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Getting Started- Advice from the front lines about getting off the ground

The decision to start a fencing club comes from love of the sport.  Reasons for opening a club may range from the desire to teach, to the desire to simply have a club nearby.  There are many varieties of fencing clubs.  Types range from school clubs and university clubs to professional clubs.  A club may be a small after-school gathering, a family, or a business.

Debbe Ross of Isle of Wight Fencing writes, “Personally, we began as an answer to a 90 minute commute each week, as there were no clubs around here.”

For brand new clubs, Debbe suggests “going to different schools who may offer space at no charge to fledgling clubs, and charge small fees to members to pay for the insurance costs.”

Charles Bosco of Salle D’Armes Bosco writes, “I started my Salle by giving fencing courses at a local recreation facility.  I made an arrangement with them.  I would give them 30 percent of whatever I charged.”

Once Mr. Bosco had developed a group of serious fencers he began to rent space from a local karate club, while continuing some beginning courses at the recreational facility as “fencing appreciation,” and also to attract more serious members while getting paid.

Henry Fiorentini of Blade Masters also started off small, at a local Junior High.  Read his complete account “How One Club Got Started,” for details.

Helpful Hints- Ongoing advice for continuing club operations

The following section is a compilation of advice and suggestions offered to us by member clubs.  For a personal account of starting a club, please read Henry Fiorentini’s text with accompanying information.

Advertising

Once you decide to open your club, the next step will be filling it with fencers.

Debbe Ross offers this advice for a school club “get together a taped ‘demonstration’ to be viewed by the PE classes.”  More interest may be awakened after an audience has actually seen the sport in action.  Henry Fiorentini gave a similar presentation (live) at a school open house to gauge interest in the fledgling club.  Mr. Fiorentini also suggests going to local businesses for sponsorship.  Theses businesses may agree to donate funds for space on your brochure.

Weapons

If your club is just starting off, you may want to focus only on one or two weapons rather than all three, particularly if your coach has a focused area of expertise.  Larry Pinkus of NIH R&W FC suggests “focusing on one weapon still affords a club the opportunity for growth.”

When the club has attained a level of interest that warrants expansion, other weapon’s programs may be added.

Equipment

The majority of clubs that responded to our inquiry required that members purchase at least a portion of their own equipment.  Mr. Fiorentini requires that students purchase their own Glove & UAP (under arm protector), and rents them the mask, foil and jacket.  Mr. Pinkus tells us, “We require all club members to either own or rent their own equipment (from us).  This is a small source of additional income.  We have found that people who own equipment are much more likely to continue in the sport and return to the sport.  We negotiate discounts on equipment with certain fencing suppliers and pass some of these savings on to our members to encourage them to buy and maintain their equipment.”  

Scoring Equipment

Starting clubs may find the cost of scoring equipment prohibitive.  This need not prevent your club from starting!  You may find it easier to start “dry” as Mr. Fiorentini suggests, without electricity.  If your members are beginners they can learn the concepts without the electricity.  As your membership and funding grows electric equipment can be purchased.  Scoring equipment may also be shared among clubs for the sake of holding tournaments.

Coaches

To attract coaches, and also keep them, it may be a good idea to allow them to function as independent contractors where private lessons are concerned.  Many of your members may be interested in taking private lessons if that option is made available.  For lessons at your club, you may need to pay the coaches as employees if you are providing space and direction.  Tax accounting for contractors is tricky.  The IRS has a 20-factor test that it uses to determine whether or not someone is an employee, or an independent contractor.  We have included a copy of this test in the Forms folder on your CD ROM.  You will want to make sure that you are following these guidelines.  A good source for all types of tax related and small business information is the IRS website www.irs.gov.

Coaching Education

The background of your coaches will contribute to the success of your club.  One of the best opportunities for coaches to attain credibility is by attending the annual USFA Coaches College, held in Colorado Springs. This college, run by Director Alex Beguinet of Duke University, offers instruction to coaches in three week long sessions. As coaches complete the various levels of instruction, they are tested and awarded certification for a passing grade.  The mission of the Coaches College is to provide a professional fencing education and preparation program which includes various pedagogical philosophies, theories and training methodologies. The curriculum of the Coaches College reflects a national and international eclectic body of fencing knowledge and is designed to encourage fencing coaches to develop their own unique and individual coaching based on a strong educational foundation.  The college is generally held in late July and early August.  

For more specific information about the college, please contact Director Alex Beguinet at: 919-967-1205 or at: alexusfa@aol.com.

For further general information on coaching, clinics and accreditation, please visit the Coaching link on the USFA website www.usfencing.org.
Coaches Liability Protection

U.S. Fencing now offers general liability coverage for member coaches at no additional cost. This coverage is extended to all USFA sanctioned and non-sanctioned fencing events/activities.  As a member coach, you no longer have to purchase this coverage separately. This coverage is provided to you as an added benefit of your membership through USFA.
This is a significant enhancement to the existing policy for member coaches. Prior to this development, each coach desiring a Coach General Liability policy was charged $165 by the insurance company. That coverage is now free of charge to Coach members.

Practical Business Advice- For new & existing clubs established as businesses.

Starting a business

This section is meant to give some insight into the set up and continued operation of a club as a business.  Obviously, not all clubs will be set up in this way and may not necessarily need to review this section.  However, for those who are planning to open up a club as a business, please read on.

Business Type Decisions

One of the first major decisions you will need to make as the owner of a club, is how you will set up your club as a business (sole proprietorship, partnership, corporation, or limited liability company.)  Each will have its own advantages and disadvantages and will take some thinking on your part.  In general, there are five factors that will take part in your decision:

1) Legal Liability- Can you alone afford the possible risk?

2) Tax Implications- How can your tax burden be minimized?

3) Start Up Cost- The cost of incorporation vs. the lower cost of a sole proprietorship.

4) Flexibility of Ownership- Who will have control over business decisions?

5) Future Needs- Who will the business go to when you retire, die or sell?

The table below outlines how these five factors relate to each type of set up.

	Type of business
	Legal Liability
	Tax Implications
	Start up cost
	Flexibility of Ownership
	Future Needs

	Sole Proprietorship
	You are personally liable for all business debts
	Only limited tax savings
	Inexpensive, but long-term financing may be difficult
	You have full control over all business decisions
	Your injury or death may threaten your business’s future

	Partnership
	Both partners may be held personally liable
	As above
	A bit more expensive to establish, but easier to obtain funding
	Each partner is bound by the actions of the other
	Loss of one partner may threaten the future of the business.  Also may be difficult to dissolve partnership

	Corporation
	Only the business is held liable
	Profits are subject to dual taxation.
	Large start up expenses and legal formalities
	Ownership is in the hands of the share holders
	Future of the business not contingent on life or health of owners

	Limited Liability Company
	Personal assets are protected from business litigation (in theory.)
	No dual taxation.  Some tax advantages may be possible
	Set up requires legal assistance
	Number and nature of owners is unlimited
	As above provided there is more than one owner


The above categories do have some variations that we will not go into here. For more specifics on set up types, see the recommended reading list.  The important thing to consider is which set up will be the best fit for you and for your club.  The above factors are a good guideline however you should also take your own personal and financial situations into consideration.

Special Note on Non-profit Organizations

Clubs may bet set up under section 501(c)(3) as non-profit organizations in order to relieve the owners of tax liability.  This is an option if your club meets all of the IRS requirements and will be run as an ongoing business.

If you decide to set your club up as a non-profit organization, you should be aware of some of the implications.  To begin, the requirements for such organizations are strict.  In order to obtain the tax-exempt status your club will need to submit a detailed application to the IRS with several supporting documents.  One of the IRS requirements prohibits any part of the organization’s net earnings from benefiting any person having a personal and private interest in the activities of the organization.  This means that the earnings cannot be distributed to the owners or members of the club.  The owners will therefore have to draw a salary as would any other employee.  Furthermore, if your club will engage in any business, such as selling products or services, the exemption may be denied.  If your club is interested in this option, you should obtain Publication 557 from the IRS and read it thoroughly.  You may also want to seek the advice of a professional accountant and/or attorney to assist in filing the application and the yearly returns.

For each of the above categories, there are different set up requirements.  What follows is the basic requirement to set up each business type:

· Sole Proprietorship or Partnership- Register the name of your club with your state’s department of revenue.

· Corporation- Write and file your articles of incorporation (legal assistance may be necessary) with your secretary of state.  There will be a fee associated with this.

· LLC- Write your business’s operating agreement (legal assistance may be necessary) and file with your secretary of state.  Again, there will be a fee to do this.

State and Local Government Details

Regardless of which type of business you will establish, there will be many details to work through with your state and federal government.

The following is a list of things you will need to do to remain in government compliance:

· Register your business name so that no other business will be able to use it.  Contact your state’s Department of Revenue or Secretary of State for details.

· Register your trade name (if applicable) with your state government so that no other business will be able to use it.

· Contact your state and local government to determine if you will:

· Need a license for your club’s operation

· Need a permit for your club’s operation

· Need a certificate of occupancy for your club’s location

· Obtain a federal EIN (employer identification number) from the IRS.  Do this by sending in a form SS-4 (included in the Forms folder on your CD ROM.)  You may also apply by telephone or online at www.irs.gov.
· Contact your Department of Revenue to determine how and when you will need to pay federal and state estimated taxes.

· Determine corporate income tax obligations (if applicable)

· Register to pay state sales and use taxes if your club will be selling merchandise of any type (Department of Revenue.)

· Obtain a state sales tax license (Department of Revenue.)

· Determine property tax obligations (if your club will own it’s place of business.)

Employees

If your club will have employees, you will need to make sure your club meets state and federal reporting requirements.  Please see the Recommended Reading Section for some books on basic business reporting.

The following is a list of issues and duties that you will need to be aware of:

· Make sure your club registers with your state Department of Revenue to withhold state and federal income taxes for your employees.  You will also be required to file quarterly reports including the amounts withheld.

· Register to pay Unemployment Insurance taxes with your state Department of Labor.  You can generally do this online.  You will receive a number that you will use on your reports.  You will be required to file quarterly reports including the amounts paid for unemployment insurance tax.

· Obtain worker’s compensation insurance coverage (if you are required to do so by law.)

· Develop a personnel policy that conforms to state and federal labor laws.

· Make sure your club is in compliance with the U.S. Department of Labor/OSHA regulations.

* If your club is large enough to warrant it, you may consider employing a payroll service, to process your payroll and file your unemployment insurance and state and federal withholding returns.  This saves you from having to file quarterly withholding reports yourself, and from having to process and send W-2 forms on your own.

Club Funding

If you do not already possess the funds needed to start your club, you may need to review the types of funding available to you.  Before you approach a lender, you should be aware of what types of funding that lender can provide.  You should also have in mind a detailed estimate of how much money you will need to start your business.  It will be helpful if you have drafted a business plan for your club.  A business plan is a detailed explanation of your business operations and financial projections.  A good business plan will illustrate how your business will be profitable.  See your reading list for some books on creating business plans.

Whether or not the lender offers the loan will depend upon how likely it is that you will able to repay the loan, in the lender’s view, as well as how strong your business or management background appears to the lender.

The traditional types of funding involve debt or loans.  Alternative funding comes in the form of equity financing.  Debt financing comes from lenders such as banks and generally requires some form of collateral as well as other assets to guarantee the bank will get its money if your business fails.  Equity financing comes from venture capitalists or investors.  Equity financing does not usually require collateral, but will require a certain level of performance within a certain amount of time.  Most investors will want a major stake of the ownership and a say in the operations of the business.  If those requirements are not met, the owner may lose the business to the investor.

There are of course other types of funding.  The following is a list of other options you may want to look into for obtaining start up capital:

· Banks, Credit Unions or Loan Companies- For small business loans, lines of credit, or letters of credit

· Family & Friends or Private Investors- For start up funding and capital.

· Government Loans or Grants- SBA (Small Business Administration) Loans or Microloans (usually $10,000 or less) through private-sector lenders.

· Private Grants- Visit your local library for a list of grants.  There is a wealth of grants available to organizations for youth and societal development.

Club Accounting

Introduction

Every business large or small should have some method of accounting for receipts and payments.  Whether that method is a check register or accounting software, it is very important to keep a record of money coming in and going out of the club.

That said there are two types of financial controls that you need to consider.  The first set of controls safeguards the actual funds the club has.  Examples of this type of control are: keeping the funds in a checking and/or savings account, requiring your signature on checks written on the club account, reconciling the bank statement each month when it arrives, depositing checks and cash promptly after receipt, etc.   The other type of control is meant to document the nature of receipts and expenditures, which will assist you in preparing tax returns and financial statements.  

Cash

Cash is the most basic form of funds.  Unfortunately, accepting cash does carry a certain amount of risk.  Cash can wander off, be picked up, borrowed, mislaid and, once you have it, difficult to figure out where you got it or where it went.  For this reason, you should make sure your club uses a lockable cash box or cash register at all club events or practices at which cash may change hands and one person should have full responsibility for the cash box at all times.

At a tournament where entry fees are collected in cash, the entry form or list should clearly indicate how much each fencer paid and whether it was cash or check.  At the end of the tournament count the cash on hand and reconcile it to the total on the entry forms or other documents.  It is also a very good idea to give a written receipt for any cash that you accept.  This will make your record keeping easier, and it will give the fencer proof of payment in case the cash is misplaced.

Try to make it a practice never to pay out cash at a tournament.  If payments need to be made for the site rental or fees, write checks.  That way, you will not wind up short in the cash box, wondering who did or did not get paid.  If cash absolutely has to be paid out, make the person receiving it sign for it.  Cash receipt booklets can be bought at any stationary store, or just have them sign a piece of paper listing their name, the amount they are receiving, why and the date.  If the person comes back at the next tournament and says they are still owed money, their signature on a cash receipt says differently.  If they did not sign a receipt then it is their word against yours.  

The less time the cash is in personal custody the less chance that some of it will go astray.  If your club customarily cashes a check to have change for a tournament or other event, do that just before the event and include that amount in the cash box reconciliation form before you start.

Checks

Most clubs will find it useful to have a checking account in the Club’s name.  The checks and deposits form the basic financial records of the Club.  Checks as a form of payment are the easiest to track and record.

Opening a New Account

If the Club uses a checking account it should be a business checking account in an established bank.  Try to get an account that pays interest if at all possible.  Some banks will charge reduced fees or waive some rules for community service organizations or school clubs.  The forms that the bank will require from your club will include: a signature card, to document who the owners of the organization are and who has the authority to sign checks against the account and a valid State I.D. card.  

Generally the club owner will have signature authority over the checking account.  If the owner will not always be available, there should be at least one other club representative on the signature card as backup.  

Taking in Checks

To simplify the process of accepting checks, a stamp can be made up to endorse the checks you receive immediately upon receipt.  The stamp should read something like the following:

FOR DEPOSIT ONLY

ACCT. # XXXXXXX

YOUR BANK NAME

The stamp should go to tournaments and other events in the cash box.  As a check is accepted, stamp the back of it and mark the entry form as paid.  This immediately signs over the check to the club account so that when the checks are taken to the bank they can only be deposited into the club’s account.

At an event or tournament there should be written evidence of how much money was in checks and how much was in cash either recorded on the entry forms or on a list of participants.  At the end of the event, count how much money should be in checks and balance that against how much there actually is in checks.  This information is needed for the deposit slip.  Cash and checks go directly into the account as soon as possible.

Bounced Checks

Most of the checks received will clear without any problems, but someone will inadvertently bounce a check to you because of an infinite number of good reasons.  A phone call to these people will usually correct the problem within a day or two.  Every club will have a couple of people who bounce checks repeatedly and have to be pursued to make good on them.  Clubs should have a published bounced check policy that makes reasonable allowances for honest mistakes, yet discourages the chronic bouncer.

When a check is returned for insufficient funds, the person who issued the check needs to be contacted immediately.  The person needs to be informed either with a phone call or a letter that they need to make good on the check and reimburse the club for the bank fees charged by its bank by a specified date.  Once that date passes and the person has not come forth with the funds (including the bank fees) they should be notified that the club is putting them on their “Bad Check” list.

The “Bad Check” list should be on hand at the club cash register as well as at every tournament, and anyone whose name appears on the list should NOT be permitted to enter the tournament until they have cleared the amount due to the club.  For a repeat offender an additional fine can be levied.  The person can also be required to pay with cash, a cashier’s check or a money order to enter future events.  Stick to the policy exactly as written; make no exceptions.

Checking Account Controls

Always use checks in numeric order.  If a check is missing, it should be noticed right away.

If a check has to be voided, write “VOID” across the face of the check, cut out the signature block, or punch holes in the check so that no one can inadvertently cash it.  Hold onto the voided check and file it with your monthly bank statement that you receive from the bank so there is a record of what happened to that check number.

It is not a good idea to “borrow” funds against your club’s business checking account.  This blurs the line between your personal and your business funds and can get you into trouble with the IRS.  It is best to make a record of why the funds are being withdrawn, and to make sure that it is for business purposes.  For your own compensation, it is best to pay yourself as you would any other employee.  It is a good policy to require any check payable to one of the check signers be signed by at least one other authorized check signer (i.e., the payee and the signer should never be the same person).

Record every check and every deposit as you make it in the exact amount.  Keep a copy of the supporting documents (the cash box form you used to tally the deposit or the bills you paid from).  Keep all the documents in chronological order in a notebook or file folder so they can be located when they are needed.

Run all financial transactions through the checking account.  This means depositing all cash receipts untouched, and writing checks for all expenditures.  Then any cash coming in or going out will show up in the bank statement.

Savings Account

If your club regularly has “excess” funds, consider opening a savings or money market account or depositing the funds in a Certificate of Deposit.  This will allow the unused funds to collect interest.  If your club will need access to the funds, you should try to open an account that will not penalize your club for early withdrawals.

The Club’s Financial Statements

The easiest way to track the clubs’ financial activity is to set up a spreadsheet either on a computer or in a ledger.  Each time a check is written, start a row with the check number and enter the amount of the check in the appropriate column.  When a deposit is made, enter the date of the deposit in the next available row and enter the amount in the appropriate column.   When a financial report is needed, total the columns.

Depending on how extensive your clubs record keeping will be and your club’s financial situation, you may need to generate financial statements periodically.  There are many software programs available that can assist with record keeping.  Should you decide to purchase one of these, it would be a good idea to research the product first.  For example, try to find out what other consumers have said about the product, whether or not it was user-friendly, etc.  Also make sure that the scale of the product will suit your needs.  If yours is a small business, you make not need a large scale accounting system.  

Categories of a Financial Statement

Revenues (Income on the income or profit & loss statement)

The following is a list of possible revenue items that your club may include on its income statement.

Club Dues

Fees the clubs charges for lessons or membership.

Entry Fees

Tournament fees collected by the club.  Report these fees in total (Gross versus Net).  Tournament expenditures will be reported separately.

Interest Income

Interest earned on bank accounts or certificates of deposit held in the club’s name.

Sales: Brochures, Decals, Etc.
Revenue for the sale of items at the club.
Other

Any revenue received that does not fit into one of the above categories.  The source of these entries will have to be explained.  Examples: Advertising in a Club Newsletter, miscellaneous fundraising events.

Expenditures (Expenses on the Income or Profit & Loss Statement)

Rent or Mortgage Expense

If your club has a physical location other than your basement that it pays to occupy.

Equipment Expense

Scoring machines, strips, weapons.  Also all costs of securing or repairing equipment.

Insurance Expense

If your club purchases accident or liability insurance, or property damage insurance.

Printing Expense

Paper, banners, advertisements, miscellaneous office supplies, photocopying fees, expenses for producing newsletters, announcements, ballots, etc. 

Web Hosting Expense

If your club pays for web hosting services or for website management.

Postage

Cost of distributing mailings, newsletters, etc.  

Telephone

Monthly phone bills including local service & long distance.

Medals, Trophies, Engraving

Cost of awards presented by the club to tournament participants or volunteers.

Competition Expense

Cost of holding a tournament, including site rental, fees for armourers, officials, permits or bonds required for the event, decorations, transporting of club equipment or rental of equipment, etc.

Bank Charges

Fees levied by the Bank for maintaining an account.  Include bad check charges here.

Other or Miscellaneous Expense

Any expenditure that does not fit into the above categories.  Be ready to describe these items in detail.  Examples: expenses for a fund-raising event, cost of producing T-shirts or other souvenir items not considered competition expense, etc.

Tournaments

This section was written originally by Susan Shipherd for a division manual.  It was edited by Shawn Schippnick and again by Carla Mae Richards in 2002.  Having found its content helpful, we have adapted it again for this guide.

Equipment

The indispensable element needed to hold a fencing tournament is a group of competitors. Notice of time and place where the tournament is to be held as well as entry requirements, operating & safety rules and any special conditions should be available to all members of the clubs well in advance of the date.  For a USFA Division sponsored tournament proper and acceptable attire must include a plastron (an underarm garment), full jacket, glove and mask in good condition.  For electrical events, fencers must have a minimum of two working weapons and two body cords.  

Registration

If your tournament will be held at your club, it may be easiest to use your cash register or cash box area for tournament registration and payment.  However, if it will be held offsite, the registration area should be in clear view, with a locked cash box.  You may find it easier and more convenient to allow pre-registration at your club.  Pre-registration will help you to avoid long lines on the tournament days, but you must make sure that you are keeping a record of who has pre-registered and you should give those who choose this option a detailed receipt for their registration fees.

Bout Committee

If possible, a meet manager/Bout Committee Chair should be assigned for each competition.  This person is responsible for running the entire event, from unlocking the doors in the morning to locking them at the finish.  This person should have others (the rest of the Bout Committee) to help him or her; at least one person in charge of setting up equipment and strips and one person to take registration and entry fees.  The meet manager should ensure that he or she has available registration forms, plenty of score sheets (the USFA web site has all types of score forms available for download), pencils, seeding cards, a final results sheet, a USFA Rule Book, USFA penalty sheets and a first aid kit.  He or she must know how to summon emergency assistance, which usually means having the appropriate telephone numbers available and knowing where the nearest telephone is.  The Bout Committee members should have at the very least a working knowledge of the rules.  

Formats

The format for the competition should be included in the tournament information sent to the competitors or clubs.  

If there are more than 30 fencers in one event a direct elimination/repêchage system, used at the national level, is an option.  This format will not save time.  It will require more directors at the semi-final and final levels.  It requires rigorous attention to detail by the organizers throughout seeding and the event.  A variation on this option is a direct elimination system without repêchage, the standard format at many local and Divisional tournaments.

* If your club will hold a division qualifying competition:

From the US Fencing Operations Manual (2002 Edition):

(9) The qualifying competitions are considered the first rounds of the National Championships themselves.  The formats used in qualifying competitions are:

· by pools throughout; or

· by any format specified in the current Athlete Programs Handbook except any format with first round byes.

(10) The Board of Directors may set aside the results of any qualifying competition which does not conform to the rules and require that the qualifying competition be rescheduled, designate the qualifiers from that division or section, or require that some or all of the contesting fencers compete in a special qualifying competition held at the site of the National Championships on the day before the National Championships competition is scheduled to be held.

Seeding

A seeding card should be prepared for each fencer in the competition.  These are normally standard 3”x5” index cards with the fencer’s name, club affiliation, and classification entered along the top.  Any other information useful in determining the relative strength of the fencer (national ranking, previous tournament results, etc.,) should also be entered.  Create four columns on the card headed “Round #”, “V/B”, “TS-TR”, and “IND”.  Read pages 54-65 in the Rules for Competitions portion of your rules book.  Once this is done, the cards should be arranged into a “deck” in order of strength, with the number one seed (the strongest fencer) placed on top.  The cards are then laid out in a “snake” or “S” pattern.

	POOL #1
	POOL #2
	POOL #3

	1
	2  
	3

	6
	5
	4

	7
	8
	9

	12
	11
	10

	13
	14
	15

	18
	17
	16


Look at the layout and check that there are not two or more members of the same club in any one pool.  If so, they must be separated as much as possible.  Any changes that are made can only be made along the same horizontal line or to a lower line.  Have someone else check the layout to confirm it.  If there are pools that have two members from the same team pull these fencers and list them on the score sheet so they fence each other first.  Take the remainder of the cards, shuffle them and list their names randomly on the score sheet.  After the score sheets are completed, keep the cards in the appropriate pools, which will speed processing once pools are completed.

From the 2002 FIE Rule Book:

o.19 After the pools, a single general ranking will be established of all the fencers who have taken part in the pools, taking account, successively, of the indices V/M, HS - HR, HS.

(V = victories; M = bouts; HS = touches scored; HR = touches received.)

(Enter every fencer’s “V/M”, “HS-HR”, and “IND” data on the card as soon as the score sheet comes in.   This information will be used to arrange the card deck to seed subsequent rounds.)

A summary classification table shall then be made in the following way to determine seeding into the next round:

(a) The results written up on the summary table will be added up to ascertain the two indices required.

(b) The first index, for the initial classification, shall be obtained by dividing the number of victories by the number of bouts fought, using the formula V/M.

(c) The fencer with the highest index (maximum= 1.0) will be seeded first.

(d) In cases of equality in this first index, and to separate fencers with equal first indices, a second index will be established, using the formula HS - HR, the difference between the total number of touches scored and touches received.

(e) In cases of equality of the two indices V/M and HS - HR, the fencer who has scored most touches will be seeded highest.

(f) In cases of absolute equality between two or more fencers, their seeding order will be decided by drawing lots.

(g) If this equality occurs where qualifying position for a Championship tournament is involved there must be a fence-off.

Should there be absolute equality among the last to qualify to next round there will not be 

a barrage, and the fencers with equal indicators will all qualify, even if they are in excess of the number decided on.

Withdrawal or Exclusion from a Pool Round

o.20 A fencer who withdraws, or who is excluded, is scratched from the pool, and his results are annulled as if he or she had not taken part.

The bout manager / bout committee chair should be conversant with the FIE Rules outlined above.  

Protests

A president of the jury’s decision on judgment calls such as right-of-way cannot be protested to the bout committee.  In many cases the bout committee needs only to check the rule to settle the protest on the spot.  When the situation is not clear-cut a meeting of the bout committee with a potential conflict of interest (e.g., protestor, protestee, official of the bout concerned, teammate of one of the above) should refrain from voting and abstain themselves when the voting is taking place.  If a fencer is claiming a violation of a rule that nobody has heard of, it is good practice to make it incumbent on that fencer to find the rule in the rulebook and then present his case.  Convening the bout committee will bring the tournament to a screeching halt, so having the committee fluttering through the rulebook looking for a rule that may not exist will only add to the delay.

If your club will hold USFA Division/Section sponsored tournaments:  

Please read this section carefully.
Classification Changes

Per the recent rules changes, a fencer can earn a classification at any event that is sanctioned by a division or section of the USFA, or that is sanctioned by the USFA National Office.  All other criteria for classifications still apply.  Please see the Athlete Handbook provided in the Documents folder of your CD-ROM for a Classification Reference Chart.  The reference chart lists the criteria necessary for a classification to be earned at a sponsored competition.  Note that Associate or Non-competitive members are not permitted to earn classifications at any competition level.  In addition, the Board has passed a motion to limit the classifications awarded at Youth competitions.  The following is an excerpt from the Board Minutes of July 6, 2003:

2. Motion regarding Youth Classification 

The original motion was changed to read as follows:

AMENDED MOTION: To allow classification changes for age restricted events U17 and below* at division, regional, and sectional tournaments only when they meet or exceed C1 criteria. 

* for clarification, U17 and below refers to U17 and younger (Youth 14, 12, 10, etc.). 

MOTION: THE BOARD APPROVED THE AMENDED MOTION UNANIMOUSLY.
Results

At the conclusion of the competition, there should be a form on which all the results are listed.    Next, check to see if any fencer has upgraded their classification: you can refer to the Classification Reference Chart to determine this quickly.  Send a list of the fencers who upgraded or renewed their classifications and a list of the final placements of all the competitors to your club’s Division Officers, who will in turn submit the changes to the National office so that the competitor’s records may be updated.

Membership Requirements

A competitor in any Division event MUST be a competitive member of the USFA.  Failure to rigorously enforce this rule could make your tournaments invalid.  Membership cards need to be shown at check-in at any Division or Section sponsored competition.  Fencers must hold a competitive USFA membership in order to be eligible to fence in any Division or Section sanctioned competition.  Associate or Non-competitive members are not eligible to fence in sanctioned competitions.  If such a fencer wants to compete, then an additional $10 should be collected and a membership application completed, noting it as an upgrade to a competitive membership.
Conclusion

Starting and maintaining your own club can be a challenging, but rewarding experience.  We hope that this guide has given you some direction while encouraging you to continue your own research.  Please review the recommended reading section for more information on the topics included in this guide.

The best sources of information for new clubs are current club owners, those who have had the chance to test their business models where it counts.  We would like to continue to update this guide with advice from new and existing clubs.  The more information you give us, the more helpful this guide will be.  That said, if you would like to contribute information, advice, or revisions to this guide, please do so to the following address:

US Fencing

Attn: Club CD Rom

1 Olympic Plaza

Colorado Springs, CO 80909

Or email:

info@usfencing.org 

Recommended Reading

“How One Club Got Started,” Henry Fiorentini’s account of his club’s beginnings.

The Art and Science of Fencing, by Nick Evangelista.  Recommended to us by Debbe Ross.

Business Plans Kit for Dummies (With CD-ROM), by Steven D. Peterson & Peter E. Jaret.  This book is good for those that need a business plan to obtain funding or that wish to create a structured plan for their club.  
Small Time Operator: How to Start Your Own Business, Keep Your Books, Pay Your Taxes, and Stay Out of Trouble, 27th Edition, Bernard B. Kamoroff.  A good book for all around business information if you are new to running your own business.

“Fitness Management Magazine,” recommended to us by Mark Masters of FAP

USFA Rule Book- Essential for clubs that will be holding tournaments.

USFA Athlete Programs Handbook- Easy to follow guide to USFA programs and tournaments.

American Fencing Magazine- Stories on top fencers and fencing issues, results, forms, and sponsors! 

Recommended Websites to Visit

www.usfencing.org- Register as a club member and have your club’s name and website link posted on our website.  USFA members can log on and link to your club.  This is also the place to find online registration for individuals, national competition information, etc..

http://www.askfred.net/- Many local events and results are posted here.

www.fencing.net- For news and chat in your fencing community.
www.irs.gov - The best site for information on tax laws, and tax forms.  The IRS also offers free instructional CD ROM’s and guides for small businesses.

www.sba.gov - Complete site covering starting, financing and expanding your small business. Addresses disaster assistance, legislation and regulatory fairness.

www.dol.gov - Department is charged with preparing the US workforce and insuring the adequacy of the workplace.  Visit this site to review employment regulations and policies.

www.osha.gov - Occupational Safety and Health Administration site. Includes news, statistics, publications, regulations, standards, and reference resources.
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