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RECREATION
PROFESSIONAL

BOOT CAMP

This RECREATION PROFESSIONAL BOOT CAMP
will provide you with the foundation you need to
THRIVE as a Recreation Professional. We will
explore the theories of recreation, and give
hundreds of tangible “take-home” ideas to
those theories into practice. This Coaching g8¥es
will ACTIVATE YOU, so you can ACTIVATERF)UR
COMMUNITY. We will be investigating p
areas that you might not be engaged in yi
LAUNCHING the next phase of your career.

FORMAT

Online Group Webinar— LIVE!
8 Sessions ,-’ Once a week / 1.5 hours per session
Same day and time each week / Total of 12 hours

INVESTMENT

A Single Webinar Session is typically s40.

This 8 Session Series = $240 (8 for te price of 6)
(Equal to $30/session or $20/hour)

DISCOUNTED FOR LIMITED TIME
Super Discount = 60% OFF = NOw $96

(Equalto $12/session or $8/hour)

BENEFITS (THE RETURN ON INVESTMENT)
ePerfect for new Young Recreation Professionals
e[nsight into the Profession’s Principles & Practices
eBuild a foundation for launching your Rec Career
elnvest in Yourself and Build Expertise ($380 Value)
#100’s of Take-Aways to Implement ($900 Value)
#8 Sess (12 hrs) of Recreation Coaching ($480 Value)
oPlus, receive a Resume Review & Input ($200 Value)
ePlus, receive Certificate of Completion ($100 Value)

eAfter series, you get free access to 6 of the once-a-
month Check-Ins (“Rec Quest Cohort”) ($240 Value)

sMentor for Life (“Just a call away”) (Priceless)

SERIES DATES
3/21—5/9 (2024) RE RKABLE
THU's @ 1pm (EST) RECR/EK%N sowﬁons

8 Sessions / Online

#RPBC24001

GET REC'D: GETTING RECREATION
TO OUR COMMUNITY

This introductory session provides a quick overview of the
Recreation Profession, showing both the “Principles” and the
“Practice” of providing recreation to your community. We will
look at the WHY of recreation being essential. We will take a
short tour of the history of Parks and Recreation in the United
States. We will learn the WHAT of assessing our community
needs, to then ali those needs by
= what our
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WEEK 1

T DTivILCo. . Wi
es.age is and learn how to best put that mess.2
cur community by creating Agency Ambassadors.

~
A STRATEGIC APPROACH TO WEE;?V

CONTRACT INSTRUCTORS

Here we introduce the concept of being strategic in our
profession. Then, with that framework in mind we explore the
best practices for implementing Contract Instructors on a wide
scale. As a program area, Contract Instructors can reach all
ages, all demographics, all cultures. This program area can
significantly impact your Agency’s fiscal outlook, by increasing
Cost Recoveries and decreasing General Fund Subsidies, while
accomplishing your Agency’s Mission to meet your community.
We will explore the best methods and practices for taking your
Contract Instructor Program to the next level.

a=A1 THY HABITS MOTIF, WEEK 2

el TIONS CONCEPT

3 s reation
programs. We will explore what Healthy Habits are (it's much
more than you might think) and why they are so vital. Then, we
dive into the 3 different types of creative HEALTHY HABITS
CAMPAIGNS, aimed at a thriving community. We will explore
the concept of “CONNECTIONS”: (1) Helping our community
connect with one another, (2) How to connect with our elected
officials, & (3) Connecting with our profession. At the end, we
will activate our own Personal Leadership Philosophy and
Check-In with the Recreation Professional Job Competencies.

WOW FACTOR: UNLEASHING CREATIVITY
IN THE RECREATION PROFESSION

JUST WOW: We will dig into what makes a Wow Factor and we
will learn how to accomplish that Wow without losing our
foundational mission. HOW TO WOW: We will investigate how
Wow can be Factored into programs and facilities, by creating
an Agency that values Innovation and Incubates creative ideas.
BE A WOW FACTOR(Y): Discover how to keep churning out
Wow-Ness as we explore dozens of creative real-life examples
for adding Wow on a Budget. Then, we will practice Activating
Our Creativity. At the end, we will investigate how to
implement the Continuous Improvement Model.

WEEK 4

EXCELLENT FACILITY
RENTAL MANAGEMENT

Even if you do not currently manage your Agency’s Facility
Rental Program, there are two good reasons to invest the time
to understand this service: (1) You may find yourself in charge of
facilities in the future, (2) Every program you run will be utilizing
a facility, so it is vital to know what goes into managing it. We
will explore the best practice methods for organizing the rental
process. We will create a defensible rental fee structure based
on square footage and “price-points”. We will examine a dozen
effective policy considerations. We will investigate better ways
to work with, and connect with, the maintenance staff.

WEEK 5

PARTNERING WITH COMMUNITY GROUPS
RANDING YOUR AGENCY

cring with Community Groups is a “Best Practice” that can
n new programs, new facilities, new volunteers, and
community safety. We will investigate how to
with community groups. We will look at how to set up
n Agreements that exchange “equal value” between
arties. Then, we will look at the pros and cons of
reallife partnership examples. After that, we will
e steps for determining your agency’s Brand, knowing

’ WEEK 6

"RFORMANCE MEASURES,
& BUDGET PROJECTIONS

Tracking Performance Measures allows us to turn basic data into
vital information that tells our Agency’s Story, and highlights our
Agency as an “Essential Service” to both our Elected Policy
Makers and the community. We will discover the difference
between outputs and outcomes. Then, we will cover some
unique ideas for accomplishing Budget Projections. We will dive
into the Recreation Program Planning Worksheet, that captures
data from each single program, so we can build up to an Agency-
Wide Budget. After that, we will use the Benefits Pyramid to
establish a defensible pricing strategy for setting programs fees.

REVENUE GENERATION IN
PARKS AND RECREATION

WEEK 7

WEEK 8

It is vital that Recreation Agencies press forward in their efforts
to generate additional Revenue, instead of just passively
"hoping” for more participants to register for the recreation
programs. We will dive into 50 to 60 ideas for generating
revenue to help your agency THRIVE! Some of these, you are
likely already doing, but may need to think about them in new
ways. Others will be new ideas that you can put into practice
starting tomorrow. By increasing revenues, we allow our agency
to have more resources available for other programs and we
help our agency to reach its mission.
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AQUATICS

ADULT SPORTS

YOUTH SPORTS
AFTERSCHOOL PROGRAMS
TEEN CENTERS

SENIOR CENTERS
COMMUNITY RECCENTERS
MULTI-GENERATIONAL

CONTRACT INSTRUCTORS
ENRICHMENT / GENERAL REC
SPECIALEVENTS

FITNESS CENTERS

MOBILE REC

CAMPS (SUMMER/KIDS/SPORTS/AWAY)
FACILITY RENTALS
PRE-SCHOOL

RECREATION
PROGRAM AREAS



ACTIONSTEPS: You mustknow Your... To Determine Your...

AFFIRNE Knowyour WHY Confidence
APPRECIATE: KnowyourHISTORY Common Ground
ASSESS: Know Your COMMUNITY  Community Needs

ALIGN: Know YourSERVICES Core Services
ANNOUNCE: Know Your MESSAGE Communications

GETTING RECREATION ﬁ

REMARKAE

TO OUR COMMUNITIES ™

MAKING OUR MISSION MATTER = THE FIVE ACTION STEPS
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A STRATEGIC APPROACH

TO CONTRACT INSTUCTOR CLASSES

Who currently utilizes

ATTENDFEE Contract Instructors?
S U RVEY What challenges are

you experiencing?

EEMAE%
RECREATION SOLUTIONS



A STRATEGIC APPROACH

TO CONTRACT INSTUCTOR CLASSES

Contract Instructor Classes are such a
robustandfar-reachingprogram area.

R EAS O N It can cover

all program area®f recreation.

FOR THlS It can cover all
all ages& all culturesof a community

SESS I ON It canreduce General Fund Subsidjes

while greatly increasing __, ., _ %
Revenue Generat|0n RECREATION SOLUTIONS



A STRATEGIC APPROACH

TO CONTRACT INSTUCTOR CLASSES

Yet this program area Is so often
R EASO N underutilizedby many Park and
WSONBIFIUOAZ2Y | 3SYOA S

FOR TH|S XgK2 ¢g2dzxZ R f20S (2

benefits providedby a properly
S ESS | O N utilized Contract Instruct Classes

Program ﬁ
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A STRATEGIC APPROACH

TO CONTRACT INSTUCTOR CLASSES

R EASO N Additionally, with the increase of
employment costsdue to hourly wage

FOR THIS AYONBIF asax

X/ 2YyOGNF OO0 LyaldaNHzOG
SESS I ON amazing alternativgand only
Incur costs when classes are offered

REMARKABLE
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A STRATEGIC APPROACH

TO CONTRACT INSTUCTOR CLASSES

SAMPLE
OF
SUCCESS

1,600
1,400
1,200
1,000
800
600
400
200

Courses Offered

0
Increase

urses Offered B Annual % Increase




A STRATEGIC APPROACH

TO CONTRACT INSTUCTOR CLASSES

SAMPLE
OF
SUCCESS

6,000
5,000
4,000
3,000
2,000

1,000

Participants

O Participants B Annual % Increase




A STRATEGIC APPROACH

TO CONTRACT INSTUCTOR CLASSES

SAMPLE
OF
SUCCESS

Revenue

$250,000

$200,000

$150,000

$100,000

$50,000

$0

B Annual % Increase




A STRATEGIC APPROACH

TO CONTRACT INSTUCTOR CLASSES

1) Demonstrate how to apply a Strategic
Approach towards Contract Instructors

¢ h 5 I 5 @ &ompile a bunch of reaep-use
SESSION "take-home" ideas to apply towards

your Contract Instructor Classes

O BJ ECTIVEge able to develop your own Contract

Instructor Handbook pertinent
to your own AgeNnCY &EioN soiumone
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STEP #8¢ | YO {¢w! ¢9DL/ {69t { Ch =

-




STEP # KNOW WHERE YOU WANT TO GO

NEFSaarzyQa
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STEP # ASSESSING WHERE YOU ARE AT CURR

Does it support the mission of Agency?
Does it serve a Target Market?

EVALUATI\/ Boes itfil a gap in existing

community services?

C R |TE R |A Are we the best service provider?

Do we have the organizational capacit
and/or resources to
provide the program?  Reiearon soLunons




STEP # ASSESSING WHERE YOU ARE AT CURR

PERFORMANCE NEW CLASS RA |0§CQ
INDICATORS CANCELLATION RATIO

(Just a Little Bit of Math) PARTICIPANT RATIO

EEMAE%
RECREATION SOLUTIONS




STEP # ASSESSING WHERE YOU ARE AT CURR

NEW CLASS RATIO

Number of New Classes
Total Classes Offered

= Percentage of New Classes

10 New Classes “
= 10% N | S
“ 100 Classes Offered 0% New Classe

What Is the correct ratio (or percentage)?
REMARKABLE
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STEP # ASSESSING WHERE YOU ARE AT CURR

CANCELLATION RATIO *&2_

Classes Offeredi Classes Held _
= Percentage of Classes Cancelled
Classes Offered

Q2

100 Offered i 90 Held
- 0)
“ 100 Offered 10% Classes Cancelled “

What Is the correct ratio (or percentage)?
REMARKABLE
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STEP # ASSESSING WHERE YOU ARE AT CURR

“ 150 Duplicated
100 Distinct

What Is the correct ratio? *
REMARKABLE
RECREATION SOLUTIONS

= 1.50 Registrations Per Participant (Avg) “
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STEP #8 TAKING STRATEGIC STEPS

ALIGN SERVICES ne new
TO MEET THE (GROWING

REALIGNMENT OF

EVALUATIVE  (GUDING)
CUTTING OF CLASSES

CRITERIA (PRUNING)
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