
NOVEMBER/DECEMBER 2005

Capitalizing on
Olympic Fever

Water Recycling,
Fluorescent Lighting
and More

Ice Skating and Rocket Science
in Huntsville, Alabama

Arena Profile

Ice Skating and Rocket Science
in Huntsville, Alabama

Arena Profile

Capitalizing on 
Olympic Fever

Water Recycling,
Fluorescent Lighting
and More





Publisher
Ice Skating Institute

Editor
Lori Fairchild

Editorial Advisors
Peter Martell
Patti Feeney

Print Production and
Advertising Sales Manager

Carol Jackson

Art Director
Cindy Winn Livingston

Contributors
Joan Rice

John Skabelund
Jim Thompson
Barry Wolkon

The ISI EDGE (USPS 017-078,
ISSN 1522-4651) is published
bimonthly; January/February,
March/April, May/June, July/
August, September/October,
November/December; by the
Ice Skating Institute, 17120
N. Dallas Pkwy., Ste. 140,
Dallas, TX 75248-1187.
Annual Subscription Rate
is $24.00 per year.
Periodicals postage paid at
Dallas, TX, and at addi-
tional mailing offices.

POSTMASTER NOTE:  Send
address changes to ISI EDGE,
c/o The Ice Skating Institute,
17120 N. Dallas Pkwy., Ste.
140, Dallas, TX, 75248-1187.
Printed in the U.S.A.

Subscriptions available
through membership only.

©2005 by the Ice Skating
Institute. Reproduction in
whole or in part is prohibit-
ed unless expressly autho-
rized in writing by publish-
er. All rights reserved.
Opinions expressed by con-
tributors do not necessarily
represent the views of the
Ice Skating Institute, the
publisher or the advertisers.
Submissions of manuscripts,
materials, photographs, and
artwork are made at mailer’s
risk and must include self-
addressed envelope with suf-
ficient postage for return.
No responsibility will be
assumed for unsolicited
materials. ISI reserves the
right to edit material sub-
mitted for content and
space consideration.

Volume 8, Number 3 November/December 2005

D E P A R T M E N T S

CrossCuts Announcements  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .4

ISIA Education Foundation Report  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .24

Coaches’ Corner  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .26

Calendar ISI-Endorsed Competitions & Shows/Exhibitions  . . . . . . . . . . . . . . . . . . .30

Ice Arena Association News  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .32

Classified Advertising  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .36

And Another Thing  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .38

Water Recycling System
Saves the Day . . . . . . . . . . . . . . . . . . . . . . . . .6
by Barry Wolkon

Ask iAIM: Advantages of
Fluorescent Lighting  . . . . . . . . . . . . . . .8

Credit Card Program
for ISI Members  . . . . . . . . . . . . . . .10

Are You Prepared for
Winter Storms? . . . . . . . . . . . . . . . .12
by Joan Rice

Creating a Frontline That
Improves Your Bottom Line  . . . . .14
by John Skabelund

ISI Roundtable:
Capitalizing on Olympic Fever  . . . . . . . . .18

COVER FEATURE
Ice Skating and Rocket Science in Huntsville, Alabama . . . . . . . . . . . . . . . . . . . .20
by Lori Fairchild

Want More Dynamic Practices? Planning Is Key!  . . . . . . . . . . . . . . . . . . . . . . . . .28
by Jim Thompson

Mural at Wilcoxon Ice Complex by Don Howard

Ja
m

es
 G

ob
er

OPERATIONS

MANAGEMENT

PROGRAMMING

CONTENTS



ISI EDGE NOVEMBER/DECEMBER 20054

CROSSCUTS
announcements

Dedicated to providing leadership,
education and services to the 

ice skating industry.

ICE SKATING INSTITUTE
17120 N. Dallas Parkway, Suite 140

Dallas, TX 75248-1187
Phone:  (972) 735-8800

Fax:  (972) 735-8815
e-mail:  isi@skateisi.org

www.skateisi.org

ISI INTERNATIONAL HEADQUARTERS

Executive Director
Peter Martell 

Managing Director, 
Member Programs & Services

Patti Feeney
National Events Coordinator &

Skating Program Director
Barb Yackel

Administrative Assistant
Kathy Chase

Controller & Tradeshow Manager
Karen Schaffer

Membership Coordinator
Kimberley Russelle
Advertising Sales &

Print Production Manager
Carol Jackson

Sponsorship Sales Manager
Stuart Sedransky

Director of Marketing & Communications
Emily Teague

Information Services Coordinator
Jeff Anderson

Customer Service Coordinator
Angela Tooley

ISI OFFICERS

President Jim Hartnett
1st Vice President Mike Paikin
2nd Vice President Janice Forbes
Treasurer Richard Arenella
Secretary Margy Bennett
Immediate Past President Jim Lange
Past President Boyd Wietecter

DIRECTORS

District 1 Katy Hayden
District 2 Robyn Bentley
District 3 Lisa Fedick
District 4 Jeff Doucette
District 5 Shane Douglas
District 6 Toni Cooper
District 7 Maria Koman
District 8 Jimmie Santee
District 9 Dan Smith
District 10 Char Martin
District 11 Liz Folger
District 12 Jenise Jensen
District 13 Cindy Jensen
District 14 Paige Scott
District 15 Bert Blanchette
District 16 Cindy Solberg
District 18 Glyn Jones
Hockey Kevin McCormack
Builders & Suppliers Doug Peters
Instructors David Santee
Commercial Facilities Scott Slavensky
Public/Not-for-Profit Facilities Pete Carlson
Schools, Colleges, Universities Vicki Korn
PSA Representative Gerry Lane
USFS Representative Homer Hagedorn
ISIAsia Representative Raul Gomez
MAMA Representative Trudy Ivory
MIAMA Representative Russ Rose
MIRMA Representative Judy Sniffen
WIAMA Representative
Education Foundation Don Bartelson
Lifetime Honorary Member Carol Zdziebko

at Fox Valley Ice Arena and in Dimon-
dale, Mich. at The Summit at The
Capital Centre

Former Great Neck Park 
District Commissioner
Gary Maier dies
GREAT NECK, N.Y. — Rev. Gary E.
Maier, retired rector of All Saints Epis-
copal Church and former commission-
er of the Great Neck Park District, died
on Aug. 23. Maier was appointed as a
park district commissioner 1968 and
was subsequently elected to 10 three-
year terms. He was involved in the
development of many recreational pro-
grams within the district and was a
supportive friend of the Ice Skating
Institute. He is survived by his wife,
Nancy; their four children, Karen Mohr
and Jonathan, David and Kathleen
Maier; and six grandchildren.

Summit Sports leases pro shop
space at Novi Ice Arena
NOVI, Mich. — Summit Sports has
opened its newest location at the pro
shop in the Novi Ice Arena. The Novi
City Council approved the three-year
lease agreement with a two-year option
on July 11, and after completing reno-
vations to the existing space, Summit
Sports has opened for business. The
full-service store features products from
major brands as well as equipment
repairs and skate sharpening.

Burleys offers financing 
program for arena upgrades
JOHNSTOWN, Pa. — Burleys Arena Ice
Systems has introduced Arena
Finance™, a financing program avail-
able to rink owners for Burleys’ patent-
ed NiceUpgrade™ program. NiceUp-
grade is designed for existing arena
facilities requiring a custom-designed
and -engineered upgrade. For informa-
tion, go to www.arenafinance.com.

Send announcements and photos to
editor@skateisi.org. Look for facility
news on ISI Online, at skateisi.org.

ISI members support disaster
relief efforts
DALLAS — A number of ISI members
and member facilities have been affect-
ed by the recent devastating hurricanes,
and our thoughts are with them in this
time of crisis. To support disaster relief
efforts, go to www.skateisi.org and click
on the red Hurricane Relief button. The
page offers fundraising ideas, recognizes
the efforts of ISI member facilities and
provides a link for making a donation
to The Salvation Army. Logging in to
the ISI portal allows us to recognize
members making contributions. Please
send a brief description of your facility’s
efforts to emily@skateisi.org so we can
post your ideas on the ISI Web site to
inspire others.

Jon Larson named manager of
new Greeley Ice Haus
GREELEY, Colo —
The City of Gree-
ley Recreation
Department has
selected Jon Lar-
son of Tulsa,
Okla. to manage
the new Ice Haus
arena. Larson re-
cently served as
the general man-
ager of the Oilers
Ice Arena, home
of the Tulsa Oilers of the Central Hock-
ey League. He was a co-founder of the
Tulsa Youth Hockey Association and
introduced the adult hockey program
in the Tulsa area. 

The Skate School LLC partners
with Elmhurst YMCA
ELMHURST, Ill. — The Elmhurst
YMCA has partnered with The Skate
School LLC to manage its learn-to-
skate program. The Skate School LLC is
owned and operated by Diane Dailing,
a longtime ISI member and former
skater with The Ice Follies/Holiday on
Ice. The Skate School also owns and
operates skate schools in Geneva, Ill.



The greatest

risk on your ice

may be the one

you'd least expect.

With over 43 years of winter sports insurance experience,

Willis knows the risks associated with running an ice rink 

are not always obvious. That's why we created RinkGuardsm,

an insurance program designed specifically to meet the

unique needs of the ice rink industry. 

To learn more about RinkGuard, call your insurance agent 

or broker today.

RinkGuardSM

Cover your ice.

55 Bay Street, Suite 107, Glens Falls, New York 12801, 518-615-0314, scott.brandi@willis.com, www.willisprograms.com
©2005 Willis of New Hampshire, Inc.  "RinkGuard" and "Cover your ice." are registered trademarks of Willis.  Ice Sharks logo trademarked by Boston Ice Sharks.
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Sport-O-Rama Ice Rinks, a twin-rink
facility in Monsey, N.Y., faced a
crisis two years ago when Rock-

land County passed a law to institute a
water-rationing program due to
drought conditions in the Northeast.

The law provided for water
rationing in five phases. Phase 5,
which was the lowest category, called
for restrictions on restaurants serving
water, lawn watering, etc. Phase 4, the
next step up, restricted water used by
nurseries, car washes and ice rinks. At
the time, they immediately instituted
a Phase 5 emergency with prospects of
an imminent Phase 4, which would
have stopped all water to our ice rink,
forcing us to close our facility.

Being one of only two ice rinks in
the county, we did not have much
political clout. However, the landscap-
ers did, which resulted in the Legisla-
ture passing an alternative to the law,
allowing exemptions for those busi-
nesses that could provide and institute
a plan to save 25 percent of their water
use in a Phase 4 emergency and 50 per-
cent of their water use in a Phase 3
emergency.

I had no alternative at the time but
to come up with some concept to sub-
stantially reduce our water use. On

analysis, we naturally found that the
greatest uses of water were our cooling
tower (condensation) and our resurfac-
ing. We eliminated all showers and
immediately reviewed all necessary
resurfacings, but eliminating a few
each day was not nearly sufficient. We
could not do much about the cooling
tower for our chiller system. That left
ice resurfacing as our target, and recy-
cling as our objective. With help from
an irrigation specialist, our mainte-
nance manager helped design and
build a recycling system. The diagram
(above) sets out the specifications for
this system. 

The resurfacer empties the ice
shavings into our pit (1). The pit has a
pipe stanchion of approximately 2 feet
that allows the heavy dirt to drop to the
bottom of the pit and the clearer water
to be siphoned from 2 feet above the
bottom. This water is pumped (2) from
the pit to a sand filter (3). It further goes
to a fine “mesh” filter (4). The pump
continues to send it to a 1,000-gallon
storage tank (5). While in the storage
tank, a 3/4 hp pool pump (10) sends it
through a pool sand filter (11) on a
continuous basis.  This is a filtering sys-
tem that works just like a regular swim-
ming pool. From the storage tank (5),

on demand, controlled by (7), a 2 hp
pump (6) sends it to a hot water heater
(8).  In the storage tank (5) are two float
valves. The high float valve (5A) shuts
off the  No. 2 pump and the low float
valve shuts off the  No. 6 pump. 

If the pit runs low, makeup water
from our regular supply is added to the
pit (12). This is controlled by a float
valve in the pit (1A).

Chlorine has to be added to the tank
(5) periodically to eliminate odors and
bacteria, similar to a swimming pool. 

In addition, we were able to recy-
cle additional water coming from our
air handlers. We dehumidify by using a
secondary system off our chiller system
to run cold water through air handlers
in each rink. These units produce a
large amount of condensation water,
which previously was just piped out-
side. We re-piped each unit to empty
into the pit for the makeup water for
our chillers.

None of the recycled water is used
for anything except resurfacing.

The final result was a saving of 25-
35 percent of our total water usage and,
naturally, a substantial dollar saving.

Barry Wolkon is the owner of Sport-O-
Rama, built in 1974.

Water Recycling System Saves the Day
by Barry Wolkon

Sport-O-Rama

Water Recovery

System

1

1A

2

3

4

512

106

7

8

11

1. Ice Melting Pit
1A. Float Valve

2. 2 hp Well Pump
3. Sand Filter
4. Fine Mesh Filter
5. 1,000-Gallon Tank

5A. Float Valve (High)
5B. Float Valve (Low)

6. 2 hp Well Pump
7. Pump Controller
8. Hot-Water Heater
9. Ice Resurfacer

10. 3/4 hp Pool Pump
11. Pool Sand Filter
12. Makeup Water

9 5A
5B
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What are the advantages
of fluorescent fixtures
over traditional metal
halide lighting?

High-intensity discharge (HID)
metal halide fixtures are the
most prevalent form of ice
lighting used. Their light out-
put is superior to HID mer-
cury vapor fixtures and the

coloration is superior to high-pressure
sodium fixtures. Advancements in fluo-
rescent lighting lamp and ballast tech-
nology over the last decade have made
linear fluorescent ice lighting a very
appealing option for new arenas or retro-
fit of existing HID lighting.

T5 high-output (HO) fluorescent fix-
tures are high bay luminaries that deliv-
er the same light output for about 50 per-
cent of the power consumed by metal
halide fixtures. They have minimal
warm-up time and can be switched on
and off the same way you would a nor-
mal room light. An ambient temperature
above 90 degrees Fahrenheit is required
around the T5 lamps to produce full
lumen output. In the unheated ice arena
application, this can be achieved by spec-
ifying a fully enclosed fixture with a
high-impact polycarbonate lens that will
contain the lamp and ballast heat to
warm the air around the lamp.

The advantages of T5 HO fixtures
over traditional metal halide lighting
include:

Better light quality. The coloration and
dispersion of the light is superior to metal
halide. T5 lamps have a color-rendering
index (CRI) of 85 vs. a CRI of 65 for metal
halide. This makes colors appear more
vivid and whites appear brighter with T5.
A CRI of 85 provides similar brightness
impressions using 25 percent fewer
lumens than lamps with a CRI of 60.
Since the fluorescent light is not as direc-
tional as HID, it disperses far better, vir-
tually eliminating the bright spots and
shadows that are inherent in HID.  

Lower radiant heat load. Fluorescents
operate at a substantially lower tem-
perature than HID, significantly reduc-
ing the radiant heat load that is trans-
ferred to the ice sheet (lighting radia-
tion accounts for 7 percent of the total
refrigeration heat load).

Better control options. Dimming HID
fixtures results in power losses greater
than the light output reduction. With
T5 technology, individual lamps in a
fixture can be turned off with a direct
power savings that is commensurate
with the light reduction. If 50 percent
of the lamps are turned off, the light
output and energy consumption are
reduced by 50 percent. While HID dim-
ming has been known to shorten bal-
last and lamp life, switching off the T5
lamps will lengthen both the lamp and
ballast life. The instant-on operation of
the lamps allows greater switching flex-
ibility without the warm-up time
required for HID fixtures. 

Improved power factor. T5 fixtures use
high power factor electronic ballasts that
reduce power losses and utility penalties
that result from low power factor.

Reduced lamp depreciation. The
lumen output depreciation factor for
T5 lamps is substantially less than for
HID lamps. A T5 lamp loses approxi-
mately 5 percent of its light output over
the 20,000-hour life; metal halide
lamps lose approximately 40 percent of
their light output over the same
20,000-hour life. This increases the
average maintained lumen output over
the life of the lamp and eliminates the
need for intermittent re-lamping to
maintain light output.

Ice rink applications. Be sure to use a
fixture that is appropriate for humid
environments (aluminum construc-
tion, gasketed covers, etc.). 

Lamp options. In direct retrofit appli-
cations, select the number of lamps in

the fixture (four or six) based on the
required light level for activities. Gen-
erally speaking, four-lamp fixtures will
produce the equivalent mean lumen
output of a 400-watt metal halide fix-
ture; this is usually sufficient for com-
munity and recreational ice arenas. Are-
nas that may host high school or col-
lege hockey or televised events should
consider replacing the 400-watt HID
fixture with a six-lamp T-5 fixture. If
you are replacing 1,000-watt HID fix-
tures, eight-lamp T-5 fixtures are avail-
able from some manufacturers. 

Retrofit cost. Installed costs for T5 high
output fixtures average $450 to $650
per fixture, depending on the fixture
model, additional wiring required and
accessories. Controller costs average $75
to $125 per fixture controlled, depend-
ing on the features and complexity of
the system. An NHL-size ice surface (85’
by 200’) would normally require 40
total fixtures (four rows of 10). 

Utility incentives. Electric utility
rebates are offered by many utilities to
help defray the cost of upgrading from
HID to fluorescent lighting. The utility
programs tend to be prescriptive (aver-
aging about $125 per fixture). Some
utilities also offer a customized lighting
incentive program. A customized pro-
gram may allow you to receive a rebate
of up to 50-80 percent of the installed
cost. In addition, some utilities will also
finance the net cost of the lighting
upgrade after rebates.

Response excerpted from the “Facility
Facelifts” manual by Rob McBride, CAE,
President of Facility Management Corp.

Ask

Q
A

Do you have a management,
operations or programming

question for iAIM?

Send it to editor@skateisi.org.
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rate consultation from First National that will help you
identify exactly how competitive your current acceptance
program is in the marketplace.

Consider allowing them to put their 135 years of expe-
rience in the financial services industry to work for your
business. Please contact First National directly at (800) 354-
3988 if you wish to take advantage of this membership ben-
efit. Be sure to let them know you are a valued member of
the Ice Skating Institute.
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Did you know that your ISI membership can help you
reduce credit card acceptance expenditures? The ISI
has teamed with First National Merchant Solutions

to offer a member program that can save you money with-
out jeopardizing the level of service you expect and deserve. 

First National, an established leader in the payment
processing industry, has a proven record with numerous
other associations across the country. The advantages of its
program include, but are not limited to:

• Discounted group rates on Visa and MasterCard transactions
• No monthly minimums, no hidden fees 
• Quick payment on transactions 
• A dedicated account relationship management team
• Solutions customized for your business
• Value-added services such as debit card acceptance,

interest-bearing accounts,   check verification/guaran-
tee services, fraud prevention tools and education, easy
online account access and secure Internet commerce
solutions

First National is a recognized service provider of the ISI.
As a member, you are entitled to receive a free confidential

Get a Better Deal
ISI members get discounts and

value-added services
through endorsed credit card

acceptance program
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Do you have a plan in place to
deal with threats to your facility
from severe winter weather,

such as record snowfall and high
winds, which could result in power fail-
ure and outages?

The key to minimizing damage
from these common winter storms is
planning.

Obviously, not all ice arenas need
to have a winter weather plan, but
those located in areas that have severe
winter storms better have one! 

There are three key parts to an
effective emergency plan: preparedness,
response and recovery.

Preparedness
Being prepared includes assessing your
facility and operations and identifying
trouble spots. Once identified, priori-
tize these weak links and make prepa-
rations to mitigate the loss potential.
For example, if you have determined
that loss of power due to a severe storm
will cause the refrigeration system to
fail, you might consider having some
type of insulated ice covering material
to ensure you don’t lose ice. Have a
plan to evacuate the building if neces-
sary. If you know there is potential for
heavy snowfall, you know you have to

get it off your roof. Do you have a snow
removal service ready to go in this case?
Don’t wait until the snow is falling! 

Once you have prioritized your
trouble spots and made preparations to
alleviate the potential effects of weath-
er-related losses, write out your plan.
You cannot predict when severe weath-
er will hit, so have a plan for all
employees to follow. If the manager is
not on the premises, employees need to
be trained to carry out the plan. Have a
storm response meeting with your staff
to discuss your emergency plan to deal
with storm damage.

Response
Once you are prepared, you can rest
assured your response will be effective.
Make sure your plan includes means to
secure the facility to prevent further
damage. Keep emergency numbers near
every telephone and make sure all cell
phones, pagers and walkie-talkies are
charged and ready to go.

Recovery
Recovery after storm damage can be
tough. Certainly, your insurance agent
should be called as soon as you are rea-
sonably able to do so. The property
must be secured from further damage,

which includes boarding up broken
windows and doors, emergency roof
protection, etc. 

Please note that claims due to gen-
eral power outages are not automati-
cally covered by your property insur-
ance. Property insurance coverage
terms are not standard on this issue.
You may not have any damage to your
building but still suffer a loss of income
due to lack of power. If you are not sure
of the details of your coverage, check
with your insurance agent — before a
loss occurs.

For more information on winter storm
hazards and planning, go to
www.fema.gov/hazards/winterstorms/
wntsft.shtm.

Joan Rice is
with Rice
Specialty Risk,
a provider of
all forms of
insurance to
professional
and amateur
sports and
leisure facili-
ties across the
nation.

Are You Prepared for
Winter Storms?

by Joan Rice



Soft Series  850

60 Series Hockey Series50 Series

Learn how Riedell can fit your rental skate needs by calling
651.388.8251 or visit riedellskates.com © 2005 Riedell Shoes, Inc.

Soft Series  850
A Soft Boot For Your
Toughest Customers
Now there’s a rental figure skate
that offers unmatched durability
for you and lasting comfort for
your toughest customers. Riedell’s
new 850 Soft Series is loaded with
features that provide the ultimate
fit and longevity to increase your
bottom line.

SOFT MESH NYLON UPPERS
WITH NUBUCK PVC TRIM

COMFORTABLE NON-WOVEN
MANMADE LININGS

MULTI-LAYER WRAP 
REINFORCEMENT

DELUXE 3/8” THICK ANKLE
FOAM PADDING

HEAVY DUTY STEEL EYELETS
AND LACING HOOKS

DURABLE ONE-PIECE PVC
OUTSOLE AND HEEL

Also available from Riedell rental skates:

Riedell skates are synonymous
with durability and comfort. That’s
why more rink managers rely on
Riedell rental skates as a profit
building tool for their rinks. From
figure to hockey skates, Riedell
provides the finest stitched boot in
the industry.
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Have you left a convenience
store lately, wondering why
the cashier seemed so put out,

even hostile, while ringing up your
purchase? Do you long for a simple
“Thank you” or a “Have a nice day”
when your change is handed to you at
the video rental store? Have you had
the impulse to reach across the
counter and tickle the disgruntled
robot who’s handing you your
change, just to see if you could get a
smile or even eye contact?

What has happened to America’s
frontline?

Throughout the country, at every
sort of retail business, fast food and
other restaurants, and customer ser-
vice departments everywhere, to
name just a few of the affected indus-
tries, on-the-job apathy runs rampant.
Unreliable, bored, unmotivated,
unfriendly and even openly antago-
nistic frontline employees give your
customers a bad impression of your
business and make it difficult for
them to want to come back, only to
have to deal with this same attitude
again. You may already have experi-
enced the tremendous impact your
frontline’s attitude can have on your
repeat business and, thus, your bot-
tom line.

More and more frontline employ-
ees are clocking in for work while

clocking out mentally. What can you
do about it?

In the long term, money alone
appears to do little to improve the
frontline’s motivation. If a bigger pay-
check doesn’t cure the “I’m just here
for the check” attitude, then what
will? Here are some suggestions for
working with your employees to get
your frontline to start caring about
your bottom line.

Share the vision
Show your frontline employees the
Big Picture, and help them to realize
their role in the workplace and the
impact of their work on the business.
Rather than letting them feel like a dis-
pensable cog in management’s
machine, make clear the tie-in between
good customer service and repeat busi-
ness. Most frontline employees, when
they understand how necessary repeat
business is to keep the company run-
ning, will respond positively, if only to
ensure that they will continue to have
a place to come to work each day and a
steady paycheck.

While encouragement for a job
well done makes an individual feel
good in the short term, employees
need proof that they are integral to the
business’ success if you are to achieve

long-term results. A business owner
who couldn’t initially afford a com-

petitive receptionist’s salary hired the
least expensive employee he could
find. After a few months, however, a
colleague called him to say that not
only was he treated rudely by the
receptionist, but he was told, when he
tried to order a product, “We ain’t got
none of them.” Lesson learned, the
owner hired a “Director of First
Impressions” to answer phone calls
and take orders. He explained the
impact of the position on the compa-
ny and how important it was to make
a great first impression on every cus-
tomer. Now, the employee who
answers the phone not only hears
praise from management for doing a
great job, but is given proof that he or
she is a valuable asset to the compa-
ny’s continuing success.

Invest in your employees
A retail business owner with high
turnover blamed “today’s kids’ lack of
loyalty” instead of looking for sub-
stantial root causes for his inability to
maintain a reliable staff. Though it is
easy to attribute high employee
turnover to a Generation Y character-
istic, the real cause of the problem
often lies with the employer and a
lack of effort to encourage employee
buy-in. 

You may never have thought
about it in these terms, but manage-
ment usually makes decisions based
on information that the frontline
doesn’t have. So, feeling misunder-
stood and unheard, frontline employ-
ees retreat to an extremely unproduc-
tive “us versus them” stance in rela-
tion to management. Employees who
feel detached from the organization’s
decision-making process find it very
easy just to show up for a paycheck,
give minimal effort, and, finally, not
show up at all.

If your employees are stale,
revive them by giving them an
opportunity to be heard. Invest some
time and involve your staff in the
decision-making process whenever

“I Just Work Here”
Creating a Frontline That Improves Your Bottom Line

by John Skabelund

Don’t despair that there just aren’t any good 

workers out there. You can have the 
frontline staff you want and that your 

business needs by taking action.

Continued on page 16



Canlan Ice Sports Corp.
Management Services Division

6501 Sprott Street
Burnaby, BC V5B 3B8
Ph: (604) 736 9152
Email: canlan@icesports.com

Facilities of Distinction

Canlan Ice Sports Management Services Division offers
industry expertise every step of the way.

For More Information on these
and other services contact;

Business Analysis & Reporting
Canlan Ice Sports specializes in comprehensive business analysis to provide
knowledge and guidance for your development plans or existing operations;

- Market Feasibility
- Financial Analysis
- Facility Viability

- Business Plan Development
- Operational Analysis

Design & Planning
If you're building a new facility or upgrading an existing one, Canlan Ice Sports can share

its unparalleled industry knowledge to ensure the success of your facility.

Contract Management Services
Professional facility management is the key to the success of any ice rink facility.

Canlan Ice Sports puts the knowledge gained through the successful operation of 20 ice rink
facilities across North America to work for you.

Canlan Ice Sports is North America's leader in the development
and operation of multi purpose ice rink facilities.

www.icesports.comwww.canlanicesports.com
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possible, and you’ll see the payoff;
they will, in turn, invest in you and
your company with their time, ener-
gy, skills and loyalty. 

When you simply take the time
to ask employees their views on mat-
ters affecting the business, they will
feel more involved and empowered;
their loyalty is a natural byproduct of
those feelings. And when you make
decisions that are contrary to the
frontline’s point of view, explain the
factors that went into the decision-
making process and how their input
shaped the final decision. 

Reward performance
Telling an employee that they have
done a great job makes them feel good
for the short term, but eventually
wears off. Excellent frontline employ-
ees might not be with your business
for long, as your customers see an
exceptional level of service and try to
woo your people over to their busi-
nesses. So it’s essential for you to
establish a rewards system that works
in order to keep your best employees.

A skilled clerk who’d been work-
ing at a convenience store for a year
had a stack of business cards from the
store’s customers who had offered
him jobs in a wide variety of indus-
tries. He hadn’t left yet, even though
he hadn’t received a pay raise he’d
been promised three months before.
More than the money, he appreciated
his employer’s flexibility with sched-
uling; he valued his time more than
money, and his manager had discov-
ered what he valued most, then devel-
oped a way for him to earn it. 

Remember, it isn’t always money
that motivates your frontline. When-
ever possible, reward improved and
consistently good performance with
whatever each employee wants most. 

Create the frontline you want
and need
Don’t despair that there just aren’t any
good workers out there anymore. You
can have the frontline staff you want and
that your business needs by taking
action. Start today by explaining your
organization’s Big Picture to every

employee. Ensure that they understand
their direct impact on your business’ bot-
tom line. Follow that up by making each
employee feel like he or she is a part of
the business by giving everyone a voice
in decision-making whenever you can.

Finally, develop a reward system
for improved performance. Whether it
is profit-sharing or something else they
value, you will develop employee loy-
alty by making an effort to recognize
and compensate superior performance.
If you follow these steps, you will find
yourself with a frontline that cares as
much about your company’s bottom
line as you do.

John Skabelund, president of Altima Con-
sulting Inc., is an authority on employee per-
formance and productivity. He previously
held executive- and management-level
positions with Stonewater Development
and Qwest Communications. He speaks
on leadership and performance improve-
ment to business organizations, educa-
tors and students. For more information,
visit www.altimaconsulting.com or call
(888) 925-8462.

Continued from page 14
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SPECIALTY COVERAGES FOR ALL YOUR INSURANCE NEEDS

1 800 990 RINK

visit our website at www.richardsongroup.com

COMPETITIVE PRICING • PREVENTION FIRST LOSS CONTROL PROGRAM
COMPREHENSIVE COVERAGES • EXPERIENCED CLAIMS HANDLING

RISKY BUSINESS?
NOT IF  YOU’RE WITH THE RIGHT PARTNER.

How experienced is the agency that handles your insurance? Do they actively help lower

your risk of injury and potential claims? Help keep premium costs down? There are lots of changes

taking place in the insurance industry. Unless you’re careful, the partner you thought you had,

may not be there when you need them most.

Give us a call. Or send an email to rink@richardsongroup.com. We’d be happy to answer

your questions and share the knowledge we’ve gained from years of focusing on what

matters most—keeping skaters and the rinks they skate in safe.
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doing this winter. We’ve added more
public sessions and more skating
school slots, and we’re targeting prime
times that parents are available to come
to the rink, rather than setting the
times that are convenient for the ice
rink. Our schedule is user-friendly.

We absolutely will have no rate
increases. I have selected a price point
that is profitable for the rink, yet very
attractive to young families in house-
holds with multiple children.

ROGERS: The first thing we plan to do
is increase our advertising leading up to,
during and immediately following the
Olympics. Our advertising will focus on
Olympic themes and be targeted to air,
on occasion, during major events fea-
turing our sports. We also have to adjust
our programming to make sure we have
ample offerings for new participants to
go into. Obviously, there’s nothing
worse than bringing in a lot of poten-
tial customers and then having to turn
some away because you didn’t have
enough classes, enough instructors, or
you didn’t plan ahead for the demand.
We’re also participating in the Arnold
Classic Fitness Expo for the first time
next March. The Arnold Classic is one
of the largest fitness shows in the world,
hosted by Arnold Schwarzenegger and
featuring 30 sports. We are putting
together a hockey skills event, figure
skating competition and speedskating
meet all in one weekend. The Classic
brings unbelievable amounts of promo-
tion and PR, so coming off the
Olympics, this event should bring huge
exposure for our programs.

DAILING: We want to maximize class
offerings and participation within our

Capitalizing on

Olympic Fever
Do you anticipate the 2006
Winter Olympics to spark
increased interest and partici-
pation in ice skating and/or
hockey at your facility during
the coming year?

ANASTOS: Yes I do. I believe that the
increased television visibility and inter-
national focus on the Olympics will
help us stimulate interest.

BARTELSON: Absolutely. This is my
12th Olympiad in the ice skating indus-
try, as either a coach or a facility owner.
I’m anticipating a 30 percent increase
in business January through April, and
I look for a 12 to 15 percent increase in
gross revenues for 2007. 

DAILING: I certainly hope so! We have
noticed an increase in our learn-to-
skate classes just from the release of the
Ice Princess movie. I also think the state
of the economy before, during and
after the Olympics will be a deciding
factor in how much this Olympic expo-
sure boosts our industry.

JONES: Of course, our jump in busi-
ness, as we all expect will happen, will
depend on how well the U.S. figure
skating and hockey teams perform. In
the early 1990s the Olympic year was a
great boost to our business, but after
that time the jump hasn’t been as great.

QUIGLEY: As we are just in the process
of restarting our ISI learn-to-skate pro-
gram, we see the upcoming Winter
Olympics as an advertising bonanza

(and at no cost to the facility). In the
past, we have experienced similar
boom times during the Olympics.

ROGERS: Obviously, the increased
interest in figure skating and hockey
will have the greatest impact on our
business and those are the areas we
need to focus on the most. However,
based on our experience from the last
Winter Olympics, I’m anticipating
huge interest in both speedskating and
curling. They both have such a unique
novelty appeal that I expect our phones
to ring off the hook with people inter-
ested in giving them a try.

SLAVENSKY: We anticipate an increase
in interest in ice-related activities.

How do you plan to capitalize
on “Olympic fever”? Do you
plan to adjust programs,
schedules or fees?

BARTELSON: The biggest change
patrons are going to see in our facility
for this Olympiad is that they’re going
to be entertained when they come in.
We’re going to be doing major light
shows during all public sessions. This is
the type of environment that parents
are looking for, and we can provide
that within the wholesome atmosphere
of an ice rink. I’ve done a lot of
research, visiting entertainment venues
to pick up ideas that I feel we can use in
our business.

I only change my schedule once a
year — every September — and I have
built in exactly what we’re going to be

Ice sports get a concentrated dose of free publicity every four years,
and ice arenas get the opportunity to make the most of it.

Are you ready for the 2006 Winter Olympic Games?



• Personally fit everyone with
skates and make sure they are
properly laced

• Have a fun DJ on staff to entertain
the crowd, play games, run the
light show, promote programs, etc.

• Make sure that we have plenty of lit-
erature on hand for our programs,
and trained staff who can answer
questions about our programs

• Have EZ gliders available for new
skaters; we section off one end of
the rink with border patrol pads
where EZ gliders can be used

• Complete quality assurance sur-
veys on weekends 

• Schedule events opposite our
public sessions that will promote
those events

Once people do get involved in one
of our programs, they must continue to
have fun or they won’t stay involved.

BARTELSON: We have hosts and host-
esses that work our public sessions dur-
ing the Olympics season. They will start
Thanksgiving weekend. They work the
floor, helping put skates on and check-
ing to see that everybody’s skates fit.
They carry printed materials for our
programs on them. They go around
and help the beginners. We also give
free coffee and cookies on skate school
evenings, with a host or hostess work-
ing the crowd. You’d be amazed at the
response you get. 

ANASTOS: Like we always do — try to
create a fun and entertaining environ-
ment that provides great service.

Look for more responses in an upcoming
edition of ISI Online.

Tom Anastos
Suburban Arena 

Management LLC
Farmington Hills, 

Mich.

Donald Bartelson
Ontario Ice 

Skating Center
Ontario, Calif.

Diane Dailing
The Skate School 

LLC
Geneva, Ill.

Glyn Jones
Tampa Bay Skating

Academy
Oldsmar, Fla.

Patrick D. Quigley
Cleland Multipurpose

Sports Complex
Fort Bragg, N.C.

Jeremy Rogers
Chiller LLC/

CoreComm
Ice Haus

Columbus, Ohio

Scott Slavensky
Skatetown
Roseville, Calif.

current times, with no changes in our
pricing or scheduling. We will be offer-
ing Olympic family enrollment incen-
tives for our learn-to-skate programs.
We will be focusing on participation
and preparation for our in-house and
open ISI competitions, which will take
on an Olympic flavor. Special classes
will be offered to prepare for competi-
tions. We will time the introduction of
our tot figure skating program during
the Olympic exposure. Our focus for
this class will be frills, twirls, music and
fun. For our hockey skaters we will be
having ongoing friendly, in-class skill
competitions. We also plan on expos-
ing our programs heavily in the local
media at this time in hopes of some
free publicity.

ANASTOS: Things we are considering
include creating a mini Olympics
competition in our arena and adding
some Olympic theming to the decor
of the arena. We are also talking about
the possibility of creating a “corporate
Olympics” and ice-sport related
events that could be used as a fun
team builder for various local corpo-
rate partners.

JONES: We have already secured dates
for a number of our coaches to go into
the schools and give talks on skating.
We are very fortunate to have profes-
sionals on staff that have either com-
peted at the Olympics or have had
skaters participate at the Olympic
Games. At the schools we will be giv-
ing out discount coupons for our
learn-to-skate and Hockey 101 and
201 programs. We will, of course, be
contacting the local media the closer
it gets to the games.

How will you convert new
impulse traffic to regular 
customers?

ROGERS: We plan to give customers
the opportunity to try Olympic
sports during special public skating
sessions and open clinics. For exam-
ple, we’ll have speedskates available
to rent, coaches available to instruct,
current students available to demon-
strate/perform and opportunities for
people to push pucks and throw curl-
ing stones.

QUIGLEY: We are aiming to expand
our group lesson program to accom-
modate additional classes to serve the
new market. We also expect to see a
rise in the hockey side. After our win-
ter house league season ends in late
February, we will be instituting a cross
ice program for the younger ages to
capture and retain some of the new
hockey players.

SLAVENSKY: Our belief is that most-
people come to our facility initially for
a public session or birthday party. The
trick is taking the steps to make sure
that they have a good initial experi-
ence. Some of the things we do include:
• Make sure that the facility is

immaculate 
• Make our birthday parties and pub-

lic sessions nonstop fun 
• Minimize time guests have to wait

in line
• Have plenty of friendly, trained

staff on hand
• Provide quality rental skates with

sharp blades
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Huntsville, Alabama was an unlikely location for an ice
rink back in 1959. Ice skating was considered a north-
ern sport, and arenas in the sunny South were near-

ly unheard of. But even 46 years ago, Huntsville was not your
typical little southern town.

Home of the Redstone Arsenal, where German rocket sci-
entists led by Dr. Wernher von Braun were developing U.S.
Army rockets and other aerospace technology, Huntsville was
fast becoming a cosmopolitan melting pot. And its European
residents missed their winter sports.

So did Benton H. Wilcoxon, a chemical engineer from
California who loved snow skiing and ballroom dancing. He
decided ice skating would be a good way to practice and stay
in shape for his other hobbies, not to mention a wonderful
sport for his four children. So he built a small indoor ice rink
and called it the Ice Palace. It would be the only ice rink in
Alabama for the next 14 years.

Where there’s a Wilcoxon …
“Ice skating was completely new in Huntsville,” says Robert
Unger, who developed the early ISI skating program at the Ice
Palace. “Ben took one step at a time. He built the Ice Palace
with used equipment from another rink that had closed. He
started with a small rink to keep the costs low, and then
enlarged it a little bit at a time.”

Wilcoxon’s wife, Margo, kept the books for the Ice Palace
and the couple ran the business on a tight budget. Yet always
eager to share the joys of ice skating, they offered free admis-
sion for patrons who brought a friend, and Wilcoxon
thought nothing of pulling an acquaintance off the sidewalk
and into the rink for a quick lesson. He staged ice shows and

brought in professional performances to expose the com-
munity to world-class ice skating.

“Mr. Wilcoxon was not just a brilliant engineer; he was
also an entrepreneur. He was relentless in his dedication, and
he was determined to provide the community with a won-
derful atmosphere for ice skating. He also wanted to develop
programs and see figure skating and hockey become a part of
the community,” recalls Editha (Dita) Dotson-Bowser, a for-
mer national and international figure skating medalist who
learned to skate at the Ice Palace and now serves as Wilcox-
on Ice Complex’s skating director.

Dotson-Bowser says Wilcoxon was as artistic as he was
technical, a true Renaissance man, with both sides of his brain
equally engaged. He built an ice resurfacer from an old Jeep —
and listened to classical music as he resurfaced. He performed
equipment and facility repairs himself — and wore a patch
bearing the French ballet title Les Patineurs (“The Skaters”).

Huntsville resident Keith Schonrock took his two chil-
dren to the Ice Palace several days a week, eventually signing
up for his own lessons and years later leading the efforts to
build a municipal facility in Wilcoxon’s name. He remem-
bers the Ice Palace owner as “a charming jack-of-all-trades
with a wonderful sense of humor, and someone who always
seemed younger than he was.” A visit to Wilcoxon’s Ice
Palace, he says, was “like going home to a big family, where
everybody knew everybody.”

Pioneering programs
The Ice Skating Institute of America was born the same
year ice skating was introduced in Huntsville. The first
annual ISIA conference was held in 1960 in Chicago, and

Ice Skating and Rocket Science
Brilliant minds brought both

to Huntsville, Alabama
by Lori Fairchild

Wilcoxon Ice Complex is a twin-sheet facility, with a proposal in progress for a third-sheet expansion. James Gober
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founding member Ben Wilcoxon was among the attendees.
He would later serve on the organization’s board of direc-
tors, and an award for excellence in management would
be named for him.

In 1963, Wilcoxon contacted former Holiday On Ice star
Robert Unger, a German who had settled in Knoxville, Tenn.
to teach private ice skating lessons at the new Ice Chalet. In
addition to the talent and reputation Unger could bring to
the Ice Palace, he also shared a native language with the
many German scientists who patronized the rink.

They struck a deal for Unger to make the 200-mile
trip to Huntsville every other weekend to begin a figure
skating program at the Ice Palace. His Huntsville schedule
eventually grew to three and four days per week, and the
arrangement continued for nine years. During that time,
Unger developed the original ISI recreational skater test-
ing program.

Unger’s professional ice show experience was instru-
mental in the development of  skating events in
Huntsville. “The annual ice show grew from a little exhi-
bition-style show to a high-class show with full-fledged
costumes,” he recalls.

He also established adult ice skating classes, and devel-
oped precision teams for exhibition and, later, for competi-
tion — a new concept in the United States at that time.

The next generation
After 27 years of operating the Ice Palace as a profitable
private corporation, Wilcoxon donated the rink to the city
of Huntsville in 1986. He stayed on as manager, working
only for a performance-based bonus. The city appointed a
board to run the facility as a municipally owned nonprofit
corporation.

“Ben’s enthusiasm for managing and running the facil-
ity never went away,”
Schonrock says. “After he
retired, he stayed on for
several years and kept
repairing things and con-
tinued to be the person
keeping the rink alive.”

A coalition of regular
Ice Palace patrons formed
FRIA (Friends of Recre-
ational Ice Activities) and
worked with the Ice Palace
Board of Control on a five-
year plan to replace the
original rink with a larger,
more adequate ice skating
facility for the city of
Huntsville. FRIA raised
$1.6 million of the $3.2
million needed to build
the facility, and in 1991,
the Benton H. Wilcoxon
Ice Complex opened. The
city provided the land and
matched FRIA’s construc-
tion funding.

“Since becoming a
municipal facility in 1986,
neither the Ice Palace nor
the Ice Complex has ever

requested or required city funding to sustain operation,” Dot-
son-Bowser notes.

The successful public/private partnership has become a
shining example for other major construction projects in
Huntsville, Schonrock adds.

Wilcoxon Ice Complex offers two NHL-size ice sheets,
with seating for 1,000 in the main arena. Special lighting
and sound systems enhance the public skating experience,
including DJ skates and
the monthly “Glaciers”
event featuring live
bands on the ice. Other
first-floor amenities in-
clude a well-stocked

Right: Marie Sutton
(left) is the facility
manager at
Wilcoxon, and
Editha Dotson-
Bowser is the skat-
ing director.

Below: Margo and
Ben Wilcoxon, pic-
tured above the
bulletin boards at
the Wilcoxon Ice
Complex, brought
the first ice rink
to Alabama in
1959.

Photos by
James Gober

Continued on page 22
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sessions, as they are where we get our
future hockey players and figure skaters.”

“School Daze” sessions offer special
after-school admission rates three days
a week, and the new Polar Bear Club
annual membership costs less than $20
for a package of special offers to keep
skaters coming back.

“Our ‘community’ includes parts
of Tennessee and the entire north
Alabama area,” Sutton points out.
“Our customer base encompasses all
races and economic classes. We are
able to touch the youngsters’ lives
when they come through our doors
with their class on a field trip, and
they often become regulars.” 

The legacy lives on
With 160 hours of public sessions,
150 hours of skating school and
more than 200 hours of hockey
each month, plus shows, compe-
titions, workshops, regional train-
ing camps, judges’ schools and
other events, Wilcoxon Ice Com-
plex is fully utilized. It remains the
only twin-sheet ice arena in north
Alabama. The Von Braun Civic
Center’s single-sheet arena is only
a few miles away, but the closest
twin-sheet facilities are two hours
to the north and south, and four
hours to the east.

Huntsville’s population has
grown to 168,000, with a healthy

economy driven by aerospace and military technology. Well
established as “Rocket City” and “America’s Space Capi-
tal,” it’s a destination that attracts thousands of visitors,
particularly to the renowned U.S. Space & Rocket Center. 

“We draw skaters from across the South, thanks to the
local space camps that run year-round,” says Sutton. “The
campers often will spend their free time on the ice.”

After nearly 15 years of serving the community as a
twin-sheet facility, increasing demand for ice time has
prompted the Wilcoxon Ice Complex Board of Control to
propose a $9.3 million expansion, which would include a
third sheet and seating for 3,600 to accommodate the
growing needs of amateur ice sports. A feasibility study has
been presented to the city and funding options are being
considered. Community support for the project is strong.

Ben Wilcoxon, who died in 1997, would be thrilled
with the current status of the unlikely pastime and passion
he brought to Alabama in 1959.

“Mr. Wilcoxon was instrumental in my life, and a real
father figure to many of us. I hope that, in my efforts at the
Ice Complex, I am carrying on his spirit,” says Dotson-
Bowser. “He didn’t just take the standard approach to life.
He wanted to make people consider the diverse possibili-
ties for enriching their lives. He was always thinking out-
side the box. I’m very protective of the name of this rink
and I always want ‘Wilcoxon’ to be part of it.”

pro shop, four main locker rooms with full facilities and
three smaller locker rooms, plus a referee’s room and lock-
er/storage areas designed specifically for figure skaters and
hockey players. Four party areas can accommodate as many
as 16 parties per public session. The second floor features a
ballet room, weight room, large conference room and extra
storage space, and a third floor is for storage only.

The facility was the first to use a split-faced block interi-
or finish and received the Alabama Masonry Award for its
innovation. It was also one of the first to feature an open,
patron-focused layout, with rinks, pro shop, admissions
office, skating and hockey schools and concessions readily
visible from the lobby.

Wilcoxon Ice Complex is home to the 45-year-old
Huntsville Skating School & Training Academy, which serves
200 to 400 skaters each month. The arena has hosted numer-
ous well-attended events, including two ISI Winter Classics,
in 1994 and 1996. 

The thriving Huntsville Amateur Hockey Association reg-
istered more than 700 players last year. The Huntsville Hockey
Development Center, headed by Nathan Bowen, is focused on
growing grassroots programs for all ages and skill levels. The
Alabama Chargers, the University of Alabama-Huntsville’s
NCAA Division I hockey team, also trains at Wilcoxon.

Public skating is a priority at the Huntsville arena, says
Marie Sutton, facility manager. “Our focus has always been on
the community first. I fight long and hard to keep the public

Above: One
Saturday night
each month,
“Glaciers” fea-
tures a live band
on the ice.

Left: The multi-
age Theatre on
Ice team prac-
tices a new rou-
tine for its
upcoming com-
petitive season.

Photos by
James Gober

Continued from page 21
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It’s no secret that young ice skaters
are typically disciplined, motivated
and involved in the classroom and

their community as well as on the ice.
They are a credit to the sport and the
industry of ice skating, and we’re proud
to play a part in their development.

Contributions to the ISIA Educa-
tion Foundation offer groups and indi-
viduals a way to invest in the educa-
tional future of ice skaters. Thanks to
the generous support of ISI members,
the Foundation has been able to award
college scholarships to more than 60

deserving skaters. We have watched
these young people grow into strong,
contributing adults, many of whom
have gone on to become leaders in
their fields. Many also continue their
ice skating pursuits, including coaching
and volunteering at ice arenas, and
later, encouraging their own children
to participate in ice sports. (To read
about this year’s scholarship recipients,
go to the ISIA Education Foundation
tab on the ISI Web site, skateisi.org.)

This is the perfect time of year to
make a tax-deductible contribution

to the ISIA Education Foundation.
Donations made in honor of a special
occasion or in memory of a loved
one are especially meaningful. Con-
gratulations and special thanks to
Donald and Elizabeth Weiner who
celebrated their 20th wedding
anniversary with a generous dona-
tion to the Foundation.

All donations, of any size, are
greatly appreciated and contribute to a
worthy cause, so please don’t forget the
ISIA Education Foundation and its
scholarship applicants!

ISI EDGE NOVEMBER/DECEMBER 2005

Name ___________________________________________________________

Street Address ____________________________________________________

City, State, Zip ____________________________________________________

Amount of Donation $ _____________________________________________

Method of payment (   ) Check
(   ) Charge:  Visa  MasterCard  Discover 

[please circle]

Card Number ________________________________________________

Exp. Date ________________________________________________

Your Signature ________________________________________________

Mail to: ISIA Education Foundation
17120 N. Dallas Parkway, Suite 140
Dallas, TX   75248-1187

‘Skate Strong’
Fundraiser

The Education Foundation launched a
new fundraising campaign this year,
chaired by Jimmie Santee and Robyn
Bentley. The Foundation began selling
“Skate Strong” bracelets at the 2005 ISI
World Recreational Championships,
where they received a “STRONG”
response. Thanks to those who helped
sell bracelets at Worlds: Sandy
Wittman, Lisa Fedick, Jimmie Santee,
Don Bartelson, Judy Sniffen, Barbara
and Boyd Wietecter and Samantha
Bentley (who single-handedly outsold
all the adults).

If you didn’t get yours at Worlds,
it’s not too late — look for them at
upcoming ISI national events.

The popular bracelets, available in
either glow-in-the-dark or blue/white
swirl styles, sell for $3 each or two for
$5, and proceeds benefit the ISIA Edu-
cation Foundation Scholarship Fund.

The Foundation is also offering the
bracelets to member facilities, clubs or
districts that wish to help raise funds for
the scholarship program and for their
own programs. Why not sell them at
your local competition or district cham-
pionships? It’s easy and we can help!

For more information, contact
Jimmie Santee at prrvnufac@aol.com
or Robyn Bentley at
RobynBSK8R@direcway.com.

Recent Education Foundation Contributions

In-Kind Donor
Zamboni Merchandising Co. Inc. (2,500 duffel bags for 2005 ISI World
Championships)

Sponsor ($1,000-4,999)
Donald & Elizabeth Weiner (in honor of their 20th wedding anniversary)
MIRMA (in honor of Robert Unger’s 80th birthday)

Supporter ($500-999)
Oakton Figure Skating Club (in memory of Nefretiri Nelson)

Other
Carol Erickson

Skating Scholars Need YOU!
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Two months, 61 days, 1,464 hours — and I will stop cal-
culating here since my mathematical skills are not the
best — until the start of another new year. That saying,

“Time flies,” is truly an understatement.
Fall was busy, as usual, with most ISI districts holding

their annual instructor seminars. Kudos and accolades to
those who hosted these continuing-education sessions,
which provide a chance to network with other professionals
and to stay updated on rule changes while working togeth-
er to make upcoming events successful. Attendees received
the new 2005 Instructor Seminar Manual, which will be a
wonderful resource for information throughout the year.

The weSKATE kit is the hottest product  in town, and
the announcement of the reorganization and combining
of the Skaters & Coaches Handbook, Competitors Hand-
book and Special Skaters Standards has been well received.
The new comprehensive manual is now available for $18.
Order yours today online (www.skateisi.org) or call the ISI
office at (972) 735-8800.

The fast pace of September continued when the adults
took center stage in Las Vegas for the annual ISI Adult Recre-
ational Championships. Just as everyone anticipated, the
camaraderie, sportsmanship, creativity and fun were A+.
Here’s a thought for next year’s event in Nashville (which,
by the way, has a date change, to Sept. 8-10): Let’s do a coach-
es’ interpretive event!

E-mail me your thoughts. Could be fun!
Looking ahead to 2006 and the Olympics, we can all

expect an increase in skating school numbers with skaters
hoping to be the next Michelle Kwan, Sasha Cohen or Tim-
othy Goebel. Start brainstorming now with management to
take advantage of gold-medal opportunities from Olympic
fever! Start your creative planning by: :

• Developing co-op marketing opportunities with local
media

• Offering “rec classes” through your city’s recreation
department

• Updating or developing your arena Web site
• Creating and using an arena mascot for entertain-

ment and publicity
• Offering free introductory lessons on weekend public

sessions
• Creating monthly or weekly themed public-skating

sessions
• Developing Olympic promotions with local mer-

chants
• Using coupon books
The list is as long as your imagination, so get going for

the gold in promoting your programs and facility!

The ISI national events for 2006 will move us from coast
to coast, so make sure you have deadlines, event dates and
locations entered in your planners and PDAs (see list, below).

As we approach the holiday season and its hubbub,
please take a few minutes to count your blessings. As the
nation watched the destruction and devastation of Hurricane
Katrina, it made us realize how very lucky we are and to
appreciate the simple things in life. Many ISI member facil-
ities, clubs, schools and coaches are helping to rebuild the
lives of the hurricane victims and are to be commended.
Some ideas being shared from around the country are:

• Holding benefit “skate-a-thons”
• Donating proceeds equivalent to an hour of ice

time
• Coaches contributing an hour of private-lesson

income
• Donating a public session to the cause

Helping those in need will make your holiday season
extra-special. I guarantee it!

COACHES’
CORNER

by Barb Yackel
ISI National Events Coordinator & 
Skating Program Director

2006 ISI National Events

Winter Classic
March 3-5

Melvindale, Mich./Melvindale Civic Center
Deadline: Dec. 1, 2005

Synchronized Championships 
April 7-9

Bensenville, Ill./The Edge Ice Arena
Deadline: Feb. 1

2006 iACT/NEISMA Conference
May 31-June 3

Boston/Seaport Hotel and World Trade Center
Deadline: April 1

World Recreational Team Champs
July 24-30

Marlboro, Mass./New England Sports Center
Deadline: May 1

Adult Championships
Sept. 8-10

Nashville, Tenn./Centennial Sportsplex
Deadline: Aug. 1

Artistic Challenge
Nov. 3-5

Denver/South Suburban Ice Arena
Deadline: Sept. 1
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In my many years of coaching, I
took the trouble to prepare a
written practice plan about 75

percent of the
time. Whenever I
didn’t have a
written plan, I
regretted it. The
time seemed to
flitter away and,
at the end of
practice, I felt
that we hadn’t
learned as much
as we might have.
Having a written

plan helps you to stay on task and
keep from being buffeted about by
the whims of the moment.

What happens when coaches
commit themselves to a written plan
for every practice? They have to
think through what is going to hap-
pen in the limited time available for
practice. The first benefit of a writ-
ten plan is that it forces us to come
to grips with how little practice time
we actually have, compared with
how much there is to learn about
our sport. We have to prioritize to
make sure the most important prior-
ities get done. And we need to rec-
ognize that we can’t do everything.
If a particularly important drill takes
15 minutes for players to benefit
from it, then allocating only five
minutes is a waste of time. 

How kids learn sports
There is another important reason
to do the hard work of planning.
Kids learn sports best through
action, by doing rather than by
standing around listening (or, as
often is the case, not listening!). Yet
in most practices I observe, most of
the players are standing around
most of the time. When I see a
team where most of the players are
involved and active, I know I am
watching the fruits of a coach who

has spent significant time planning
practices.

Many times it can be as simple as
adding one or two additional steps to
a drill. For example, players always
love shooting drills. Rather than sim-
ply having a line of players waiting to
take shots, add a line of passers who
start the drill by passing to the shoot-
er. Also, add a line for an outlet pass
from the goaltender. If the goaltender
makes a save, she passes to the outlet,
who passes to the passer, who passes
to the shooter. Each player can follow
her pass/shot to the next line, so play-
ers keep moving. You can have one
player behind the goal who feeds
passes to the outlet line when shots
are not saved by the goaltender.

The spice of practice
As with life, the spice of practice is vari-
ety. Mixing up activities makes prac-
tice more fun. A team that spends an
hour straight on a single activity is
going to be less excited about it than a
team that spends the same amount of
time on the activity but in smaller
chunks, and approaching it from dif-
ferent angles. Using a variety of drills
to teach the same skill also keeps it
interesting for players. Again, it is plan-
ning that allows a coach to build vari-
ety into and across practices over time.

Why coaches don’t plan 
In workshops all over the U.S., I have
asked coaches if they regularly pre-
pare a written practice plan. Rarely do
more than 10 percent of the coaches
raise their hands.

If there are so many benefits to
planning practice sessions — and
there are — then why don’t more
coaches plan more often? We could
say that it’s because most youth
coaches are volunteers who have lots
of other things they have to do. That
is true, but the real reason why coach-
es don’t plan their practices more is
because planning is hard work! Plan-

ning, for most people, is not fun.
Thinking is hard work, and planning
is thinking of the highest order. It
involves trying to anticipate the
future (“I think we can get this con-
ditioning drill done in 10 minutes,
which leaves 15 minutes to scrim-
mage if the defensive drill doesn’t
take more than 15 minutes …”). 

If you plan your practices, you
have an opportunity to gain a com-
petitive advantage because most
coaches don’t do enough of it. And
there is some good news: Your plan
doesn’t have to be good to be effective.

A written plan
A written plan, even a bad one, gives
you a framework from which to tack-
le a problem. You can always deviate
from your plan, which shouldn’t be
set in stone. For example, you may
have thought you could cover a new
skill in 10 minutes, but after the 10
minutes you realize your players
haven’t gotten the hang of it. You can
make an adjustment and allow more
time for it (which means something
else will not get done). Or you can
make a note to cover this skill again
at the next practice.

A written plan is a tool a coach
can use to make the best use of a very
scarce resource — practice time —
either by following the plan or by
selectively deviating from the plan
when it makes sense to do so. With-
out a written plan to guide your daily
practices, your team is simply not
going to achieve its potential. 

Jim Thompson is the
founder and executive
director of Positive
Coaching Alliance. To
learn more about the
ISI-PCA partnership and the advan-
tages of Positive Coaching, visit
www.PositiveCoach.org or contact
PCA at pca@PositiveCoach.org or
(866) 725-0024.

Want More Dynamic Practices?
Planning is Key!

by Jim Thompson

Jim Thompson



BURLEYS
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NOVEMBER

1 Renton, Wash.
Castle Ice Arena
Fall Fling ’ 05

3-6 San Francisco
Yerba Buena Ice 

Skating Center
Skate SF 2005 

ISI Technical

4-6 Orlando, Fla.
RDV Sportsplex 

Ice Den
ISI Artistic Challenge

4-6 Alpharetta, Ga.
The Cooler
7th Annual 2005 

ISI Invitational
4-6 Joliet, Ill.

Inwood Ice Arena
Harvest Gold 

ISI Competition
5-6 Yorktown, Va.

Hampton Roads 
IcePlex

4th Annual Fall 
Classic Open

6 Anaheim, Calif.
Anaheim ICE
5th Annual 

Synchronized Team 
Championships

11-13 Northbrook, Ill.
Northbrook Sports 

Center
Winter Open Team 

Competition

11-13 Portland, Ore.
Lloyd Center Ice Rink
18th Annual Ice 

Crystal Classic
13 Anaheim, Calif.

Glacial Gardens 
Skating Arena

2005 ISI Open 
Competition

19-20 New Ulm, Minn.
New Ulm FSC
New Ulm Skaters 

Fall Festival
19-20 Kansas City, Mo.

Line Creek Ice Arena
City of Fountains 
Fall Fling

20 Dallas
Galleria Ice 

Skating Center
Galleria Holiday 

Audition 
Competition

26-27 Skokie, Ill.
Skatium
All America 

Competition

DECEMBER

2-4 Webster Groves, Mo.
Webster Groves 

Ice Arena
Show Me State 

Games
2-4 Wayne, Mich.

Wayne Community 
Center

In The Arctic
3-4 Fort Myers, Fla.

Fort Myers Skatium
5th Annual ISI City of 

Palms Invitational
10 El Paso, Texas

El Paso County Coliseum
Sun City Blades 2nd 

Annual Fall Ice Fest

FEBRUARY

3-5 Glenview, Ill.
Glenview Ice Center
February Freeze

10-12 Niles, Ill.
Niles Park District 

Iceland
26th Annual 

Sweetheart Open
18-19 Nashville, Tenn.

Centennial Sportsplex
21st Annual ISI 

Invitational

MARCH

3-5 Melvindale, Mich.
Melvindale Civic 

Arena
ISI Winter Classic

4 Columbus, Ohio
CoreComm Ice Haus
Arnold Classic 

Skating Competition

4-5 Irmo, S.C.
Ice Land Irmo
Palmetto Classic

31-4/2 Knoxville, Tenn.
Ice Chalet
37th Annual 

Mississippi Valley 
District Competition

APRIL

7-9 Bensenville, Ill.
The Edge Ice Arena
ISI Synchronized 

Championships

8-9 El Segundo, Calif.
Toyota Sports Center
6th Annual Spring 

Fling Competition

MAY

1 Irmo, S.C.
Ice Land Irmo
Summer Sizzle

24-30 Marlboro, Mass.
New England Sports 

Center
ISI World

Recreational Team 
Championships

NOVEMBER

25- Dallas
Dec. 17 Galleria Ice Skating 

Center
Galleria Annual Tree 

Lighting Show

DECEMBER

3-4 Springdale, Ark.
Arkansas Figure 

Skating Association
A Swingin’ Christmas

6-10 Knoxville, Tenn.
Ice Chalet
Nutcracker on Ice

7-8 Honolulu
Ice Palace
Winter Recital

9 Renton, Wash.
Castle Ice Arena
Holiday Gala ’05

9-10 San Francisco
Yerba Buena Ice 

Skating Center
Holidaze Ice Show

9-11 Evanston, Ill.
Robert Crown Center
31st Annual 

Nutcracker on Ice
10 Peoria, Ariz.

Desert Schools 
Coyotes Center

Polar Express
10 Highland Park, Ill.

Centennial Ice Arena-
Highland Park

An Evening at 
Centennial-Winter 
Exhibition

10 Oldsmar, Fla.
Tampa Bay Skating 

Academy
Holiday Recital

11 Frisco, Texas
Dr Pepper StarCenter
Rudolph on Ice

CALENDAR
ISI-endorsed competitions & shows/exhibitions
(Deadline for the January/February EDGE calendar: Nov. 1)

COMPETITIONS

SHOWS &
EXHIBITIONS

Visit the ISI

Web site:

skateisi.org
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16 Glenview, Ill.
Glenview Ice Center
Winter Figure 

Skating Exhibition
16-17 Breckenridge, Colo.

Stephen C. West 
Ice Arena

Holiday on Ice 
Extravaganza

17 White Plains, N.Y.
Ebersole Ice Rink
Holiday Show

18 Arlington, Texas
ICE at The Parks
Holiday in The Park

18 Irmo, S.C.
Ice Land Irmo
Holiday Ice Show

29 Glenview, Ill.
Glenview Ice Center
Winter Carnival 

Synchronized 
Skating Exhibition

MARCH

25-26 White Plains, N.Y.
Ebersole Ice Rink
End of Year Show  

31- White Plains, N.Y.
April 1 Ebersole Ice Rink

Night in the Spotlight

APRIL

9 Highland Park, Ill.
Centennial Ice Arena-

Highland Park
Spring Exhibition 

MAY

17-21 Glenview, Ill.
Glenview Ice Center
33rd Annual 

Ice Show

31- Boston
June 3 Seaport Hotel/World 

Trade Center
2006 iACT/NEISMA 

Conference & 
Tradeshow

Our goal is to streamline your business

and improve your profit margins.

Tota l  Contro l  o f  your  r ink 

operations is what you’ll get 

with FrontLine Solution’s Rink

Management System (RMS).

Designed specifically for ice 

rinks, our system is the industry

leader. We’ve adapted it to fulfill

all of your operational needs.

FrontLine Rink Management

Software is more efficient & 

productive for your operations.

I t ’ s  t i m e  t o  t a k e  C o n t r o l .

SOFTWARE MODULES:

• POINT OF SALE
CHECK-IN/ADMISSIONS
RETAIL/PROSHOP
CONCESSIONS

• SCHEDULING 
PARTIES, SURFACES

• LEAGUE SCHEDULING

• ONLINE WEB ENROLLMENTS

1 stop. 1 solution.

BREAKAWAY FROM YOUR COMPETITION.

Call us for more information – 610.225.0580 
www.frontline-solutions.com

Frontline Solutions, a Venue 1 division



Mid-Atlantic Arena
Managers Association

(MAMA)
by Trudy Ivory, Co-director

The October MAMA
meeting was held at
Ice Land USA in
Strongsville, Ohio.
The arena has two
NHL sheets and a

studio rink. Our host was Jim Neiheiser, pres-
ident of JDN Consulting and the vice presi-
dent of operations for Ice Land USA. His
company specializes in arena construction and management.
The facility is “top of the line” and offers a variety of pro-
grams, including hockey, learn to skate, a figure skating team
and public skating sessions. MAMA appreciates Jim’s offer to
host our meeting and the effort he made to welcome us.

All of the MAMA arenas are looking forward to the
2005/06 season, the 2006 Winter Olympics and making this
the best year yet. There are arenas in all of our areas that are
struggling to keep their heads above water. The Pittsburg area
in general is feeling the effects of over-saturation with new
facilities that have opened up in the past four years. When
one arena fails, we all look bad.

Final words: I would like to personally invite and encour-
age the facilities in MAMA’s Pennsylvania and Ohio region to
join our organization. Our dues are affordable — only $25 per
year — and the information you will receive will more than
pay for itself at your first meeting. Join us. We’re a fun group!

Minnesota Ice Arena Managers Association 
(MIAMA)

by Tom Moriarty, President

We held our 30th MIAMA Fall Conference
Sept. 7-9 at Ruttger’s Sugar Lake Lodge in
Grand Rapids. Thanks to all those who partic-
ipated, and a special thanks to our co-chairs,
Walt Bruley of the Duluth Entertainment and
Convention Center and Doug Brady of the St.
Croix Valley Recreation Center, for their hard
work. This was Walt’s last “hurrah” as a board
member. He co-chaired the last two fall conferences and we
will miss his tireless enthusiasm and energy. He certainly put
his heart and soul into the conference, thinking of ways to have
all members take something back to their facilities and incor-
porate into their operations. Thanks, Walt!

Those attending the fall conference had many tales to
share. Even the  members no longer able to attend hold a
place in MIAMA lore. Thanks to everyone who has made our
organization what it is today. In addition, our speakers
brought new employee motivation ideas, our vendors offered
“how-to’s” for many of us, and we all enjoyed the chance to
visit with members old and new. That aspect alone rekindles
the enthusiasm in each of us.

Thanks to the staff at Sugar Lake Lodge for their efforts;
we appreciate the hospitality and enthusiasm. Thanks also
go to the vendors and managers who offered door prizes.

We have changed our site for 2006 to Ruttger’s Bay Lake
Lodge, the site of previous conferences and a favorite of many
members. In 2007, we will co-host the annual ISI Conference

Trudy Ivory

Tom Moriarty
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29235 Lorie Lane 
P.O. Box 1013
Wixom, MI 48393-1013
Phone: 248-344-7236 
Fax: 248-344-9401
contact: sales@cdims.com
website: www.cdims.com

ETL International Mechanical Code Approval
®

If  The Arena
Must Be Dry,
Call C.D.I.

Concepts & Designs is the premier supplier of Arid-Ice™

desiccant dehumidifiers. Equipped to reduce humidity levels,
eliminate indoor condensation and fog, prevent mold, reduce
refrigeration costs and improve indoor air quality, these
systems utilize natural gas, steam or electric reactivation.
We have provided equipment for over 300 skating surfaces
throughout North America from 500 to 45,000 SCFM.

For sales and equipment specifications,
call 248-344-7236.

“Keep it Dry With C.D.I.”

ETL - C ,  ETL  and CE Rated

& Tradeshow to be held the last week of May at the Sheraton
Bloomington Hotel. This will certainly provide an opportu-
nity for many from our state to attend a national conference.

We added two new board members in September. You can
read about them on our Web site: www.rinkfinder.com. Mike
Bauer of the Eagan Civic Arena and Dean Mulso of the
Burnsville Ice Center continue to work on Web site upgrades
and modifications for all our users. The site has been a priority
for the board, and we continue to explore the various compo-
nents and financial undertakings associated with it.

With the closing of our fall conference, we head back to
the upcoming season in our arenas. Games have been sched-
uled, sign-ups are taking place and facilities are putting the
final touches on the ice. Remember, this is recreation, and
kids are there to have fun. I hope that those who take part in
the sport of skating will remember this.

North East Ice Skating Managers Association
(NEISMA)

by Tom Morton, President

Like many organizations, NEISMA has both
short-range and long-range plans.  It is also
necessary for ice rink managers to have short-
range plans for the upcoming fall and winter
skating season as well as some long-range
plans for future seasons.

In keeping with such planning, NEISMA is
coordinating with ISI in making final arrange-
ments for the joint NEISMA/ISI 2006 Confer-
ence & Tradeshow. Director Jeff Doucette chairs the NEISMA
committee that is working with the ISI to plan educational sem-
inars, tradeshow exhibits and social activities. The event will
be a major highlight of 2006 for the ice skating industry.

However, NEISMA is also looking toward the future and
planning for 2007 and beyond. Expanded services for mem-
bers are part of our long-range plans. Each association director
has been challenged to come up with new ideas, propose new
services and develop programs of action for the future.  NEIS-
MA Director Arthur Ales is the chairperson who has been des-
ignated to coordinate with all of the directors and to present a
proposed plan of action for our 2007 spring conference.

Part of NEISMA’s long-range planning will include more
membership involvement. The directors are unified in their
efforts, and they are looking to the future with anticipation
and determination.

Metropolitan Ice Rink Managers Association
(MIRMA)

by Lisa Fedick, Secretary

To help our member rinks more effectively
navigate the new, more complex challenges
that we are facing on a daily basis — par-
ticularly skyrocketing energy costs —
MIRMA will be sending our resident tech-
nical guru, Burt Sniffen, out into the field.
For a small daily fee, any MIRMA member
arena will be able to schedule a visit with

Continued on page 34

Lisa Fedick

Tom Morton
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Continued from page 33

Burt at their facility to draw from the experience and wisdom
he has gleaned from decades in the industry. For information
or to schedule a visit, please contact Burt at
COOLSNIFF@aol.com.

The MIRMA instructors’ seminar, which was hosted by
Moriko Nishiura-Betz of the Great Neck Park District at the
Stergiopoulos Arena, was a great success with more than 50
ISI associate members in attendance.  Guest speaker Barbara
Files, a Russian-trained ballerina, gave an informative pre-
sentation on how formal artistic and ballet training appears
in skating, and how to recognize it almost immediately. Bar-
bara also sat in as the fourth judge during the video-judging
workshop. Her observations of each skater provided all atten-
dees with a new and diverse set of comparative judging per-
spectives, while her ranking of the skaters was totally in sync
with the gold judges. A dozen judge’s certification tests were
passed during the seminar.  ISI Treasurer Richard Arenella
joined all attendees for a diet-busting lunch buffet, sponsored
by our Great Neck hosts. 

Dean Hall and the Westchester Skating Academy hosted
the fall MIRMA/District 3 meeting and mini-tradeshow on
Oct 25. Despite the cutting-edge, informative programming
and diverse tradeshow vendors, the highlight of the day, once
again, was the tour of the mega-million-dollar practice facil-
ity shared by the New York Rangers and New York Knicks.
“Taj Mahal” is the only thing that comes to my mind ...

Please take time this holiday season to enjoy each and
every day, the simple things and the NHL, all of which we
must not take for granted. 
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CLASSIFIED ADVERTISING
ARENA MANAGER — National company seeks ice arena manager
whose duties include operating and administrating various ice skat-
ing venues. Past experience in ice arena management is required.
Please send résumé to Magic Ice USA, P.O. Box 163839,
Miami, FL 33116-3839 or e-mail to Magiciceusa@aol.com.

INSTRUCTOR — Growing ISI learn-to-skate program seeks team
player with at least one year teaching experience; ISI preferred. Strong
people skills a must! Experience with Moves in the Field and/or dance
a plus. Please submit résumés to skatingschool@skateoxnard.com.

SKATING DIRECTOR — Hutchinson Figure Skating Association,
Hutchinson, Minn. Responsible for coordinating coaches’ classes,
teaching classes and private lessons, coordinating upcoming competi-
tions and working with volunteer parents. Also will help coordinate
spring skating show. Go to www.hutchfigureskating.org for more infor-
mation. Send résumé to HFSA, P.O. Box 204, Hutchinson, MN 55350.

SKATING INSTRUCTORS — We have students who want to take ice
dance! If interested in teaching private ice dance lessons at our rink,
contact Diane Dailing at (630) 845-0132 or skatedeal@sbcglobal.net.
The Skate School LLC at Fox Valley Ice Arena, Geneva Ill.

Free Classified Advertising for ISI Members!

The deadline for the next issue of the EDGE is Nov. 15.
Call Carol Jackson at (972) 735-8800, fax to

(972) 735-8815 or send e-mail to cjackson@skateisi.org.
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Click your way to a

successful career

Arena personnel are faced with increasing challenges in today’s
fast-paced, competitive environment. Managers, Operators and
Program Directors alike are required to assume additional roles
and responsibilities in order to make the business successful.

The Ice Arena Institute of Management offers online certification
programs for Arena Management, Operations and Programming

that equip professionals to meet these challenges.

What’s in it for you?
• Become more valuable to your facility
• Earn recognition for your skills
• Gain valuable job security
• Differentiate yourself from your peers and competition
• Gain marketable skills

What’s in it for your employer?
• Improve organizational efficiency
• Increase your employees’ productivity
• Strengthen employees’ technical skills
• Receive substantial insurance discounts
• Increase profits

Why iAIM Online

Save on lodging costs
Take classes wherever you have
Internet access—24/7

Learn at your own pace
Take up to 12 months to complete
your program

Work around your individual

schedule Complete coursework
when you have time

Learn from accomplished 

faculty Interact with industry
leaders whose real-world experience
lends firsthand knowledge to the 
subjects they teach

An exceptional

value!

Contact ISI today and
find out how iAIM
Online can help
you take your career
to the next level!

972.735.8800

www.skateisi.org
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When the ISIA Recreational Team Championships event
was originally conceived by then-President Michael Booker
and the first competition held in La Jolla, Calif. in August
1981, the idea was for the ISI to sponsor an event that would
allow recreational skaters from all parts of the country could
attend a national event without having to qualify. The goal
was to offer a venue for participants who wanted to experi-
ence the enjoyment of skating and the thrill of competing
beyond their local events. Also, being an arena operator by
trade, Booker realized that such an event could serve to stim-
ulate business — ice time, lessons, merchandise sales and
more — not to mention help sustain excitement and enthu-
siasm during the off-season.

That original vision still holds true today, as was demon-
strated recently in California. The feedback that I received
from both local and out-of-town arena owners/operators
included statements such as:

“Thank you for making my year. Our skat-
ing school business has been up over
$10,000 a month since January and I’m sure
it’s due, in large part, to Worlds.”

“For the two months prior to Worlds, our
private lessons were up 32 percent, public
skating up 33 percent and freestyle sessions
up 72 percent.”

“Over and above the additional income
generated, one of the best benefits of
Worlds was the positive effect it had on
our coaching staff — bringing them
together more as a team and reducing
some of the competitiveness between
teachers and their students.”

So, if your arena has not yet discovered the positive effects
that participation in ISI activities — especially national events
— can have on your business, consider getting involved in
2006. Does it take time and effort on the part of your skating
director and staff? Yes. Is it worth it? Absolutely. Not only will
you see immediate results on your bottom line, but your skat-
ing program will also realize the long-term benefits of height-
ened excitement and enthusiasm among your customers, con-
tinued participation by skaters of all ages and abilities, increased
cooperation and teamwork within the staff and the develop-
ment of a team or “family” bond between those who travel to
the event, sharing rooms, meals, practices, coaches, fun and
friendship. By the end of each event, every team — regardless
of  its final standings in the competition — seems to have
found plenty to share and celebrate.

One participant summed up her Worlds experience this
way: “I had the time of my life and can’t wait until next year!”

Iwrite this having recently returned from the 25th Annu-
al ISI World Recreational Team Championships in south-
ern California. The weeklong competition was an

unqualified success, with nearly 2,600 skaters competing in
more than 4,800 events, on six sheets of ice, in four facili-
ties, over six days. The numbers are impressive in and of
themselves and I was very pleased with the ability of the ISI
staff and the host facilities to conduct such an enormous
event with relatively few problems.

However, what really pleased me was hearing from
many of the rinks that sent teams what a positive impact
the event had on their business for several months prior
to the competition, and their optimism that the positive
energy will continue, leading into the fall season and
next year’s Olympics.

AND ANOTHER THING...
by Peter Martell
ISI Executive Director
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sales off ice: 800 441 6645   email :  mondo@mondousa.com    website: www.mondousa.com

LONG-LASTING

BREMERTON ICE ARENA
“I have managed ice rinks all around the country and this is the best surface 

I have come across: no peel up and no chunks or squares to redo. 

We have 25,000 visitors a month, and the surface holds up very well, 

despite ice skates blades. We have had no problems whatsoever. 

I am very happy and would definitely recommend it!”

Gordy  Oue l le t te ,  Genera l  Manager,  Bremerton  Ice  Arena  

RAMFLEX • 25,000 SKATERS/MONTH



CIMCO REFRIGERATION

1-800-263-3035
Hartford • Syracuse • Detroit •  Mobile • Houston 
Dallas/Ft. Worth • Salt Lake City  • Phoenix 
London, UK • Beijing, PR. China

Visit our website at www.cimcorefrigeration.com

ECO CHILL is an engineered solution to lowering
energy costs in your facility. Using Cimco’s 90
years of expertise in the ice rink business, 
ECO CHILL collects and recycles the energy used
to maintain the ice surface, providing abun-
dant heating for the building; and hot
water for showers, underfloor heating, ice
resurfacing and snow melting, 
as well as air conditioning services.

ECO CHILL is modular in nature, allow-
ing the designer to choose those com-

ponents that best match the needs of your facility.
In all cases, quality ice is the number one priority
of an ECO CHILL system, ensuring your facility
users' satisfaction while you benefit from greatly

reduced energy costs.

ECO CHILL systems may entitle the 
purchaser to municipal or other 
government energy grants to assist 
in the purchase of this 
high performance product.

®

Over 4,500 ice surfaces installed around the world!

ECO CHILL...THE NEW 
ENERGY EFFICIENT ICE RINK

Today the effect of greenhouse gases on our environment combined 
with current electrical and gas rates are the cause of serious concern 

for all ice rink owners, operators and users. 
ECO CHILL by CIMCO® is our newest, most energy efficient system available.

ECO CHILL begins paying back both the owner and the environment 
the day the system starts.

ECO CHILL...THE NEW 
ENERGY EFFICIENT ICE RINK

ECO CHILL Overview


