
Let no vandalism of avarice or neglect, 

no ravages of time, testify to the present 

or to the coming generations, that we 

have forgotten, as a people, the cost of a 

free and undivided Republic.    

~John A. Logan 

          Thank You U.S. Navy Sailors 

SHAPE:  A Model in Health Care Reform  

The nation has been abuzz with 
talk on health care reform since 
President Obama presented the 
bill as a platform during his Presi-
dential campaign.  Now that the 
Health Care Reform bill has been 
passed, the buzz continues.  How-
ever, one interesting component 
of this bill that has drawn little 
attention is the six wellness based 
provisions. Three of these provi-
sions directly apply to SHAPE. 
These provisions are as follows: 

Technical assistance to en-
hance evaluation of workplace 
health promotion programs 

Regular, periodic surveys on 
workplace health promotion rele-
vance and components 

Allowing employers to em-
ployees a premium discount of up 
to 30% for positive lifestyle prac-
tices or participation in health 
promotion programs. 

Although most of the discussion 

on the health care reform bill 
revolved around health care costs 
perhaps this would not have oc-
curred if individuals were able to 
maintain overall wellness through 
prevention. SHAPE is unique in 
that it enables the individual to 
establish and develop health and 
wellness practices within the 
workplace.  As most of an em-
ployeeôs daily hours are spent at 
the workplace, it is only sensible 
that employers establish programs 
that assist employees with improv-
ing their health through preven-
tion based practices.   

Research in fitness and physical 
activity has demonstrated repeat-
edly the importance of participat-
ing in regular exercise in order to 
improve cardiovascular health, 
body composition and lower the 
likelihood of developing certain 
typeôs disease and illness.  Unfor-
tunately, heath education and 
promotion has not been success-
ful in establishing best practices 

 

May 2010  

Volume 2, Issue 5  

The Dispatch 
Special points of 

interest:  

SHAPE: A Model in 

Health Care Reform 

Exercises of the 

Month (Easy enough 

to do at home) 

Take our Newsletter 

survey!  

SHAPE Group Exer-

cise Schedule and 

Upcoming Events 

Inside this issue:  

SHAPE: A Model in 
Health Care Reform 
(cont.) 

2 

Exercises of the Month: 
Drop Alternating Lunge 
and Pillar  Bridge with 
Arm Lift 

3 

SHAPE Group Exercise 
Schedule and Upcom-
ing Events 

4 

  

Andrew Doria, 1775-1777 

USS Constitution ñOld Ironsidesò,  

1798-2010  

within communities and the 
workplace.  The US Navy is how-
ever doing just that; establishing 
the best practice within the work-
place to improve quality-of-life of 
their service men and women.    

The Navy CNIC fitness program 
created SHAPE (Senior Health 
Assessment Program Enterprise) 
which has transformed how fit-
ness training is administered, 
from hiring dedicated and quali-
fied trainers with degrees and 
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SHAPE fitness specialist so she 
has been on both sides of this 
issue. Here are Erinôs thoughts:   

The SHAPE program is open to 
active duty sailors 40+. Individual 
sailors do not pay for this service, 
the Navy provides it. A typical 
work week for me entails: 20-30 
hours of one-on-one or group 
training, 3-5 hours of group 
classes, 5 hours of coaching (e-
mails, phone calls), 5 hours re-
search/preparation/
programming. During a week, I 
am in contact with 40-80 people. 
My paycheck does not come via 
commission, nor do I receive less 
money if I happen to have 5 cli-
ents out sick. I receive a monthly 
salaried paycheck. Within the 
SHAPE model, I continue to 
promote and market, but without 
the stress of selling.  This model 
allows me to effectively reach out 
to potential participants and 
clients and sell the program from 
a health perspective as opposed 
to a profit based model.  Client-
centered programs like SHAPE 
create an atmosphere that is open 
and genuine.  Eliminating the 
discussion of rates and fees estab-
lishes a relationship based on the 
potential clientsô needs, not the 
trainers need to make a living. I 
love my job because I enjoy help-
ing others improve their lives 
through fitness, health and over-
all wellness. I believe the Navy is 
sincere about improving sailorôs 
lives through SHAPE. This is one 
of the main reasons we have had 
such great success with the pro-
gram. I understand this is in a 
military setting, but why canôt 
other companies invest in their 
personnel like the Navy is model-
ing? After working in a commis-
sion-based fitness facility I find 
my job working with SHAPE 
much more rewarding. I get to do 
what I love without the stress of 
having to ñsellò it to others. I now 
sell the idea that the Navy wants 
this for you so they are providing 
it as a service to enhance your 

quality of life. 

The Navy is ahead of the fitness 
industry by realizing that those 
who want to improve lives do not 
want to ósell this conceptô, but 
rather genuinely give it.  I thor-
oughly enjoy my job because I 
sincerely love to see my clients be 
ñgivenò the gift of health and fit-
ness through SHAPE.  

The passing of the new Health 
Care Reform bill and the inclusion 
of the six wellness based provisions 
demonstrate that the government 
is attempting to invest in preven-
tion based practices by encourag-
ing employers to promote wellness 
within the workplace.   This is 
further evidence that some of the 
responsibility of an individualsô 
level of health and fitness falls on 
the employer.  

Participants of SHAPE have made 
great strides towards improvement 
of their overall health, from in-
creased strength, flexibility and 
cardiovascular fitness to an 82% 
increase in work productivity.  
This is evidence that workplace 
wellness programs affect the indi-
vidual and the organization.  Em-
ployers that provide wellness pro-
grams will not only see increased 
work productivity and healthier 
employees, but also an increase in 
company affinity and workplace 
morale.   As one  soon to retire 
SHAPE participant stated, ñ...the 
SHAPE program is the best gift I 
have been given by the Navy.ò 

SHAPE is taking the lead by creat-
ing opportunities for employees to 
achieve better overall health and 
fitness.  Indiana University is a 
proud contactor of this program 
because it employs fitness specialist 
majors who are eager to work with 
organizations who want to provide 
health and fitness services to their 
employees. The Navy is doing the 
right thing and IU applauds and 
supports their effort to bring a new 
model to the health and fitness 
industry that works. 

credentials to how the service is 
offered. For instance, most com-
mercial fitness facilities offer one-
on-one fitness training on a com-
mission basis. With this method 
the client pays per hour or per 
package. This process establishes 
an environment which is driven 
by profit. Profit motives can im-
pede the outcome of enhancing 
healthy living as it can be per-
ceived by clients as not being 
ñgenuine.ò  Is a Personal Trainer 
most effective in regards to moti-
vating and helping their clients 
when profit is the motive or when 
improving long term quality-of-life 
is at stake? 

Commissioned trainers under-
stand the pressure of making sales 
goals, client goals and receiving 
inconsistent paychecks.  Research-
ing client needs, scheduling cli-
ents and selling oneself to attract 
new clients are constant realities, 
and often not consistent with 
their training as fitness profession-
als. Many good trainers leave com-
mercial settings because of lack of 
sales skills. Professional demands 
should focus on reaching people, 
enhancing lives and making a 
difference both on an individual 
and community level.  However, 
the pressure of selling changes the 
focus from the client to profit. 
This focus puts Personal Trainers 
and clients in the wrong mindset 
from the get go. Health and Fit-
ness professionals have a passion 
for helping people reach their 
goals. Seeing a clientôs self esteem 
soar when they achieve something 
they thought was impossible, this 
is what motivates professional 
trainers, unfortunately it doesnôt 
pay bills and thus the conflict is 
sustained.   

To get a better idea of a fitness 
professionalôs viewpoint o this 
paradigm shift, Erin Hauch, 
SHAPE Fitness Specialist in Pearl 
Harbor gives an account of her 
thoughts on this topic. Erin has 
personal trained in a commercial 
setting prior to becoming a  

Q&A from SHAPE Q&A from SHAPE Q&A from SHAPE    
Personal Trainer Personal Trainer Personal Trainer    

EvaluationsEvaluationsEvaluations   
   

Q.   Do you believe your ex-

perience with the SHAPE 

program impacted your 

work productivity? 

A. 82.4% Yes 13.2% No 
 
Q. Has the experience with 

SHAPE influenced your 
family? 

A.   56% Yes 33% No 
 



  Drop Alternating Lunge 

We would like to know how to better serve youé. 

Please fill out our Newsletter feedback 

form! 

Ask a SHAPE Fitness Specialist for 

more  

information! 

Exercises of the Month (Easy enough to do at home)  

SHAPE Newsletter...  

Thanks Brady! Brady Singleton is a Fitness Specialist in San Diego, CA. 
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Pillar Bridge with Arm Lift 

Preparation: 
Begin with feet shoulder width 
apart with engaged torso. 

Movement: 
Reach one foot across and behind, 
square the hips forward and lunge 
down.  
 Maintain weight primarily on the 
lead leg with the chest up, torso 
engaged, and hips back.   
You should feel a stretch in the 
outside of both hips. 

Preparation: 
Begin in push up bridge position 
with hands  on the ground with 
narrow hand placement. 

Movement: 
Alternate reaching up and out with 
arms.   
Hold 2 seconds each.   
Keep shoulders and hips square to 
deck with arm reach. 


