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ide just for a chance to get an autograp

' Barenalked adulatlon

ust llke Brlan Wilson did: Guitarist Ed Robertson,
™ | Barenaked Ladies, signs autographs for Margaret Finkle,
Workman cfter performing Tuesday at the Harmony House on Orchard Lake
: Road in Farmington Hills. About 2,000 fans showed, with many waiting out-

left, of the Canadian pop band
center, and Rena

h from band members.

* For the past decade, James Geisler. =

has had offers, but hns never had the

desire to move on. : s

* “I've had people talk to me about
other jobs,” the Walled Lake schools
superintendent said. “Nothing has
heen more appealing to me than stay-
ing here.” A
- But as the 64-year-old celebrated his
birthday - and 10 years with' the dis-
frict July 1 - he said he docsn’t intend
6n retiring a superintendent.

! “This is the longest I've ever worked
anywhere in my whole career,” Geisler
snid. “I hope I'm not a superintendent /
tho rest of my career. You just think
about the fact there are other things to
do that are rewarding.”

> Gelslér ddes want to stay in educa-
tion, but he would like to teach at the
uniiversity level.

. However, he's not planning to go anywhere for ot
Jeast another five years. The school board awarded
Geisler o five-year contract with a 2 percent wage
incrense in 1998-99, raising his salary to $130,272,

He credits the support of the board for his
lengovity with the district.

-~ "My recommendations are based on what's best
and I don't have to worry about whether-it's going
to be politically correct with the board,” he said.

" QGeisler is pleased he's had the opportunity to
éversee the hiring of most the districts ndministra-
tors and staff which he described os creative, enpa-
ble people. He mensures his succesa by the confi-
dénce he has from the bonrd, fecdback from the
community, the ability to meet district goals and
“the fact that the district’s reputation is attractive
to people who want to work here and live here.”

: A lot of people niegatively look at building (more
schools) or the fiict that we've passed some of the
biggest bond issues in the history of Michigon,”
however, Geisler said, “You're not going to find
hetter peoplo in education than in the Wul}cd Lake
School District.”

The only thing he would change ~ I would like |

schools.

Hats off: Geisler
takes a-look at
the football hel-
mets for the two
new middle,

g to see every kid in Walled Lake schools
wo| bevery successful in school.”

ISupport fuels, WL chief’s longevity

excited about learning, he said.

Gerry Miller, a parent of four district

. children and PTA member at Com-

merce Elementary and Clifford Smart
Middle School, said she's seen a lot of
positive changes in the district since
she moved to the area 16 years ago.

Miller, who has two children who
have gradunted, said her past opinion
of the district was that it was behind
the times. But curriculum changes and
more teaching tools, such as now tech-
nologies, have improved cducational
opportunities.

“I think he's been an instigator in a
1ot of the things that have changed,”
she said. “I've been pleased with the

e

changes.”

Geisler left an assistant superintendent job at
Royal Onk Schools to take on the growing school
district which had 14 achools when he arrived. By
this fall, the district will have 22 schools,

. As the distritf i?crenus by an average of 500

rom p of nine
ties, Geislor said, *the challenge is to maintain
personal attention.”

By keeping tho staff-to-student ratio low and
being available to all district schools, he hopes to
accomplish that.

Geisler finds it ironic Steven Gaynor left the
district's i perintendent position this
month to becomo superintendent of Royal Oak
Schools.

“] know what they need and I feel some pride in
having a chance to maybe help him grow and get
that job,” Geisler said.

“] just learned n tremendous amount from him, "
Gaynor said. “It's not anything he's donc overtly. ..
it's how he conducts himseif and how he conducts
business. He puts in what is necessary to get the
job done,” while putting children first.
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Iong-term fitness club contracts
can be unhealthy trap |

By JEFF ZIMMEL

In on age when many adver-
tisers encourage consumerd to
buy now and pay later, extend-
od financing and long-term con-
tracts can look like an attrac-
tive option. But bewarc: What
works for cars and carpeting
may not be a perfect fit when in
comes to joining a health club.

The primary difference lica
in the nature of the product
or—to put it mare accurately—
in the absence of any product at
all, Because when you sign on
the line to join a health club,

) i;nu‘ru not actually buying a

calth club, but contracting to
use the services of that cluby;
services that are very often far
less than many customers
cxpected, Unfortunately, very
few club contracts make any
provision for. fcnr‘ll;ollutionn
guarantees or refunds;, 4
“No one would agreée to pa:
.an_accountant or gardener or
hairstyliat avery, single month

i for up to 36 months, if they did-
Continuing to try new teaching:.
methods is the best way to get studenta’

n't like the résults or didn't use
their services. But that's exact-
ly what most health clubs
expect you to do,” says Sky
Hoiford, a 15-year -veteran of
the fitness industry who's man-
aged clubs from Akron, Ohio to
Anakara, Turkey. “Health
clubs create contracts for their
own benefit, not yours. It's not
about keeping members happy.
It’s about keepi by

)

NEE

Buyer beware:  Many health and fitness clubs require long-
term contracts that offer no guarantee of satisfaction and

no possibility of escape.

3
dps,

Limited
unlimited fees

when they're not happy.”

Health clubs create
contyacts far their
own benefit, not
yoxs, It s not about
keeping members
hapgy. It s about
keeping members
when they re not
happy .

Sky Holford
Fitness Consultant

According to Holford, most

1 i) signié up for

service, onl, T-

y, with new clubs in
north suburban Detroit, is
Midwest-based Life Time
Fitness.

“Our p}issiog,"fays founder

twelve mon:iz\f cellular phone
v Ao di

wards tha your new phone
can't access g-di Ber.

and pi Akradi,
“ig to provide an educational,
entertaini

vice or’can only be used on
weekends. Although such a dis-
appointing scenario is unlikely
to occur with your cellular
ﬂhunu company, it could ecasily
appen with you health club,

Many clubs offer basic, low-
priced, limited-use member-
ghips in order to attract new
mombars and then count on
additional fees or hidden
charges to make the transne-
tion more profitable.

For instance, some clubs
may fenture tennis courts as
part of their facility, but then
m%uiru members to pay an
additionnl monthly fee for a
membership that provides
access to those courts, Other
clubs maximize the number of

ing, functional and innovative
envi of i
ing quality that meets the
health and fitness needs of the
entire family.”

The company's new 95,000
sq. ft. megaclubs in Novi and'
Troy -serve as excellent exam-
ples of how the company car-
rics out its mission.

Every Life Time Fitness

t ip provides b
with access to two floors of cut-
ting-edge amenities including
cnr.digvnsculflr and resistance

door swimming pools and
waterslides, indoor rock climb-
ing walls and caverns, basket-
ballvolleyball courts, racquet-
ball/squash courts, acrobics and

health clubs pump up profits by
providing rate di ts to

members who'll sign a long-~

term contract, and then betting
against the prospect of having
to provide long-term service to
those members. “One, two or
three-year contracts have a lot
more to do with helping the
club get more members than
they do with helping club mem-
bers got more results” claims
Holford. “A lot of health clubs
actunlly hope yowll get less

- results, get more discournged

and atop coming to the club all
together. That way, there's less
wear on their facilities, more
room for additional members—
and they still receive the rov
enue from your monthly dues.”

At most health ciubs, the
biggest rate discounts are often
to those members who not only
agree to the longest terms, but
also agree to pay the entire bal.
ance of the contract at the time
of signing. Although such a
concession scems fair at first
glance, Holford points out that
thuese prespoymenl programs
can algo further a club's objec-
tive of carning the maximum
amount of revenue while pro-
viding the minimum amount of
service, The absence of a regu-
lar, monthly payment can
make it much easicr for many
customers to forget they even
have s membership and, there-
fore, make them much less like-
Iy to use the club at all.

How can you protect your-
self from fuiling into one of
these long-term traps? The
best way is to ask for nlterna-
tives,

Betore you sign any mem-
borship contract, ask the
prospective health club for a
freo trinl period of at least 30
days and a money-back guaran-
tee. ' Ask them for a flexible
membership  contract that
renows month-to-month and o
cancellation clause you can
oxercisge anytime.  If they
anawer no to any of the above
.requests, then ask them where
you can find the nearest exit.

LIFE BME FITKESS, LIFE TIME, LIFE TIME KI0S and MATIVSION FAEQUEH:

members theyfcnn serve and

the of rov-

cycling studios, an extensive
{r i

enue by restricting the hours
during which customers with
certain memberships can use
their club,

Thr

But the most common
means by which many health
clubs offset the loss of lower

priccd memberships is by
charging ail of their members
an additional fee for the use of
such basics as towels, lockers or
childcaro centors.

Of course, the simplest way
for any health club member to
get the most out of any mem-
bership is to find out exactly
what that membership docs
and does not include before they
become a member. Does the
proposed mcmhershifi allow
you to ugo all the facilities, all
the time? Dovs the prospective
club charge extra for acrobic
classes, childeare aervices, lock-
ers or towels? As always, it's
best to look before you leap and
read hefore you sign.

Healthy aitematives
Although the policies and
practices ontlined above may be
unfamiliar, they are by no
means uncommon, In fuct;
most of them have been used
for so long, by so many health
clubs, that they’re often accept-
ed ns the industry standard.
Fortunately, n few forward-
thinking fitness companies are
changing the way things work
by changing the way thoy work
with their members. One such

ght center, and the

company's trademarked large-
sereen entertainment systemn.
Each Life Time Fitness

onsmner questions. that cen

membership also entitles mem-
bers to free childeare services,
free educational seminars, free
locker and towel service and
free nerobie instruction.

Most importantly, the com-
pany offers a unique manth-to-
month membership program
with ne loug-lenu contract.

“Most companies with long-
term contracts don't have any
confidence in their product,”
claims Akradi, “At Life Time
Fitness, quality is our contract,
We make sure every cmployee
will make every visit a pleasure
and earn your busincss every
day”

The company is so confident
in its customer sorvice that
they also offer n 30-day maney-
back guarantce so members
can fully experience their
sports and fitness centers and
ensure complete satisfocti

for informaiion vk
your rights ns a consumer and
the ways in which you can pro<
tect yourself, contact the Better
Business Burcau of Greater
Detroit at (248) G44-9100 or
the Office of the Michigan
Quomuy General at (313} 268-

For more information
regarding the new Life Timo
Fitness clubs of Troy and Novi;
calt (248) 267-1000. B

SECS are bervice marks of LIFE TIME FITHESS. O )990 LIFE TME FITNESS. o

friendly and invit- -



