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If you are in Personal Training, or you are planning a career in this industry, then these skills are
the most important to master -

Product Development
Branding
Marketing
Sales
Retention

It is important to know that the hard work happens when you get least results, then as you start
to get results the workload slows.  However, if you stop, and you will want to, that is when things
go wrong and pretty drastically sometimes.

Some people have real issues with making a business successful in our industry, and often that
is because they get lied to on the way into their courses.  It is tough to get going, you will have
some horrible months.  However you will change people's lives in ways they will never know, and
it will feel excellent.

I have written a shortish book (because you should not have massive amounts of time available),
designed to give you an introduction to getting your business started, re-started or growing.  In
the end is a special gift on FASTER products for our business section of the website and more.

It is important that you look at this book as the minimum you need to do and know that you need
to grow your knowledge in this area as much as anywhere else.

Introduction
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Before you can sell anything, you need a product to sell.  Rarely is this ever mentioned in any
education course, and even on the become a 6 figure trainer sales and marketing courses, it is
neglected.  However, that is not the case for FASTER; this is vital for you to become successful,
which is essential for us as you are our best way of getting to more trainers!

Product development needs to start with some who’s and what’s.

Who do you want to train?

Think about what they earn
How they live
Where they live
How much they want to spend
What they spend on
How they perceive training
What they want their trainer to look like
What barriers they might put up to exercise
Why they may say no to a Personal Trainer
Where they would look for a Personal Trainer
Where they spend their time online and in person
How you would get to them
Who influences them

Product Development
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What do you need to do to become desirable to them?

Where do you need to train?
What do you need to offer?
What should you charge?
What should you wear?
What should be in your packages?
How will they pay?
How will you advertise to their influencers?
How will you get referrals?
What does the training need to look like?
What will your posts in their medium look like?
How will the training session feel, as in how will you plan the journey?
What will be your signature that makes you stand out, but appeals to them?

By answering all the above questions, you will start to have a defined set of answers on how
your brand will look, feel and communicate with your niche.  You will be able to work out how
much you want to charge, how they will pay and so how your website will function.  

Product Development
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Getting a name for your business might be something you need to think about unless you are
in the gym.  Even if you are working in a gym though, getting a brand together is important.
 Working at a gym or in a gym will make it tougher to get independent of their branding, but you
can still create something useful.

So initially the question must be “What is a brand?”

The answer to this is simple, a brand is the recognisable traits of your business, that help to
build a trust with current and potential clients.  It is the consistency of your company, and it will
run through your whole product.  Each component could be visual, experiential in person,
experiential through your website and social media.  It is everything you do publicly, and so it
needs to be defined in a way that guides all of your decisions.

Initially, I would suggest you write down some key rules, or terms, or brand values, whatever
you want to call them.  These will help you to make decisions for the rest of the time you have
the business.  If you can link this to a statement of intent, then that would be even better.

So initially lets work out a statement of intent, try and include the clients that you want into that
statement.

I shall run this business so I can __________ the ______ _________’s in the _________.  

eg

I shall run this business so I can improve the fitness of the overweight teenager in the
Berkshire area.

Branding
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Then let's build our set of values -

1 - Something about your values
2 - Something about how you will train
3 - Something about how you will do business
4 - Something about how you will select your clients

1 - Integrity
2 - Research Based
3 - No compromises
4 - Fun People

Use these to drive your business decisions (use your own, not my example) and this will help
you keep consistency.

An example from FASTER is below (I stole mine from the 1-minute manager author and Steven
Spielberg)

“To be part of the journey of all the great trainers in the world.”

1 - Earn more than we spend
2 - Collect all we earn
3 - Treat everyone like a favourite family member
4 - Only work with people we enjoy working with

Branding
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Marketing is the art of getting people you would like to see you and buy from you, to see you
and then enquire about buying from you.  

When put like I have above, then it is simple right?  Wrong!!

It used to be easy enough, hire a PR agent, get in the local press, on the local TV station and
watch the clients flock.  Now though it is a tough market, and everyone knows this.  So the new
way is multifaceted and is going to require some preparation.  This development will need to
occur up front and then be continuous.  

This book is not long enough for the details, however going through and completing this list will
help you on its own.  Most trainers do not do any of this well, and certainly struggle to make this
make them money when they do.

You need to set-up the following -

Logo and Basic Design Elements

Designing a logo and basic elements are best done together.  Initially, you do not want to get
too bogged down with this, and so the best solution to getting this done would be to use a site
such as e-lance, 99 designs or similar.  Then you would need to request someone to design you
a logo and attach a branding/ visual guideline with it.  You will want this to include the fonts, the
colours, the layouts of the logo in different scenario’s (on emails, websites, T-shirts, etc.).  If you
have this, then in the future you can hire anyone to put together your designs, or you can do it
yourself.

Marketing
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One-year plan for content

I would build seven topics that relate to your keywords and your target market.  Then I would
work through the 52 weeks, and I would make each week themed.  Use the weeks that have
events in them to theme that week.  Then start to build content.  I suggest you get three months
in advance and then keep adding a month each month, so you are ahead with content.  It is
important because consistency is key.

Buy a domain name and hosting

If you are about to set up a website, it is better that you own the domain name.  The hosting is
also something that web designers make money. However, that can be overcome too if you
have your own.  A domain name is essentially the name of the website itself; you need to try
and get something relevant to your business in some way.  People often choose their company
name, or they choose a literal title that they want people to search.

Hosting is the space on a server (a computer in a remote location owned by another company),
where you can upload your website.  A website is a program that runs on an Internet browser
and contains information on your business.  It can also be built to do a whole lot more, such as
take bookings, run online classes and collect potential clients details.

Marketing
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Set up your website

Website set-up can be done quickly today, and a lot of the hosts of websites will package you
together.   In my opinion, it is better to use a WordPress site.  They are easy enough to set-up
and modify after.  Youtube is full of videos step-by-step guides to getting them online too.  Use
your branding guide to help you design the site.  You can use different websites where people
will bid to build your website if you are not confident.  FASTER can also do the building and
the hosting for you, as long as you have a logo, design pack and a domain name.  Building
your website through FASTER is kind of cool because it will allow you to have extra facilities
such as your online training plugin that is simple to use.  Once you get up to speed with that,
and then we take it up a notch and make it possible to add in some of the other services that
we offer in our business section of the course.

Marketing
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Set-up your social media

*Facebook (important for adverts)
*Twitter (important for instant engagement)
*Periscope to share live videos on Twitter
*Instagram for photo and short video sharing (younger clients and female dominated)
*Pinterest for photo sharing (mainly female market, great for wedding sales)
*LinkedIn - professional site to link with other businesses and business people
*Youtube - great place for advertising and longer videos links to Google+
*Google+ - allows you to link up to youtube and helps with SEO
*Vimeo - a place to host videos and protect them from public viewing if required, more
informational than sales
*Snap Chat - For your younger clients
*Vine - for quick videos for younger clients

It is not necessary to have all of the above, I would suggest that it would be good to have a
Facebook page to help with local advertising.  Then a Twitter account is important, as many
people are on that medium and prefer it to the more cluttered Facebook platform.  

Using Instagram and Pinterest is a great place to show in short snippets what you do, and so it
allows you to build trust.  However, you may just want to use one of these depending on your
market.

If you need more advice on this, then speak to the Social Media Concierge and Claire will help
you out with more info on getting this mix right.

Marketing
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Live Marketing

To get known, then you need to get into the community and into the place where your clients will
hang out.  So this means doing the following -

Business Talks

Drop into local businesses who employ the clients you wish to sell. Offer to do lunch and learn
sessions, to deliver competitions on staff days and to leave your cards with a unique corporate
offer for their staff.

Business Referrals

Joining the local business breakfast group is a great way of meeting local smaller companies.  In
these, the classic mistake is to try and sell directly to these firms.  However, a better way forward
is to either use the companies for your printing needs, etc. or to work out how your product can
add value to what they do while still creating you more leads.  Also, you can help do the same
back, by sending your clients in their direction.  Marketing in this way is an excellent way of
generating referred traffic, which is ultimately the easiest traffic to sell.

Marketing
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Local Press

Getting into the local press is harder to do, but a great idea is to budget in to get a local PR
person to help you get in the press.  To do this, you will need to have a budget, so investigation
into the local PR people is necessary.  You will also need an outcome from these meetings that
you can measure.  Otherwise, you can try and train local journalists, and start to learn to write
your press releases.  Doing events and stunts like charity events in fancy dress, etc., can give
you recognition. The big trap to avoid when doing this is the one where you can become semi-
famous, but you do not have an end goal, so the fame is not converted to profit.   A Large
exposure to people (demographically) means it would be useful to be able to send people to
your website to train with you online, etc.   We have some interesting ways of doing this through
a couple of external companies we work with, as well as the main website we can offer to you.

Local Leaflets and Advertising

In order to get clients before, trainers would leaflet an area.   I think that this is a big expense
and a lot of work to get to only a few clients.  Now social media is so good at getting to people,
combined with the powerful influence of a referral over a drop in for converting a sale, this
seems like a big step for little return.

Marketing



Building your business
Essential Business and Career Skills for Personal Trainers

Local Events

Turning up to local events, at schools and in parks is a great way to get clients. Helping local
schools and targeting parents has been very good for many trainers because of the word of
mouth network from parents is amazing.  In Colorado a group was set up called MOD Moms and
then an equivalent called MOD Dads.  These groups share everything, support local businesses
and generate a lot of work for members and associated companies.  In return these companies
support MOD Moms and MOD Dads in all of there events.

Essentially anyway you can outreach should be considered.  As long as you have an outcome
measurement, so increased likes, increased email list, increased visits to your site, new clients
etc, then you will be good to try all of the above.  It is most important that you spend time your
time wisely, but also that you measure everything so when you do make a mistake, you do not
keep pushing with that same activity.

Marketing
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Making a sale is a process and not just asking one question.  Many people mistake making a
sale with the big question, asking for the money.  Also, people get nervous asking for money,
and so this comes across to clients as a show of weakness.

The best way to make a sale is to thinking of it as a process of small nudges, which eventually
lead to a person wanting to purchase from you.  At each stage, you need to think about the client
and if they will be blocked from making a purchase by your systems, then remove that block.

In most cases, the common block is through payments, either the payments required are too
large, too difficult to make or too complicated, so the decision-making process becomes tough.
 You need to think can people decide to pay at each stage and can I make it easy.

If you work with FASTER for coaching, then we will help you with this process by determining the
financial driver and how that works with your business plan.  Then we will move on to coaching
you to build that into an action plan, leading to an eventual set of targets and simple purchasing
process.

Sales
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For a sales process, then remember essentially you are going through three stages -

Stage 1 - Building Trust

In your marketing and then first 1-1 interaction is where you build trust.  It means your branding,
your wording and everything else has to be consistent to allow people to believe in what you do.
A designer will help you with this, and so a definition of your client is vital up front.

Stage 2 - Negotiating

Once a client trusts you, then you need to start the negotiation process.  Negotiating is not just
about price, this is about time, price and motivation.  In negotiation, the first rule is to get the
other person to commit first, on all of these fronts.   The commitment they show you will be the
low end of what they are able or willing to do.   Your next phase of negotiation would be to offer
services that stretch the client on these as well as match the client on these.   One of the things
we teach in our mentoring is how to do become successful at this while maintaining trust.  

One of the keys here is not to push, but to eliminate barriers and not to rush, but to maintain trust
at all times.

Sales
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Stage 3 - Commitment

Collecting money is the toughest part, however, this is the commitment part that needs to
happen to get the person to buy into your concept.  In order to get this part right, you need to
make sure that the client fully understands what they are buying and makes an upfront
commitment.

One way I like to do this, is to book out the space into a calendar, which they buy from me.  The
first payment secures this slot.  If they want to change the slot, then they can if it works for me.
Like when you book on an airline though, you are booking a space, so initially I have to assign
you a space to ensure I do not over-book.  Employing this method gives me something more
tangible for the client to show (actual time) and also I have something I can take away from them
if they do not pay me.

Learning to control your voice and your body language at this point is vital.

Sales
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Stage 3 - Commitment

Maintenance of trust, recovery of service mistakes, staying at the top of your game against
competitors and staying true to your brand are the components of retention that matter most.  

People can and will copy your name, location, price, colours and even logo sometimes.
 However, they cannot copy you and your service.  That is the DNA of your business, and that is
what not only sets you apart, but also keeps you ahead of the game.

Here are a set of things to focus on when you define your retention/service model -

1 - First impressions when signing up

Think about having a checklist - so they received their email, T-shirt, signed the right forms, got a
small ebook on what to expect and do when they start, etc

2 - Weekly tasks

Think about text reminders, emails, social media contact, when you ask for referrals, etc

3 - Milestones

When a client hits a milestone, then what do you do to celebrate?  How do you make sure that
you do not miss this, how do you make it personal?

Retention
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4 - Recovery

If something in the service chain goes wrong, can you show a system of recovery which is fair
and replicable.  Having a consistent recovery plan will leave the client at ease sometimes in the
trust-building stage, it will also allow you to build in things that happen if the client lets you down.
 Often the recovered client is more important to your business and better for referrals, than the
one who had perfect service.

5 - Evaluations

For every client that leaves, then try and get to speak to them and find out why.  Sometimes it is
that they do not match your brand and service, so it is a positive.  Also, they may change while
working with you (lose their job, get promoted, move location, etc.) and so they move out of your
branded service.  That is okay too.   You need to be aware of the people who match your brand
and leave for another reason (competitor, boredom, not getting the promised service or results).
These are the people who will teach you most about your business and allow you to keep it
growing.

You won't save 100% of your clients, so plan for people leaving.  It is important to stay away
from over analysing a natural turnover of clients. 

Retention
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Click on this link and it will take you to a contact form.  Fill in the contact form and in the
comments make sure you put in your phone number, a good time to call and also the following
words - 

FREE 30 MINUTE BUSINESS REVIEW

One of our people will get back to you and help you build some next steps to super charge your
business.

As you will understand from the book so far.  This is our opportunity to build trust with you.

If you would prefer to email, then email Info@fasterglobal.com with the same information and we
will get back to asap.

Thank you for reading all the way through.

Your Special Offer

http://fasterglobal.com/contact/

