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1!

Sales staffing and commissions are usually 
in the $75-$150 range per new member. 
$100-$125 is common with higher priced 
clubs.!
!
T7*)F3!?+*B)37/8!F,232!U/,3!7/F=107/8!>)*2,//)=V!+*)!
121+==4!7/!3()!WXY%W&Y#!*+/8)!+2!6)==;!W&##%W&"Y!72!+=2,!
+!F,??,/!07*)F3!?+*B)37/8!F,23!673(!(78()*!>*7F)0!
F=1A2;!
!
.9!4,1!(+-)!+!?+*B)37/8!23+99!4,1!6,1=0!3+B)!3(+3!
/1?A)*!+/0!07-70)!A4!4,1*!2+=)2!/1?A)*!3,!0)3)*?7/)!
3()!91==!?+*B)37/8!)H>)/2)!=,+0;!O4!)237?+3)!72!3(+3!73!
6,1=0!+00!W&#%WY#!>)*!2+=)!0)>)/07/8!,/!4,1*!
?+*B)37/8!3)+?!>+4*,==!+/0!()+0!F,1/3;!
!
<==!7/L!4,1!F+/!A)!+3!W"##%W"Y#!>)*!2+=)!7/!)H>)/2)2!9,*!+!
>*)?71?!>*7F)0!F=1A!?)?A)*2(7>;!'(72!6,1=0!A)!
+/46()*)!9*,?!"%Z!?,/3(!,9!?)?A)*!3)/1*)!3,!A*)+B%
)-)/!,/!+F:172737,/!F,232;!D)3)/37,/!(+2!+!?1F(!(78()*!
DK.;!

4)."*/5&6$
789%*$/"$*9.$%:.+%;.$<5"*$5=$".33/&;$%$
9.%3*9$<3)>$?.?>.+"9/@AB$

'&()"*+,$-.%(.+"6$
C/33$D<C+/(.$
E%)3$C+5F&$

B;00!CDB+;(.E!FGG!!
F0)H!G&.!'&D?!

!

[()/!9781*7/8!3()!3,3+=!F,23!,9!
+0-)*3727/8!+/0!?+*B)37/8L!A)!21*)!
3,!7/F=10)!3()!9,==,67/8S!!

o T7*)F3!+0-)*3727/8!F,232!!
o @78/+8)!+/0!A7==A,+*02!!
o ./3)*/+=!A*+/07/8!+/0!

1/79,*?2!!
o R*,F(1*)2!+/0!9=7)*2\!!
o [)A!273)!F*)+37,/I21>>,*3\!
o M(,/)!=7/)IF+==!F,232!!
o @+=)2!23+99!6+8)2L!

F,??7227,/2L!3+H)2L!)3F;;;!!
o <>>*,H!&#]!,9!9*,/3!0)2B!

F,232!!
!

I%)0!B+9J&E!I+.#;(.&*!
K%D.1K%D.!=.*.&*;9&!>,#*.L#!
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M!

!

The benchmark for all clubs non-dues 
revenue has hovered around 30%, 
with 10.7% for clubs less than 20,000 
feet, and 8.1% for fitness-only clubs.!
!
C78(%)/0!F=1A2!*)>,*3)0!&#]%&Y]!,9!3,3+=!
*)-)/1)!F,?7/8!9*,?!>)*2,/+=!3*+7/7/8L!6(7=)!
973/)22%,/=4!F=1A2!*)>,*3)0!^]%&_];!`))>!7/!
?7/0!3(+3!3()2)!/1?A)*2!*)>*)2)/3!+!9+7*=4!
2?+==!2+?>=)!8*,1>!+/0!7/F=10)!,/=4!F=1A2!3(+3!
(+-)!3()7*!+F3!3,8)3()*!)/,18(!3,!B))>!+/0!
*)>,*3!3()7*!/1?A)*2;!

.9!4,1!>=+/!3,!(+-)!>)*2,/+=!3*+7/7/8!+2!+!?+N,*!
9,F12!7/!4,1*!F=1A!3()/!3()2)!/1?A)*2!9+==!2(,*3!
9,*!4,1;!E,1!*)+==4!/))0!3,!B/,6!6(+3!3()!
A)/F(?+*B!6,1=0!A)!9,*!F=1A2!3(+3!+*)!4,1*!
27a)L!0)?,8*+>(7FL!973/)22%,/=4L!+/0!9,F12!,/!
>)*2,/+=!3*+7/7/8;!b=1A2!3(+3!9,F12!,/!>)*2,/+=!
3*+7/7/8!,9!F,1*2)!0,!?1F(!A788)*!M'!/1?A)*2;!

4)."*/5&6$
789%*$@.+<.&*%;.$5=$%$<3)>G"$+.:.&).$
"95)3($<5?.$=+5?$@.+"5&%3$*+%/&/&;AB$

'&()"*+,$-.%(.+"6$
H59&$!*F55($

C%++,$I3./&$

!

The target membership vs. 
non-membership revenue 
for most clubs is generally 
80%-20%.!!

c,*!?,23!2?+==!F=1A2L!>)*2,/+=!
3*+7/7/8!72!3()!B)4!/,/%01)2!
*)-)/1)!2,1*F)L!2,!d!+221?7/8!
3()*)!?78(3!A)!()+=3(!A+*L!>*,!
2(,>L!3+//7/8L!)3F;!d!+3!=)+23!&Y]!,9!
*)-)/1)!67==!/))0!3,!F,?)!9*,?!
>)*2,/+=!3*+7/7/8;!

!

!

B%++,!N0.;&E!GJ&.+!
50.O%*;9&#!<.%0*P!F0)H!

/9P&!"*J99(E!I+;&D;7%0!
"*J99(!F9&#)0*;&@!
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Q!

IHRSA conducted a survey in April 2009 of 1,000 Americans and 
asked them why they are attracted to their health club and what 
their personal goals were. The responses were very interesting.  

[()/!?)?A)*2!6)*)!+2B)0!6(+3!+33*+F3)0!3()?!3,!3()7*!F1**)/3!()+=3(!F=1AL!3()!
9,==,67/8!3,>!Z!2)=)F37,/2!6)*)!?+0)!U?1=37>=)!2)=)F37,/2!6)*)!+==,6)0VS!

&; ec,*!,-)*+==I()+=3(!f!6)==A)7/8;e!U^$!>)*F)/3V!
"; ec,*!3()!-+*7)34!,9!23*)/83(!+/0!F+*07,-+2F1=+*!):17>?)/3;g!UYY!>)*F)/3V!
Z; e./!,*0)*!3,!8)3!?4!6,*B!,13!7/L!*+3()*!3(+/!3,!2,F7+=7a);g!U_h!>)*F)/3V!!

4)."*/5&6$
789%*$%+.$*9.$*5@$*9+..$+.%"5&"$
@.5@3.$J5/&$%$9.%3*9$<3)>AB$

'&()"*+,$-.%(.+"6$
I%*/.$K533%).+$

N%*;.!=900%).+E!K9+L.+!>.&;9+!=.#.%+DP!C%&%@.+!
'<=>"!

'()!F(+*3!3,!3()!
=)93!2(,62!3()!
*)2>,/2)2!,9!
&L###!()+=3(!
F=1A!?)?A)*2!
6()/!+2B)0!
6(+3!+33*+F3)0!
3()?!3,!3()7*!
F1**)/3!F=1A;!

K-)*+==!()+=3(I6)==A)7/8!d!^$]!

Q+*7)34!,9!23*)/83(!+/0!F+*07,!):17>?)/3!d!YY]!

',!6,*B!,13!*+3()*!3(+/!2,F7+=7a)!d!_h]!

<33*+F37,/2!,9!b1**)/3!C)+=3(!b=1A!
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R!

I recommend that you get into a 
practice of increasing your dues once a 
year. Let members know they can 
expect to see an increase in dues, 
relative to increased costs, each year. 
You can explain that your club prefers 
not to solve these increased costs with 
staff or service reductions.!
!
'()!A)23!37?)!3,!0,!+!01)2!7/F*)+2)!72!7/!
F,/N1/F37,/!673(!4,1*!A127)23!2+=)2!2)+2,/;!./!
3()!i@L!3(72!72!34>7F+==4!j+/1+*4!6()/!F=1A2!
)H>)*7)/F)!+!(78(!-,=1?)!,9!/)6!?)?A)*2(7>2!
+2!>),>=)!*)2,=-)!3,!8)3!7/!A)33)*!2(+>)!7/!3()!
k)6!E)+*;!

.!*)F,??)/0!3(+3!4,1!*)-72)!4,1*!?)?A)*2(7>!
>*7F7/8!23*1F31*)!+/0!/,3794!)H7237/8!?)?A)*2!
3(+3!4,1!+*)!7?>,27/8!+!01)2!7/F*)+2);!

4)."*/5&6$
7L5F$<%&$F.$/&<+.%".$@+/<."$F/*95)*$
9)+*/&;$5)+$+.*.&*/5&$+%*.AB$

'&()"*+,$-.%(.+"6$
H/33$M*.:.&"1I/&&.,$

!
“The best time to do a 
dues increase is in 
conjunction with your 
busiest sales season.” 

/;00!>*.O.&#SN;&&.,E!C%&%@;&@!T;+.D*9+!
F0)H#9)+D.!T.O.097L.&*!I%+*&.+#!--F!
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U!

Determine what separates your club 
from the competition. Why would 
someone spend money on you 
instead of a competitor? That means 
your Vision, Mission, Core Values, 
Core Purpose and Culture have to 
be defined and well understood by 
every member of your organization.!
!
lH)F137,/!72!6(+3!2)>+*+3)2!,13!)HF)>37,/+=!
F,?>+/7)2;!K/F)!+!4)+*!6)!2)3!3()!@3*+3)87F!
M=+/!+/0!R108)3;![)!)-+=1+3)!,1*!>*,8*)22!
,/!+!?,/3(=4!A+272!+3!+!?+/+8)?)/3!
?))37/8;!

4)."*/5&6$
7L5F$<%&$'$<+.%*.N/?@3.?.&*$%$
"*+%*.;/<$@3%&AB$

'&()"*+,$-.%(.+"6$
H5.$O/+)33/$

C%++,$I3./&$

The key issue to consider is why your 
facility will be unique. Every fitness 
facility has the same checklist of 
features – weights, cardio, etc… Why 
will your facility stand out? !
!
[()/!4,1!23)>!A+FB!+/0!F,/270)*!3()!91==!
2F,>)!,9!4,1*!>=+/L!4,1!2(,1=0!2))!
F,/2723)/F4;!.9!4,1!6+/3!3,!A)!3()!=,6%F,23!
>=+4)*!7/!4,1*!?+*B)3L!3()/!4,1*!>=+/!2(,1=0!
A)!F,/2723)/3!673(!3(+3!-727,/!U7/!3)*?2!,9!
3+*8)3!?)?A)*2L!)H>)/2)!23*1F31*)L!)H>)F3)0!
+33*737,/L!)3F;V!@7?7=+*=4L!3()!>*,97=)!,9!?12F=)!
84?2L!6,?)/J2%,/=4!84?2L!G)/!m!84?2!+/0!
2)/7,*!F737a)/!84?2!+*)!+==!0799)*)/3;!

/9.!F;+)00;E!I+.#;(.&*!%&(!GJ&.+!
V%;&#O;00.!<.%0*P!W!K;*&.##!F.&*.+!

 

“Banks and investors will need a written business plan. Use this as an opportunity to run various 

scenarios. The most likely scenario is that your initial revenue will be ! of your projections and your 

expenses will be twice your projections (trust me).” -Barry Klein, Owner of Elevations Health Club 

B%++,!N0.;&E!GJ&.+!
50.O%*;9&#!<.%0*P!F0)H!
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X!

We utilize the ACSM Facility 
Standards when setting guidelines 
for temperatures in a Fitness 
Center. Based on facility design, 
usage, programs and 
demographics, these ranges may 
vary significantly. !
!
O,23!+F37-)!973/)22!+*)+2!6,1=0!(+-)!+!
3)?>)*+31*)!*+/8)!,9!^h%X"!0)8*))2L!A+2)0!
,/!3()!()+3!8)/)*+3)0!A4!+?,1/3!,9!F+*07,!
):17>?)/3!+/0!12+8)!>+33)*/2;!C1?70734!
=)-)=2L!+7*%9=,6L!+/0!,13270)!+7*!)HF(+/8)2!
+*)!+=2,!7?>,*3+/3!9+F3,*2!3,!F,/270)*L!
0)>)/07/8!1>,/!3()!F=7?+3)!,9!4,1*!
=,F+37,/!+/0!3()!>(427F+=!>=+/3!,9!3()!
23*1F31*);!./F=10)!23*+3)87F+==4!>=+F)0!9+/2!
,/!F)7=7/82!,*!+*,1/0!3()!*,,?!9,*!,>37?+=!
+7*!F7*F1=+37,/L!=)22)/7/8!3()!=,+0!9,*!F,,=7/8!
,*!()+37/8;!

4)."*/5&6$
7'"$*9.+.$%$"*%&(%+($*.?@.+%*)+.$=5+$
9.%3*9$<3)>"AB$

'&()"*+,$-.%(.+"6$
C5&&/.$E%*+/<#$D%**%33/%&$

K5>$C/"95@$

B9&&;.!I%*+;D$!C%**%0;%&E!I+.#;(.&*!
YP.!F0)H!>,&.+@,!V+9)7!F9&#)0*%&*#!

 
Humidity and air movement can 
also play an important role in 
how members "perceive" the 
temperature.!
!
C78(!(1?70734!67==!F+12)!3()!*,,?!3,!9))=!
231994!+/0!?)?A)*2!67==!*)>,*3!3(+3!3()!*,,?!
72!n(,3n!)-)/!3(,18(!3()!+7*!3)?>)*+31*)!72!7/!+!
F,?9,*3+A=)!*+/8);!c+/2!67==!?+B)!?)?A)*2!
9))=!?,*)!F,?9,*3+A=)!+2!3()!?,-7/8!+7*!67==!
2>))0!)-+>,*+37,/!,9!26)+3!9*,?!3()!2B7/;!

=9H!B;#P97E!GJ&.+!
50.O%*;9&#!<.%0*P!F0)H!
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Z!

Today’s potential and existing Club 
members prefer the month to month 
option over the long-term commitment 
associated with a one, two or three year 
contract.!
!
G7-)/!3()!9+F3!3(+3!"Y]!,9!?)?A)*2!+*)!7/+F37-)!^!
?,/3(2!+93)*!N,7/7/8!+/0!3(+3!*72)2!3,!Y#]!A)7/8!
7/+F37-)!+93)*!,/)!4)+*L!,/)!,9!3()!A=+FB!)4)2!3,!,1*!
7/0123*4!(+2!A))/!3()!*)>13+37,/!6)!(+-)!)+*/)0!
9*,?!A7/07/8!7/+F37-)!?)?A)*2!3,!=,/8!3)*?!*)3+7=!
7/23+==?)/3!F,/3*+F32;!
!
R4!2(7937/8!,1*!7/0123*4!3,!+!?,/3(%3,%?,/3(!
?,0)=L!,/)!F=1A!+3!+!37?)L!6)!67==!A)F,?)!+!
A127/)22!3(+3!9,F12)2!,/!?)?A)*!*)3)/37,/!<@!
[l55!+2!/)6!?)?A)*!+F:172737,/;!
!
.9!,1*!?)?A)*2!+*)!9*))!3,!=)+-)!673(!6*733)/!
/,37F)!+3!+/4!37?)!6)!67==!A)!?1F(!?,*)!F,8/7a+/3!
,9!3()7*!2+3729+F37,/!673(!,1*!2)*-7F)L!>*,8*+?2!+/0!
9+F7=734!1>B))>;!

4)."*/5&6$
789%*$/"$*9.$>.&.=/*$*5$".33/&;$?5&*91
*51?5&*9$?.?>.+"9/@"$/&"*.%($5=$
,.%+3,$<5&*+%<*"AB$

'&()"*+,$-.%(.+"6$
P.5==$Q,.+$

H%+5($O5;"F.33$

V.9[[!T,.+E!K9)&(.+!
-;[.#*,0.!K%L;0,!K;*&.##!

!
"#$%!&%'%()*!*+!+((%,)'-!'+!
.+'*,/.*0!)0!*$/*!/!1/,-%!
2%,.%'*/-%!+(!*$+0%!)'*%,%0*%3!)'!
/!.14&!5%5&%,0$)2!./'!&%!*4,'%3!
+((!&6!*$%!1+'-7*%,5!.+55)*5%'*8!
#$%,%(+,%9!:'+;)'-!*$/*!*$%6!
<*$%!2,+02%.*=!./'!1%/>%!/*!/'6!
*)5%!)0!/!.+5(+,*)'-!3%.)0)+'9!
%02%.)/116!)'!*$)0!%.+'+568?!
!
/%+9(!F9@#J.00E!V.&.+%0!C%&%@.+!
F0)H>79+*!G+.@9&!
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\!

'(72!O+*B)3!</+=4272!7/-,=-)2!3()!,=0!>*,-)/!
)F,/,?7F!=+6!,9!21>>=4!+/0!0)?+/0;!./!3()!F+2)!,9!
+!F=1AL!79!0)?+/0!9,*!+!>+*37F1=+*!F=1A!F,/F)>3!72!
8*)+3)*!3(+/!21>>=4!U7;);!F,?>)3737,/VL!3()/!73!72!
=7B)=4!3(+3!73!72!+!nG,n!2731+37,/;!.9!21>>=4!72!8*)+3)*!
3(+/!0)?+/0L!3()/!+!nk,!G,n!F,/F=127,/!72!=7B)=4;!
!
',!+/+=4a)!3()!0)?+/0L!,/)!?123!0,!+F31+=!
97)=06,*B!+/0!F,/01F3!0*7-)!37?)2!U,*!6+=B%37?)2!79!
7/!+!0,6/3,6/!1*A+/!+*)+V!7/!)+F(!,9!3()!h!
07*)F37,/2!UkL!klL!lL!@lL!@L!@[L![L!k[V!+3!>*7?)%
37?)!6))B0+4!)-)/7/82;!'()/L!3()!7/3)*2)F37,/!
>,7/32!9,*!3()!M*7?+*4!O+*B)32!+2!6)==!+2!3()!
@)F,/0+*4!O+*B)32!+*)!0)97/)0;![()/!3()4!+*)!
)+F(!F,//)F3)0L!3()!A,1/0+*7)2!+*)!2>)F797)0;!'(72!
9,*?2!3()!A+272!,9!+!>,=48,/!U,93)/L!/,3!+!27?>=)!
F7*F=)V;!'(72!>,=48,/!72!3()/!3*+/2?733)0!3,!3()!
F,?>13)*7a)0!0)?,8*+>(7F!2)*-7F);!
!
'()*)!+*)!B)4!0)?,8*+>(7F!-+*7+A=)2!3(+3!/))0!3,!
A)!27/8=)0!,13!+/0!23107)0;!K93)/L!3()2)!+*)!/,3!
>+*3!,9!+!23+/0+*0!0)?,8*+>(7F!>+FB+8);!'()4!+*)!
/1?)*,12!7/F=107/8!+8)L!)3(/7F734L!9+?7=4!7/F,?)!
=)-)=L!)01F+37,/+=!+33+7/?)/3L!,FF1>+37,/+=!=)-)=!
U/,3!7/0123*4VL!27a)!,9!(,12)(,=0L!,6/)*2(7>!,9!
*)270)/F)L!)3F;!'()2)!()=>!0)97/)!3()!>*,97=)!,9!3()!
*)270)/37+=!?+*B)3;!K/)!/))02!3,!B/,6!3()!/,*?2!

4)."*/5&6$
789%*$/"$*9.$>."*$F%,$*5$=/&($
(.?5;+%@9/<$/&=5+?%*/5&$=5+$%$&.F$
<3)>AB$

'&()"*+,$-.%(.+"6$
K/<#$O%+5$

=;D$!F%+9E!I+.#;(.&*!
C%&%@.L.&*!];#;9&E!'&D?!

3,!97*23!1/0)*23+/0!3()!0+3+;!'()/L!3()!0+3+!/))02!3,!
A)!7/3)*>*)3)0!127/8!F=1A!7/0123*4!>)/)3*+37,/!*+3)2!
3,!F*)+3)!+!',3+=!T)?+/0!F+=F1=+37,/;!'(72!+=2,!
7/F=10)2!+/!+/+=4272!,9!3()!b,??)*F7+=![,*B7/8!
O+*B)3>=+F)!3,!F,?>=)?)/3!3()!D)270)/37+=;!
!
K/F)!0)3)*?7/)0L!3(72!,/=4!+00*)22)2!3()!T)?+/0!
270);!'()/L!3()!9131*)!F=1A!0)-)=,>)*!/))02!3,!
70)/3794!+==!973/)22!9+F7=737)2!3(+3!=7)!673(7/!3()2)!36,!
>,=48,/2!3(+3!0)97/)0!3()!M*7?+*4!+/0!@)F,/0+*4!
O+*B)32;!'()!670)23!0)97/737,/!,9!F,?>)3737,/!72!12)0!
+/0!7/F=10)2!F,??)*F7+=!()+=3(!F=1A2!,9!+==!27a)0!+/0!
34>)2L!>1*)!E,8+!,*!M7=+3)2!23107,2L!>)*2,/+=!3*+7/7/8!
23107,2L!EOb<2Ijbb2L!,3()*!/,/%>*,9732L!1/7-)*2734!
973/)22!9+F7=737)2L!>1A=7F!>+*B!+/0!*)F*)+37,/!9+F7=737)2L!
?7=73+*4!A+2)!*)F*)+37,/!9+F7=737)2L!?+N,*!
F,/0,I+>+*3?)/3!9+F7=737)2L!?)?A)*%,6/)0!F=1A2L!
)3F;!l+F(!,9!3()2)!72!+/+=4a)0!F,?>=)3)=4!+/0!732!3,3+=!
+01=3!?)?A)*2(7>!72!0)3)*?7/)0;!
!
K/)!3()/!F,?>+*)2!3()!0)?+/0!-)*212!3()!21>>=4!3,!
0)3)*?7/)!79!3()!273)!72!3*1=4!9)+27A=)!,*!/,3;!
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It is hard to please both the hardcore 
lap swimmer who would prefer the 
water temp was 78-79 degrees and 
the senior member with arthritis who 
would like to get into 86-88 degree 
water.!
!
i/=)22!4,1!(+-)!3()!=1H1*4!,9!+!0)07F+3)0!
6+*?!6+3)*!3()*+>4!>,,=L!4,1!6,1=0!/,*?+==4!
2>=73!3()!0799)*)/F)!+/0!B))>!3()!3)?>!+2!F=,2)!
3,!h&!0)8*))2!+2!>,227A=);![+3)*!+)*,A7F2!
>+*37F7>+/32!F+/!8)/)*+==4!A)87/!?,-7/8!:17FB=4!
)/,18(!3,!,-)*F,?)!3()!7/737+=!N,=3!3,!3()7*!
2423)?!+/0!8)3!3()7*!()+*3!*+3)!>1?>7/8!
21997F7)/3=4!3,!+0N123!3,!h&%0)8*))!6+3)*;!

4)."*/5&6$
789%*$/"$*9.$/(.%3$*.?@.+%*)+.$=5+$
F%*.+$%.+5>/<"AB$

'&()"*+,$-.%(.+"6$
C5>$M95)3(.+"$
C+.&*$Q%+(.&$

B9H!>P9)0(.+#E!GJ&.+!
K%,.*O;00.!"*P0.*;D!F0)H!

According to the American College of 
Sports Medicine - “Health / Fitness 
Facility Standards and Guidelines” 
(second edition), the appropriate 
temperature for fitness facility pools is 
between 78 and 86 degrees Fahrenheit. 
 
lH>)*7)/F)!2188)23!3(+3!?,23!=+>!267??)*2!
>*)9)*!Xh!d!h#!0)8*))2L!?,23!+:1+!+)*,A7F2!
>+*37F7>+/32!>*)9)*!h&!d!hZ!0)8*))2L!+/0!?,23!
+:1+!3()*+>4I*)(+A7=73+37,/!F=7)/32!>*)9)*!h_!d!h^!
0)8*))2;!'()2)!*+/8)2!6,*B!8*)+3!,9!F,1*2)!79!4,1!
(+-)!2>)F797F!>,,=2!9,*!)+F(!>1*>,2);!.9!/,3L!+2!72!
3()!F+2)!673(!?,23!()+=3(!F=1A2L!+!F,?>*,?72)!,9!
h#!d!h"!2))?2!3,!6,*B!A)23; 

B+.&*!T%+(.&E!GJ&.+!
Y.09#!K;*&.##!F.&*.+!

“Unless you have the luxury of a dedicated warm water 
therapy pool, you would normally split the difference and 
keep the temp as close to 81 degrees as possible.” dR,A!@(,1=0)*2 
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Email marketing can be very 
powerful as well as inexpensive. 

'()!97*23!3(7/8!3,!0,!72!23+*3!3()!>*,F)22!,9!
F,==)F37/8!)?+7=!+00*)22)2!+3!)-)*4!>,227A=)!
,>>,*31/734;!K99)*!9*))!>+22)2!+3!=,F+=!)-)/32!7/!
)HF(+/8)!9,*!)?+7=!+00*)22)2\!F,==)F3!3()?!+3!
?)?A)*!)-)/32!+/0!,9!F,1*2)!,/!4,1*!6)A273);!

'*)+0!F+*)91==4!6()/!73!F,?)2!3,!A147/8!)?+7=!
=7232!)3F;!R)F+12)!,9!@M<O!=+62!4,1!F+//,3!
27?>=4!2)/0!,13!+/!)?+7=!3,!A1/F()2!,9!>),>=)!

O+*B)37/8!3,!4,1*!?)?A)*2!67==!7/F*)+2)!
>+*37F7>+37,/!U*)3)/37,/V!+2!6)==!87-)!4,1!+!
F(+/F)!3,!8)3!?,*)!*)9)**+=2!+/0!)-)/!F*)+3)!
F+?>+78/2!9,*!>*,2>)F37-)!?)?A)*2; 

4)."*/5&6$
7L5F$<%&$'$/&.R@.&"/:.3,$?%+#.*$?,$
<3)>$5&3/&.AB$

'&()"*+,$-.%(.+"6$
C+.&(%$!>(/33%$

M%+%9$I%,$L5==?%&$
$

The one thing you want to keep in 
mind is that the more “Google Power” 
you have, the more success you will 
find. “Google Power” simply puts your 
club to the top of a search in particular 
instances.!
!
C)*)!+*)!N123!+!9)6!3(7/82!.!6,1=0!*)F,??)/0!3,!
8)3!4,1*!eG,,8=)!M,6)*;g!

&; b*)+3)!+!A=,8;!
"; j,7/!+!2,F7+=!/)36,*B;!
Z; 57/B!3,!4,1*!6)A273)!9*,?!4,1*!A=,8!+/0!

2,F7+=!/)36,*B7/8!>+8)2;!

!

B+.&(%!"H(;00%E!I+.#;(.&*!
C%&%@.L.&*!C9L.&*)L!

!

>%+%P!N%,!<9[[L%&E!C%+$.*;&@AC.LH.+#P;7!
F0)H>79+*!>%&!=%L9&!
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4)."*/5&6$
7L5F$<%&$'$@+/<.$%$@.+"5&%3$*+%/&/&;$
>)"/&.""AB$

'&()"*+,$-.%(.+"6$
!&&$P/3>.+*$

S/<#/$!&(.+"5&$
$

The net worth of your business is equal 
to the net revenue generated from 
personal training sessions during the 
previous year. 

O+/4!67==!/)8,37+3)!+!>*7F)!127/8!/1?A)*2!3(+3!
*)9=)F3!3()!)H>)F3)0!/)3!9,*!&o!&I"!4)+*2!*+3()*!
3(+/!3()!4)+*J2!+F31+=!/)3L!6()/!A127/)22!72!+2!
6)==!)23+A=72()0!+2!4,1*2L!6()/!3()!A127/)22!(+2!
+!A*+/0)0!>*,8*+?!,>37,/!+33+F()0L!,*!6()/!3()!
A127/)22!(+2!+!(723,*4!,9!(78(!*)/)6+=!,*!*)278/;!

O,23!A)=7)-)!3(+3!3()2)!9781*)2!F+/!A)!2))/!+2!
97F3737,12L!3(,18(L!+/0!F+/!,93)/!=)+0!3,!F,/F)*/2!
673(!A*)+F(!,9!F,/3*+F3;!lH>)*32!67==!*)F,??)/0!
3(+3!+!A14)*!278/!+/!,>)/%)/0)0!F,/3*+F3!2,!73!72!
A)23!/,3!3,!+00*)22!)237?+3)0!/1?A)*2!01*7/8!
3()!2+=)2!>*,F)22;!

"&&!V;0H.+*E!=.@?!T;+?!9[!I?Y?!W!G7.+%*;9&#!
>P%7.#!Y9*%0!K;*&.##![9+!^9L.&!

You may want to rethink simply 
selling your business. If you have 
a great accountant or business 
lawyer, talk to them about the 
advantages of keeping your 
business and/or perhaps 
partnering with someone. If it’s a 
thriving business, you could still 
bring in income as a silent 
partner. 
 
_;D$;!"&(.+#9&E!I+.#;(.&*!
=.%0;*,!K;*&.##E!'&D? 
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4)."*/5&6$
7L5F$(5."$@.+"5&%3$*+%/&/&;$/?@+5:.$
+.*.&*/5&AB$

'&()"*+,$-.%(.+"6$
-%)+/.$O/&;3.$

S/<#/$!&(.+"5&$
$

Retention is a consequence of usage. People 
who use the club consistently are more likely 
to stay a member. People who sign up for 
personal training and attend consistently are 
more likely to continue with training. Usage is 
the key.!
!
c*,?!?4!,6/!)H>)*7)/F)L!.!(+-)!9,1/0!3()!9,==,67/8S!

• M),>=)!6(,!7/-)23!7/!2(,*3)*%3)*?!,/)%,/%,/)!
>)*2,/+=!3*+7/7/8!>+FB+8)2!U1>!3,!Z!?,/3(2V!(+-)!
+!$Y]!*)3)/37,/!*+3)!7/!3()!>*,8*+?;!!

• M),>=)!6(,!7/-)23!7/!=,/8)*%3)*?!,/)%,/%,/)!
3*+7/7/8!>+FB+8)2!U,/)!4)+*V!(+-)!=,6)*!*)3)/37,/!
7/!3()!>*,8*+?;!!

• C78()*!>*7F7/8!,/!3*+7/7/8!2)227,/2!2))2!(78()*!
*)3)/37,/!3(+/!=,6)*!>*7F)!2)227,/2!*)8+*0=)22!,9!
=)/83(!,9!>+FB+8);!!

• b=7)/32!6(,!>+*37F7>+3)!7/!8*,1>!>)*2,/+=!3*+7/7/8!
2))!(78()*!*)3)/37,/!3(+/!,/)%,/%,/)!F=7)/32!
A)F+12)!,9!3()!?)?A)*%3,%?)?A)*!*)=+37,/2(7>2!
3(+3!+*)!A17=3;!!

!

-%)+;.!F;&@0.E!C5(E!I+.#;(.&*!
-%)+;.!F;&@0.!F9&#)0*;&@!%&(!F9%DP;&@!

 
…those that work with trainers 
typically work harder which 
translates to results. We know 
that results create a satisfied 
customer, which again, 
increases retention. Bottom 
line, solid personal training 
likely plays a role in retention. 
 
_;D$;!"&(.+#9&E!I+.#;(.&*!
=.%0;*,!K;*&.##E!'&D? 
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4)."*/5&6$
7L5F$<%&$?,$<3)>$;.*$+.=.++%3"$=+5?$
(5<*5+"AB$

'&()"*+,$-.%(.+"6$
-35,($P%/&">5+5$

Q+T$8.&(,$8/33/%?"5&$
$

One of the ways we accomplish this goal 
is by having all of our fitness trainers 
have Bachelor of Science degrees in 
Exercise Physiology.!
!
<00737,/+==4L!6)!(+-)!+!>*,8*+?L!6(7F(!91=97==2!+==!3()!
/)F)22+*4!>*,F)22)2!+/0!>*,F)01*)2!,9!3()!?)07F+=!
F,??1/734;!.3!72!C.MM<!F,?>=7+/3!+/0!A1==)3!>*,,9!3,!
+/4!F*737F72?;!
!
.3!72!73!-)*4!F=)+*!3(+3!6)!+*)!/,3!+!34>7F+=!e84?g;!
M*)2)/3=4!6)!(+-)!36,!>),>=)L!,/)!6(,!72!91==!37?)!
+/0!3()!,3()*!>+*3!37?)L!,/!3()!*,+0!0+7=4L!2))7/8!
>(427F7+/2;![)!+=2,!(+-)!+02!,/!*+07,!+/0!3)=)-727,/!
23+37,/2!F,1>=)0!673(!F,/37/1,12!(+*0!6,*BL!9,F12!
+/0!0)07F+37,/;!'()!A*+/07/8!,9!,1*!9+F7=734!>)*?732!
12!3,!A)!3()!+/373()272!,9!+!e84?g;!E,1!/))0!3,!
3,3+==4!0)=7-)*!4,1*!>*,01F3;!K1*2!72!elH)*F72)!72!
O)07F7/)g;!

-09,(!V%;&#H9+9E!T;+?!9[!B)#;&.##!T.O.097L.&*!
T.(P%L!<.%0*P!W!"*P0.*;D!F9L70.6!

 
Physicians often look to us for 
developing an exercise program. It is 
our job to provide suggestions. Have 
you offered a complimentary session 
to the doctors? We seek medical 
approval and additional information, 
but we also need to illustrate our 
assessment results and possible plan 
of action. 
 
T+?!^.&(,!^;00;%L#9&E!
I9#*!=.P%H;0;*%*;9&!>7.D;%0;#*!
V.&.#;#!<.%0*P!F0)H#S=9D$!=9%(!
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4)."*/5&6$
7'=$+.*.&*/5&$%$?.?>.+$/"$<9.%@.+$*9%&$
".33/&;$%$?.?>.+"9/@U$F9,$(5$?5"*$
<3)>"$=5<)"$5&$"%3."AB$

'&()"*+,$-.%(.+"6$
C/33$D<C+/(.$
P.5==$Q,.+$

The industry focuses on sales as a 
large number of members quit due to 
somewhat “uncontrollable” factors 
such as relocation, illness, injury, 
personal issues & financial hardship.  

</!+/+=,84!72!2+-7/8!?,/)4!d!*)3)/37,/!72!2+-7/8!
?,/)4!+/0!2+=)2!+*)!9131*)!)+*/7/8!>,3)/37+=;!
[(7=)!6)!+==!=7B)!3,!2+-)L!673(,13!9131*)!7/F,?)L!
?+/4!,9!12!6,1=0!2>)/0!3(*,18(!,1*!2+-7/82!
+/0!A)F,?)!A*,B);!@+=)2!+*)!3()!8*,63(!)/87/);!
<2!,1*!7/0123*4!72!237==!/,3!+33*+F37/8!3()!-+23!
?+N,*734!,9!3()!>,>1=+37,/L!673(!?+/4!?+31*)!
F=1A2!A+33=7/8!3,!2)==!?,*)!3(+/!3()7*!=,22)2!)+F(!
?,/3(L!2+=)2!+/0!+33*+F37/8!/)6!?+*B)3!
2)8?)/32!72!F*1F7+=!3,!21FF)22;!

B;00!CDB+;(.E!FP;.[!G7.+%*;&@!G[[;D.+!
F0)H!G&.E!'&D?!

 
All clubs focus attention on sales, it 
is the lifeblood of our industry.!
!
O)?A)*!*)3)/37,/!72!<@!.OMKD'<k'!+2!/)6!
?)?A)*!2+=)2!A13!/,3!+==!F=1A2!3*+FB!3()7*!
*)3)/37,/!,*!?)+21*)!3()!+F37-737)2!3(+3!7?>+F3!
3()!*)3)/37,/!,9!3()7*!?)?A)*2;!
!
',!+F:17*)!+!/)6!?)?A)*!3()*)!72!+!?+*B)37/8!
)H>)/2)!+/0!+!2+=)2!)H>)/2)!,*!F,??7227,/;!
O,23!,9!3()!37?)!3()2)!36,!F,232!+00)0!
3,8)3()*!):1+=!W&##!,*!?,*);!
!
V.9[[!T,.+E!K9)&(.+!
-;[.#*,0.!K%L;0,!K;*&.##!
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O9.<#$'LKM!T5+;N/&()"*+,3.%(.+$.:.+,$
D5&(%,$=5+$?5+.$%(:/<.$=+5?$/&()"*+,$
.R@.+*"T$


