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Small-Group Training: A Win-Win! 

Linda Kennedy, BS, CSCS, LSN 
 
Who Are You and What Do You Want? 
 
1. As a trainer, what are you great at/your top professional skills?   
(organization, adaptability, creativity, coaching, building relationships, multi-tasking, motivating others, pushing your 
clients hard while making it fun, being a drill sargeant, program design/keeping your workouts fresh and current, 
performance-oriented training, being a good listener, being an excellent role model, focusing on form, creating a 
friendly rapport, educating your clients, etc.)   
____________________________________________________________________________________________ 
____________________________________________________________________________________________ 
 
What are your weaknesses or dislikes? 
(not a leader, not a good planner, disorganized, focusing on revenues, etc.) 
____________________________________________________________________________________________ 
____________________________________________________________________________________________ 
 
2. What kind of training do you currently do with your clients?  
(strength training, weight loss, sport-specific, general fitness, post-rehabilitation, cardiovascular conditioning) 
____________________________________________________________________________________________ 
____________________________________________________________________________________________ 
 
3. Have you considered learning any new training methods? 
(plyometrics, slow-tempo training, sport-specifc training, calisthenic workouts) 
____________________________________________________________________________________________ 
____________________________________________________________________________________________ 
 
4. What are your goals as a trainer? 
(open a fitness studio or training center, create online revenue streams, train other trainers, train just enough to pay 
the bills and pursue other things) 
____________________________________________________________________________________________ 
____________________________________________________________________________________________ 
 
5. How long have you been in business and how long do you see yourself staying in the industry in this role? 
____________________________________________________________________________________________ 
____________________________________________________________________________________________ 
 
6. How much time do you devote to working on your business vs. in your business? 
 
Working in my business: # client sessions per day/week 
____________________________________________________________________________________________ 
____________________________________________________________________________________________ 
 
Working on my business: # hours/week networking for new business_____, creating power partners and referral 
streams_____, participating in community events_____, building/updating website and/or creating passive revenue 
streams_____, reviewing/updating business plan_____  
____________________________________________________________________________________________ 
____________________________________________________________________________________________ 
 
7. How do you plan to grow your business? 
____________________________________________________________________________________________ 
____________________________________________________________________________________________ 
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Why Small-Group Training? 
 
1. Client Benefits: 

 Save $$  
 Groups are social and fun  
 Healthy sense of competition 
 Friends can train together 
 Clients see they are not alone  
 Groups can help clients stay on track  
 Consistency, accountability and follow-through can be enhanced 
 TEAM = Together Everyone Achieves More 
 _________________________________ 

 
2. Trainer Benefits: 

 Earn more  
 Work the same or less (e.g. 20 hours for the same pay as 30 hours)   
 Decreased trainer burnout  
 Increase in your client base  
 More opportunity for added revenue  
 More flexibility with training 
 More referral and networking opportunities  
 Greater exposure 
 Themes can be created  
 More options for placing a new client 
 __________________________________ 

 
  

The “5 P’s of Success” – Proper Planning Prevents Poor Performance! 
 
How to Start Your Own Small Group 
 
1. Know your strengths and your passion:  what do you love doing/what are you good at? 
 

 Sports – soccer, baseball, basketball, skiing, surfing, ________________________________  
 Core Training 
 Marathons/Triathlons 
 Nutrition/Weight Loss Coaching 
 Kettle Bell Training 
 Pilates 
 Post-rehabilitation Conditioning 
 _________________________________ 

 
 
2. Decide what your target market is:   
 

 Women over 40 
 Busy businessmen 
 Amateur/elite athletes 
 Pre- and post-natal mothers 
 Pre- or post-menopausal women 
 Children/teens 
 Older adults  
 _________________________________ 
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3. Decide what kind of group you’d like to put together: 
(a weight loss group for post-menopausal women, a triathlon training camp for beginners, a Kettle Bell camp for 
reasonably fit individuals, etc.) 
____________________________________________________________________________________________ 
____________________________________________________________________________________________ 
 
4. Get organized and create a plan: 
   
What will the format be? 
(once or twice per week/daily, 1 hour/2 hours+, morning/afternoon/evening) 
____________________________________________________________________________________________ 
____________________________________________________________________________________________ 
 
What type of space will you be working in and what type of training will it allow for? 
(small studio, local park, gymnasium, training floor at your gym) 
____________________________________________________________________________________________ 
____________________________________________________________________________________________ 
  
How many people can you accommodate? 
____________________________________________________________________________________________ 
____________________________________________________________________________________________ 
 
What type of equipment will you need?  
(bands, balls, performance equipment, jump ropes, agility ladders, plyometric boxes, dumbbells, weight machines, 
cardiovascular machines, etc.)  
____________________________________________________________________________________________ 
____________________________________________________________________________________________ 
 
Will there be any printed materials to hand out to your clients? 
____________________________________________________________________________________________ 
____________________________________________________________________________________________ 
   
Will it be goal-oriented and if so, how will you do your assessments and follow-ups? 
____________________________________________________________________________________________ 
____________________________________________________________________________________________ 
  
How many weeks or months will the program run, and how will you change it up? 
____________________________________________________________________________________________ 
____________________________________________________________________________________________ 
 
What’s the cost? 
____________________________________________________________________________________________ 
____________________________________________________________________________________________ 
 
5. Create your marketing materials: 
   

 Online marketing – most inexpensive and efficient: website, Exact Target/email blasts, newsletters to 
current/prospective clients and/or members of your club 

 Flyers – Microsoft Word/Publisher, Mac 
 Use photos and “call to action” phrases: ______________________________________________________  
 Make it look professional 
 Hire someone if necessary – Kinko’s, marketing person 
 New business cards 

_______________________________________________________________________________________
_______________________________________________________________________________________ 
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6. Keep your prices low but competitive.   
 

 Do some market research, ask around 
 Offer yours for less 
 Make it better than the competition’s – find your niche 
 Exceptional value stands out 
 The key is volume  

_______________________________________________________________________________________
_______________________________________________________________________________________ 

 
 
 
 
 
 
 
 
 
 
 
 
 
7. Provide excellent customer service.   
 
Be the best person around doing what you do (keep your skills fresh, give 120% every day, etc.) 
____________________________________________________________________________________________ 
____________________________________________________________________________________________ 
 
Create and maintain good relationships with your clients (follow up with a phone call, ask them Q’s) 
____________________________________________________________________________________________ 
____________________________________________________________________________________________ 
 
Go above and beyond what your program offers (research a concern of theirs, share a book title, etc.) 
____________________________________________________________________________________________ 
____________________________________________________________________________________________ 
 
8. Start Networking.   
 

 Tell everyone you know what you’re doing 
 Join organizations and committees 
 Hand out your business card on a regular basis 
 Talk about benefits not features – feel great, lose inches, get stronger, have more energy! 
 Tell your current 1:1 clients; ask them if they’re interested 
 Tell your colleagues, friends, boss, other employees at your facility, people you meet at a party, the mailman 
 Anyone you know can benefit from what you do and help bring you business!   

 
1. _________________________________________________________________________ 
2. _________________________________________________________________________ 
3. _________________________________________________________________________ 
4. _________________________________________________________________________ 
5. _________________________________________________________________________ 

 
9. Offer the first session for free.   
 

 Everybody loves to get something for free 
 Great way for people to sample your work without having to make a commitment 

Kettle Bell Camp 
 
MWF 6-7am, 7-8am; 5-6pm, 6-7pm 
6 people in each class @ $20 each 
$120/class x 12 classes = $1440 
 

$1440 for 12 hours of work! 

Training/Payment Options 
 

$360 for 6-week session @ 3x week ($90 savings) 
$240/month @ 3x week ($60 savings) 
$200 10-class package ($50 savings) 
$25 drop-in rate 
1 class free with paid referral 
 

Fee-based Add-ons: fitness assessments, nutrition 
coaching, etc. 
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 It can make a really big impression on a prospective client 
 Great way to make contact with someone new 
 They might know someone who’s interested   
 Give them your business card 

_____________________________________________________________________________________ 
_____________________________________________________________________________________ 

 
10. Have fun!   
 

 Why do something if it doesn’t contribute to your own life as well as those you serve?   
 Groups allow for more interaction and camaraderie  
 Be a serious professional, but don’t forget to laugh and smile  
 Positive energy and enthusiasm are infectious  
 Your clients will have something great to look forward to 

____________________________________________________________________________________________ 
____________________________________________________________________________________________ 

 
Actions to get your new program started: 
 
                           Target Date  Actual Date  
Category  Action                                      to Complete           Completed  
 
Target Market 1. Research best location to interact with new mothers 
   2. 
   3. 
   4. 
 
Format (time,  1. Research/decide the best time of day to offer my group 
days/wk, # mos)        2. Check with current clients to see if they have any flexibility 
        in their schedules   
   3. 
   4. 
 
Space/Location 1. Talk with my Fitness Director about using gym space 
   2. Contact the local Parks Dept. to determine rental fees for 
         the nearest park  
   3. 
   4. 
 
Equipment  1. Meet with local private training studio owner to see what 
                                             kind of equipment he has 
   2. Research online for best prices 
   3. 
   4. 
 
Printed Materials 1. Download the IDEA article I read on healthy breakfasts                                       
   2. 
   3. 
   4. 
 
Assessments/ 1. Check to make sure I have all the tools and space I need 
Follow-ups  2.  
   3. 
   4. 
 
Cost   1. Go online/talk with gym managers and/or trainers to see what 
        others are charging 
   2. 
   3. 
   4. 
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Marketing/  1. Go to www.constantcontact.com to create an online newsletter 
Advertising       to send to clients and new people I meet         
   2. Call Bill for help with making a flyer 
   3. Update my website/call web guy to include my new program 
   4. Put an ad on Craigs List 
   5. 
   6. 
   7. 
   8. 
   9. 
   10. 
 
                                  Target Date         Actual Date  
Category  Action                                                 to Complete         Completed  
 
Networking  1. Tell five new people/members of my gym every day about my 
        program 
   2. Call old clients and tell them about my new group; ask them if 
        they would like to join! 
   3. Give out three business cards every day 
   4. Go to www.meetup.com to join a business networking group                                       
   5. Talk with my chiropractor to see if he would be interested in 
         setting up a cross-referral program 
   6.  
   7.     
   8.  
 
Other   1. 
   2. 
   3. 
   4. 
   5. 
   6. 
 
Links/Resources: 

Resource Link 
PFP Magazine, May 2009: “Go Group X”, Linda Kennedy, 
BS, CSCS, LSN   

http://www.nxtbook.com/nxtbooks/rbpublishing/pfp_200904/#/26
 

SCORE (Service Corps of Retired Executives): very low-
cost workshops on marketing, writing business plans, etc. 
and free mentoring for small businesses; look for one in 
your area 

 

www.score.org  
 

Meetup Groups for Business Networking 
 

www.meetup.com  
 

Microsoft Publisher: online tutorial  
 

http://www.bcschools.net/staff/PublisherHelp.htm 
 

FedEx Kinko’s: for flyer, business card, etc. design and 
printing 

 

http://fedex.com/us/office/ 
 

Low-cost professional photographs 
 

http://www.istockphoto.com/index.php  
 

Low-cost business cards, marketing materials, etc. 
 

http://www.vistaprint.com  
 

Kettlebell Kamp: an example of small group training taken 
to the next level 

 

http://www.kettlebellkamp.com  
 

 


