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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 
Recreation Agencies…

…who would love to have the      
benefits provided by a properly 
utilized Contract Instruct Classes 
Program



A STRATEGIC APPROACH
TO CONTRACT INSTUCTOR CLASSES

REASON 
FOR THIS
SESSION

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

…Contract Instructors provide an 
amazing alternative, and only        
incur costs when classes are offered.



A STRATEGIC APPROACH
TO CONTRACT INSTUCTOR CLASSES

SAMPLE
OF
SUCCESS

Courses Offered

470

681

967

1,363

0% 45% 42% 41% 190%
0

200

400

600

800

1,000

1,200

1,400

1,600

FY 00/01 FY 01/02 FY 02/03 FY 03/04 Total %

Increase

Courses Offered Annual % Increase

Year 1 Year 2 Year 3 Year 4



A STRATEGIC APPROACH
TO CONTRACT INSTUCTOR CLASSES

SAMPLE
OF
SUCCESS

Participants
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Participants Annual % Increase

Year 1 Year 2 Year 3 Year 4



A STRATEGIC APPROACH
TO CONTRACT INSTUCTOR CLASSES

SAMPLE
OF
SUCCESS

Revenue

$96,000
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Year 1 Year 2 Year 3 Year 4



A STRATEGIC APPROACH
TO CONTRACT INSTUCTOR CLASSES

TODAY’S 
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 – KNOW WHERE YOU WANT TO GO

STEP #2 – ASSESS WHERE YOU ARE AT CURRENTLY

STEP #3 – TAKE STRATEGIC STEPS TO GET WHERE YOU’RE GOING

[MAP EXERCISE]
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TAKING A STRATEGIC APPROACH (THE BASICS)

STEP #1 – KNOW WHERE YOU WANT TO GO

STEP #2 – ASSESS WHERE YOU ARE AT CURRENTLY

STEP #3 – TAKE STRATEGIC STEPS TO GET WHERE YOU’RE GOING



Profession’s Vision

Community’s Needs 

Agency’s Vision

Agency’s Mission

Agency’s Target Market

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

STEP #1 – KNOW WHERE YOU WANT TO GO



TAKING A STRATEGIC APPROACH (THE BASICS)

STEP #1 – KNOW WHERE YOU WANT TO GO

STEP #2 – ASSESS WHERE YOU ARE AT CURRENTLY

STEP #3 – TAKE STRATEGIC STEPS TO GET WHERE YOU’RE GOING



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 – ASSESSING WHERE YOU ARE AT CURRENLY

EVALUATIVE 
CRITERIA



NEW CLASS RATIO

CANCELLATION RATIO

PARTICIPANT RATIO

STEP #2 – ASSESSING WHERE YOU ARE AT CURRENLY

PERFORMANCE 
INDICATORS
(Just a Little Bit of Math)



STEP #2 – 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 – ASSESSING WHERE YOU ARE AT CURRENLY

CANCELLATION RATIO
Classes Offered – Classes Held

           Classes Offered 
=    Percentage of Classes Cancelled

100 Offered – 90 Held

          100 Offered 
=    10% Classes Cancelled

What is the correct ratio (or percentage)?



STEP #2 – 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 – KNOW WHERE YOU WANT TO GO

STEP #2 – ASSESS WHERE YOU ARE AT CURRENTLY

STEP #3 – TAKE STRATEGIC STEPS TO GET WHERE YOU’RE GOING



ADDING NEW CLASSES 
(GROWING)

RE-ALIGNMENT OF CLASSES 
(GUIDING)

CUTTING OF CLASSES  
(PRUNING)

STEP #3 – TAKING STRATEGIC STEPS

ALIGN SERVICES
TO MEET THE
EVALUATIVE 
CRITERIA



STEP #3 – TAKING STRATEGIC STEPS

ALIGN SERVICES
TO MEET THE
EVALUATIVE 
CRITERIA

Does the program support our Agency 
Mission & Target Market?  [Agency Fit]

Does the community seek our agency for 
this type of program? [Market Position]

Does our agency have the capacity to 
provide the program? [Economic Viability]

Does the program fill a gap in existing 
community services? [Alternative Coverage]



Who benefits?  (Community or Individual)

Will the fee pose a hardship on users?

What level of fee will the market bear?

Department’s ability to collect a fee?

Cost Recovery Requirements?

Knowing both Direct and Indirect Costs?

Political realities;                                                          
Historical perspectives?

STEP #3 – TAKING STRATEGIC STEPS

SETTING 
FEES



CONTRACTOR VS EMPLOYEE

IRS General Rule - - A person is an 
Independent Contractor (W9), IF        
payer has the right to control/direct…

ONLY THE RESULT OF THE WORK,          
not what will be done                                
or how it will be done

STEP #3 – TAKING STRATEGIC STEPS

WORKING
WITH THE 
INSTRUCTORS



SETTING PARTICIPANT MAXIMUMS

Room Capacity / Quality of Instruction

SETTING PARTICIPANT MINIMUMS

Protection for the Instructor

SETTING INSTRUCTOR PERCENTAGE

60% to 70%  (Stated as 60%)

STEP #3 – TAKING STRATEGIC STEPS

WORKING
WITH THE 
INSTRUCTORS



WORTH OF SERVICE (Flat Rate, Per Hour)

EXAMPLE: Monthly (4 classes, 1 day/ wk, 1 hr/class) 

CLASS HOURS: 4 hrs

FEE: $40/Part.       INST. %: 60% ($24)

INST. W.O.S.: $40/hr ($160)

Takes 7 students to meet the W.O.S…                
…I would set the minimum at 5

STEP #3 – TAKING STRATEGIC STEPS

WORKING
WITH THE 
INSTRUCTORS



CANCELLING CLASSES

Ways Not To!

SEEKING NEW INSTRUCTORS

Creative Ways to Find Them

CONTRACT LENGTH

Match With Activity Guide

STEP #3 – TAKING STRATEGIC STEPS

WORKING
WITH THE 
INSTRUCTORS



AGENCY POLICIES & PROCEDURES

Fingerprinting

Business License

Insurance 

Liability Waivers

Etc.

STEP #3 – TAKING STRATEGIC STEPS

WORKING
WITH THE 
INSTRUCTORS



CREATING SPACES

Meeting The Needs

Safety / Cleanliness

To Lease, or Not To Lease

CAPACITY FOR CLASSES

Create More

STEP #3 – TAKING STRATEGIC STEPS

WORKING
WITH THE 
INSTRUCTORS



FORECASTING / PROJECTING

It is not like “Staffed” Programs

NOTE: Under Promise, Over Deliver

Know Capacity, Work to Fill It (Exceed It)

Do Projections/Forecasts Several Times 
throughout the year

Do It With Excel Spreadsheets

STEP #3 – TAKING STRATEGIC STEPS

WORKING
WITH THE 
INSTRUCTORS



FORECASTING / PROJECTING

STEP #3 – TAKING STRATEGIC STEPS

WORKING
WITH THE 
INSTRUCTORS

Class/Camp Name Sessions
Classes

/Session
Total

Classes
Participants

/Class
Total

Participants
Fee

/Class
Total

Revenue
Instructor

Percentage
Projected

Expenditure

Gymnastics 12 8 96 6 576 $40 $23,040 60% $13,824

Kids Love Soccer 5 6 30 10 300 $80 $24,000 70% $16,800



BRANDING YOUR AGENCY

Covers the Whole Customer Experience

MARKETING IDEAS

Relationship Marketing (Loyalty)

Perpetual Marketing

Marketing Events                               
(Activity Showcase)

STEP #3 – TAKING STRATEGIC STEPS

WORKING
WITH THE 
INSTRUCTORS



CONTRACT INSTRUCTOR HANDBOOK

Sets the Tone

Carries Agency’s Vision/Mission

Provides Information on Agency

Provides for a Written Proposal

STEP #3 – TAKING STRATEGIC STEPS

WORKING
WITH THE 
INSTRUCTORS



STEP #3 – TAKING STRATEGIC STEPS

CONTRACT
INSTRUCTOR
HANBOOK

COVER PAGE



STEP #3 – TAKING STRATEGIC STEPS

CONTRACT
INSTRUCTOR
HANBOOK

PAGE 2



STEP #3 – TAKING STRATEGIC STEPS

CONTRACT
INSTRUCTOR
HANBOOK

PAGE 3
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CONTRACT
INSTRUCTOR
HANBOOK

PAGE 4



STEP #3 – TAKING STRATEGIC STEPS

CONTRACT
INSTRUCTOR
HANBOOK
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CONTRACT
INSTRUCTOR
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STEP #3 – TAKING STRATEGIC STEPS

CONTRACT
INSTRUCTOR
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STEP #3 – TAKING STRATEGIC STEPS

CONTRACT
INSTRUCTOR
HANBOOK

PAGE 9



STEP #3 – TAKING STRATEGIC STEPS

CONTRACT
INSTRUCTOR
HANBOOK

PAGE 10



TAKING A STRATEGIC APPROACH (THE BASICS)

STEP #1 – KNOW WHERE YOU WANT TO GO

STEP #2 – ASSESS WHERE YOU ARE AT CURRENTLY

STEP #3 – TAKE STRATEGIC STEPS TO GET WHERE YOU’RE GOING



A STRATEGIC APPROACH
TO CONTRACT INSTUCTOR CLASSES

TODAY’S 
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



Q&A / SHARE
Which concepts from Today can you put into 
action, Which concepts were new for you,                                
How did it go with Last Week’s Assignment, Etc.

A STRATEGIC APPROACH TO 
CONTRACT INSTRUCTORS



BOOT CAMP 
ATTENDEE PAGE
➢ Sent the Link via email
➢ https://remarkablerecreation

solutions.com/bcxca0321

Here you will find:
➢ Copy of the PowerPoint
➢ Other vital info from that 

week’s class

https://remarkablerecreationsolutions.com/bcxca0321
https://remarkablerecreationsolutions.com/bcxca0321


-- Mark Honberger 

A Strategic Approach To 
Contract Instructors

REMARKABLE RECREATION SOLUTIONS
(928) 278-8035      marknrec@gmail.com
remarkablereceationsolutions.com



A STRATEGIC APPROACH
TO CONTRACT INSTUCTOR CLASSES

ASSIGNMENT
FOR WEEK 2

LIST AT LEAST 3                    
CONTRACT INSTRUCTOR CLASSES,

that would fit your agency            
and your community,

that your agency is not          
currently doing



SEE YOU NEXT WEEK!
WEEK #3 = APR 4, 2024

THU 1PM EST
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SEE YOU NEXT WEEK!
WEEK #3 = 4/4 THU, 1PM EST

Conducting a Creative            
Healthy Habits Campaign (x3)
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