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I. What is a Personal Trainer? 

a. How we perceive ourselves 
b. How the public perceives us 
c. Misconceptions of trainers 

i.  
ii. I need to get in shape first, then hire 

a trainer 
iii.  take 

people  
d. Is health and fitness essential?  Is having a 

personal trainer essential? 
i. Health is essential 

ii. Most people view having a trainer as 

difference? 
 

II. Success so Far But How Far Can We Go? 
a. Past success - Growth in previous decades 

1987:  11,804 clubs / 17.3 million members 
2008:  30,022 clubs / 45.5 million members 
1987 US Population = 242 million (7% of US 
population) 
2008 US Population = 304 million (15% of 
US population) 
During roughly the same span of time: 
Overweight  up from 47% to 66% (BMI 
between 25-30) 
Obese  up from 15% to 31% (BMI over 30) 

a. Future success  untapped markets 
b. What we sell now vs. what the untapped 

markets need 
i. Individual trainers sell workouts 

ii. Clubs sell packages 
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III. Is Personal Training a Career?  Really? 
a. Too many great trainers wind up doing 

something else  why? 
i.  

ii. Starting a family, increased income 
desire/needs  can personal training 
deliver? 

iii. Energy demands as you age  high 
number of sessions in 

 
b. New Trainers  Do you want to be a small 

fish in a big pond? 
i. Most new trainers have stars in their 

eyes and want to work with athletes 
1. Why training athletes is the 

easiest type of training for the 
smallest percentage of the 
population (soccer mom vs. 
soccer player) and presents 
challenges for long-term 
success 

2. Stay connected with why you 
got started in training and what 
you value, not the glamour of 
working with athletes.   

ii. How can you change perception of 
personal trainers? 

c. Current Career Options 
i. Open your own studio - Is this what 

you really want or just want every 
trainer is supposed to say they want? 

ii. Management  will the keep you 
from doing what you love and what 
fuels your passion?  (Does it take you 

 
iii. Hire other trainers independently/in-

home  ups and downs 
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IV. Personal Trainer  version 2.0 

a. Create clients that are capable of fitness 
success without dependence on trainer-led 
workouts 

b. Information and Inspiration 
c. Rethinking sessions 
 

V. Session Structure/Training Plan 
a. Design the workout last, not first! Why? 
b. Help them move better  insert what you 

see they need into what they want (provide 

just calorie burning) 
c. Keep clients responsible for their own 

results  can they have a successful 
 

d. Layout of v2.0 Personal Training Session 
i. Goal, Health History, and Lifestyle 

Review/Time for Exercise Assessment 
(including work life, home life, 
attitudes about nutrition and 
exercise, potential obstacles, etc.) 

ii. Assessment  both biometric and 
biomechanical as necessary 

iii. Program design 
iv. Program instruction 
v. Program redesign/modification 

 
VI. Financial impact of Altered Approach 

a. Individual Trainers (two sample trainers 
with same number of sessions each week) 

b. Referral business 
c. What you can charge for sessions  are you 

selling workouts or fitness leadership? 
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d. Training Directors/Club Owners (get rid of 
old, outdated, ineffective strategies  free 
sessions for new members, large packages) 

i. Discuss challenges and the damaging 
effect on the current common club 
training paradigm. 

ii. Sample of new model used at the 
club where Jonathan manages 
trainers: New Member Personal 
Training Sessions.  

iii. Clubs want revenue, but will they 
have the courage and trust to change 
the model and stop selling large 
packages that de-value training and 
reduce a trainer s income? 

VII. Conclusions 
a. Our industry is more defined by how the 

public perceives us than how we perceive 
ourselves 

b. Growth in new markets is directly 
dependent on altering that perception 

c. To truly make personal training a career, we 
must sell an experience that helps clients 
feel better in their bodies and enjoy more 
effective movement while helping them 
achieve their stated goals. 

 
-------------------------------------------------------------------------------- 
Contact: 
Jonathan Ross 
www.AionFitness.com 
Free e-newsletter, video series on Discovery Health, 
blog and more! 
 
Twitter: www.twitter.com/JonathanRossFit 
Facebook:  Everyday Fitness  with Jonathan Ross  
E-mail:  jonathan@aionfitness.com 


