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Session 121  
Your Club: The Place to Be on a Friday Night!  

Presented by Trina Gray 
 

Transform your club into the “it” place to be!  Create a unique business 
brand by making fitness a year-round celebration.  Learn how to drive word 
of mouth to ultimately drive business. Make fitness a Friday night out. 

 
Purpose of Presentation: 
Section 1.  Reconnect with what you love about fitness in order to promote it. 
 
Section 2.  Generate a profitable and rewarding business by generating buzz. 
 
Section 3.  Create exciting, authentic and life-changing fitness experiences.  
 
 
Section 1:  Reconnect with your passion for fitness.  
 
It’s not what you sell, it’s what you stand for. 
 
What do YOU stand for? What are you passionate about? 
 
 
 
 
 
 
Believe in your ability to transform lives.  
 
What makes YOU feel rewarded?  
 
 
 
 
 
 
 
Focus on how you uniquely inspire — be authentic.  
  
Who do YOU connect with?  
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Section 2: Ten Top Ingredients for Generating BUZZ: 
 

• Marketing beyond brand-building.  
Move beyond business cards, listings in the yellow pages and brand building ads in 
the newspaper. Many of those reach people who are already looking. You need to 
reach beyond your circle to invite those who don’t even know they need you yet. With 
so many messages bombarding people, it’s not enough to let them know that you 
exist. You need them to connect with WHY you exist.  
 
• Get on board (but not obsessed!) with social networking/on-line marketing.   
If you aren’t tweeting, you aren’t connecting. Don’t miss the chance to drive clients to 
your website, your service and YOU. Ask your clients where they spend their time on-
line. Then, review your options (LinkedIn, FaceBook, Twitter, TweetDeck, YouTube, 
Blogs, etc.) Pick an outlet that best suits you and your audience. Be fun and be 
reliable.  Don’t be too promotional or people will tune out. Remember the general rule 
of only one business offering (sign up for boot camp!) for every six to eight tips or 
suggestions (hey, it’s a great day for a walk, grab your dog and go!). 
 
• Don’t create programs, create experiences.  
You can deliver results with boot camps, personal training, group exercise classes, 
etc. But if you aren’t delivering emotion, fun and excitement, your clients are missing 
out and your business is running the risk of being stagnant. Make your programs into 
memories that stick with people. They won’t remember the workout as much as they’ll 
remember how they felt.  
 
• Go BIG or Go HOME.  
If you want to launch a new program, such as a spring makeover challenge, go after it 
from all angles. Go big. Note: Big doesn’t mean expensive. Big means impressive. 
Promote the challenge with something outrageous, like filling your studio with potted 
plants for spring, send out e-invites, post flyers that match the theme, partner with a 
local salon or clothing store to offer more complete makeovers, build in fun, build in 
socializing, develop the workout plan, offer add-ons, such as food journals, bandanas, 
special music, themed workouts, logo wear. Take lots of pictures, post updates on 
Facebook. It will draw people to your next event, if they missed this one. Capture 
footage and post it to YouTube. Throw a big party at the end. More below.  
 
• Unite people together —  think groups, not individuals 
The fastest way to increase traffic in your business is to target groups of people with 
something in common, e.g. bridal parties, families, kids, athletes, workplaces. Work on 
uniting people with a common interest and bring them together. You’ll maximize your 
time and share you talent with more people. Better yet, you’ll build in accountability to 
your programs.  
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• Capture testimonials of transformations and share them wide and far.  
People are inspired by and intrigued with reality television. We create amazing real-life 
stories with our clients every day. Take the extra step of collecting photos, quotes, 
personal stories, along with the numbers. Invest your time into retelling your members’ 
stories. They are worth far more than a coupon or any discount you could offer.  
 
• Don’t rely on word of mouth to spread – you must drive word of mouth.  
Yes, word of mouth is your most valuable and inexpensive form of advertising. But 
don’t get lazy about it and just cross your fingers and hope that your class participants 
tell their friends about your spin class. No. You must drive it. Calculate it. Not in a 
scheming way, but in a smart business way. Empower them to “pay it forward” by 
reminding them to tell others how great fitness makes them feel. Give them “pay it 
forward” gift certificates to “re-gift” to someone in their life who needs it. They look 
good, you get new customers.  
 
• Make the buzz about your clients and your team, not about you.  
Positioning yourself as the expert in health and fitness in your community is great. 
Have a column in the local newspaper, appear as a guest on a radio call in show, 
send out fitness tips on-line. Go beyond promoting yourself. Promote your team (if you 
work with others) and promote the people you’ve inspired. Sell others and the rewards 
will come back to you.  
 
• Be seen in the community.  
It is one thing to financially sponsor events in exchange for having your logo on a sign. 
It’s another thing to offer to lead a fitness kickoff, or relaxation finale at an event. Give 
money, if the organization needs it. But also give something back that people value. 
No one values your logo on a banner. People value your time, your talent and your 
willingness to share it with no strings attached. Lead fitness in-services in the schools, 
lead chair aerobics at the senior center, send motivational quotes and a free fitness 
tips to teachers at local schools or volunteer firefighters, etc.  
 
• Be the social organizer of your community 
Give people a reason to celebrate. Step outside your skin as a group exercise 
instructor, personal trainer or fitness manager and become a party planner. It’s not 
beneath you to blow up balloons… it’ll bolster you to new heights. People want to do 
things that make them feel special, make them laugh, or brighten their week. You can 
make them feel special. Once you’ve organized it, pack the house, create demand 
and get people there. Once they are there, send them home talking!  
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Section 3: Creating Year-round Fitness Experiences  
 

1. Thinner Winner Contest (Community Wide Weight Loss Challenge)  
• Contests might not be the best way to promote long-term lifestyle 

improvements, but they do generate interest and can infuse thousands of 
dollars in new money into your business.  

• Once you expose participants to your business, you must “wow” them to keep 
them inspired after the excitement wears.   

• Promote the outcome:  
 “Help (Name of Town) lose 2,000 lbs” or  “Take the Money and RUN!” 

• Sign up in teams of four to six people. Seek out members and nonmembers.  
• Four to six-week commitment with rules and support from your business.  
• Offer reward money for biggest losers of weight, inches or great percentage of 

body weight lost.  
• Provide access to your best services to help them achieve their goals (your 

classes, your small group training, your boot camps).  
• Have a plan in place to secure them as long-term clients at the end.  
• Throw a big party at the end to send people off with a bang.   

 
2. Fitness Inspired Gala 

• A gala can be a game-changer for your business.  
• Collect success stories over the course of a year (or season).  
• Invite the honorees, their guests and the community to celebrate their 

achievements in an elegant affair. Give them a reason to get dressed up! Pick a 
unique location in your community (an art gallery, a museum, etc).  

• Give your honorees an opportunity to share their story. Display their 
before/after photos. Ask them to answer a question about their story: “What is 
the best complement you’ve received since your transformation began? What 
are you most proud of in your new life? What do you want to tell others about 
your journey?”  

• Invite the audience to vote on their favorite story. Reward the winner with a 
vacation, or a spa package, or a shopping spree. Partner with a local business 
to create an amazing prize package.  

• Photos and video from the night will last forever. And truly, you will give people 
something to talk about!  

 
3. Corporate Fit Challenge and Boot Camp Finales  

• When people finish a program, the most important day is the last. All their work 
in the last 4 to 6 weeks boils down to how you make them feel at the end.  

• Certificates are nice, but recognition in front of their peers is better.  
• Go to a local restaurant, or outfit your facility for a party. Balloons and 

streamers aren’t just for kids! Do chants and cheers.  
• Give them a chance to talk about their success, give them praise.  
• Encourage them to invite a guest.  
• Capture fun “team” photos. Matching shirts are a bonus!  
• You’ll send them into their weekend talking and will have exposed your 

business to lots of potential new customers.  
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4. Turbo Party (or Group eXtravaganza)  
• My talented friend and mentor Chalene Johnson, creator of TurboKick™ and 

TurboJam™  says it best: 
“Fitness is a party and you’ve got to invite people to it.”  

• Turn your regular group exercise classes and boot camps into an event to 
remember by making it an eXtravaganza.  

• Rent a school gym, set up a stage, hire a DJ and a photographer.  
• Ask your best instructors to lead it. Feature your strongest format, or a variety 

of formats in a medley.  
• Send out invitations, prepare fun “costumes,” offer door prizes, sell fitness 

attire, healthy food, etc. Give people something to take home, and of course, 
something to talk about.  

 
 
Summary: Make YOUR club the place to be on a Friday night, and all year-round, by 
determining what you’re most passionate about, becoming creative with how you 
generate buzz, and maximizing the “wow” factor at all your events.  
 
Don’t wait for a special occasion to throw a party – create an occasion of your own.   
 


