  FRIENDS



WOMEN SEEK STABILITY &
  SYSTEMS

✓ Women want to know what is next
✓ Women feel secure in stable environments
✓ Women drive kids to school taking the same route everyday
✓ Women take the same route to work every day
✓ Women seek stable relationships



WOMEN SEEK STABLE FITNESS   
  ENVIRONMENTS

✓ Women go to the same club for years
✓ Women know the front desk staff’s name
✓ Women relate to and seek instructors or trainers who are like them
✓ Women hold onto health club and facility memberships longer than 

their male participants
✓ Women love fitness stability & systems



Give them what they want

 Clients know what they want
 And they want it now
 Give them what they expect and 

deserve



EXAMPLE OF POOL WITH
  CAPACITY OF 25 

DAY  TIMES  Class 10 per 25 attending
Mon   -    9:30, 10:30,  5:30  3 30 75 
Tue    -    9:30,              6:30 2 20 50 
Wed  -     9:30, 10:30,  5:30  3 30 75 
Thu   -     9:30,                      6:30 2 20 50 
Fri    -     9:30, 10:30,  5:30  3 30 75 
Sat    - 8, 9:30   2 20 50 
Sun   -     9:30          4:00  2 20 50 
   TOTAL 17 170 425 (visits)



➢ Reduce the “I” (the “Investment”)
➢ Cancel all classes that are less than half-full 
➢ Cancel 9 of the 17 – leaving you with 8
➢ Members will REVOLT!

➢ Raise the “R” (the “Return”)
➢ Current weekly attendance is half-full or 170 footprints per week
➢ Goal is to fill the classes to 425 footprints per week 
➢ Go from 170 to 425  - need 255 more footprints!
➢ 255 footprints = 255 ÷ 2 = 127 new/retained members

INCREASE “ROI” RETURN ON    

  INVESTMENT



➢ 127 x $480 ($40 monthly dues) =  $60,960 annually (15/class)
➢ Achieve 50% of target  =  $30,480 annually (7/class)
➢ Achieve 25% of target  =  $15,240 annually (4/class)
 

VALUE



COMPARE YOUR “BEST” &
“WORST” INSTRUCTOR

✓ How Many people attend your “best” instructor’s class at 
9:30am on a Monday morning? 

✓ How many would attend your “worst” instructor’s class at 
the same time?

✓ What if you could give your “worst” instructor the “best” 
instructor’s:

• MUSIC 
• MOVES
• CUES

✓ Maybe not the looks, personality & energy
✓ How many more would come to the class?



Return On Investment (on $60,960)    over 400%
Return On Investment (on 50% of income = $28,140)      over 200%

How much would you spend to achieve 25% of your goal $15,240 in annual extra member revenue?

➢ Increased Aqua Coordinator salary  $2,000 ($1,000 bonus incentive per ¼)

➢ Increased instructor wages and incentives $1,700 (17 class/week, $2 more/class. 52 wks)

➢ Pool improvements   $2,000 (cleaning, painting)

➢ Pool Equipment   $1,000 (noodles, gloves, hand buoys, stereo)

➢ Additional marketing costs  $2,000 (flyers, emails, posters, back packs)

➢ License fees   $1,200 ($100 per month)

➢ Increased training   $   990 (10 certs @ $99/per)

TOTAL    $10,890 with $4,250 left over!

PROVE VALUE = REVENUE



SPENDING MONEY ON AQUATIC
  EXERCISE IS COST EFFICIENT



NEW EQUIPMENT does NOT mean
new instructor skills



Trends from MANIA® Conferences

WHAT TOPICS INTEREST 
YOU MOST

1. Functional Training 57.72%
2. Strength Training 51.90%
3. Active Aging 50.36%
4. Nutrition 49.50%
5. Exercise Science 47.21%
6. Personal Training 39.02%
7. Boot Camp/HIIT 38.15%
8. Group Cardio 37.20%
9. Small Group Training 35.64%
10. Sculpting/Toning 31.37%



Trends from MANIA® Conferences

WHAT TOPICS INTEREST 
YOU MOST

11. Yoga 28.41%
12. Cycling 27.85%
13. Barre 24.48%
14. Sports Conditioning 23.33%
15. Pilates 22.66%
16. 
Leadership/Manageme
nt 21.06%
17. Aquatic Ex 19.81%
18. Kettle Weights 19.44%
19. Dance 18.22%



NEW WATER PROGRAMMING

✓ WATER PROGRAMMING

• HIIT

• Tab-Aqua

• Dance

• Yoga/Pilates

• Barre-a-cuda

• Aqua Zen (Restoration)

• WATERinMOTION®









WATERinMOTION – 14 years



www.scwfit.com/BOSTON



CREATE A SYSTEM

✓ Only add in a “program” NOT a “class”
✓ Have at least 3 instructors able to teach the “program” 

• Choreograph together
• Rehearse as a team
• Substitute at least twice before you teach 
• Video your own staff – Share the video!

✓ Test a new program 
• Trial on a group (fellow instructors, favorite class)
• Roll out the program slowly



RULES OF THE ROAD

✓ Offer the class at least 3 times a week
✓ Make instructors use the same cues
✓ Name a class and teach the class – satisfy member 

expectations
✓ Update the program regularly – every 12 weeks
✓ Get good subs!



REVIEW THE STAFF REGULARLY

Evaluate each instructor at least every 6 months (prefer 3): 
 Keeps instructors focused
 Allows coaching opportunities
 And be a coach, not a policeman

Use your iPhone and let them evaluate themselves!



SELECT THE RIGHT STAFF

✓ Take the drama out of the 
department

✓ Its not about how many 
certifications you carry

✓ It doesn’t matter your body 
type

✓ Or who your best friend is
✓ Its just about numbers!



➢ Count attendances in every class 

➢ Assign 3rd party to count & record – life guards, front desk 
staff, housekeeping, managers (GM on duty

➢ Compare statistics and publish 

➢ Have a book

➢ Post numbers

➢ Give awards

THE TEAM CAN NOT PLAY TO WIN IF
  IT DOES NOT KNOW THE SCORE



TAKE ACTION

✓ Review timetable quarterly to 
maximize attendance

✓ Identify top instructors and 
programs

✓ Keep your best staff satisfied
• Find out what makes them 

happy
• Discover what their goals are
• Clone what they do and how 

they do it
✓ Take action on under-performing



MAKE IT EASY TO BE A 
“TEAM”



www.scwfit.com/APP



#1 Website Visit – SCHEDULES
#1 Brochure taken from the Club

✓ Open the schedule on your phone
✓Pool Hours & Group Ex

✓ Can you read it?
✓ Is it attractive?
✓ ADVERTISE!!!

• Membership Specials
• PT Aqua Session Discounts
• Private Swim Lessons
• New Programs



Put the Class Schedule up

✓ Put the Class 
Schedule up

✓ Pool Schedule
✓ Group Ex Schedule
✓ Schedules have the 

#1 open rate on a 
website!



Group Ex Schedule

✓ Printable Schedules #1 Physical take-
away!

✓ Website – #1 Click-Through

✓ Always downloadable 

✓ Always QR Code

✓ Add in specials! & Website Pop-ups





Compare water to land – 
         ENGAGE & ADVERTISE



Make it Attractive – Use Color!



Celebrate with Events

✓ Always have a reason to celebrate
✓ Program Events
✓ Advertise through

• Emails
• Text Cell Phone #s (eztexting.com – 5 cents per)

• Text – 150 characters
• Images engage people & can be reposted

• Facebook 
• Instagram
• Pintrest
• TickTock



Launch a new program or run a re-launch - every 3 months
Host an event to honor existing members – bring a friend!

Spring, Summer, Fall, Winter ($40 per month membership dues)

New Members Each Event 4 Events/year

1   $500             $2,000 per year 
7   $3,500            $14,000 per year
15   $7,500            $30,000 per year

LAUNCHES ATTRACT NEW AND  
  RETAIN MEMBERS



MARKETING

✓No advertising budget
✓No design assistance
✓No production assistance
✓No support

✓Answer is to DO IT YOURSELF!
✓www.waterinmotion.com/marketing





✓ See what’s happening this Valentines Day Tues. Feb 14 
at 9:30am at the Y – Share the Aqua LOVE & bring a 
friend! www.mcgawYMCA.com/valentine

✓ St Patrick’s Day Splash: Join us at Golds Pool for a 
Charity Water Workout – Guests welcome! Tues 3/14 at 
10am www.GoldsGym.com/lucky

✓ Cinco De Mayo Pool Party for members – all guests 
welcome – A friend fiesta! Fri. May 5 at 9:30am RSVP 
here: www.ChicagoRecCenter.com/fiesta

EZ Texting & Instagram 
Images & Messages

http://www.RenoRec.com/lucky


System for Information

✓ Name the Event – Holiday, Celebration
✓ Provide a DAY and DATE

• Members like a reminder of what day of the week that it is
✓ Provide an exact Time
✓ Provide the Location
✓ Remind them to BRING A FRIEND

• Get ready for a membership drive
• Coordinate your live marketing

✓ Do you want an RSVP
✓ Can you build a microsite with more details 

• Clever Name
• Have non-members register (cell ph & email required)



YMCA MARKETING KIT



WATERinMOTION® MINI-POSTER



ADOBE-WRITABLE 8 ½ x 11 MINI 
  POSTER



ADOBE-WRITABLE 8 ½ x 11 MINI 
  POSTER



FREE CLASS PASSES



FREE EVENT ADMISSION 
  PASSES



INSTRUCTOR TRACK 
  ASSIGNMENTS



CLASS PUNCH CARDS



EVENT INFORMATION HANDOUT



SIGN-IN SHEET W/ WAIVER



INSTRUCTOR RECRUITMENT
  POSTER
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