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Respondents:


Head coach


Primary full time job


Work for a parent owned club with a parent board of directors


Receives salary check from the parent board of directors

	
	Level 3
	Level 4
	Level 5

	Salary


	$30040
	$44750
	$56420

	Team Size


	145
	173
	226

	Ave. Age


	32
	37
	46

	Years Coaching
	10
	15
	25

	Have Contract
	80%
	90%
	100%

	Have Medical Ins
	60%
	90%
	80%


2002 Salary Survey of Level 5 Coaches

American Swimming Coaches Association

Level 5 Coaches who work for a Parent Board of Directors


Average Age
44

Years Coaching
23

Male/Female
86% Male

How many yrs w/club
8.2

Average Salary
$47,200

(including incentives)

What percent of coaches receive

incentives bases on:

swimmer fees
6%

fund raising
6%

learn to swim
13%

clinics
13%

total revenue


pro shop
6%

athlete performance
17%

Average % pay increase
-0.5%

from last year

Benefits:

full health
67%

partial Health
13%

no health
20%

disability
27%

auto compensation
27%

education
73%

life insurance
20%

meet expenses
93%

contract
67%

pd vacation
87%

dental insurance
33%

incentives
40%


For the following questions:


1= no control


2 = limited control


3 = mostly controlled


4 = absolute control


does coach have authority to hire, fire staff
3.7

is coach voting mem of board

3.1

have sole authority in all 'technical issues
3.8

is coach on nominating committee

3.1

have purchase authority within budget lines
3.0

is the coach involved in the budget process
3.0

does coach have authority to define wo groups
4.0

what are the total swimmers on team
138

what is the average no of lts students
47

what percentage of programs have lts program
53%

national workout ave monthly fee
$112.39

national workout group hrs per wk
18.2

senior team ave monthly fee
$103.83

senior workout hrs/week
14.8

age group monthly fee
$83.00

age group workout hrs/week
9.4

novice team monthly fee
$58.00

novice team hrs/wk
4.5

Average Pool Rent
$4.55

(cost per lane per hour)

1999 Salary Survey

Published by:

The American Swimming Coaches Association

5101 NW 21 Ave., Suite 200

Fort Lauderdale, FL 33309

For Information call 1-800-356-2722

Full Time Head Coaches of Parent Owned USA Swimming Clubs

	
	
	Small Clubs
	Med. Clubs
	Large Clubs
	Larger Clubs
	Largest Clubs
	All Clubs

	Certification Level
	<50 
	51 to 100
	101 to 150
	151 to 200
	over 200
	see note below

	Non Certified
	
	
	
	
	
	

	
	Average
	$37,200
	
	$33,889
	$59,330
	$47,000
	$29,730

	
	Count
	3
	
	9
	1
	2
	33

	
	Maximum
	$70,000
	
	$65,000
	$59,330
	$48,000
	$70,000

	
	Minimum
	$20,600
	
	$23,000
	$59,330
	$46,000
	$12,000

	Level 1
	
	
	
	
	
	
	

	
	Average
	
	
	$24,000
	
	
	$27,000

	
	Count
	
	
	1
	
	
	2

	
	Maximum
	
	
	$24,000
	
	
	$30,000

	
	Minimum
	
	
	$24,000
	
	
	$24,000

	Level 2
	
	
	
	
	
	
	

	
	Average
	$15,500
	
	$20,638
	$30,000
	
	$23,963

	
	Count
	2
	
	4
	1
	
	 12

	
	Maximum
	$2,100
	
	$27,000
	$30,000
	
	$36,000

	
	Minimum
	$10,000
	
	$10,750
	$30,000
	
	$10,000

	Level 3
	
	
	
	
	
	
	

	
	Average
	$19,125
	
	$25,250
	$32,000
	
	$24,289

	
	Count
	4
	
	6
	1
	
	 19

	
	Maximum
	$22,000
	
	$30,500
	$32,000
	
	$42,500

	
	Minimum
	$16,500
	
	$18,000
	$32,000
	
	$16,500

	Level 4
	
	
	
	
	
	
	

	
	Average
	
	$55,000
	$32,309
	$47,375
	$44,625
	$36,708

	
	Count
	
	1
	11
	4
	4
	 25

	
	Maximum
	
	$55,000
	$40,000
	$55,000
	$55,000
	$55,000

	
	Minimum
	
	$55,000
	$25,000
	$42,500
	$30,000
	$25,000

	Level 5
	
	
	
	
	
	
	

	
	Average
	
	
	$39,857
	$39,250
	$57,300
	$45,595

	
	Count
	
	
	7
	6
	5
	 21

	
	Maximum
	
	
	$58,000
	$46,000
	$85,000
	$85,000

	
	Minimum
	
	
	$28,000
	$31,500
	$38,000
	$28,000


Note: Totals for all clubs DO NOT add up to the figures in the right column because not all coaches reported their team size.

Age and Experience of Head Coaches of Parent Owned USA Swimming Clubs

	Certification Level
	
	Age
	Years coaching

	Not Certified
	
	
	

	
	Average: 
	
	32.44
	10.76

	     
	Count:
	33
	
	

	     
	Maximum:
	
	49.00
	23.00

	     
	Minimum:
	
	23.00
	1.00

	Level 1
	
	
	

	
	Average:
	
	29.00 
	8.00

	   
	Count: 
	2
	
	

	     
	Maximum:
	
	34.00
	15.00

	     
	Minimum:
	
	24.00 
	1.00

	Level 2
	
	
	

	
	Average:
	
	27.08
	6.25

	     
	Count:
	12
	
	

	     
	Maximum:
	
	33.00
	11.00

	     
	Minimum:
	
	21.00
	2.00

	Level 3
	
	
	

	
	Average:
	
	33.55
	9.80

	
	Count:
	19
	
	

	
	Maximum:
	
	64.00
	22.00

	
	Minimum:
	
	25.00
	3.00

	Level  4
	
	
	

	
	Average:
	
	35.44
	13.16

	     
	Count:
	25
	
	

	     
	Maximum:
	
	45.00
	21.00

	     
	Minimum:
	
	24.00
	3.00

	Level  5
	
	
	

	
	Average:
	
	42.95
	22.57

	     
	Count:
	21
	
	

	     
	Maximum:
	
	60.00 
	40.00

	     
	Minimum:
	
	31.00
	10.00


Salaries for Full Time Age Group Coaches of Parent Owned Swim Teams




Gross


Years
Certification  level
income

Age
coaching

Not Certified









Average:
$19044

27.60
6.40

     
Count:

9




     
Maximum:
$30500

40.00
25.00

     
Minimum:
$12300

23.00
2.00

Level 1











No responces





Level 2









Average:
$19938

30.63
 8.50

     
Count:

8




     
Maximum:
$26000 

48.00
25.00


     
Minimum:
$12000

20.00
 3.00

Level 3









Average:
$26117

34.08
12.33

     
Count: 

12




     
Maximum:
$35000

46.00
26.00

     
Minimum:
$19000

26.00
3.00

Level 4









Average:
$33467

35.00
12.00

     
Count:

3




     
Maximum:
$42000

40.00
17.00

     
Minimum:
$28400

28.00
5.00

Level 5









Average:
$27900

39.40 
17.00

     
Count:

 5




     
Maximum:
$30500

43.00
24.00

     
Minimum:
$25500

31.00
9.00

Salaries for Part Time Assistant/Age Group Coaches

 of Parent Owned Swim Teams




Annual 




Gross 

Hourly
Certification  level

income

Wage

Not Certified

     
Average:

$6865

$13

     
Count

10

8

     
Maximum:

$19000

$24

     
Minimum:

$1300

$7

 Level 1


Average:

$4000



Count:

1            


Maximum
:
$4000


Minimum:

$4000




Annual 




Gross 

Hourly
Certification  level

income

Wage

Level 2


Average:

$7000

$9


Count:

2

2


Maximum:

$8000

$10

     
Minimum:

$6000

$8

Level 3


Average:

$10500


     
Count:

 2

     
Maximum
:
$11000

     
Minimum:

$10000

Level 4 and Level 5




No responses

Benefits Offered to Full Time Coaches

	All Full Time Coaches, All Levels
	
	
	
	
	
	
	
	
	

	
	  total
	health
	disability
	education
	life
	meet exp
	vacation
	contract
	dental
	incentives

	
	157
	95
	61%
	27
	17%
	130
	83%
	22
	14%
	143
	91%
	94
	60%
	125
	80%
	38
	24%
	50
	32%

	
	
	
	
	
	
	
	

	Head Coaches
	
	
	
	
	
	
	

	
	  total
	health
	disability
	education
	life
	meet exp
	vacation
	contract
	dental
	incentives

	not cert
	34
	16
	47%
	1
	3%
	28
	82%
	1
	3%
	31
	91%
	24
	71%
	26
	76%
	6
	18%
	9
	26%

	1
	2
	2
	100%
	1
	50%
	1
	50%
	1
	50%
	2
	100%
	0
	0%
	1
	50%
	1
	50%
	1
	50%

	2
	11
	8
	73%
	3
	27%
	10
	91%
	2
	18%
	9
	82%
	7
	64%
	10
	91%
	2
	18%
	4
	36%

	3
	20
	10
	50%
	1
	5%
	16
	80%
	1
	5%
	16
	80%
	14
	70%
	14
	70%
	2
	10%
	9
	45%

	4
	25
	20
	80%
	8
	32%
	23
	92%
	9
	36%
	24
	96%
	21
	84%
	25
	100%
	9
	36%
	6
	24%

	5
	21
	18
	86%
	5
	24%
	19
	90%
	4
	19%
	21
	100%
	15
	71%
	21
	100%
	7
	33%
	10
	48%

	total
	113
	74
	65%
	20
	18%
	97
	86%
	18
	16%
	103
	91%
	81
	72%
	97
	86%
	27
	24%
	39
	35%

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Assistant Coaches -- Full Time
	
	
	
	
	
	
	
	
	
	
	

	
	  total
	health
	disability
	education
	life
	meet exp
	vacation
	contract
	dental
	incentives

	not cert
	1
	1
	100%
	1
	100%
	1
	100%
	1
	100%
	1
	100%
	0
	0%
	1
	100%
	1
	100%
	0
	0%

	1
	1
	1
	100%
	0
	0%
	1
	100%
	0
	0%
	1
	100%
	0
	0%
	0
	0%
	1
	100%
	0
	0%

	2
	1
	1
	100%
	0
	0%
	0
	0%
	0
	0%
	1
	100%
	0
	0%
	1
	100%
	0
	0%
	0
	0%

	4
	1
	0
	0%
	0
	0%
	1
	100%
	0
	0%
	1
	100%
	0
	0%
	1
	100%
	0
	0%
	0
	0%

	5
	2
	2
	100%
	1
	50%
	2
	100%
	0
	0%
	2
	100%
	1
	50%
	1
	50%
	0
	0%
	0
	0%

	total: 
	6
	5
	83%
	2
	33%
	5
	83%
	1
	17%
	6
	100%
	1
	17%
	4
	67%
	2
	33%
	0
	0%

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Age Group Coaches -- Full Time
	
	
	
	
	
	
	
	
	
	
	

	
	  total
	health
	disability
	education
	life
	meet exp
	vacation
	contract
	dental
	incentives

	not cert
	10
	2
	20%
	0
	0%
	5
	50%
	0
	0%
	7
	70%
	4
	40%
	6
	60%
	2
	20%
	2
	20%

	2
	8
	2
	25%
	0
	0%
	6
	75%
	0
	0%
	7
	88%
	3
	38%
	4
	50%
	0
	0%
	1
	13%

	3
	12
	7
	58%
	4
	33%
	11
	92%
	2
	17%
	12
	100%
	0
	0%
	7
	58%
	4
	33%
	6
	50%

	4
	3
	1
	33%
	1
	33%
	2
	67%
	1
	33%
	3
	100%
	2
	67%
	3
	100%
	1
	33%
	1
	33%

	5
	5
	4
	80%
	0
	0%
	4
	80%
	0
	0%
	5
	100%
	3
	60%
	4
	80%
	2
	40%
	1
	20%

	total
	38
	16
	42%
	5
	13%
	28
	74%
	3
	8%
	34
	89%
	12
	32%
	24
	63%
	9
	24%
	11
	29%


Pool Rents

We asked for pool rent in dollars per hour per lane.  325 respondents complied.  45 others listed monthly fees, or yearly fees.  14 listed pool fees based on percentages or other criteria.  103 did not respond to the question.

Pool Rent in Dollars per hour per lane

Type Program
Ave.
Max.
Min
Free
Total
Parent run
3.78
25
0
53
188

YMCA

2.11
11
0
19
27

Parks and Rec
1.38
8
0
8
13

School District
0.33
2
0
10
13

Corporation
3.84
25
0
13
24

Coach Owned
3.17
14
0
7
18

Combination
3.20
25
0
27
50

Type Program refers to who or what runs/owns the program

Pool Rent in Annual Fees or Monthly fees


Average
Low
High

Annual
17,579
1,000
85,000

Monthy
694
60
3500

Other Forms of Pool Rent

40% of fees

20% of fees

30%of total income

$10/swimmer/season

all revenues minus salaries

10% of gross dues

$25/swimmer/month

50% of lesson fees

$5 per swimmer per month

family buys a  pass

pay for pool maintenence

	1999 Salary Survey

	Average Monthly Dues Paid 

	In Parent Owned USS Clubs

	

	Published by the American Swimming Coaches Association

	2101 No. Andrews Ave., Suite 107, Fort Lauderdale, FL 33311

	800-356-2722
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	Small Clubs,

< 50 swimmers
	Medium Clubs,

 51 - 100 swimmers
	Large Clubs

101 - 150 swimmers
	Larger Clubs

150 - 200 swimmers
	Very Large Clubs,

201 or more swimmers

	Certification
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Level:
	Sen
	AG
	Nov
	Sen
	AG
	Nov
	Sen
	AG
	Nov
	Sen
	AG
	Nov
	Sen
	AG
	Nov

	Not Certified
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Average:   
	$57
	$42
	$37
	$58
	$48
	$38
	$69
	$56
	$41
	$53
	$40
	$30
	$89
	$65
	$45

	Count:    
	12
	12
	12
	50
	50
	50
	24
	24
	24
	3
	3
	3
	5
	5
	5

	Maximum:   
	$100
	$65
	$55
	$100
	$90
	$65
	$175
	$118
	$75
	$88
	$65
	$45
	$100
	$80
	$60

	Minimum:   
	$25
	$10
	$5
	$20
	$20
	$20
	$16
	$11
	$6
	$15
	$15
	$15
	$85
	$55
	$35

	Level 1
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Average:   
	$28
	$23
	$20
	$49
	$43
	$29
	$75
	$65
	$55
	$118
	$100
	$45
	no responce



	Count:    
	3
	3
	3
	5
	5
	5
	1
	1
	1
	2
	2
	2
	
	
	

	Maximum:   
	$50
	$35
	$25
	$70
	$70
	$38
	$75
	$65
	$55
	$125
	$100
	$50
	
	
	

	Minimum:   
	$10
	$10
	$10
	$35
	$30
	$20
	$75
	$65
	$55
	$110
	$100
	$40
	
	
	

	Level 2
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Average:   
	$42
	$41
	$40
	$62
	$49
	$39
	$49
	$39
	$31
	$68
	$48
	$27
	$144
	$89
	$59

	Count:    
	5
	5
	5
	13
	13
	13
	10
	10
	10
	3
	3
	3
	2
	2
	2

	Maximum:   
	$55
	$55
	$55
	$100
	$70
	$55
	$70
	$55
	$45
	$95
	$75
	$30
	$150
	$98
	$83

	Minimum:   
	$37
	$35
	$30
	$40
	$35
	$25
	$16
	$16
	$16
	$35
	$30
	$25
	$138
	$80
	$35

	Level 3
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Average:   
	$50
	$41
	$33
	$64
	$50
	$37
	$68
	$51
	$40
	$78
	$63
	$47
	$112
	$81
	$53

	Count:    
	4
	4
	4
	14
	14
	14
	15
	15
	15
	7
	7
	7
	8
	8
	8

	Maximum:   
	$70
	$55
	$45
	$110
	$75
	$50
	$166
	$125
	$75
	$100
	$80
	$69
	$130
	$95
	$67

	Minimum:   
	$32
	$32
	$25
	$45
	$40
	$25
	$35
	$30
	$25
	$52
	$50
	$25
	$75
	$60
	$30

	Level 4
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Average:   
	$45
	$40
	$30
	$64
	$48
	$31
	$81
	$57
	$40
	$85
	$70
	$46
	$101
	$70
	$49

	Count:    
	2
	2
	2
	7
	7
	7
	14
	14
	14
	5
	5
	5
	5
	5
	5

	Maximum:   
	$50
	$50
	$30
	$105
	$75
	$40
	$120
	$80
	$60
	$100
	$100
	$60
	$130
	$85
	$60

	Minimum:   
	$40
	$30
	$30
	$25
	$25
	$20
	$45
	$35
	$20
	$65
	$52
	$30
	$70
	$50
	$38

	Level 5
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Average:   
	$68
	$53
	$42
	$104
	$77
	$50
	$80
	$60
	$43
	$87
	$65
	$39
	$85
	$59
	$44

	Count:    
	3
	3
	3
	3
	3
	3
	8
	8
	8
	6
	6
	6
	9
	9
	9

	Maximum:   
	$90
	$70
	$45
	$118
	$105
	$75
	$140
	$115
	$75
	$109
	$80
	$80
	$120
	$80
	$60

	Minimum:   
	$50
	$40
	$40
	$95
	$60
	$30
	$42
	$38
	$25
	$65
	$50
	$30
	$35
	$35
	$30

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Overall
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Average:   
	$51
	$41
	$35
	$61
	$49
	$38
	$70
	$53
	$39
	$81
	$63
	$41
	$100
	$70
	$49

	Count:    
	29
	29
	29
	92
	92
	92
	72
	72
	72
	26
	26
	26
	29
	29
	29

	Maximum:   
	$100
	$70
	$55
	$118
	$105
	$75
	$175
	$125
	$75
	$125
	$100
	$69
	$150
	$98
	$83

	Minimum:   
	$10
	$10
	5$
	$20
	$20
	$20
	$16
	$11
	$6
	$15
	$15
	$15
	$35
	$35
	$30


	Year:
	Total Number of Evaluations
	Total %

	Number of Evaluations
	485
	100%

	Salary Range
	 
	 

	< 14,000
	13
	3%

	14 - 20,000
	51
	11%

	20 - 26,000
	100
	21%

	26 - 35,000
	167
	34%

	35 - 50,000
	116
	24%

	> 50,000
	17
	4%

	50 - 80,000
	19
	23%

	> 80,000
	1
	1%

	Major medical
	337
	69%

	Dental insurance
	71
	15%

	Meet expense reimbursements partial
	42
	9%

	Meet expense reimbursements full
	451
	93%

	Professional dues reimbursed
	368
	76%

	Educational fund < $500
	44
	9%

	Educational fund  $500 - $1,000
	311
	64%

	Educational fund > $1,000
	120
	25%

	Interview costs paid
	282
	58%

	Moving expenses paid
	204
	42%

	Vacation : no paid vacation
	21
	4%

	Vacation : Up to 2 weeks paid
	163
	34%

	Vacation: > 2 weeks paid
	12
	2%

	Incentive opportunities available
	417
	86%

	Contract offered
	460
	95%

	Rolling/Multi-year contract
	359
	74%

	 # of coaches in the past 5 years 1 coach
	220
	45%

	 # of coaches in the past 5 years 2 coaches
	209
	43%

	 # of coaches in the past 5 years > 2 coaches
	75
	15%

	Written procedure for coach evaluation
	391
	81%

	Long-term planning function
	368
	76%

	 Fund-raising (non membership fees)25% to 39% of total budget
	262
	54%

	 Fund-raising (non membership fees)> 40% of total budget
	138
	28%

	 Pool use contract by handshake
	45
	9%

	 Pool use contract yearly contract
	251
	52%

	multi-year contract
	179
	37%

	 Budget growth in past 3 years 5 to 10%
	167
	34%

	 Budget growth in past 3 years > 10 %
	280
	58%

	Require coach to be ASCA certified
	412
	85%

	 Team Growth (last 6 months)11% or greater
	62
	13%

	 Team Growth (last 6 months)0-10%
	165
	34%

	 Team Growth (last 6 months)minus 1 to 25 %
	20
	4%

	 Team Growth (last 6 months)minus 26% or greater
	4
	1%

	Coach acts as CEO of swim club
	204
	42%

	Coach is voting member of board *
	277
	57%

	Coach has sole authority in swim matters
	429
	88%

	Coach is on nominating committee
	298
	61%

	Coach has purchase authority within budget
	460
	95%

	Sole authority: hire, supervise, train staff
	363
	75%


Revised Aug. 05, 2009
ASCA's Position Evaluation Survey, 1992 -- June 2009
In 1992, the American Swimming Coaches Association began requiring a Position Evaluation from parent board-run club teams who are placing an advertisement in ASCA's Job Service Bulletin.  Here is a summary of those evaluations.  For further information, please contact Guy Edson at ASCA at  1-800-356-2722
* Coach is voting member of board: Survey results through 2007 only.  New IRS guidelines strongly discourage a paid employee being a voting member of the Board.  We recommend the head coach be an ex-officio member of the board and present at all meetings.
Revised Aug. 05, 2009
ASCA's Position Evaluation Survey, Past Years

In 1992, the American Swimming Coaches Association began requiring a Position Evaluation from parent board-run club teams who are placing an advertisement in ASCA's Job Service Bulletin.  Here is a summary of those evaluations.  For further information, please contact Guy Edson at ASCA at  1-800-356-2722
	Year:
	92
	93
	94
	95
	96
	97
	98
	99
	00
	01

	Number of Evaluations
	27
	22
	27
	29
	29
	35
	34
	27
	29
	34

	Salary Range
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	< 14,000
	11%
	5%
	4%
	3%
	3%
	0%
	0%
	7%
	0%
	0%

	14 - 20,000
	22%
	27%
	22%
	17%
	17%
	11%
	12%
	19%
	10%
	9%

	20 - 26,000
	26%
	27%
	30%
	21%
	17%
	40%
	29%
	11%
	31%
	21%

	26 - 35,000
	26%
	23%
	33%
	45%
	41%
	31%
	47%
	41%
	24%
	47%

	35 - 50,000
	15%
	14%
	11%
	7%
	17%
	17%
	3%
	22%
	24%
	21%

	> 50,000
	0%
	5%
	0%
	7%
	3%
	0%
	0%
	0%
	10%
	3%

	50 - 80,000
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	> 80,000
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Major medical
	70%
	73%
	52%
	55%
	59%
	80%
	71%
	59%
	76%
	79%

	Dental insurance
	7%
	14%
	7%
	17%
	21%
	11%
	18%
	26%
	3%
	21%

	 Meet expense reimbursements partial
	7%
	9%
	11%
	14%
	7%
	11%
	18%
	15%
	3%
	0%

	 Meet expense reimbursements full
	93%
	91%
	89%
	86%
	93%
	89%
	79%
	85%
	97%
	100%

	Professional dues reimbursed
	96%
	86%
	100%
	83%
	90%
	97%
	88%
	93%
	66%
	35%

	 Educational fund < $500
	19%
	0%
	22%
	10%
	17%
	9%
	9%
	11%
	3%
	3%

	 Educational fund  $500 - $1,000
	67%
	86%
	52%
	66%
	62%
	77%
	74%
	78%
	76%
	62%

	 Educational fund > $1,000
	15%
	14%
	26%
	24%
	21%
	14%
	18%
	11%
	21%
	35%

	Interview costs paid
	70%
	59%
	56%
	52%
	52%
	60%
	71%
	63%
	66%
	62%

	Moving expenses paid
	44%
	27%
	33%
	34%
	41%
	40%
	38%
	52%
	34%
	53%

	Vacation :  no paid vacation
	4%
	9%
	0%
	0%
	3%
	0%
	0%
	11%
	3%
	3%

	Vacation :  Up to 2 weeks paid
	33%
	36%
	37%
	28%
	45%
	49%
	32%
	37%
	31%
	38%

	Vacation:  > 2 weeks paid
	63%
	55%
	63%
	72%
	52%
	51%
	68%
	52%
	66%
	59%

	Incentive opportunities available
	78%
	86%
	93%
	97%
	90%
	91%
	79%
	89%
	97%
	91%

	Contract offered
	89%
	100%
	96%
	93%
	93%
	100%
	100%
	96%
	93%
	94%

	Rolling/Multi-year contract
	81%
	91%
	78%
	76%
	62%
	66%
	71%
	74%
	79%
	71%

	 # of coaches in the past 5 years 1 coach
	37%
	27%
	52%
	52%
	52%
	46%
	50%
	37%
	24%
	32%

	 # of coaches in the past 5 years 2 coaches
	44%
	55%
	44%
	38%
	41%
	31%
	26%
	37%
	59%
	56%

	 # of coaches in the past 5 years > 2 coaches
	19%
	18%
	4%
	10%
	7%
	23%
	24%
	26%
	17%
	12%

	Written procedure for coach evaluation
	81%
	86%
	78%
	93%
	79%
	91%
	79%
	78%
	83%
	82%

	Long-term planning function
	78%
	73%
	85%
	86%
	79%
	77%
	76%
	74%
	79%
	74%

	Fund-raising (non membership fees)
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	25% to 39% of total budget
	67%
	77%
	59%
	38%
	55%
	51%
	59%
	37%
	48%
	53%

	> 40% of total budget
	22%
	18%
	22%
	38%
	31%
	29%
	32%
	37%
	28%
	35%

	 Pool use contract by handshake
	7%
	9%
	4%
	14%
	17%
	11%
	21%
	7%
	14%
	9%

	 Pool use contract yearly contract
	48%
	55%
	63%
	45%
	45%
	46%
	56%
	56%
	55%
	56%

	 Pool use contract multi-year contract
	44%
	36%
	33%
	41%
	38%
	34%
	24%
	37%
	31%
	35%

	 Budget growth in past 3 years 5 to 10%
	19%
	23%
	44%
	24%
	31%
	34%
	32%
	33%
	21%
	50%

	 Budget growth in past 3 years > 10 %
	78%
	73%
	52%
	76%
	69%
	60%
	59%
	56%
	66%
	44%

	Require coach to be ASCA certified
	70%
	95%
	70%
	83%
	72%
	89%
	94%
	93%
	83%
	85%

	 Team Growth (last 6 months)11% or greater
	 
	 
	 
	 
	 
	 
	 
	 
	28%
	35%

	 Team Growth (last 6 months)0-10%
	 
	 
	 
	 
	 
	 
	 
	 
	62%
	50%

	 Team Growth (last 6 mos)minus 1 to 25 %
	 
	 
	 
	 
	 
	 
	 
	 
	7%
	12%

	 Team Growth (last 6 mos)minus >25% r
	 
	 
	 
	 
	 
	 
	 
	 
	0%
	0%

	Coach acts as CEO of swim club
	44%
	32%
	41%
	31%
	34%
	34%
	29%
	30%
	41%
	44%

	Coach is voting member of board *
	41%
	50%
	48%
	55%
	59%
	77%
	41%
	70%
	76%
	56%

	Coach has sole authority in swim matters
	93%
	86%
	85%
	86%
	97%
	83%
	85%
	85%
	86%
	97%

	Coach is on nominating committee
	52%
	55%
	52%
	45%
	52%
	69%
	53%
	74%
	69%
	47%

	Coach has purchase authority within budget
	81%
	91%
	93%
	100%
	100%
	97%
	97%
	96%
	83%
	100%

	Sole authority: hire, supervise, train staff
	70%
	77%
	59%
	70%
	76%
	77%
	59%
	74%
	83%
	82%


* Coach is voting member of board :  Survey results through 2007 only.  New IRS guidelines strongly discourage a paid employee being a voting member of the Board.  We recommend the head coach be an ex-officio member of the board and present at all meetings.
Revised Aug. 06, 2009
ASCA's Position Evaluation Survey, 2002 -- June 2009
In 1992, the American Swimming Coaches Association began requiring a Position Evaluation from parent board-run club teams who are placing an advertisement in ASCA's Job Service Bulletin.  Here is a summary of those evaluations.  For further information, please contact Guy Edson at ASCA at  1-800-356-2722

	Year:
	02
	03
	04
	05
	06
	07
	08
	09
	Total #
	Total %

	Number of Evaluations
	25
	35
	20
	31
	34
	24
	16
	7
	485
	100%

	Salary Range
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	< 14,000
	4%
	0%
	0%
	0%
	3%
	0%
	0%
	0%
	13
	3%

	14 - 20,000
	0%
	0%
	5%
	6%
	3%
	0%
	0%
	0%
	51
	11%

	20 - 26,000
	12%
	14%
	25%
	10%
	9%
	17%
	6%
	14%
	100
	21%

	26 - 35,000
	48%
	40%
	20%
	20%
	32%
	29%
	31%
	14%
	167
	34%

	35 - 50,000
	32%
	37%
	40%
	55%
	32%
	38%
	25%
	29%
	116
	24%

	> 50,000
	4%
	9%
	10%
	10%
	 
	 
	 
	 
	17
	4%

	50 - 80,000
	 
	 
	 
	 
	18%
	17%
	38%
	43%
	19
	23%

	> 80,000
	 
	 
	 
	 
	3%
	0%
	0%
	0%
	1
	1%

	Major medical
	88%
	83%
	60%
	84%
	56%
	63%
	69%
	57%
	337
	69%

	Dental insurance
	12%
	20%
	25%
	16%
	6%
	8%
	13%
	29%
	71
	15%

	Meet expense reimbursements partial
	4%
	0%
	0%
	20%
	6%
	13%
	0%
	0%
	42
	9%

	 Meet expense reimbursements full
	96%
	100%
	90%
	81%
	91%
	88%
	100%
	100%
	451
	93%

	Professional dues reimbursed
	64%
	54%
	45%
	42%
	65%
	67%
	69%
	86%
	368
	76%

	Educational fund  < $500
	0%
	11%
	10%
	13%
	15%
	29%
	6%
	0%
	44
	9%

	Educational fund  $500 - $1,000
	60%
	49%
	55%
	52%
	65%
	50%
	69%
	43%
	311
	64%

	Educational fund  > $1,000
	40%
	40%
	35%
	35%
	18%
	21%
	25%
	57%
	120
	25%

	Interview costs paid
	64%
	63%
	45%
	42%
	56%
	63%
	31%
	57%
	282
	58%

	Moving expenses paid
	40%
	51%
	45%
	42%
	44%
	38%
	38%
	86%
	204
	42%

	Vacation:  no paid vacation
	8%
	6%
	0%
	10%
	3%
	13%
	6%
	0%
	21
	4%

	Vacation: Up to 2 weeks paid
	28%
	26%
	35%
	32%
	24%
	29%
	25%
	43%
	163
	34%

	Vacation: > 2 weeks paid
	64%
	69%
	65%
	58%
	76%
	58%
	69%
	57%
	12
	2%

	Incentive opportunities available
	68%
	83%
	80%
	84%
	82%
	92%
	81%
	71%
	417
	86%

	Contract offered
	100%
	100%
	85%
	87%
	94%
	92%
	94%
	100%
	460
	95%

	Rolling/Multi-year contract
	76%
	69%
	75%
	74%
	68%
	79%
	81%
	86%
	359
	74%

	# of coaches in the past 5 years:  1 coach
	40%
	37%
	30%
	55%
	38%
	38%
	50%
	43%
	220
	45%

	# of coaches in the past 5 years: 2 coaches
	48%
	46%
	45%
	39%
	47%
	42%
	44%
	29%
	209
	43%

	# of coaches in the past 5 years: > 2 coaches
	12%
	17%
	25%
	6%
	12%
	21%
	6%
	29%
	75
	15%

	Written procedure for coach evaluation
	80%
	80%
	75%
	74%
	68%
	79%
	75%
	100%
	391
	81%

	Long-term planning function
	80%
	71%
	75%
	68%
	74%
	83%
	56%
	57%
	368
	76%

	Fund-raising (non membership fees)
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	25% to 39% of total budget
	60%
	43%
	70%
	52%
	68%
	46%
	31%
	71%
	262
	54%

	> 40% of total budget
	32%
	34%
	15%
	29%
	9%
	21%
	38%
	0%
	138
	28%

	Pool use contract by handshake
	4%
	6%
	5%
	3%
	6%
	4%
	19%
	0%
	45
	9%

	Pool use contract yearly contract
	60%
	60%
	30%
	61%
	44%
	54%
	44%
	29%
	251
	52%

	Pool use contract multi-year contract
	36%
	29%
	50%
	35%
	47%
	33%
	44%
	71%
	179
	37%

	 Budget growth in past 3 years 5 to 10%
	40%
	37%
	55%
	35%
	29%
	42%
	38%
	43%
	167
	34%

	 Budget growth in past 3 years > 10 %
	48%
	49%
	45%
	45%
	59%
	54%
	56%
	43%
	280
	58%

	Require coach to be ASCA certified
	92%
	94%
	85%
	84%
	82%
	83%
	94%
	71%
	412
	85%

	 Team Growth (last 6 months)11% or greater
	20%
	14%
	20%
	26%
	21%
	38%
	13%
	29%
	62
	13%

	 Team Growth (last 6 months)0-10%
	52%
	77%
	65%
	74%
	62%
	58%
	88%
	71%
	165
	34%

	 Team Growth (last 6 months)minus 1 to 25 %
	24%
	9%
	10%
	0%
	9%
	0%
	0%
	0%
	20
	4%

	 Team Growth (last 6 months)minus 26% or greater
	4%
	0%
	5%
	0%
	6%
	0%
	0%
	0%
	4
	1%

	Coach acts as CEO of swim club
	56%
	29%
	45%
	55%
	59%
	67%
	50%
	57%
	204
	42%

	Coach is voting member of board *
	60%
	63%
	70%
	68%
	68%
	54%
	 
	 
	277
	57%

	Coach has sole authority in swim matters
	84%
	83%
	95%
	94%
	85%
	92%
	88%
	100%
	429
	88%

	Coach is on nominating committee
	68%
	63%
	75%
	77%
	68%
	63%
	69%
	71%
	298
	61%

	Coach has purchase authority within budget
	92%
	94%
	100%
	94%
	97%
	96%
	81%
	100%
	460
	95%

	Sole authority: hire, supervise, train staff
	80%
	77%
	75%
	74%
	79%
	71%
	94%
	71%
	363
	75%


* Coach is voting member of board  Survey results through 2007 only.  New IRS guidelines strongly discourage a paid employee being a voting member of the Board.  We recommend the head coach be an ex-officio member of the board and present at all meetings. Swim Club Size vs. Salary Range
Revised Aug. 06, 2009
Swim Club Size vs. Salary Range
(2007-2009)
	 
	< $14,000
	$14,001 - $20,000
	$20,001 - $26,000
	$26,001 - $35,000
	$35,001 - $50,000
	$50,001 - $80,000
	> $80,000

	<50
	 
	 
	1
	 
	 
	 
	 

	51-100
	 
	 
	4
	10
	6
	2
	 

	101-150
	 
	 
	1
	2
	4
	1
	 

	151-200
	 
	 
	 
	 
	4
	5
	 

	>200
	 
	 
	 
	 
	2
	5
	 

	
	
	
	
	
	
	
	

	The data shown above compares the size of swim clubs with the corresponding salary range for each club.  

	


How Much Money Is The Coach Worth?

By Guy Edson, American Swimming Coaches Association 

This is the wrong question -- because it doesn't matter how much money the coach is worth, what matters is how much money is available to pay the coach.  Most clubs are small businesses with a modest income.  In these situations someone must bring more money into the club if the coach is going to make more money.  Who is that "someone"?  This brings on endless debates.  Some coaches feel that they are worth more than they are paid and if the club wants to keep the coach then they better raise the money.  Some feel that if the coach wants to earn more, then the coach needs to do more to bring money into the club.  Both these kinds of thinking create an "us against them" mentality. A more appropriate question to ask is,    "What opportunities are the Board of Directors willing to allow for the coach to make as much money as he wants?"

The operative word here is opportunity.  What does it mean?  It means:  the coach has the skills, energy, and willingness to seek out and harvest opportunities that will bring more money into the club.  It means:  the Board of Directors recognizes the importance of allowing a coach to earn his salary and provides the contractual opportunity for the coach to do so. Note:  It takes a partnership -- a willing and skilled coach and a willing and supportive Board of Directors.

What we are really talking about is incentives.

What if a Board of Directors offered a coach a base salary which was determined by a number of factors including the number of swimmers in the water and existing fund raising activities?  What if the coach knew that for every swimmer he brought into the program over a base level he would receive a percentage of the new fees?  What if a coach developed an income producing program that never existed before and received a percentage of the net.  What if a coach initiated and championed a new fund raising activity and received a percentage of the net?

As an illustration of how this would work I have created the Tralfamadorian Trucadaro Swim Team.  They have 85 swimmers, no special programs, a modest Swim-a-Thon, and run 3 meets a year.

I am summarizing the following income and expense figures in order to fit this on one page.  A full explanation is available -- call 1-800-356-2722.)

Total income is $56,800 a year  This is based on 85 swimmers, a modest Swim-a-Thon, and three hosted swim meets.  The total expenses are $56,800 based upon pool rent, office rent/supplies, awards, workman's comp, educational fund, meet expenses, equipment, printing, postage, head coach salary, assistant coach salary, FICA, health insurance.

The coach is an ASCA Level 3 certified coach.  The team places in the top 5 at the state junior Olympics.  He has three junior national qualifiers including one who will make a senior national cut in the coming season.  This will move the coach to Level 4.   Using the 1994 ASCA Salary survey, the average Level 4 coaches' salary is $31,000.  The club cannot possibly afford to pay the coach $31,000.  The three swim meets and Swim-a-Thon exhaust the parents fund raising efforts for the year.

The only way this coach can make more money is to ask for the opportunity to make more money and for the Board of Directors to grant that request in the form of an addendum to the existing contract.

The goal of the coach and BOD is to increase the coach's net income by $5,000.   (Including the club share of FICA means a total increase of about $5,800.)

Programs:

1.  Team Growth Incentive.   The base level of swimmers needed to meet the existing budget is 85 swimmers.  Proposal:  For each dues paying swimmer above 85 the coach will receive 50% of the collected fees.  This will be calculated on a quarterly basis.  With an average of seven percent increase in members over the base level the coach would net about $3,100.

2.  Clinics.  The coach gathers a running expert from the local sport shoe store and a cycling expert from the local bike shop then promotes and runs a clinic on a Saturday for triathletes.  The net income is $1075 split 75/25 coach/club which nets the coach about $800.

3.  New Masters Program.  The short term goal of the coach is to begin a morning fitness/masters workout along side the existing morning workout with the seniors.    The coach feels he can handle up to 10 masters swimmers without taking undue time from the seniors.  In the long run, an assistant coach can be hired to coach the masters and the hours can be expanded.  Net income over the year is $3,200 split 50/50.  The coach nets $1,800.

The total increase in coaches salary is about $5,700. The club also increases the budget by an additional $5100.  Where should this money go?  Every club should work toward establishing a 6 month cash reserve by putting aside 10% of its income each month until the goal is met. The additional $5100 should go towards the cash reserve.

What other projects can a coach do for additional income?

1.  Start a SwimAmerica Learn to Swim Program.  Net profits split 75/25 Coach/Club.  This program builds the numbers of swimmers in the club while building the financial base while adding to the coach's salary.  Potential increase in salary to the coach ranges from $2500 for very small programs to over $10,000.

2.  Private Lessons.  Discount rate to club members, split 50/50 with coach.  Higher rate for non club members, split 75/25 coach/club.  Just three lessons a week at $20 a half hour will earn $1500 a year for the coach.

If a coach likes his job and wants to stay with the club; If the club likes the coach and wants him to stay; If the coach needs to make more money; If the coach is willing to run additional programs to earn more; If the club is willing to enter into a partnership with the coach; Then an incentive program can be worked into the contract.

If not, for any of the above, then expect frequent coach turnover and slow or nonexistent club growth.

How to Determine Your Salary –

Guy Edson

American Swimming Coaches Association

1-800-356-2722, www.swimmingcoach.org
"How does one determine salary for a swim coach with 8 years Head Coaching and 15 or more as assistant?"

If you are really good and work for benevolent rich people you might be worth $80,000 a year as a coach.  (Good = productive, professional, hard working, accountable, etc.)

But in the real world it doesn't matter what you are worth. What matters is how much money is available to pay you.    Repeat:  What matters is how much money is available to pay you.    

The amount of money available to pay you is limited by three basic things:  

1.) A willingness to pay you.  Some Board people think coaches are second class workers.  It is our fault they think that.  (Our = us coaches)  For years we have behaved unprofessionally -- we don't look professional, we don't administer in a professional manner, we have not been accountable or respectful, and we have been too freely giving of our time to the point where it is expected that we are near volunteers. 

2.)  Generating Revenue:  Swimming is a business.  Money comes in, money goes out.  When more revenue is generated more money will be available for salaries.  When swim clubs charge less for a structured, wholesome, professionally run swim program than a school charges for undisciplined and unstructured after school care supervised by unskilled teacher's aids then we are our own worst enemy.  (We = everybody in swimming)  Raise fees, raise salaries.  Simple.  Ah, but remember, what are fees being raised for?  See #1.  Maybe you are viewed as no better than an unskilled teacher’s aide babysitting kids in which case why would anyone what to pay you any more?   And if you are viewed as unworthy, there is only one person who can change that.  And we don't change it by demanding it.  We change it by earning it.  See #3.  

3.) A willingness to work for more money: Professional coaches are educated, current, able to manage, able to effectively delegate, leaders, active in local or national swimming politics, accountable, dependable, trustworthy, and PRODUCTIVE.  Educated and current:  Do you realize we have coaches who are angry that they have to take an open book test on a fundamental coaching course in order to get their USA Swimming membership card?  What does that say about our professionalism?  Show me a coach who wants to "just coach" and that is a person who has less worth in terms of salary than someone who has the skills and willingness to run a larger portion of the whole show.  

We want coaches to have the opportunity to earn as much money as they can.  With a willing employer and professional coaches there is that opportunity.
1

