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Carving New 
Lines Together
By Jae McKeown, Board President, Central Region

Jae McKeown

Change is dumping fresh snow across our 
PSIA-AASI organizations. As President of the 
Central Region, I’m not dropping in alone - 

the other regional Presidents and I meet regularly to 
align our strategic goals together to move us forward. 

In our last meeting on July 26, we discussed several 
topics bolded below. We reviewed the importance of 
all nine PSIA-AASI entities having an End regarding 
alignment (Strategic Goal) that supports the efforts 
of educational and operational alignment. Prior 
to the meeting, The Central Board discussed and 
approved an End change and Limits for consideration 
amongst council members. Specifically, we proposed 
the following to help define the one End. 

END: Central will deliver a Premier Member 
Experience* to its members through alignment with 
other PSIA-AASI organizations

LIMIT: Alignment shall not be detrimental to the 
strategic, operational or financial health of the Region

LIMIT: Other alignment initiatives shall not take 
precedent ahead of education, certification and 
assessment processes, nor shall it detrimentally affect 
member access to education and certification events 
within the Central Region

We also agreed that we have our members’ best 
interests at heart. While we reserve final approval 
on alignment, we support participation around 
aligning our education standards and processes to 
deliver the PSIA-AASI member a Premier Member 
experience. The goal of this collaborative work of 
consolidating content, delivery and processes is to be 
consistently centered on Learning Outcomes tied to 
strategic alignment of certification processes. 

PSIA-AASI has standardized the education standards 
across all eight regions, which has made for a more 
consistent education evaluation for our members. All 
the regions support participating in the process of 
aligning the education processes, but supporting the 
outcome is yet to be determined since we don’t know 

what it will be.  
In fact, I’ve created  
a task force to assess  
the impact on Central  
members of the different  
education process alignment options that will be 
considered as part of this effort. 

In our governance roles, we will use the consensus 
around providing the premier member experience 
to strategically lead our collective nation-wide 
organization through the process of aligning 
our educational and operational standards and 
processes. The Central Board devised a list of traits/
characteristics of a Premier Member Experience. 

These 21 traits, such as concierge-like service during 
interactions, where they know who members are; 
exceptional customer service (hours of availability, 
etc.); education material that members are looking for 
is available; etc., fall into five categories:

•  Exceptional Benefits
•  Exceptional Customer Service
•  Personalized Experience
•  Great Value,
•  Strong Community. 

While we didn’t discuss the definition of the term 
Premiere Member Experience in our last meeting, 
we plan to discuss it in a future meeting. I’m really 
looking forward to this discussion. Feel free to email 
me at president@psia-c.org to let me know what you 
think are some of the traits of a Premiere Member 
Experience. While the Board does not get involved in 
the day-to-day operations of the organization, we do 
help define and set the strategy of the Premier Member 
Experience.

When it isn’t ski season, I’m spending time coaching 
road cycling and mountain biking. 

*A Premier Member Experience is considered to be the 
Member’s experience with PSIA-AASI.
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Interski is a “Global” event that occurs every four 
years and is open to ALL snowsports associations 
from around the world! It is an opportunity for 

you to ski and interact with the best, attend indoor 
and outdoor on-snow clinics and presentations, and 
to listen to “Key Note” speakers for five days and 
evenings! All snowsports disciplines are represented 
and the presenters are the “Best of the Best” on each 
discipline, from each country represented. You have 
the opportunity to interact with ski instructors and 
trainers from all around the world. Thirty-six countries 
were represented at Interski 23 this year! If you ever 
get the opportunity to attend one of these events, do 
it. You won’t regret it.

The “Theme” for Interski 2023 was “The Guest 
Experience is Everything.”

As you might expect, many of the countries and their 
delegates were very interested in what PSIA-AASI had 
to present. Our organizations have been leaders in the 
“Guest Experience” for many years and it seems that 
much of the rest of the world is interested in what we 
have to say.

Some of the topics that PSIA-AASI presented 
included:  Creating a Partnership in the Learning 
Environment, Decision making for Learning, Building 
Guest Centered Outcomes, etc. All of the information 
presented can be found at:  

https://www.thesnowpros.org/download/2023 
interski-supplement final.pdf

One of the most sought-after “Key Note” presentations 
was PSIA-AASI’s Ann Schorlings’ presentation on 
“Gender Equity.” You can find her presentation 
here: https://youtu.be/Ke4yBbx6OyQ (well worth 
watching).

Each of the “Demo Teams had an on-snow 
demonstration which took place in the morning. They 
were really cool to watch. They had a “Drone”  fly over 
the Team as they skied down the mountain and you 
could watch them in real time or on a huge screen at 
the bottom of the run. At the bottom of the hill the 
U.S. Team was explaining what was going on. This 
really helped you understand what you were seeing.

Through the daily  
clinics and  
the evening  
Demo Team  
Demonstrations,  
you walked away  
with many teaching  
and skiing techniques  
that will enhance your  
skills as an instructor. Your clients will be thrilled to see 
what you have learned.

There is an Interski App, that showed you the 
programs, presentations, merchandise offerings, off-
premise offerings such as a snowmobile tour, a sauna 
experience, and a visit to a Reindeer Farm. Using 
the App was very helpful in keeping participants on 
schedule and it had directions to each of the events.

I took part in an on-snow event with the Polish Team 
where they used “Therma Bands” as external cues to 
help us in our skiing. It was a fun experience.

I also accompanied the Canadian team to experience 
a new technique that they are using to enhance their 
guest’s learning experience. 

In Montenegro, they focused on an up-motion to 
release the ski edges and skid the skis through a turn, 
while the Austrians focused on pure carving to get the 
ski performance they are looking for. The Japanese 
Team focused on keeping the Center of Mass over the 
skis at all times.

It was very interesting to see and hear what all of these 
countries are focusing on. It will be fun to integrate 
some of these ideas into my own teaching and skiing.

As you can imagine, there is much to be learned by 
attending a Worldwide Interski event. Information on 
Interski 2027 will be coming out in the fall of 2023. 
Keep an eye out for it and start planning on attending.

Erika Meier 
PSIA-C Examiner

Interski 2023 At Levi, Finland
By Erika Meier

Jae McKeown Erika Meier
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Being  a “Skier Services” Director is a fascinating 
job.  

You think I must be kidding — the idea of 
standing behind the ticket counter, rental counter, 
tuning shop counter (and repeat) might seem far less 
exciting than time on the slopes, right? 

But it’s true. Skier Services Directors have access to 
all kinds of data, and if you are a data geek like me, 
nothing is more fascinating than diving into your 
pass and ticket sales data to see what it can reveal. For 
instance, I once ran a study to find a link between 
the distance ticket buyers traveled, and how far in 
advance they might purchase a ticket. The correlation 
was both real and unexpected. Most advanced ticket 
purchasers were about 2.5 hours from the resort, while 
locals took the least advantage of advance purchase ticket 
deals. A deeper dive revealed that locals who might buy 
tickets in advance were instead more likely to be some 
form of season pass holder. Fascinating. 

On a different data dive, I learned a lesson that 
continues to teach, and it’s about you. 

I was graphing the ages of season pass holders — 
not simply looking for the median age, but a visual 
representation of the number of passes held in 
different age brackets. At the time, I was only looking 
to understand why the age curves were different by 
gender. What I found was this: Kids start start getting 
passes around five years old, and rapidly ramp up 
as they approach 10 (we know this, as 10 is the age 
that kids really develop their life-long love of sports 
participation, and the reason so many state programs 
encourage skiing for fourth graders). The upward 
curve continues to rise until about ages 18-19, when it 
suddenly drops. You can imagine why. At 18, many of 
those pass-holders head off to college. And, if they are 
not heading to college, they often start their careers, or 
at least are no longer as likely to have a pass paid for 
by their parents. 

The “dip” in the ages of season pass holders recovers 
around 27, and then again, more significantly, at 34 
years of age. If it isn’t evident, I can explain the raises 
by going back to the statement I made earlier, “Kids 
start getting passes around age five.”

So, the families who started children at between the 
age of 20-22 years start getting passes, so both parents 
get passes again, as the family tradition continues. The 

second, bigger bump is from college educated parents, 
whose kids generally turn five as the parents turn 
about 34. 

“(Parents) with college degrees have children an 
average of seven years later than those without — and 
often use the years in between to finish school and 
build their careers and incomes.”1

At 27, or 34 (whichever), parents start to ski with 
their kids, and continue to ski with them until at least 
age 10. At this point, the kids often begin ski school 
and snowboard programs (for locals), race or freestyle 
programs, or really start to recreate more socially. More 
often, parents continue to ski with their children until 
the kids turn about  age 18. So, a small dip as parents 
reach 37-44, and a big (bigger) dip for adults between 
43 and 52. 

This is where we start to connect what I learned from 
the ages of season pass holders to what I can infer 
about you — the members of PSIA-AASI Central.

Before I reveal this, I want to address one of the 
more frequent comments I hear from members:  “I 
look around the locker room and realize that we’re 
all getting old. What are you doing to attract more 
younger members?”

It is true that the population of baby boomers is 
declining, and that there are fewer Gen X’ers than 
there are boomers, but it isn’t true to say that we were 
once a younger organization. At least not in decades. 
We fit the same pattern we have always fit in people’s 
lives. Many of us don’t become active as instructors 
until our kids have grown, and we have the time.

Not everyone matches this pattern, but as you can see 
in the graph below, “Most” of us do. This graph shows 
the number 
of members 
in each age 
bracket, from 
14 year olds to 
98 year olds.

Then, factor 
in this graph, 
which is the 
number of years of membership for our members, 
from those in their first year (about 225), to those in 
their 62nd year: 

The Arc(s) of Membership
By Ron Shepard, MBA, CAE, Executive Director, Central Division

Membership continued on page 14
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Relevance
By Bradferd Miller; Director, Nub’s Nob Winter Sports School

“If you don’t stay relevant 
you will be relegated.” 

– Bernard Kelvin Clive

Like many others, as a former member of both 
PSIA-AASI Central’s Education Staff, and 
Board of Directors, I’ve spent many years 

working with PSIA-AASI education, and certification. 
Countless meetings, training, and studying/writing, 
all in  effort to make PSIA-AASI relevant for members 
and member schools. PSIA was not relevant when I 
began ski instructing at the long defunct Timberlee 
Ski Resort in Northwest Lower Michigan. My first 
director was an associate-certified instructor from the 
Eastern Region who handed me a copy of “How the 
Racers Ski” by Warren Witheral. I wasn’t far into 
reading before I realized Mr. Witheral didn’t regard 
PSIA as being very relevant when he wrote the book. 
Five years after beginning my career, I made my way 
along Lake Leelanau’s western shore to the slopes of 
Sugar Loaf Ski Resort.

The differences between Timberlee and Sugar Loaf Ski 
Schools were stark. Training and PSIA certification 
were mandatory as they were relevant to Sugar Loaf ’s 
dedication to quality and professionalism. Training 
at Sugar Loaf facilitated exceptional lesson results 
and was relevant in certification processes. Sadly, area 
management changes eroded Sugar Loaf ski school, 
and the school and area closed doors in 2001. 

The demise of Timberlee and Sugar Loaf was due to 
many things. However, one could argue there was a 
correlation regarding a lack of emphasis on snowsports 
school training and PSIA-AASI certification. In 
Ron Shepard’s “What’s a Pin Worth” (Central 
Line magazine, 2023, issue 1), Ron pointed out the 
following important points:

•  �Some resorts pay more for certification, while some 
don’t.

•  �Some resorts reimburse for obtaining certification, 
while some don’t.

For several decades, I taught as an independent 
contractor and found the private schools I worked with 
did not regard PSIA-AASI as relevant to their school’s 
success. None of the schools advertised certified 
instructors, and none cared if an instructor or coach 
was certified. While some of these schools still have 
moderate success, others have since shuttered their 
doors. 

In theory, our regional Snowsports schools live 
in a symbiotic-like relationship with PSIA-AASI, 
specifically considering their common denominators.

•  �PSIA-AASI-Central’s structure resembles that of a 
traveling snowsports school. 

•  �Central’s staff size, and number of members served, 
are approximately the same as the moderately large 
snowsports schools within the region.

•  �PSIA-AASI-C has a governance board of directors. 
A few regional schools have an operational board 
of directors, and some have a governance board of 
directors.

•  �Central selects instructors across our region, and 
Snowsports schools draw from predominantly local 
pools. 

•  �PSIA-AASI, and our regional Snowsports schools, 
need members and students respectfully to stay in 
business.

Relevance continued on page 14
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This year’s Interski theme was “The guest 
experience is everything.” 

When guests book online at most resorts, 
they choose a day, time, and lesson product. 
Schedulers attempt to match their guests with 
instructors that best fit the guests’ needs and 
preferences. Unfortunately, many schedulers 
may not know the teaching skills of the available 
instructors, especially those new to the school. 
Using a new booking system, we discovered that 
giving customers more choice improves their 
experience and increased our sales by 300%.

To improve the online booking experience for 
our guests, we considered the key question,  do 
guests want to have an instructor assigned to 
them, or would they prefer to choose an instructor 
themselves? 

Like other schools, we thought we knew our 
instructors and would make a choice that would 
create the best customer experience. We considered 
this an important part of our success, giving us 
the control needed to manage our staff. We also 
thought our guests preferred to trust the experts 
at the school to make the best choice saving them 
from making another decision in the long process 
of booking lessons, tickets, and rentals online. 

We were able to answer the key question. 
We discovered this inconsistency when we  
implemented software created by Only Sky, 
allowing customers to choose their instructor as 
they booked the lesson. Our original intent in 
using this software was 1) to make it easier for our 
customers to book instructors on their phones, 
bypassing the ski school desk and meeting their 

The Guest 
Experience 
(With A Choice) 
Is Everything
By Jeff King and Andy Brown, Pine Knob Ski and 
Snowboard School, Michigan

Andy Brown

Jeff King



7

instructor on the snow, and 2) to save us time 
assigning instructors to customers. The software allows 
us to control which instructor is displayed after the 
customer enters their age, ability, and type of lesson 
they want. Customers see only qualified instructors 
available at the requested time. The software also 
allows us to display instructors based on our internal 
ranking and to see reviews from other guests, a 
picture, and a short biography that instructors write 
themselves.

Our concerns were that customers would choose 
instructors that they would not like or would be 
frustrated by having to take the time to review the 
many biographies in order to choose one. So, we 
allowed customers to 1) select their instructor, or 2) let 
us choose for them. 

To our surprise, when people spend considerable 
money on lessons, they want to make the choice to 
select their instructor. Within a month after launching 
the new software, 92% of customers were choosing 
their instructor. We quickly eliminated the option for 
us to determine their instructor other than for walk-
ups at the desk. We worried that complaints would 
grow and refunds would increase, but that did not 
happen. People were happier with the instructor they 
chose because it was their choice.

Our best matches often differed from those whom 
the customers preferred. Customers often don’t know 
the difference between a technically good quality 
lesson and a poor one. They simply consider whether 
they had a great experience and if it was worth the 
cost. Many times, customers picked an instructor 
who became a friend guiding them on their learning 
journey. From the ski school’s perspective, they have 
become a loyal repeat customer. 

Our experience over the last three seasons is that 
customers are happier and book more lessons, often 
including a package of private lessons. We also 
started offering more preseason packages, generating 
substantial early-season revenue as customers desired 
to have guaranteed lessons with their preferred 
instructor. We also found that online booking closes 
a sale when the buyer is interested, and the no-show 
rate is low because customers pay when they book. 
As our customers were booking lessons, instructors’ 
availability spread the demand throughout the day. 
The school’s revenues increased, and there was an 

increase in lift ticket sales, rentals, retail sales, cafeteria 
business and bar business.

Since implementing this system, we have taught 
many more private lessons. Our instructors prefer 
this method. We went from 150 private lessons a 
weekend to 500 consistently and over 600 on busy 
weekends. Instructors who were teaching 30 private 
lessons a season now teach 150. The rate of return 
lessons grew to 50%. Instructors developed more 
experience, improved teaching skills, and earned more 
money. Private lessons do tend to create a better guest 
experience. Guests are not in a lesson with someone 
at a much different athletic level, which often occurs 
in beginner group lessons, where a great experience is 
essential to get them to return.

Our instructors work hard to improve their teaching 
ability to create a better learning experience for their 
guests. Obviously, our instructors are much happier 
with the higher rates we pay when a customer 
specifically requests them on a return visit. The 
ski school more than makes up for this with the 
additional revenue from repeat lessons.

Now, we have fewer problems hiring and keeping 
instructors because they are more empowered 
professionals. We did not initially believe such a 
change would occur. However, the new system has 
dramatically increased revenue in an already strong 
business by returning to the primary business principle 
of giving customers what they want. 

Based on our experience, if more snowsports schools 
were to allow their guests to book their instructors, 
it would grow the sport with more conversions and 
increase revenue for the schools and resorts. It would 
also create more empowered, skillful, and happier 
instructors who create better guest experiences.

Jeff King is the Ski and Snow Board Director 
at Pine Knob. He is also an Alpine Level III ski 
instructor, and a USSA Level 200 Coach. 

Andy Brown is the Assistant Director at Pine Knob. 
He is also a Telemark Level III ski instructor, and an 
Education Staff Member for Central Region.
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Robots Go For A Slide
By Ron Shepard, Executive Director, Central Region

If you are a “late adopter,” nearly everything you are 
about to read is going to prove to be irritating. I 
can only apologize, and press on. 

You have likely been hearing about AI (Artificial 
Intelligence), and ChatGPT, and like most people, you 
have wondered “how did this become such big news, 
so quickly?”, while also thinking “this may be news, 
but it isn’t likely going to affect me.”

With respect to your first set of thoughts, I agree with 
you. It seems so sudden, especially when we learn 
about all of the fully-developed tools now available 
with AI functionality. In actuality, we have been 
training AI in a number of ways — when our phones 
suggest the next word in text messages, or our map 
app offers an alternative route, we are using AI. 

As an association manager, I am certainly looking at 
how I can bring in intelligent tools to better serve you, 
and I want to encourage you to embrace the tools 
available to aid you in your educational journey. 

Here is an example. Suppose I wanted to better 
understand the C.A.P. model as it applies to ski 
instruction. I would certainly pick up the PSIA-AASI 
Children’s manual. And, I would take the e-learning 
course on the national LMS. But many regional 
Children’s specialist programs expect an on-hill 
presentation, and I’m just not good at that. So, I visit 
my favorite AIBot (mine is Claude from Anthropic, 
but you might like ChatGPT, or some other tool). The 
key to being effective at using AI tools is to learn to 
write effective prompts (and perhaps to know when 
to check for AI-induced hallucinations). My prompt 
might look like this:

“How might a ski instructor employ 
the c.a.p. model (cognitive, affective, 

physical) in a ski lesson, and how might  
this vary by age of the student?”

ChatGPT Responded With:

The CAP (Cognitive, Affective, Physical) Model 
provides a framework for holistic learning. This model 
can be particularly effective for a ski instructor to 
deliver a well-rounded experience to the learner. Here’s 
how it might be employed in a ski lesson, and how the 
approach could differ based on the age of the student:

### Cognitive

**Objective:** Enhance understanding of skiing 
techniques, safety, and equipment.

1. **For Children:**

•  �Use simple language and analogies. For instance, 
describe the snowplow technique as making a “pizza 
slice” with the skis.

•  �Use interactive storytelling to explain skiing rules 
and safety.

2. **For Adults:**

•  �Provide a more in-depth understanding of skiing 
techniques and physics. Discuss edge control, 
weight distribution, etc.

•  �Offer insights into different skiing styles, terrains, 
and equipment.

### Affective

**Objective:** Foster a positive emotional experience 
and attitude towards skiing.

1. **For Children:**

•  �Make the lesson fun by including games or small 
challenges.

•  �Offer high-fives, stickers, or other small rewards for 
accomplishments.

•  �Use positive reinforcement and highlight what they 
are doing right.

2. **For Adults:**

•  �Ask about their goals and fears to tailor the lesson to 
their emotional needs.

Robots continued on page 13
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PSIA-AASI Central Region 
2023-2024 Election Nominations 
By Hunter Steinkamp, Central Region Vice President and Sally DeLange, Central Region Secretary

Nominations for the 2024 open seats on the 
Central Board will begin on Friday, November 
10, 2023 and must be received at our Region 

office by midnight EST, on Sunday, December 10, 
2023.  

It’s time to consider who you would like to represent 
you and your fellow Section Members.  It’s also a great 
opportunity for you to be one of the next leaders in 
the Central Region by becoming a member of the 
Board of Directors for PSIA-AASI Central Region.

Nomination information is available on the Central 
Website — https://psia-c.org/about-us/board-of-
directors/

Nomination Requirements

A Member who is eligible to vote under Article II 
of the Bylaws of ASEA (a “Voting Member”) (a 
“Nominator”) may nominate a member eligible to 
be a Director under Article VIII Section 3 of these 
Bylaws (a “Candidate”). For absence of doubt, a 
Nominator may nominate themselves to be a Director. 
A Candidate for Alpine Director that is a resident 
in one Section, may select to run in either Section, 
provided, however, that once the selection is made, 
the Candidate’s selection shall remain in effect until 
the next occurring election in the Candidate’s selected 
Section.
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Article VIII Section 3. — Eligibility for Election 

A member meeting the following criteria may be 
elected as a Director of this Corporation. Such a 
member must be:

(i) eligible to serve as a Director under Article III; and 

(ii) a Certified Member for at least three (3) years; and 

(iii) eighteen (18) years of age; and 

(iv) a resident or affiliated to the snowsports industry 
within a Section; and 

(v) a resident of the United States; and (vi) a member 
in good standing.

2024 Open Seats

The 2024 open seats being filled this election cycle 
are listed below. Your participation and vote are very 
important! Please consider becoming a member of the 
leadership team. 

Current open positions are for three-year terms per 
Article VIII Section 2. — Composition. This is the 
result of decreasing the number of Directors on the 
Board from its composition of 16 to 9 and needing to 
stagger the election of Directors.  

•  �Alpine Section 1 — (1 seat, 3 years) representing 
members in the Minnesota, Bottineau Ski Area in 
North Dakota, and Great Bear Recreation Area in 
South Dakota 

•  �Alpine Section 2 — (1 seat, 3 years) representing 
members in Wisconsin and the upper peninsula of 
Michigan West of Hwy 77 

•  �Adaptive Representative —  (1 seat, 3 years) 
representing all Sections

LEGAL AND OPERATIONAL DOCUMENTS

By Laws / Policies & Procedures /Minutes – PSIA-
AASI-C (psia-c.org) 

 If being on the Board of Directors is not your thing, 
there are many opportunities to participate and help 
shape the future direction of our Region:

•  �Volunteer to participate on committees

•  �Introduce new ideas and participate in moving 
initiatives forward

•  �Share experiences by submitting articles for the 
Central Line publication

•  �Provide feedback and suggestions to improve the 
Central Line, PSIA-C website and social media

•  �Enroll in a webinar event or plan to take an  
on-snow event this winter — https://psia-c.org/
events-calendar/

•  �Submit and share photos for use in the Central 
Line, on the PSIA-C Website and social media

•  �Advertise in the Central Line publication, and on 
the PSIA-C website and Facebook

Please take the time to get involved! Everyone’s 
participation is great appreciated!

Central Region Contact Information: 
http://www.psia-c.org/about-us/contact-us/
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100% Made in
the usa

Product Of
Lost Mitten LLC

Order Yours Now
Are you ready?Are you ready?

Learn more
SKI-RING.COM

An official supplier 
of PSIA-AASI

PSIA-AASI-C Members Skiing With National Chair 
At The Spring Rally, At The Palisades, in April 2023.
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•  �Use positive feedback, but also offer constructive 
criticism in a way that motivates them.

•  �Discuss the emotional and psychological benefits of 
skiing, such as the thrill and connection with nature.

### Physical

**Objective:** Develop the actual skiing skills through 
hands-on practice.

1. **For Children:**

•  �Focus on basic techniques like stopping and turning.
•  �Ensure the equipment fits well and is comfortable.
•  �Use props or guiding tools like hula hoops or ropes 

to aid in learning.
•  �Shorter time spans with frequent breaks to maintain 

attention and manage physical exertion.

2. **For Adults:**

•  �Start with warm-ups and discuss the importance of 
conditioning.

•  �Get into more advanced techniques, possibly 
tailoring the lesson to the individual’s previous 
experience and current skill level.

•  �Offer detailed feedback on posture, speed control, 
and turning mechanics.

•  �Longer lesson time to practice and refine skills.

By applying the CAP Model, the ski instructor can 
create a more comprehensive and effective learning 
experience that takes into account not just the physical 
aspects of skiing, but also the cognitive understanding 
and emotional engagement of the student.

Claude Responded With:

The application of the C.A.P. model in ski instruction 
can vary considerably based on the age and 
developmental level of the student:

For young children (ages 3-7):

•  �Cognitive: Focus on simple safety rules and very 
basic skiing terminology. Keep verbal instruction 
concrete.

•  �Affective: Make lessons fun and interactive. Use 
encouragement and praise frequently. 

•  �Physical: Emphasize play, movement, and 
simulation. Have them act out maneuvers.

For older children (ages 8-12):

•  �Cognitive: Introduce more technical terms and 
complex concepts about technique.

•  �Affective: Foster peer interaction and support. 
Discuss feelings and challenges.

•  �Physical: Allow more independence in practicing 
skills. Increase difficulty.

For teens (ages 13-17):

•  �Cognitive: Teach advanced techniques and tactics. 
Discuss physics of skiing.

•  �Affective: Connect skiing to personal identity, 
lifestyle and relationships.

•  �Physical: Refine techniques for sharper maneuvers 
and precision.

For adults:

•  �Cognitive: Share nuanced technical refinements. 
Reference muscle groups. 

•  �Affective: Related skiing to professional and family 
life.

•  �Physical: Focus on balance, strength, and form.

The C.A.P. model offers a helpful and adaptable 
framework. Instructors can adjust their approach to 
meet the cognitive, affective, and physical needs of 
students at different ages and levels.

Conclusion:

You can start to involve AI in your study and 
development, just as we are beginning to train AI to 
better answer members’ questions, beyond the limits 
of a webpage FAQ. The key is to start to familiarize 
yourself with the tools, to get comfortable writing 
prompts, and to start to dive down the rabbit hole of 
information. 
AI isn’t perfect — the tools are just beginning to 
understand our sport, but they are also really intuitive 
when helping us to personalize our understanding. 
Look for more use of AI from Central in the coming 
months, as we employ the tools to help improve your 
membership and educational experience. 

*�with input from CHATGPT and CLAUDE, 
Artificial Intelligence websites.

Robots continued from page 8
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(Doesn’t this 
make you wonder 
“what happened 
in 1983 and 
1985, that so few 
members joined, 
or left, from those 
classes?) 

Using “Join Date” and “Birthdate,” we can subtract 
the number of years someone has been a member from 
their current age, and arrive at the age of our current 
members when they joined. While the distribution is 
fairly broad, the “peaks” indicate that we do our best 
recruiting among 16-21-year-olds, and again among 
41-49 year olds. This makes sense. 

We can pay attention to this data when we engage in 
membership drives, and as we develop policies around 
membership gaps and reinstatements (you might be 
surprised by how often we are approached with 20-
year reinstatement requests, but the data supports the 
experiences of our member services team). Resorts 
can certainly pay attention when recruiting for 
staff– knowing the prime time to convert a prospect 
from being a “customer” to being an “employee” can 
improve the success rate of your recruiting efforts.  
They can send emails to 17-year-olds saying “You can 
still get someone else to pay for your pass.” They can 
send emails to 40-somethings saying “Kids won’t ski 
with you anymore? We’ve got your crew.” In both 
instances, they are letting data and trends drive their 
recruiting. 

Not everyone is a “data junky,” and the information 
presented above may come across as mere numbers 
and statistics, not nearly as compelling as forces and 
skills. Still, for those of you who are interested in 
our own demographics, and knowing what we are 
doing about growth in the organization, this type of 
information may be downright fascinating. 
1. �https://www.nytimes.com/interactive/2018/08/04/upshot/up-birth-age-gap.html

•  �The need, or retention, of students, is driven 
by the quality experience that instructor and 
education staff member provide. 

Unlike a pure symbiotic relationship, Snowsports 
Schools can function without PSIA-AASI, often 
utilizing PSIA-AASI certified instructors in trainer 
capacities and PSIA-AASI educational material. While 
non-association with PSIA-AASI may provide short-
term gains, the long-term gains may not be as positive, 
specifically regarding quality and industry networking. 
PSIA-AASI’s relevance relies on participation from 
Snowsports instructors and Snowsports schools. 

To stay relevant, PSIA-AASI continually works to stay 
on the cutting edge of Snowsports school education 
by creating proactive content, working with industry 
leaders, and most importantly applying membership 
input. PSIA-AASI’s relevance is also based on achieving 
the desired outcomes of members, and member 
schools. To maintain relevance for all involved, I 
challenge all members to do the following:

•  �Review and explore the opportunities available on 
the PSIA-AASI web site www.psia-c.org 

•  �Make sure to fill out surveys.

•  �Contact your board representative with questions 
and issues. If the representative cannot provide an 
answer he/she will be able to direct you to the right 
person (Board of Directors’ information is available 
on the web site, www.psia-c.org, or in the Central 
Line magazine).

•  �Read Board of Director candidate’s biographies and 
vote. The percentage of Central members that vote is 
extremely low for such important positions.

•  �Run for a Board of Director’s seat.

•  �Create and engage in dialogue that creates positive 
outcomes. This could include writing articles for 
Central Line and or 32 Degrees magazines.

Happy trails and stay relevant amigos.

Bradferd Miller is Alpine, Telemark and Nordic 
Level III Certification and is a Central Region  
Education Staff Member

Membership continued from page 4 Relevance continued from page 5
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Phillip Howell enjoys the 
Central Line Magazine.

ls this your last issue?
Renew your membership at thesnowpros.org.


