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Presenter-- Mark Honberger 

A Strategic Approach To 
Contract Instructors



A STRATEGIC APPROACH
TO CONTRACT INSTUCTOR CLASSES

ATTENDEE
SURVEY

Who currently utilizes                 
Contract Instructors?

What challenges are                                     
you experiencing? 



A STRATEGIC APPROACH
TO CONTRACT INSTUCTOR CLASSES

REASON 
FOR THIS
SESSION

Contract Instructor Classes are such a 
robust and far-reaching program area. 

It can cover                                                
all program areas of recreation. 

It can cover all                                              
all ages & all cultures of a community. 

It can reduce General Fund Subsidies, 
while greatly increasing                        
Revenue Generation. 

AUDIENCE 
PARTICIPATION



A STRATEGIC APPROACH
TO CONTRACT INSTUCTOR CLASSES

REASON 
FOR THIS
SESSION

Yet this program area is so often 
underutilized by many Park and 
wŜŎǊŜŀǘƛƻƴ !ƎŜƴŎƛŜǎΧ

ΧǿƘƻ ǿƻǳƭŘ ƭƻǾŜ ǘƻ ƘŀǾŜ ǘƘŜ      
benefits provided by a properly 
utilized Contract Instruct Classes 
Program



A STRATEGIC APPROACH
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REASON 
FOR THIS
SESSION

Additionally, with the increase of 
employment costs due to hourly wage 
ƛƴŎǊŜŀǎŜǎΧ

Χ/ƻƴǘǊŀŎǘ LƴǎǘǊǳŎǘƻǊǎ ǇǊƻǾƛŘŜ ŀƴ 
amazing alternative, and only        
incur costs when classes are offered.



A STRATEGIC APPROACH
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SAMPLE
OF
SUCCESS

Courses Offered
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Year 1 Year 2 Year 3 Year 4



A STRATEGIC APPROACH
TO CONTRACT INSTUCTOR CLASSES

SAMPLE
OF
SUCCESS

Participants
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SAMPLE
OF
SUCCESS

Revenue
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Revenue Annual % Increase

Year 1 Year 2 Year 3 Year 4



A STRATEGIC APPROACH
TO CONTRACT INSTUCTOR CLASSES

¢h5!¸Ω{ 
SESSION 
OBJECTIVES

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

2) Compile a bunch of ready-to-use    
"take-home" ideas to apply towards 
your Contract Instructor Classes 

3) Be able to develop your own Contract 
Instructor Handbook pertinent             
to your own Agency



TAKING A STRATEGIC APPROACH (THE BASICS)

STEP #1 ς KNOW WHERE YOU WANT TO GO

STEP #2 ς ASSESS WHERE YOU ARE AT CURRENTLY

STEP #3 ς ¢!Y9 {¢w!¢9DL/ {¢9t{ ¢h D9¢ ²I9w9 ¸h¦Ωw9 DhLbD

[MAP EXERCISE]
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tǊƻŦŜǎǎƛƻƴΩǎ ±ƛǎƛƻƴ

/ƻƳƳǳƴƛǘȅΩǎ bŜŜŘǎ 

!ƎŜƴŎȅΩǎ ±ƛǎƛƻƴ

!ƎŜƴŎȅΩǎ aƛǎǎƛƻƴ

!ƎŜƴŎȅΩǎ ¢ŀǊƎŜǘ aŀǊƪŜǘ

================

STEP #1 ς KNOW WHERE YOU WANT TO GO
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Does it support the mission of Agency?

Does it serve a Target Market?

Does it fill a gap in existing                       
community services?

Are we the best service provider?

Do we have the organizational capacity 
and/or resources to                                         
provide the program? 

STEP #2 ς ASSESSING WHERE YOU ARE AT CURRENLY

EVALUATIVE 
CRITERIA



NEW CLASS RATIO

CANCELLATION RATIO

PARTICIPANT RATIO

STEP #2 ς ASSESSING WHERE YOU ARE AT CURRENLY

PERFORMANCE 
INDICATORS
(Just a Little Bit of Math)



STEP #2 ς ASSESSING WHERE YOU ARE AT CURRENLY

NEW CLASS RATIO
Number of New Classes

      Total Classes Offered 
=    Percentage of New Classes 

10 New Classes

     100 Classes Offered 
=    10% New Classes 

What is the correct ratio (or percentage)?



STEP #2 ς ASSESSING WHERE YOU ARE AT CURRENLY

CANCELLATION RATIO
Classes Offered ï Classes Held

           Classes Offered 
=    Percentage of Classes Cancelled

100 Offered ï 90 Held

          100 Offered 
=    10% Classes Cancelled

What is the correct ratio (or percentage)?



STEP #2 ς ASSESSING WHERE YOU ARE AT CURRENLY

PARTICIPANT RATIO
Duplicated Participants

        Distinct Participants
= Average Registrations Per Participant

150 Duplicated

          100 Distinct 
= 1.50 Registrations Per Participant (Avg)

What is the correct ratio?



TAKING A STRATEGIC APPROACH (THE BASICS)

STEP #1 ς KNOW WHERE YOU WANT TO GO

STEP #2 ς ASSESS WHERE YOU ARE AT CURRENTLY
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ADDING NEW CLASSES 
(GROWING)

RE-ALIGNMENT OF CLASSES 
(GUIDING)

CUTTING OF CLASSES  
(PRUNING)

STEP #3 ς TAKING STRATEGIC STEPS

ALIGN SERVICES
TO MEET THE
EVALUATIVE 
CRITERIA


