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Arizonarink increasesbusiness

I ndependent Voice of the Industry

with free skating lessons

By Jan Mowle

ffering something for free can
Oncrease business, despite the loom-

ing oxymoron. Sketing center opera-
tors may hestate to offer anything for free,
fearing that doing so would cost them more
than it would benefit them. After dl, in
aress of the business world, consumers have
been known to take advantage of frechies.

However, Kevin Treacy of Skatdand
in Chandler, Ariz., has found otherwise. He
began offering free skating lessons about a
year and a hdf ago and has never looked
back with regret. Infact, he revelsin the ben-
efitsit has brought to his facility and redizes
there is more payoff to come — for both the
rink and for his patrons.

Treacy, who has worked for United
Skates of America for 12 years, became the
generd manager of Skateland nineyears ago.
He is ds0 a partner in Southwest Skating
Partners, which is under the USA umbrella
of companies. He sad there were a few
different underlying reasons for arting the
freelessons.

Fird, he said, he redized the economy
wasn't good and that it was affecting business
inthe whole entertainment industry. Families
smply couldn't afford to go out and pay
admission to any form of outside venue.

“Parents spend money on sports, piano

lessons, and more” he said, “so thereislittle
left over for other outside interests.”

Inaddition, Treacy knew
that offering the free skating
lessons would increase the
enjoyment of the sport.

“Thosewho don't know
how to properly skate don't
get as much enjoyment out
of it,” headded. “ By showing
both kids and adults the ins
and outs of skating, it makes
skating much more fun.”

The third reason he
wanted to offer the free les-
sons was for the hedth ben-
efits.

“There is a big need
now for physica activity for
al.” he commented. “It's too
easy for kids and adults to get
stuck in front of the television, computer or
game console”

Treacy drew interest in the lessons with
some in-rink marketing, signage and exit
fliers they handed out. They dso enlisted the
locd media to get the word out. Findly, he
hed the degjays announce the upcoming free
lessons. Word of mouth has helped as well.

“Interest was extremely high right
away,” hesad.

The draw of free admission, free skate

rentd and freeingruction alowed the skating
center to hit the jackpot.

Both child and adult skaters return regularly to Skateland in
Chandler, Ariz, for free skating lessons.

Lessons are offered from 9 am. to 10
am. every Saturday morning and often con-
s¢ of adiverse crowd. Skaters are separated
based on ahility and each group has indi-
vidua coaches who are trained to teech thet
particular ability level, Treacy said.

“We have world-class skaters that
coach S0 skaters can go as far as they want
with technique,” he added. “We teach them
how to skate forwards and backwards and
how to fall properly.”

On average, 130 skaterstake part inthe
free lessons a the 25,000-square-foot rink,
with the mgority of them fdling into the
ages of seven to 12, Treacy is quick to point
out, though, that they have had skaters as old
as 60. The groups are smdll for persondized
ingruction and skaters are awarded a certifi-
cate of completion award at the end.

Treecy sad he knew in the begin-
ning that the center couldn’t
offer something for free with
no return. Last year, overdl
profits were up 15 percent
from the prior year. Two
years ago, the year the les-
sons began, profits were up
30 percent. He sad the free
lessons have increased birth-
day, group and private parties.
In paticular, birthday party
busnessisup 25 percent.

“Many of these skat-
ers who darted out with the
free lessons have gone on to
compete on our artigtic team
too,” he added. “The lessons

get kidsoff the couch and form
family cohesiveness because
families can participate in them together.”

There are open public skating sessons
practicaly every night of the week. After the
lessons, there is an open public skate featur-
ing Radio Disney music, afamily fun skate,
cosmic skating.

Skateland Chandler dso uses e-mal
Sgn-ups to ttract skaters of al ages. By
Sgning up to receive e-mails from the center,
customers can receive free admission passes,
discount birthday parties and more.
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FACILITY

MANAGEMENT
Software Solutions

CenterEdge Software, formerly known as « Point Of Sale
Path nder Software, is a North Carolina
based software development company that
provides facility management solutions for
the entertainment industry.

With our CenterEdge software suite you
can easily manage your entire facility
from a single work station. It is the most
reliable, consistent, and user-friendly
facility management system available. All
applications integrate seamlessly and an

intuitive interface reduces training costs

and simpli es management.

SET UP AN ONLINE DEMONSTRATION TODAY!
centeredgesoftware.com | 336 598 5934 | info@centeredgesoftware.com

« Group & Birthday Reservations

« Online Reservations

« OnlineTicketing & Retail

« Time Clock & Employee Scheduling
« Box Of ce & Capacity Management
« Customers, Season Passes & Loyalty

Programs

SERIOUS SOFTWARE FOR A FUN BUSINESS!

center

« Redemption Management
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