
Professional Ski Instructors of America 
American Association of Snowboard Instructors 
 

 
2002 Survey of Member 

Motivations and Satisfaction 
 

PART I - Qualitative Study 
 

Executive Interviews & 

On-Line Bulletin Board Discussions 
 

November 22, 2002 

 
 

Final Report 
 

 

 

 

 

 

 

Prepared By: 

Heimbach Research 

Boulder, Colorado 

 



2002 Survey of Member Motivations and Satisfaction TABLE OF CONTENTS 

Heimbach Research TOC - 1 

TABLE OF CONTENTS 

EXECUTIVE SUMMARY ........................................................................................................................... ES - 1 

Background ................................................................................................................................................ ES - 1 

Entry dynamics ................................................................................................................................... ES - 1 

Choosing to Become a Snowsports Instructor ............................................................................... ES - 1 

MAIN REPORT .................................................................................................. Error! Bookmark not defined. 

Background ........................................................................................................ Error! Bookmark not defined. 

THE SAMPLE FRAME ............................................................................................................................... 2 

process ....................................................................................................................................................... 2 

APPLICATIONS & LIMITATIONS .............................................................................................................. 3 

RESULTS ........................................................................................................................................................... 4 

RESPONDENTS ........................................................................................................................................ 4 

telephonE ............................................................................................... Error! Bookmark not defined. 

ON-LINE ................................................................................................. Error! Bookmark not defined. 

Data Comparability ..................................................................................................................................... 4 

Findings .............................................................................................................................................................. 5 

Entry dynamics ........................................................................................................................................... 5 

Choosing to Become a Snowsports Instructor ....................................................................................... 5 
stage in life-cycle ................................................................................................................................ 5 
Maslow’s Hierarchy of Needs ............................................................................................................. 6 
LIFE-CYCLE – MOTIVATION MATRIX ............................................................................................. 7 

Choosing to Join PSIA/AASI .................................................................................................................. 8 

teaching & Membership Experiences ...................................................................................................... 10 

Teaching Experiences ............................................................................ Error! Bookmark not defined. 
relationships with management ........................................................................................................ 14 
relationships with other instructors ................................................................................................... 14 

Membership Experiences ..................................................................................................................... 16 

Exit dynamics ............................................................................................. Error! Bookmark not defined. 

Next Steps ................................................................................................................................................ 22 

Appendix A: INTERVIEW Guide ................................................................................................................... A - 1 

 



2002 Survey of Member Motivations and Satisfaction EXECUTIVE SUMMARY 

Heimbach Research ES - 1 

EXECUTIVE SUMMARY 
BACKGROUND 

A total of 94 members and past members participated in this stage, 54 through telephone interviews 
and 40 through the on-line bulletin board.  The respondents cover all nine divisions, both genders 
and four duration-categories of membership (new [1 to 2 years], early [3 to 5 years], seasoned [more than 5 

years], and lapsed).  Participants are mostly PSIA alpine members with a few being AASI members 
and even fewer being PSIA Nordic and adaptive. 

Entry dynamics 

Choosing to Become a Snowsports Instructor 

In general, people choose to become a snowsports instructor based on the intersection of their 
stage in their life-cycle1 (single, newly married couple, full nest, empty nest, retired) and their 
motivations defined by Maslow’s Hierarchy of Needs2 (as used in the PSIA/AASI publication “Core 
Concepts for Snowsport Instruction”).  Full descriptions of the life-cycle stages and the levels in 
Maslow’s hierarchy are presented in the Main Report starting on page 6. 

1. Singles and Newly Married Couples with no children are attracted due to their needs for, in an 
odd way, financial security (lower costs of participating in their passions) and their needs for 
socialization, belonging and respect from others 

2. Full Nesters and Empty Nesters are attracted due to their needs for self-esteem and self-
actualization 

3. Retirees are attracted due to their needs for health security, socialization and self actualization 

 

In concrete terms, dominant determinants for choosing to become an instructor appear to be: 

1. A family member or friend is a member 

2. A desire to improve one’s own abilities 

3. A desire to be part of snowsports industry and be with snowsports people 

4. A desire to reduce cost of frequent participation in the sport 

5. A desire to “share the passion” and interact with people in a teaching manner 

6. A desire to have a structured mechanism for getting outdoor activity during the winter 

                                                 
1
 Engel, James F., Roger D. Blackwell and Paul W. Miniard (1990); Consumer Behavior (sixth edition); Dryden Press; page 181; Table 
6.1 

2
 Maslow’s Hierarchy was used as  a framework for understanding the membership segments of PSIA/AASI due its apparent applicability 
as well as it generally accepted applicability for use in defining marketing segments.  References for Maslow’s Hierarchy are: A. H. 
Maslow The Farther Reaches of Human Nature, Esalen Books, Viking Press, SBN 670-30853-6 hardbound, 670-00360-3 softbound; 
and Abraham H. Maslow Toward a Psychology of Being, D. Van Nostrand Company, 1968, Library of Congress Catalog Card Number 
68-30757 
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PERCEIVED VALUE OF PSIA/AASI MEMBERSHIP 
DIFFERENCES BETWEEN FULL-TIME VS. PART-TIME 

There appears to be a decline in perceived value of membership as the amount of work-life that 
instructing constitutes for an individual. 

 FULL-TIMERS – perceive, on average, the most value of membership.  This appears to be 
related to their ability to take advantage of more clinics and perhaps the deeper day-to-day 
immersion in the instructing culture, thereby keeping them more “in-the-loop” of the benefits and 
how to access and appreciate them. 

 PART-TIMERS – by their nature of only appearing for instructing intermittently, these members 
are less able to partake in clinics, less able to train enough to pass exams beyond Level I, and 
less exposed to the locker-room communications that could inform them about the benefits and 
how to access and take value from them. 

 VOLUNTEERS – by their nature do not receive pay for their work and therefore have less 
incentive to test and improve their abilities in order to gain better pay. 

“Halo”-effects between organizations 

Given the members’ generally low level of differentiation between the between the services and 
functions provided by their division and the national organization, there exists a strong probability 
that any dissatisfactions (as well as satisfactions) encountered in the interaction with services from 
one level of the association will be generalized to both levels. 

Similarly, there may also be this sort of generalization made from experiences with the resort’s ski 
school operations to those of the association. 

Process-based barriers to value 

The typical process of class assignments at a resort may compromise an instructor’s ability to 
pursue certification goals.  The process of reporting for line-up, being asked to help, for the moment, 
with more difficult students, and then not getting a lesson and being asked to return for the next line-
up in 45 minutes does not leave significant time top work on skills required for testing.  Not only is 
time limited but the lack of gaining a class further reduces opportunities to practice delivery of 
instructing skills that need practice.  

 

~ End of Executive Summary ~ 
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PROJECT OVERVIEW 

For the 2001-02 and 2002-03 seasons, PSIA/AASI commissioned a general study of the membership’s 
motivations for joining, their satisfaction with their membership experience and the decisions for non-
renewal.  The study is broken out into two stages, an exploratory3, qualitative initial stage followed by a 
quantitative4 follow-up stage.  The research plan and notes on what has been completed are outlined 
below. 

RESEARCH PLAN 
1. Qualitative  

a. develop initial frameworks for defining segments of members who hold differing needs and 
expectations for PSIA/AASI (complete) 

b. develop key questions and answer categories for inclusion in the quantitative study (complete) 

2. Quantitative 

a. development of an on-going standardized exit-interview questionnaire (next stage) 

b. development of an on-going standardized member satisfaction assessment program (next stage) 

c. more accurately define membership segments who have differing needs and expectations for 
PSIA/AASI (next stage) 

d. estimate the size of each segment (next stage) 

e. identify the top few concerns for each segment that deserve the greatest attention to solve or 
improve in order to improve retention (next stage) 

f. identify top few actions to improve member recruiting and retention (next stage) 

The efforts presented in this report cover the first stage of this study; a qualitative investigation into the 
breadth of issues and perspectives held by the current and past members.  This stage of the effort 
produced an understanding of the motivations and experiences of members that is necessary for building 
a valid quantitative research study.  The material summarized here was collected using a qualitative 
method, and provides a guide to the breadth of motivations and experiences more so than a quantitative 
estimate of the number of members who hold each type of motivation or who have experienced a 
particular type of experience.  Such estimates will be provided in a subsequent quantitative study.   

                                                 
3
 Exploratory studies (also referred to as qualitative studies) use relatively casual sampling methods and open-ended questions in 
order to produce results that cover the range of variety in the beliefs, perceptions and values of a population of interest, in this 
case the members of PSIA/AASI.  The proportions of responses from this type of study are not projectable to the full population 
of members. 

4
 Quantitative surveys use rigorous sampling procedures and rigidly defined response options for each question in order to 
provide results that best reflect the distribution of opinions and behaviors of an entire population of interest. 
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Specific areas explored in this study are: 

 motivations for becoming a ski or snowboard instructor 

 motivations for becoming a member of PSIA/AASI 

 perspectives and perceptions regarding the life of being an instructor 

 perspectives and perceptions regarding PSIA/AASI in general 

 perspectives of what elements of value are for being a member of the organization 

 motivations for not renewing membership 

It is premature to attempt to make conclusive statements about opinions and experiences of the sub-
groups within the membership (e.g. part-time vs. full-time, alpine vs. snowboard, men vs. women, etc.) 
due to the qualitative nature of the research as well as the extremely wide range of responses to the 
questions in this study,. 

THE SAMPLE FRAME 

PSIA/AASI provided Heimbach Research the full membership list database for PSIA/AASI.  This list was 
divided into four sub-groups: 

1. lapsed members 

2. new members (defined as a member for 1 or 2 years) 

3. early members  (members for 3 to 5 years) 

4. seasoned members (for more than 5 years) 

In addition, these lists were broken down by division as well as whether an email address was available 
for the member.  Members for whom an email address was available were contacted via email and asked 
to complete an initial survey that was used to qualify a member to participate in the on-line bulletin board 
discussion. 

Of the members without an email address, 90 were chosen to participate in the telephone interviews.  
Selection was based on division (approximately 10 per division), tenure as a member (approximately 23 
per category present above) and gender (50/50 split as best as possible). 

PROCESS 
Interviews with current and past members of PSIA and AASI were conducted using two alternative 
methods, telephone and on-line bulletin board.  Current members included recent joiners (members for 
one or two years), established members (members for three to five years) and seasoned members 
(members for more than five years). 

The interviews consisted of five sections: 

1. Instructing History 

2. The Life of Bering an Instructor 

3. PSIA/AASI in General 

4. Perceptions of PSIA/AASI 

5. Demographics 

A copy of the telephone discussion guide is provided in Appendix A. 
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APPLICATIONS & LIMITATIONS 

The results of this study are useful for understanding the breadth of perspectives the membership feels 
regarding the areas under consideration but are by no means conclusive given the qualitative nature of 
the research.  The range of responses to the questions in this survey is very large and therefore it is not 
advisable to make gross generalizations.  At this time it is premature to attempt to make conclusions about 
opinions and experiences of the sub-groups within the membership (part-time vs. full-time, alpine vs. 
snowboard, men vs. women, etc.).   

These findings should be considered preliminary for the following reasons. 

1. The wide range in responses is very likely due to the wide range of people-types who are members, 
ranging from high school graduates simply looking for a fun time, to retired corporate executives who 
have masters degrees, to dedicated full time instructors who have focused their lives on this 
profession.  The range of responses is further broadened by the wide range in protocols and 
relationships offered by the various divisions that make up PSIA/AASI. 

2. The qualitative method of this part of the research is designed to uncover and identify this range and 
not specifically to make summaries of what type of person feels a particular way regarding PSIA/AASI. 

The ability to make fine interpretations of the results will be explored in the quantitative stage of research. 
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RESULTS 
RESPONDENTS 

A total of 94 members and past members participated in this stage, 54 through telephone interviews and 
40 through the on-line bulletin board.  The respondents cover all nine divisions, both genders and four 
duration-categories of membership (new [1 to 2 years], early [3 to 5 years], seasoned [more than 5 years], and 
lapsed).  Participants are mostly PSIA alpine members with a few being AASI members and even fewer 
being PSIA Nordic and adaptive. 

Telephone 

 MALES FEMALES LAPSED NEW EARLY SEASONED 

EASTERN (11) ......................................... 6 .................... 5 .......................... 3 ................. 1 ................ 4 ................. 3 

CENTRAL (11)......................................... 7 .................... 4 .......................... 2 ................. 3 ................ 3 ................. 3 

ROCKY MOUNTAIN (11) .......................... 6 .................... 5 .......................... 3 ................. 2 ................ 4 ................. 2 

NORTHERN ROCKY MOUNTAIN (3) ......... 3 .................... 0 .......................... 2 ................. 1 ................ 0 ................. 0 

INTERMOUNTAIN (3) ................................ 1 .................... 2 .......................... 0 ................. 1 ................ 0 ................. 2 

NORTHERN INTERMOUNTAIN (4) ............. 4 .................... 0 .......................... 3 ................. 0 ................ 0 ................. 1 

WESTERN (5) .......................................... 4 .................... 1 .......................... 3 ................. 2 ................ 0 ................. 0 

NORTHWEST (5) ...................................... 3 .................... 2 .......................... 2 ................. 3 ................ 0 ................. 0 

ALASKA (1)............................................. 1 .................... 0 .......................... 1 ................. 0 ................ 0 ................. 0

TOTAL (54) ........... 35 ................ 19 ...................... 19 ............. 13 ............. 11 ............. 11 
 65% 35% 35% 24% 20% 20% 

On-line 

 MALES FEMALES CURRENT LAPSED 

EASTERN (7) ........................................... 3 .................... 4 .......................... 7 ................. 0 

CENTRAL (7) ........................................... 5 .................... 2 .......................... 6 ................. 1 

ROCKY MOUNTAIN (8) ............................ 6 .................... 2 .......................... 7 ................. 1 

NORTHERN ROCKY MOUNTAIN (4) ......... 1 .................... 3 .......................... 4 ................. 0 

INTERMOUNTAIN (2) ................................ 1 .................... 1 .......................... 2 ................. 0 

NORTHERN INTERMOUNTAIN (0) ............. 0 .................... 0 .......................... 0 ................. 0 

WESTERN (3) .......................................... 2 .................... 1 .......................... 2 ................. 1 

NORTHWEST (7) ...................................... 5 .................... 2 .......................... 6 ................. 1 

ALASKA (2)............................................. 2 .................... 0 .......................... 2 ................. 0

TOTAL (40) ........... 25 ................ 15 ...................... 37 .............. 3 
 62% 38% 92% 8% 

Data Comparability 

Sampling Bias 

Participation in the two data collection methods differed most noticeably in a lower number of lapsed 
members partaking in the on-line effort.  This result may be due to issues of database maintenance rather 
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than interest to participate.  Very few of the records for lapsed members included email addresses and 
many of those that did were outdated. 

Response Bias 

The responses collected via the on-line discussions did not show any systematic differences from those 
collected via the telephone interviews.  Most of the responses regarding each of the primary topic areas - 
motivations to be an instructor or be a member of PSIA/AASI, satisfactions and dissatisfactions with being 
an instructor or a member of PSIA/AASI - were consistent across the two data collection methods. 

Summary 

On-line data collection methods appear very viable for current members.  Their use for lapsed members in 
not advised until the records for lapsed members can be updated with more current email address 
information. 

FINDINGS 

Entry Dynamics 

Choosing to Become a Snowsports Instructor 

In general, people choose to become a snowsports instructor based on the intersection of their stage in 
their life-cycle5 (single, newly married couple, full nest, empty nest, retired) and their motivations defined 
by Maslow’s Hierarchy of Needs6 (as used in the PSIA/AASI publication “Core Concepts for Snowsport 
Instruction”). 

Interview results suggest four dimensions for understanding an individual’s decision to become a ski or 
snowboard instructor: 

1. the individual’s stage in their life-cycle progression, 

2. the individual’s need-based motivations, 

3. distance to a desirable resort/area, 

4. a change in one’s ability or interest to continue similar on-snow employment, specifically, ski patrol or 
race coaching. 

Stage in Life-cycle 

The likelihood of an individual to become a snowsports instructor appears to vary dependent upon the 
individual’s stage in their life-cycle progression, as well as their age, which is typically synchronized with 
their stage in life-cycle.  This relationship between life-stage and the likelihood to become an instructor is 
based on time and dollar availability as well as individual motivations during each of the life-cycle stages.  
The stages in this progression are listed below, including a notation (in parentheses) of the likelihood of an 
individual in that stage to become an instructor. 

                                                 
5
 Engel, James F., Roger D. Blackwell and Paul W. Miniard (1990); Consumer Behavior (sixth edition); Dryden Press; page 181; Table 6.1 

6
 Maslow’s Hierarchy was used as  a framework for understanding the membership segments of PSIA/AASI due its apparent applicability as well 
as it generally accepted applicability for use in defining marketing segments.  References for Maslow’s Hierarchy are: A. H. Maslow The Farther 
Reaches of Human Nature, Esalen Books, Viking Press, SBN 670-30853-6 hardbound, 670-00360-3 softbound; and Abraham H. Maslow 
Toward a Psychology of Being, D. Van Nostrand Company, 1968, Library of Congress Catalog Card Number 68-30757 
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1. Single (high) 

2. Newly Married Couples (high) 

3. Full Nest I – First Child (low) 

4. Full Nest II – All children are age six or older (moderate) 

5. Full Nest III – Most children in college or beyond (high) 

6. Empty Nest I – Children are financially independent (high) 

7. Empty Nest II – Retirement (high) 

8. Solitary Survivor (high) 

The discussion of the effect that one’s stage has on their motivations for instructing is intricately connected 
to Maslow’s Hierarchy, and is for that reason presented in a table following the section on need-based 
motivations. 

Maslow’s Hierarchy of Needs 

A useful framework to understand an individual’s decision to become a ski or snowboard instructor is 
Abraham H. Maslow’s “Hierarchy of Needs,” (a component of the PSIA/AASI publication “Core Concepts 
for Snowsports Instructors.”) 

1. Physiological – Survival 

2. Safety – Security 

3. Social – Belonging 

4. Esteem – Ego 

5. Self-Actualization 

The motivations relevant to each of these levels of needs is presented below, with the exception of 
Physiological – Survival, as so far no motivations have been reported that seem to fit this level. 

Safety – Security 

Safety and security needs that relate to motivations for becoming an instructor include: 

1. Sustenance of mental and physical health 

2. Effective use of life-maintaining resources - time and dollars 

Many participants talked about their expectation that being an instructor would help them feel, and be, 
healthier.  The contribution of being an instructor above and beyond simply skiing for recreation is that by 
committing to the job would provide them with more structured motivation for getting out and going 
skiing/riding.  Most spoke of physical health while a few spoke of this in terms of helping them be in an 
activity that made them feel more alive.  These feeling were most heard from part-time instructors who 
also had full-time other employment (often professional/desk jobs) as well as retired folks, either part-time 
or full-time. 

For many, being a snowsports instructor also satisfied their needs for effective and efficient use of life-
maintaining resources - time and dollars.  While the pay received from the job was never mentioned as a 
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motivation, the discounts on equipment and the free pass are often felt to minimize the expense of 
participating in the sport at all.  For some, being able to store equipment at the mountain (lockers) and 
minimize the schlepping and hassles was of great value, especially for “moms” who are dedicated to 
bringing their young children into the winter-mountain lifestyle. 

Social - Belonging 

A large proportion of interviewees reported being “drawn in” to being an instructor by their friends, either 
actively or passively, or their parents, predominantly passively.  Friends either suggested or invited 
(recruited) the new to-be instructor, or the fact that friends were instructors was motivation enough to want 
to join the ranks in order to maintain or strengthen their friendship bonds. 

For retirees, becoming an instructor was a great way to maintain social stimulation as well as to feel a part 
of a greater community, particularly during the winter months when many people, especially older people, 
“hibernate” and are outside less than during the rest of the year. 

Esteem - Ego 

Being a snowsports instructor is perceived by many as a status symbol as well as a reflection of self-worth 
and accomplishment.  Self-esteem and respect from others are often felt to be one of the “carrots” that 
motivate people to take on this profession.  The source of the respect can be from family members, 
friends and new acquaintances, as well as from the clients/students themselves. 

Very frequently, people spoke of their desire to improve their ski or riding ability, and that participating as a 
snowsports instructor is a cost-effective way to do so.  Accomplishing great talent in a discipline  is very 
often based in a need for greater self-confidence and self-respect. 

Self-Actualization 

The highest order of need identified by Maslow is that of seeking self-actualization.  Self-actualization is 
the goal to become all that one can be, and in this realm, this would most clearly relate to accomplishing 
great effectiveness in developing the skills of snowsports in the clients/students, as well as for many, 
indoctrinating new participants into a mind-set of deep appreciation of the sport and the outdoor winter-
mountain life.  Numerous participants in this research reported having such interests as a motivation for 
becoming an instructor, and in fact, a fair proportion of instructors have or have had positions as 
instructors or teachers in other parts of their lives. 

LIFE-CYCLE – MOTIVATION MATRIX 

The two deeper motivational drivers for becoming an instructor, needs and life-cycle stage, can be 
combined to form a matrix of motivations that can aid the understanding of the circumstances that produce 
new recruits.  Table 1 displays this matrix.   

Cells containing an “X” indicate that the motivation in that row pertains particularly well to the life-stage in 
that column.  The greater the number of potential motivations in a column, the greater the likelihood an 
individual in that life-stage would be interested and/or able to become an instructor.  The pattern also 
suggests a correlation with age as well; younger and older are more interested/able whereas mid-life folks 
are less interested/able. 
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Table 1. 

LIFE-CYCLE – MOTIVATION MATRIX 

Hypothesized Relationships 

 PRE-NEST FULL NEST EMPTY NEST 

 Single 

Newly 
Married 
Couples 

STAGE I 
first child 

STAGE II 
children are 

age 6 + 

STAGE III
children in 
college or 
beyond 

STAGE I 
children 

financially 
on own 

STAGE II 
retired 

Solitary 
Survivor 

Safety - Security X X X X X X X X 

Social - Belonging X X  X X X X X 

Esteem - Ego X X   X X X X 

Self-Actualization     X X X X 

These relationships are purely hypothetical at this time and will be tested and more understood by the 
results of the upcoming quantitative study. 
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CHOOSING TO JOIN PSIA/AASI 

Awareness and Expectations of PSIA/AASI 

A prerequisite for joining PSIA or AASI is to become aware of the organization, and for most new 
instructors, awareness of PSIA/AASI appears to occur in an uncontrolled, very haphazard and essentially, 
accidental manner.  Primary methods for becoming aware of PSIA/AASI include: 

1. Informal interaction with other instructors or supervisors once they became an instructor. 

2. Friends and/or family who are members 

3. Prior experience in another part of the industry (e.g. patrol, shop employee, race coach, ski/ride club) 

Expectations of PSIA/AASI as an organization or the expectations of the individual member are unclear. 

1. Except for people with prior experience in the industry or with friends or family who are already 
members, there is virtually no understanding of the association.  As such, one way to think about this 
situation is that the new instructor’s respect is PSIA/AASI’s to lose. 

2. For those with prior experience in the industry or who have friends or family who are already 
members, the most frequent expectation is that membership will provide them with a good source for 
training and education. 

3. There appears to be no clear understanding of the costs and benefits for membership in general, and 
costs related to exams in particular. 

Motivations to Join PSIA/AASI 

Dominant determinants for choosing to join PSIA/AASI appear to be: 

1. Personal Motivations 

a. The vast majority of respondents mentioned “to get certified” as a primary reason for joining. 
Besides being the primary, if not only, process for progress, there is a constellation of Maslowvian 
motivations based around being certified. 

i) Security (better pay) 

ii) Ego (better teaching assignments) 

iii) Ego (self accomplishment) 

b. Security (desire to reduce cost of frequent participation in the sport; access to pro-forms) 

c. Belonging (desire to be part of snowsports industry) 

d. Social (friends and family who are members suggest/provide model) 

e. Ego (desire to improve one’s own abilities, have access to clinics) 

f. Ego (a desire to attain a sense of increased professionalism) 

g. Self-Actualization (a desire to be a better instructor, for accomplishment and self-growth, expand 
experience of skiing/riding, and/or participate in improving the organization and industry) 
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2. Situational Norms and Expectations 

a. The variance in motivation to participate in PSIA/AASI appears to be strongly related to the extent 
to which the “ski school” director actively participates/values the PSIA/AASI and uses membership 
and accomplishment (certifications) in rewarding pay increases and level of classes 

b. For some instructors, joining PSIA/AASI is a mandatory requirement for getting the job 

c. Some directors of snowsport schools provide an unwritten expectation that instructors should be 
members 

Impediments to Joining 

Many members do not join when first becoming an instructor.  Reasons for not joining immediately 
include: 

1. Not going to try for certification that year 

2. No incentive to become a member for a volunteer 

3. Management of small areas not concerned with PSIA/AASI 

4. Perceived need to have already successfully passed Level 1 exam to be eligible for membership 

5. Perceived need for a certain number of teaching hours before eligible for membership 

Interviews suggest an unclear understanding of, or at best an inconsistent policy on, the proper timing for 
joining PSIA/AASI, thus complicating the decision to join.   

1. Some feel there is no reason for joining upon becoming an instructor as they believe the benefits are 
not available until after they pass their Level 1 exam. 

2. Some feel they must become a member in order to take the Level 1 test whereas others believe that 
they cannot join until after they have passed the Level 1 exam. 

 
EXIT DYNAMICS 

Reasons people leave either instructing or PSIA/AASI, are, for the most part, due to uncontrollable 
circumstances involving their health or other life demands.  Predominantly, people expect to be an 
instructor, either part or full time, forever, or until they are physically unable to. 

Primary reasons for staying with it include: 

1. Pure enjoyment of the sport 

2. Enjoyment of teaching and “making smiles” and being appreciated 

3. Interacting with a wide variety of people 

4. Plan to do as a fun thing when retired 
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The reasons given for leaving either instructing or PSIA/AASI are presented first for the profession and 
then for the association.  Within each section, the reasons are listed by being either controllable from the 
industry’s perspective or uncontrollable. 

Snowsport Instruction Profession 

1. Controllable 

a. Inability to have pay and benefits that provide a career and ability to “make a living” and/or have a 
family 

b. Inability to have schedule fit with family life 

c. Inability to feel that the career is truly a respectable, worthwhile and professional enterprise rather 
than glorified play 

i) High school students and college graduates don’t follow the job into a profession as it is  not 
intellectually or financially rewarding enough 

d. Low respect from management 

2. Uncontrollable 

a. Injury and quit instructing 

b. Move away from mountainous area 

c. Had a baby (female) 

d. Full-time work and/or family responsibilities became too demanding 

 

PSIA/AASI 

1. Controllable 

a. Lost Sense of Value 

i) Cost of membership not monetarily made-up-for by higher wage 

ii) Pay too low to cover membership 

iii) Not interested (or not thinking able to get) Level II or Level III certification and see no 
opportunities to grow within the association otherwise 

b. Lost Sense of Respect for the Association 

i) Leadership’s power trips – pressure from division for renewal  

2. Uncontrollable 

a. Injury and quit instructing 

b. Moved and quit instructing 
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TEACHING  EXPERIENCES 

For the most part, instructors love their job.  Even for many of those who have left or need to leave the 
profession, they enjoy the work enough to expect to keep their membership in PSIA/AASI in order to stay 
connected to the industry, read the magazines and publications, and leave open the possibility to re-enter 
again in the future. 

Two general types of instructors appear to dictate the type of experience that they seek, play-oriented or 
teach-oriented. 

1. Play-oriented instructors appear to enjoy predominantly the lifestyle and benefits. 

2. Teach-oriented instructors appear to predominantly the actual teaching. 

While this study does not have enough detail for strong conclusions, there is an appearance that 
seasoned part-timers are more teach-oriented than are the seasoned full-timers. Within each of these two 
types of instructors, there are those who feel they are happy with this part of their life (“Succeeders”) and 
those who are not (“Strugglers”).  The experiences each group reports are very different. 

1. Play-oriented Instructors 

a. Succeeders have found a comfortable way to balance their love for skiing and the demands of the 
work.  They most enjoy the continual improvement they make in their on-snow abilities and the 
camaraderie of their fellow instructors.  Their stories of experience focus on the fun of getting on 
the snow a lot and getting to be with other great skiers/riders, and how they improve their 
technique, as compared to their teaching abilities. 

b. Strugglers have not been able to figure out how to get their needs met satisfactorily, either in terms 
of making ends meet (temporally and/or monetarily) or to acceptably matriculate into the systems 
and culture.  Their stories of experiences focus on frustrations in not getting sufficient training 
opportunities in order to make the improvements at the pace they would like or finding they are 
having to teach too much and not ski/ride “free” enough. 

2. Teach-oriented Instructors 

a. Succeeders find significant and deep satisfaction in their being able to teach.  They have a match 
between their desires to teach, the school’s ability to keep them working and the financial and 
temporal costs and benefits.  Given that many of the part-timers are not motivated by the pay, this 
may explain why such an apparently high proportion of part-timers seem to be in this category.  
The quantitative study will be designed to shed a clearer view on this relationship.  Their stories of 
experiences focus on the great joy of watching clients/students “get it.” 

b. Strugglers find frustration in their work from not getting enough psychic reward as they had hoped.  
The effort they put out, particularly those who work full time elsewhere, does not generate the 
expected amount of benefit.  Stories these instructors tell revolve around not having access to 
sufficient training to improve their instructing, as compared to their on-snow ability (due to offering 
volume and/or logistical and/or financial limitations), not enough class assignments (show up and 
get released), less professionalism in clinic leaders and examiners than expected, and 
dissatisfaction in levels of respect given by management and/or other instructors. 
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Job Satisfaction 

In general, satisfaction from the work/job is derived from: 

1. being able to mix work with being outside and sliding on the snow 

2. the rewarding aspects of watching their clients/students improve and “get” whatever they are trying to 
accomplish 

3. quality of training 

4. amount of personal skiing improvement 

5. lifestyle (an area for more clear definition) 

6. amount of personal growth from the process of teaching and managing the experience 

Job Dissatisfaction 

General dissatisfactions with the job, career and profession are either work-place related or industry-
design related. 

1. Work-Place Related 

a. Low pay that is not enough to cover the costs of being an instructor AND provide a life, stability to 
save any money or start/have a family (Barrier to Economic Success) 

b. Non-full-year benefits that results in health-insurance difficulties the remainder of the year and are 
not conducive for starting or maintaining a family (Barrier to Economic Success) 

c. Poor management  

i) A lack of respect for many instructors, resulting in a lowered work ethic and/or a lowered sense 
of psychic value for being there 

ii) Ignoring of or ineffective treatment of inter-discipline and inter-level disrespect (riders vs. 
skiers, part-time vs. full-time).  (Barrier to Sense of Professionalism) 

iii) A general sense of “ski school” management disorganization - is there training on how to be a 
supervisor – defining class-splits?  Management training of any sort? 

d. Monotonous assignments such as “being stuck” teaching only beginners or kids (Barrier to Feeling 
Successful in Teaching) 

e. Promotion to management as a demotion in fun in that the on-snow time diminishes greatly 
(Barrier to Career Success) 

f. Class sizes and variance in abilities too big 

i) resultant loss in personalization, diversity in skills and increased management challenges 
(Barrier to Feeling Successful in Teaching) 

ii) decay of quality of experience for the client/student/guest during busy days (Barrier to Feeling 
Successful in Teaching) 

iii) variance in age of kids in a class, still doesn’t work even if at same ability (Barrier to Feeling 
Successful in Teaching) 
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g. Assignments of non-instructing tasks, called “mountain event duty” (fencing, tv/sound cables, tents, 
banners, etc.), and being paid minimum wage to do so.  This would be a type of management 
activity that motivates instructors to want union representation. (Barrier to Sense of 
Professionalism) 

h. Bad rental shop work, e.g.; two left boots, etc. (Barrier to Feeling Successful in Teaching) 

2. Industry-Design Related 

a. For some members there is a perception that the profession is designed by and for full-time 
instructors but the vast majority of the members are part-timers.  (Barrier to Sense of 
Professionalism) 

i) Many of the part-timers do not feel that the infrastructure and culture truly identifies with their 
needs and their limitations, with resort-management based examples of a felt inequality of 
respect, an unequal distribution of classes (part-timers more likely to not get assigned a class 
on light days) and an unequal distribution of other miscellaneous benefits, such as parking 
privileges and locker assignments Barrier to what?. 

ii) The hierarchical nature of what you get to do based on tenure/cert level rather than objective 
ability (Barrier to Feeling Successful in Teaching) 

b. Non-continuous relationship with clients/students and not being able to see how a client/student 
improves over time as they don’t come back to the same instructor very often (Barrier to Feeling 
Successful in Teaching) 

Relationships with Management 

Instructors report that their relationships with managers of instruction programs are, for the most part, 
either benign or negative, and rarely perceived as supportive and/or accommodating.  Many instructors 
reported feeling a general sense that management does not respect them.  Some of the disrespect for 
management comes from the assertion that few directors have had training in management skills, in that 
many are dedicated instructors who have devoted their life time and energy to developing their teaching 
and demonstration skills rather than interpersonal and management capabilities.  This perception could be 
more exacerbated by part-time instructors who work in professional settings and have either had training 
in management or have been managed by someone who has, thus making the absence of the skills more 
readily apparent. 

A potentially related issue is an under-the-surface hollowness of the common use of “professional” for the 
instructors, as well as the managers who have arrived at their position from the ranks of being an 
instructor.  The issue here is that the term “professional” in many areas of our society, refers to someone 
who has successfully completed postgraduate work in the traditional educational system, such as doctors, 
dentists, lawyers, accountants, etc.  As many instructors, potentially more so of full-time instructors, have 
not completed undergraduate college degrees, the bestowing of the moniker of being a “professional” can 
feel empty at the same time that it gives a sense of prestige.  To whatever extent it is felt to be hollow, an 
individual with such an opinion would be more likely to be bitter and less caring to employees than would 
someone without such an orientation.  This condition suggests the opportunity for PSIA/AASI to offer 
professionally delivered management training programs, perhaps in conjunction with well-respected 
graduate schools of business. 

Relationships with Other Instructors 

For most, it seems that the relationships with other instructors is very collegial, often referred to in terms of 
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camaraderie.  For many others however, there are frustrations, as listed below. 

1. snowboard instructors being looked-down upon by ski instructors 

2. adaptive folks are more giving and more deeply experience the dynamic that “the more you give the 
more you get” but since most are “part-time” they do not feel they receive the peer-level respect from 
regular ski and snowboard instructors 

3. vastly greater attitude of giving by part-timers than by full-timers perhaps due to less ego involvement 
since their “self” and their income are not wrapped up entirely in it, which again causes a disconnect 
when the part-timers feel les respected by the full-timers. 

The respect issue felt by those who perceive they give the most (part-timers) are the least respected may 
be due to a few the bad apples that are spoiling the crate as there is a strong culture-clash between those 
instructors who do view the job as being professional and those who view it as a cheap pass and who 
thereby disrupt the ability for the “profession” to feel as one. 
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MEMBERSHIP EXPERIENCES 

The experience of being a member, for most respondents, is a very rewarding and valuable experience.  
While most say that their experience has lived up to their expectations, these respondents do not have 
very well formed expectations from the outset, thereby making this statement a bit hollow.  Relatively few 
stated that their experience had exceeded their expectations. While this could be due to weakly formed 
expectations in the first place, it is necessary for a significantly greater number of members to report that 
the experience had exceeded expectations for an organization to thrive,. 

The variance in motivation to participate in PSIA/AASI is strongly related to the extent to which the “ski 
school” director actively participates/values PSIA/AASI and uses membership and accomplishment 
(certifications) in awarding pay increases and level of classes.  People also enjoy (even thrive on) having 
goals and definitive points of progress, which is core feature of what PSIA/AASI offers.  Unfortunately, 
many feel that there are too few milestones provided in PSIA/AASI and that those offered are too narrowly 
defined. 

The presentation of comments regarding membership is organized in to three sections: 

1. Membership in General (not national or divisional – both) 

2. National Association 

3. Division Association 

Within each section the comments are organized by a list of strengths followed by a list of weaknesses.  
While the list of strengths is shorter than the list of weaknesses it is important to keep in mind that the 
decentralized nature of the organization and the wide range of members conspire to provide more 
opportunities for dissatisfaction than for satisfaction. 

All items listed as strengths or weaknesses were mention by a sufficient number of participants to 
consider them of significant importance.  Given the qualitative nature of this study and the wide range of 
member-types it is not reasonable to attempt a prioritization of these lists.  Such prioritization is the 
purpose of the quantitative study. 

Membership in General (not national or divisional – both) 

1. Strengths / Satisfactions / “Liked Best” or “Met or Exceeded Expectations” 

a. Overall 

i) Many participants were surprised at the extent of personal growth that their membership had 
fostered in them as a result of their participation in clinics, certification and some of the stellar 
people encountered within the association. 

b. Organizational Attitude 

i) Generally great people 

ii) Camaraderie 
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c. Program 

i) Members enjoy (even thrive on) having goals and definitive points of progress 

ii) Ongoing education and training (clinics and materials) 

iii) Quality of materials and clinics compared to what available at a small area 

2. Weaknesses / Dissatisfactions / “Liked Least” or “Did Not Meet Expectations” 

a. Organizational Attitude 

i) A sense that PSIA/AASI is principally focused on benefiting the ski school managers and not 
really the instructors themselves 

(1) The resort is not responsible for paying for training 

(2) PSIA/AASI appears to have relationship with director that is more collaborative than that 
with the front-line members 

ii) A recurring message is the discrepancy in the experiences of instructing as well as 
membership depending on whether the instructor is part-time or full-time.  Part-timers report 
feeling “second class” in the following ways: 

(1) Costs for dues, services, etc., are too often unaffordable by part-timers; barely make 
enough to pay the costs 

(2) Testing for Levels II and III are perceived to be almost exclusively for full-timers, leaving no 
measures of accomplishment for the huge body of part-timers 

iii) There is a sense that many members are wishing that the job and the organization did not feel 
like a old boys network and a traditional business 

(1) New members feel disrespected by seasoned members 

(2) Women and teens feel disproportionally left-out (possibly less-so for AASI) 

(3) Focus is too much on dollars and too little on quality of experience 

(4) There is dream for the business experience to be more in harmony with the human 
development nature of the business 

iv) A part of the “distrust” or dissatisfaction with the organization could also be rooted in the work-
ethic of Gen-X, that of not being interested in supporting or following management that they 
see as not acting respectfully. 

b. Program 

i) In efforts to have goals and definitive points of progress there are, for many, too few optional 
paths provided in PSIA/AASI, and those that are offered are too often narrowly defined 

c. Communication 

i) In General 

(1) Lack of coordination between division and national 

(2) Poor understanding of difference in and roles of National vs. division 

ii) Costs 

(1) Confusion of where dollars go vis-à-vis national vs. divisional 



2002 Survey of Member Motivations and Satisfaction MAIN REPORT 

Heimbach Research 18 

(2) This indicates that there is a significant lack of clarity on how a member’s dues produce 
benefits given that the member also pays for materials and testing. 

iii) Representation with Management – The Union Question 

(1) There is significant confusion regarding the potential for (expectation that) PSIA/AASI to 
play the role of a union 

(2) Either there has been insufficient or ineffective efforts to educate members and prospects 
what the mission and legal capabilities of the organization are. 

National Association 

1. Strengths / Satisfactions / “Liked Best” or “Met or Exceeded Expectations” 

a. Program - Education 

i) Well structured instructional format (hierarchy of steps of challenges and the training) 

ii) Innovation and the ability of the association to evolve with new understandings and 
equipment/technology (also noted by some as what disliked in terms of too much change all 
the time) 

iii) Improvements in perspectives that are being made;  the direction toward a guest-centered 
focus 

iv) Great experiences with team 

v) Great number and quality of materials 

b. Program – Industry-Wide Efforts 

i) How standardization and certification aids transferring to other resorts 

ii) A perception that PSIA is working to turn the tide of decreasing skier days 

c. Program – Benefits 

i) Discounts on products, lifts elsewhere 

ii) Subaru offer 

2. Weaknesses / Dissatisfactions / “Liked Least” or “Did Not Meet Expectations” 

a. Program 

i) Overly Complicated 

(1) PSIA dresses up and complicates the skills rather than distilling and simplifying 

(2) Too much innovation (also noted by some as what liked in terms of staying relevant and 
fresh); an annual “move de jour” – every year there is a new “THE MOVE” 

(3) Lack of relevancy at a small, short-season resort 

(4) Too much focus on technique rather than how to have fun and be human 

(5) AASI evolving into an overly complicated process following PSIA with having more hoops 
and overly rigid expectations that are beyond the reality of AASI’s needed level of service 
delivery 
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ii) Lack of True Standardization 

(1) Too much variance in the skills delivered within any certification level erodes respect for the 
system and frustration that they all get paid the same within a certification level without 
consideration of that variance 

iii) Too Few Levels of Gradation 

(1) For members who choose not to follow (or have “finished” following) a certification path, 
there is nothing else of value for the costs of membership 

iv) Not enough exposure to the great asset of the demo team 

b. Leadership / Management 

i) the politics (a theme) 

ii) good ole boys club (theme) 

iii) leadership seems disconnected from the members 

iv) PSIA seems like a club of elitists that take the sport way too seriously, like there isn’t anything 
else in the world that matters 

v) PSIA (not sure if division or national) has weak PR efforts – even the web site doesn’t  
communicate what the benefits of being a member are 

vi) No support with issues against management 

c. Costs 

i) Perception of the organization being too focused on making money on the poor souls on the 
front lines 

ii) perceived relationship between dues ($65) and benefits received 

iii) Not sure what getting for the dues 

iv) unclear fee structure; we pay for clinics and exams so what is membership fee doing? 

Division Association 

The comments listed below are not necessarily relevant nor applicable to all divisions, however, they were 
all mentioned enough to provide consideration by all divisions. 

1. Strengths / Satisfactions / “Liked Best” or “Met or Exceeded Expectations” 

a. Program 

i) Efforts to focus on guest-needs are greatly received 

b. Clinics / Exams 

i) A schedule of frequent clinics is greatly appreciated as timing to attend is often very difficult 
and failure to attend can slow one’s progress to a point of disinterest in accomplishing their 
goals 

ii) Efforts to create an atmosphere of clinicians and examiners who present themselves as peers 
rather than providing a superiority attitude consisting of a dogmatic perspective of “what’s right” 
is also well received 
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2. Weaknesses / Dissatisfactions / “Liked Least” or “Did Not Meet Expectations” 

a. Leadership / Management 

i) Focus on Finance Rather than People 

(1) Perception of the organization being too focused on making money on the poor souls on 
the front lines 

(2) Power-trip rules for staying a member and power-trip letters of reminders to re-up 

ii) Hierocracy - less professional in behavior than what they preach to the members 

(1) Too often poor leaders 

(2) Too often disorganized 

(3) Lack of consistency in service delivery for an organization that is charted to provide and 
champion consistency 

iii) Exclusivity 

(1) Leadership being primarily by folks from one resort and if a member is not at that resort 
they don’t move up appropriately 

b. Exams - Examiners 

i) Unprofessional Conduct 

(1) DECL and examiners show blatant disrespect for peoples’ time by very frequently being 
late – which is another aspect of the job that is crucial for guest service and is hypocritical 
for the organization to behave in this way – “do as I say but NOT as I do” 

(2) Unprofessionally insulting testers 

ii) Subjectivity in Exams 

(1) Perception of a lack of well defined criteria 

(2) Poor consistency in exams 

(3) Too often arbitrary and inconsistent grading on exam (some lesser people pass when other 
betters fail because of different examiners – and since the cost is so much moiré than a 
drivers license exam this is very, very frustrating and repulsive)  exams should perhaps be 
done by more examiners, like college, so that one bad review doesn’t kill the student 

iii) Relationship to Membership 

(1) Confusion in the rules to take exam – be a member before or join afterward? 

iv) Confusion in the rules to take exam – be a member before or join afterward? 

c. Clinics – Clinic Leaders 

i) Substandard Delivery 

(1) Too many clinics have a feel of competitiveness and one-upmanship 

(2) Unprofessionally insulting clinic leaders 

(3) Alpine too rigid; dogma of “what’s right” delivered in a “boot camp” style 

(4) Nordic not providing good clinicians 

(5) Clinics being too large 

(6) Poor consistency in clinics 
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(7) Clinicians not as skilled in some divisions as others – if a member has experience at a 
“strong” division and moves to a “weak” division their motivation to maintain membership 
diminishes 

ii) Clinic Availability 

(1) Not enough local ones (adding to travel costs and access difficulties) 

(2) Prefer it when the clinics rotate among many reports rather than all being held at one resort 

(3) Too few non-certification clinics 

d. Costs 

i) There is great lack of understanding the relationship between dues and benefits received 

ii) Cost of clinics and exams is very often perceived as being too high, particularly when requiring 
overnight travel and lost income by not being able to work during those days, plus the 
expectation that membership should be covering these costs, like tuition does when going to 
college, etc. 

iii) The cost of a three day event (clinic / exam) can be $1,000, which is out of line for the pay 
rates, especially for part-timers 

(1) The costs of an exam are also a gamble; the results are not guaranteed (successful 
passing of an exam)  
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NEXT STEPS 

Following this effort will be three subsequent steps. 

1. Quantitative study with a focus on clarifying the issues and concerns held by the most members and to 
also provide the framework for developing Entry and Exit studies as well as member satisfaction 
programs for the divisions to use.  In addition, the quantitative study will: 

a. Clearly define the “play” and “teach” segments 

i) need to define and quantify to know how to design communications and/or refine recruiting 

ii) identify determinants 

b. Clearly define the “strugglers” and “succeeders” segments 

i) need to define to be better able to keep desirable strugglers without alienating desirable 
succeeders 

ii) identify determinants 

2. Development of on-going entry-exit interview program 

3. Development of on-going member satisfaction program 

 

 

 

 

~ end ~ 
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APPENDIX A: INTERVIEW GUIDE 

DEMOGRAPHICS 

 (DO NOT ASK) Record gender 

 

HISTORY 

What snowsports are you currently teaching as a professional? (read each and get a yes or no on 
each one) 

(NONE) .........................................   Where did you last teach: Resort/Area:     

Snowboarding ...............................   yes   no Resort/Area:    

Alpine skiing  ................................   yes   no Resort/Area:    

Nordic skiing (telemark or track) ...   yes   no Resort/Area:    

Adaptive (any snowsport) .............   yes   no Resort/Area:    

How long have you been teaching (DID YOU TEACH) as a professional?      Years 

Does your employer (or at your last position if you are not teaching now) consider your teaching load 
full-time, part-time or on a volunteer basis? 

Snowboarding ...............................   full-time   part-time   volunteer 

Alpine skiing  ................................   full-time   part-time   volunteer 

Nordic skiing (telemark or track) ...   full-time   part-time   volunteer 

Adaptive (any snowsport) .............   full-time   part-time   volunteer 

Are you certified in these and if so at what level? 

Snowboarding ...............................   yes   no     Level    When rcv’d last cert   

Alpine skiing  ................................   yes   no     Level    When rcv’d last cert   

Nordic skiing (telemark or track) ...   yes   no     Level    When rcv’d last cert   

Adaptive (any snowsport) .............   yes   no     Level    When rcv’d last cert   

Are you, or have you been, certified in these areas by any other organization besides PSIA/AASI? 

Snowboarding ...............................   yes   no     Org:       

Alpine skiing  ................................   yes   no     Org:       

Nordic skiing (telemark or track) ...   yes   no     Org:       

Adaptive (any snowsport) .............   yes   no     Org:       
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THE LIFE OF BEING AN INSTRUCTOR 
 

My next series of questions are about how you started your instructing work. 

Let’s go back in time to just before you started instructing.  Why did you decide to become an 
instructor? 

o What were some of the attractions pulling on you? 

Would you say that the experience of being an instructor has lived up to, exceeded or fallen short 
(circle one) of your expectations? 

o Why? 

What things do you like best about the job/profession? 

o What types of things do other instructors who you know like that you haven’t listed? 

What things do you like least about the job/profession?  

o What types of things do other instructors who you know DISLIKE that you haven’t listed? 

How much longer do you think you’ll keep teaching (skiing, snowboarding, Nordic, adaptive)? 

o Why? 

o (if relatively short term) What would get you to stay longer? 

 

 

PSIA/AASI IN GENERAL 
 

My next series of questions are about your history with PSIA/AASI? 

About how long ago did you join PSIA/AASI?     Years 

 Which of the following activities have you participated in? 

 YES NO 

USSCA coaches clinics or certification .........................................................  

AASI or PSIA division clinic leader ...............................................................  

AASI or PSIA examiner .................................................................................  

Member of an AASI or PSIA board or committee (national or divisional)   ...  
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 About how long after choosing to become an instructor did you decide to join PSIA/AASI? 

o (if more than 3 months) Why not right after you first started teaching? 

How do you describe PSIA/AASI to a friend that wants your version of the inside picture? 

 How did you first learn about PSIA/AASI? 

 Why did you decide to join PSIA/AASI? 

 Would you say that the experience of being an AASI or PSIA member has lived up to, 
exceeded or fallen short (circle one) of your expectations? 

o Why? 

 What things do you like best about PSIA/AASI? 

o What types of things do other instructors who you know like that you haven’t listed? 

What things do you like least about PSIA/AASI? 

o What types of things do other instructors who you know DISLIKE that you haven’t listed? 

How much longer do you think you’ll keep your membership? 

o Why? 

o (if relatively short term) What would get you to stay longer? 

 What about PSIA/AASI do you value? 
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DEMOGRAPHICS 
 

My last series of questions are about some simple descriptive aspects that help us to categorize our 
results (don’t worry, we do not associate any of your responses with you unless you want us to).  

 What is your age?  _______ 

 What is your living situation?  Are you . . .  

o Single and living alone 

o Single and living with a significant other 

o Single and living with roommates 

o Married without kids at home 

o Married with kids at home 

 What work do you do besides being an instructor?  

DURING THE WINTER:  

REST OF THE YEAR:  

 What is the highest level of EDUCATION have you had? 

o Some high school 

o High school graduate 

o Some college 

o 2-year college graduate / Associate degree 

o College graduate 

o Masters graduate 

o Doctorate / MD 

 

 

FINAL THOUGHTS 
 Any additional and related thoughts you have that are either important for me to know to 
understand your situation or important for me to pass along to PSIA/AASI? 

 

 

THANK YOU VERY MUCH FOR YOUR TIME AND EFFORT IN COMPLETING THIS 
QUESTIONNAIRE. 

 

WE HOPE YOU HAVE A SNOW-FILLED, HEALTHY AND PROSPEROUS WINTER! 

 

 

 


