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Congratulations and thank you for being a part of our team!
We take pride in developing passionate fitness consultants to change the lives of healthconscious individuals. In training new fitness consultants, our beliefs reflect values that include
vigorous training on our EOS Ethos that involves loyal, lifelong fans and exercise practitioners.
As a fitness consultant, you will be set up to create a positive environment to maximize your
success. At EOS Fitness, we believe in finding new sales team members to train and develop for
optimal results. We’ve put together a playbook to help you participate as a member of the EOS
Fitness team so you can reap constant success.
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EOS Fitness Sales Playbook
Our Core Purpose
Why Do We Exist? TO CREATE LOYAL, LIFELONG FANS, AND EXERCISE
PRACTITIONERS
EOS Ethos
The Vision- What do we want to be someday?
OUR TEAM: We are intentional in caring for our teammates and making “fun” a part of the
job. Teammates will either have a career with us or will have their careers enhanced by our
business model.
OUR MEMBERS: We take pride in caring for our members. We deliver a personalized
experience, and we are THE “customer care” benchmark---regardless of industry or price point.
OUR COMMUNITY: We value and care about the communities we do business with---and
understand that the future health of our business depends on the support of these communities,
and we focus on earning their trust and respect.
EOS Ethos
Why do we get out of bed in the morning?
OUR MEMBERS & GUESTS: To inspire our members and guests every single day by putting
a smile on their face that encourages them to come back. This will fuel exercise habits and
enable fitness results.
OUR TEAM: To provide opportunity and growth in a safe, fun, and encouraging workplace.

Statement of Strategy
We help members build exercise habits with a culture of belonging---a culture where members
can become the very best versions of themselves. We are “home” to both the exercise
practitioner and the beginner. We are experts in building habits. We design and sell healthy,
practical, exercising inducing products and solutions, intentionally designed to make exercise a
habit. We deliver through frictionless processes by meticulously selected, trained and developed
empathetic people.
EOS ETHOS
Our Values-How do we behave?
Fight Hard to Win
Take Personal Responsibility
Be Optimistic and HAVE FUN!
Grow and Learn
Be a Team Player
FREEDOMS

OBLIGATIONS

1.Challenge Any Policy, Process, Or System

1. Take Personal Initiative In Offering A Creative Solution

2.Enhance The Member Experience

2. Adhere To Our Core Values & Operating Procedures

3. Nurture Professional Relationships With Staff& Members

3. Always Be Clean, Presentable & Adhere To The Dress Code

4. Be Yourself and Allow Your Personality Shine

4. Leave Your Baggage At The Door

5. Enjoy Yourself At Work

5. Perform Your Role With Excellence

6. Say, “I Don’t Know”

6. Find The Answer And Close The Loop

7. Encourage Others To Pick Up After Themselves

7. Participate In Cleaning

8. Offer Feedback

8. Receive Feedback and Adapt

9. Utilize Our Facilities

9. Report Facility And Maintenance Issue

10. Do Not Tolerate Abusive Behavior

10. Treat Everyone With Courtesy, Kindness, and Respect
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Be Committed for Success
Today, you will learn what it is to be a successful fitness consultant, and part of that plan is to
look back at your past experiences. It is important to try and incorporate our business model
strategies to demonstrate proper values. By learning on-the-job and being committed to your
craft, you’ll help not only yourself, but also the team.
Goals as a Fitness Consultant
Our goal is to develop fitness consultants and help them perform to the best of their ability.
Your attitude, enthusiasm, and energy are needed to produce quality results. Our guide is
designed to lead a successful team that generates more sales. Each time you communicate with
new members, you must create a warm, friendly, professional, and engaging environment.
Proper Development
Having the ability to be a part of success stories by developing character and proper development
in others can be very rewarding. As a fitness consultant, you’ll be able to develop and hone your
skills effectively. Your participation and commitment to excellence is the key in establishing a
successful team.

Club & Individual Minimum Levels to

Club

Succeed

•

Referrals/Leads: 50

•

Calls: 200

(150 for LVA & TEM)

•

Appointments: 20

(15 for LVA & TEM)

•

Shows: 8

(5 for LVA & TEM)

•

Intros Booked: 60%

•

Closing Percentage: 65%

•

ACH Penetration: 40%

(40 for LVA & TEM)

Daily (minimum requirements by sales person for success)
•
•
•
•
•
•
•
•

60 outgoing/follow-up calls phone calls.
100 outgoing/follow-up contacts (This includes texts, calls and emails).
15 referrals from members/prospects.
5 appointments booked (4 for LVA and TEM).
3 appointment shows (2 for LVA and TEM).
3 new memberships sold (1 for LVA and TEM).
60% Welcome Work-Out booking.
35% ACH Penetration.

Open House and End of Month (minimum requirements by sales person for success)
•
•

20 appointments booked for that day.
8 new memberships sold that day.

Monthly (minimum requirements by sales person for success)
•
•
•
•
•

70 new memberships sold (40 for LVA and TEM).
GM/AGM’s need to have 90 new memberships sold (60 for LVA and 70 for TEM).
5% of new memberships sold with Day of PT.
3% or less of new members that first draft decline.
35% ACH Penetration.

Open House Set-Up
The purpose of Open House (OH) is to enroll new members who have visited the club over the
past 60 days. Within Club-OS, this group falls under 3 categories: Active Guests, Expired Guests
and Missed Guests. Active Guests are guests who should expire on your club’s Open House Day.
If this is done correctly, you should already have appointments set with all Active Guests.
Expired Guests are guests who came in to try out the club and for some reason have not signed
up yet. Your goal with Expired Guests is to call and to let them know we have an Open House on
X Date and they can sign up on this day for X amount of dollars.
Set up or 3-2-1: For our set up, our managers will gather goals for our OH. We gather them in
the Open House Production Sheet found on the Hub. We should have all goals gathered 7 days
prior to OH.
Example: If OH is on Thursday, then we should have our goals in the OH Production sheet by
the prior Friday morning.
With our Open Houses the most important part is the set up. We use 3-2-1. 3 representing 3
days before OH, 2 representing 2 days before OH and 1 representing 1 days before OH. On 3-21 we want to call everybody on these 3 days. We keep calling till we book an appointment for
OH.
Sales Minimums: All Sales reps should have at least 20 appointments for each OH and at least
half of those appointments should show.
Missed Guest: is a prospect that did not join and never received a guest pass. At EoS Fitness if
the walk-in does not sign up on the day they came in, we want that Missed Guest to have a
guest pass (key tag) until our next Open House, so in reality you should really have no one in
the Visited Club category. If you do have a few people, simply follow the same procedure as the
Expired Guests follow-up procedure listed here.
Active Guests: 3 days before Open House you want to confirm all of the appointments with
your Current Trials. Regardless if you heard back from the active guests, you will need to
confirm again 1 day before Open House. When you confirm on the day before, ask if they will
be bringing someone into the gym with them. Be sure to sound excited and let them know you
will be at the front desk waiting for them.
Expired Guests: 3 days before expiration you want to call the Expired Guests. The purpose of
calling to set up for Open House is focusing on WHY they came into the club in the first place.
You want most of the conversation focusing on them accomplishing their goals now. The fact
that we have a membership special is simply the little extra nudge they need to start now. If
you do not hear back from them, call them again the next day. If you still do not hear back from
them call them the following day and if you still have not heard back from them, call them again

on Open House Day. When leaving a message let them know if you do not hear back from them
you are going to follow up tomorrow. Instead of calling each time you can use email and
texting (through Club-OS) to follow-up with them. Many people prefer to be texted or emailed
over a phone call.
Note: Always CALL first before texting or emailing regarding Open House. It is okay to use
texting and emailing after you have opened the door regarding the Open House.

Non-Open House Week:
Open House is twice a month, so your goal during non-open house week is to drive as much
outside traffic into the club to try out the gym. By doing this you will have more guests on trial
memberships that expire on our Open House day. The more guests you have, the more
memberships you will sell. Your goal is to have 100 or more Active Guests and Expired Guests to
follow-up with that have been in the club within the past 60 days.
Example: If you have exactly 100 Active and Expired Guests and you simply get 15% to enroll,
you will have 15 New Members on Open House! That is a good day!
Additionally, you want to follow up with all of your Active Guests to schedule a class or some
sort of next action that gets them into the club to work out. It is important to show them you
care. You do not want to have radio silence until Open House week when you “want
something.” The chance of getting a Missed Guest who is on a current trial membership to sign
up if they have not used the gym is slim to none. So your job is to get them into the club doing
something.
Ways to create guests: POS Referrals, Referrals, Expired Members, Missed Guests, Business of
the Month and Self-Generated Leads. There are several ways to accomplishing all of them.
Please refer to the new hire sales training for techniques that will make things easy for you.
Note: A prospect/guest/former member is allowed a guest pass of no more than 30 days in a
calendar year. It does not matter how many times they use it. Anyone giving a pass for longer
than 30 days is breaking company policy and will be subject to termination. The company views
this as stealing.

Open House Calendar

Laws of Commission
The following “Laws of Commission” are designed to outline which commissions
should be paid out, and to whom, in any membership or PT transaction. If there is
ever an issue with who should receive commission, this document should be
referenced, and the guidelines below should be followed.
For Membership Sales
1. Regardless of the amount of communication between a Fitness Consultant

and a prospect, the employee who sells the membership will get full commission.
2. Online Sales are not commissionable.
3. Rotation for ups (walk ins and TI’s) are determined by the following, in order of
importance:
a. The GM is always on the ups rotation.
b. When the GM is not present, the AGM will always be on the ups rotation.
4. For other employees seeking to be on the ups, one of the following must occur:
a. They must meet the Daily Minimum Requirements for Success outlined in the
Club & Individual Minimum Levels to Succeed document during their previous
day of work.
b. Sell 6 NM during their previous day of work.
c. Sell 3 self-generated NM on the same day of work.
d. Meet any other requirements set by the GM.
For PT Sales
To help create synergy between the Fitness and Sales Departments, PT Agreements will be
eligible for split commissions in the following situations.
1. The day of membership purchase, the FC should present PT every time. If they make
the PT sale without assistance, 100% commission will go to the FC.
2. If the member is objecting to the PT presentation by the FC, another Team Member
should be brought in for a TO every time. If the PT sale is then made, a 50/50 split
commission will occur.
3. In the event that the member is still uninterested in purchasing PT the day of
membership sale, a Welcome Workout should be scheduled every time. If the member
purchases the day of the Welcome Workout, 100% commission goes to the employee
who conducted the Welcome Workout and presented the PT package.
4. If a member buys PT in any other situation, 100% commission goes to the employee
who generated the PT agreement.
5. If after an UP class, the UP Coach presents and sales PT without assistance, 100%
commission goes to the UP Coach.
6. If they are getting objections to the presentation, they should then bring over another
employee for a TO every time. If the UP sale is then made, the commission will be split
50/50.

Club-OS, Follow Up Process

Conducting a Follow-up

From the moment you tour a prospective member around your club,
activate a guest pass, help them become a member of the EoS Family,
or start them on a program, the most important component will be to
Follow-Up! You’ve started a great relationship and want to help them
on their fitness journey, don’t let them down. Calling to check in while
keeping their interests peaked is key. On these follow-up dates, you will
gather information regarding their experience whether it’s from their
initial tour date or regarding their Welcome workout. This help the
member feel secure and reinforces that we are here for them. While
conducting follow-ups, remember to take notes on the gathered
information from your call, it can help you in your personal growth as a
fitness professional while addressing any concerns the member might
have.
Follow-ups are typically conducted on 3rd, 5th, 10th, and 30th days of
being a member.
The best part of Club-OS is they are all broken down into categories as
follows:
1.
2.
3.
4.

Lead’s
Web Lead’s
Referral’s
Appointment’s Booked

5.
6.
7.
8.
9.

Appointment No Show
Active Guest
Expired Guest
Missed Guest
VIP Guest

Club-OS, Prospect Management

Datatrak,
Entering Membership Agreement

VIP Guest Access
VIP Guest: A VIP guest, is a guest brought into the club by a member who has VIP guest
privileges. This service allows the guest to be issued a White Key-tag (fulfills insurance waiver
requirements and allows the guest to participate in classes with member on their visits). Most
importantly, once they are directed to a fitness consultant to issue their Guest Key-Tag set up in
the system (this can be done under the “agreement’s tab” in Datatrak, listed as “Restricted VIP
Guest”), we have created an opportunity to convert them to an EoS Fitness member as well.
This is your first opportunity as a Fitness Consultant to convert them from Guest status to an EoS
“family” member. You can now evaluate and assess the member based on their specific needs,
wants, or goals! Show them the perks of membership and help them start their own fitness
journey.
The Why: We do this process for a few reasons:
1. This allows us to sit and connect with every member, guest, and prospect.
2. If they don’t get started as a member on their initial visit, you now have a profile for them in
Club-OS under the VIP GUEST category. This will allow you to follow-up with them on their
experience as well as inform them of any special events or membership promotions your club is
offering.

VIP Guest Registration Process

 All Digital Guest Waivers should be facing the Service Representative to ensure the
following process happens every time.
o A guest should never begin filling this out prior to being greeted by the Service
Representative prior to filling out
 When registering a VIP Guest, the Service Representative will select “Paid Pass/VIP
Guest Privileges” on the DGW
 The Service Representative will then type in the member’s phone number or email
address.
 An icon will appear with the member’s name which is linked to the phone/email that
was entered. The service rep will select that member.
 Service Rep will then hit the dropdown box for “Toured By” and select “Salesperson Not
Selected” and ask VIP Guest for their Driver’s License
 VIP Guest will then input their demographic information into the DGW
 Service Representative will then alert a Sales Representative
 Sales will sit the VIP Guest down and confirm the following
o Does member have guest privileges in ABC?

o Check to see if Guest was ever a former member with us. If so, confirm they left
in good standing. Ex: Past Due Balance
o Go into ABC and select the prospect account
o Place DL # in ABC for verification and safety reasons
o Take picture of VIP Guest in ABC
o Then convert the guest to the membership plan “Restricted VIP Guest”
o Enter the member’s name as the “Referral” for cross checking purposes
o Authorize and give VIP Guest a white (GUEST) key tag to use when checking in
o Make sure member & VIP Guest are aware of any promotional membership
offers and ask if Guest wants to join.
 Thereafter, the VIP Guest will check in at Front desk with Front desk staff using ABC and
white (GUEST) key tag
o Every checked in VIP Guest must be with member and Front desk must confirm
the member has current VIP Guest Privileges
 If the Guest decides to upgrade to a standard membership, the original Restricted-VIP
Guest membership needs to be cancelled out and enter a new agreement by submitting
the Account Service Form and selecting “VIP Guest” as the reason.

There is an ABC Report called “VIP Check In” which provides the name, phone number,
frequency of check in, and name of the referring/VIP member for every VIP Guest.
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The EOS Fitness Way
As part of our team, we’d like to welcome you as a fitness consultant. Though starting a new
position can be daunting, our guide will give the direction and instruction you need to reach your
goals. Through our dynamic sales training, you’ll become a self-reliant member of our team.
Our playbook will outline the tasks needed to give you a competitive edge in the corporate world
of fitness. You’ll want to explore our fitness consultants’ guide to get acclimated with our
process. As a new fitness consultant, you’ll understand our ethos and our expectations. Here at
EOS Fitness, we believe in:
-practicing good habits
-being a team player

-learning through valuable experiences
-staying positive while having fun
EOS Fitness consultants follow a questionnaire process for our new guests to feel welcomed, and
ensure that becoming a member will benefit their well-being.
Here are our five qualifying questions:
-How may I help you?
-Are you a current member?
-Do you work live or work in the area?
-How did you hear about us?
-Is there anyone you would like to meet with today?
As part of our team, you’ll manage to develop new skills that will enable you to see dramatic
results and recognition. Part of our EOS Fitness motto includes the proper way to answer phone
calls. Here is our “Telephone Power” script:
•

•

•
•
•

•

"Thank you for calling EōS Fitness __________! This is ________, how may I direct
your call?"
o Caller speaks on the phone
"Great, are you a current member with us?"
o If "yes" answer the question
o If "no", proceed below.
"My name is ________, what was your name?"
"Great _______, How did you hear about us?
"Well _______ what I would like to do is transfer you to one of our Fitness Consultants
to better answer all of your questions. But just in case we get disconnected, what is your
number?"
"Thanks, that's _________, correct? Great, I'm going to transfer you now! Thank you!"
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EOS Fitness Telephone Inquiry
A Telephone Inquiry (TI) is any non-member who calls the fitness club looking for
information such as:
a. Membership Pricing
b. Membership Specials

c. Class Information
d. Facility Information
e. Enrollment Information
Who can take a Telephone Inquiry?
The General Manager, Assistant General Manager, or Fitness Consultant only
If none of them are available, the call will have to be returned.
How should the front desk recipient answer the telephone inquiry?
When the front desk answers the telephone inquiry, they must initially ask if they are a current
member. If the caller says no, then the front desk recipient should follow the Telephone Power
script:
Front Desk recipient must also record the information and give to the Fitness Consultant, and
they should transfer the call to a Fitness Consultant.
If the Fitness Consultant answers the phone, they must follow the Telephone Power script and
transfer to another salesperson.
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Telephone Inquiry Script Procedures
1.) The telephone inquiry script can be found in the top drawer of every fitness
counselor’s desk
2.) The script must be used EVERYTIME a telephone inquiry is taken by a fitness
counselor.
3.) During the call, the script sheet will be used by the fitness counselor as she/he asks
questions from it and fill in the answers provided by the caller.
4.) If an appointment slot is filled, then the fitness counselor will record the
appointment in Club-OS.
5.) After the call, all notes from the telephone inquiry script sheet should be notated
into Club-OS
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Avoiding Price Questions During Telephone Inquiries
How to avoid price questions:
1. Deaf ear

2. Acknowledge & move on
3. Offer free membership / give price range
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Web Leads
A web lead is a prospective member requesting a 7- Day Trial Membership from the EOS
Fitness website.
Contact Methods (do BOTH)
•

Call within 10 minutes of web lead receipt

Script: Hello_____, this is ________ from EOS Fitness [location]. Thanks for checking
us out online! I'd love to invite you in to check us out in person. Have you been in our
club before? We feature a [cinema room, two pools, basketball court, steam room,
multiple functional turf areas as well as our indoor AND outdoor weight rooms]. What
are you looking to accomplish? Are there any questions I can answer for you while we
are on the phone? When would be the best time for you to come in today? (Don't forget
to bring in your local I.D.)
•

Always leave a voicemail if they do not answer

Script: Hello, ___________, this is ____________ from EOS Fitness [location]. Thank
you for checking us out online! I want to invite you in to check out our state-of-the-art
facility including our [cinema room, two pools, basketball court, steam room, multiple
functional turf areas as well as our indoor AND outdoor weight rooms]. I was reaching
out so we can coordinate a time for you to come in and see all of these amenities in
person. You can reach me back at <<Gym Phone #>>. I hope to hear from you soon!
•

Email within 1 hour of web lead receipt, or immediately after the voicemail

Script: Hello, ___________, this is ____________ from EOS Fitness [location]. I just
tried reaching out to you over the phone but it went to voicemail. Thank you for checking
us out online! I want to invite you in to check out our state-of-the-art facility including
our [cinema room, two pools, basketball court, steam room, multiple functional turf areas
as well as our indoor AND outdoor weight rooms]. I was reaching out so we can
coordinate a time for you to come in and see all of these amenities in person. You can
reach me back here or over the phone at <<Gym Phone #>>. I hope to hear from you
soon!
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Register and Qualifying
Purpose of the Digital Guest Waiver or DGW
1. Register the guest into our system
2. Qualify the guest
1. Guest Courtesy Card
2. 5 Components of Fitness
i.

Goal Setting

ii.

Nutrition (Food Intake, Hydration, and Supplementation)

iii.

Cardiovascular Health

iv.

Resistance Training

v.

Professional Assistance

The Importance of Registering the Guest
1. All Membership Inquiry guests must be registered
2. Registration is used for
a. Marketing tracking
b. Guest Tracking
c. Follow up
d. Determine Closing %
e. Liability waiver
f. Text permission
3. Failure to register a guest is not allowed

Importance of Qualifying the Guest
1. All Membership Inquiry guests must be qualified. This is NOT optional.

2. Qualification is used to:
a) Determine the guest’s needs
b) Educate prospective member
c) Overcome Objections
d) Find ‘Hot Buttons’
e) Tailor the tour
f) Build Rapport
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Meet and Greet
1. Use a Professional Greeting with every prospect
2. Make the prospect Feel Welcomed
3. Determine the Prospects’ Needs
4. Move prospect through the process to Make a Decision with every tour
5. Keep Records of every tour and the results of that tour using Club – OS / POGS

P.11
Meeting the Guest Before the Qualification and Tour
1. FC introduces him/herself to the guest.
“Hi, my name is ________ welcome to the gym”

2. FC begins to build rapport.
“Did you find the gym ok?”- appointment
“Is this your first time in the gym?” - walk-in
3. FC tells the guest what is going to happen.

“First, we are going to sit down for a few minutes and go over your goals, then I
will take you on a tour of the facility and after that we will sit down and I will show you
our membership options. Fair enough?”
At EOS Fitness we want the “meet and greet” to go smoothly as possible so we can sell
our personal training services. We do this by providing a guest courtesy card to ensure
our prospects feel welcomed and willing to commit to our program. Our goal as fitness
consultants is to help prospects overcome objections that include price and convenience.
Our scripts are designed to build rapport and get a feel as to why our prospects are
looking to join and what goals they are wanting to accomplish.
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The Qualifying Process
As a fitness consultant, understanding a prospect’s needs is vital to helping them become
members. There is a process in which we must follow to help our prospects understand their
importance as a fitness member. Here are six ways to qualify prospects:
1.) Ask Questions (to show the guest our understanding of fitness)-By inquiring about
their current and present levels of fitness, you’ll get to know what they are looking for as
a member. In addition, you’ll demonstrate your knowledge of fitness and genuine
concern for their well-being.
2.) Listen to the guest’s answers-Part of becoming a successful fitness consultant is
listening to your guests’ needs. By listening to what they say, they’ll know you are
interested in their goals and interests.
3.) Educate the Guest-It is important to inform your guest about knowledge in the fitness
industry. By doing this, you’ll be looked as true professional.
4.) Do not give all of the answers (or feel as if you need to)- You can give your prospects
knowledge, but give them just enough to have wanting more information—which can
carry on to personal training services.
5.) Reassure the guest that our personal trainers can help them with all of their
questions and concerns-By reassuring them, guests may be more likely to take part in
personal training services---as they will see the knowledge and expertise a personal
trainer has to offer.
6.) Always go back to the Significant Emotional Experience-When you share with your
guest past emotional experiences, you are demonstrating the importance of connecting on
a different level with guests.
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Program and Nutrition Inquiries

During the inquiring process, there are many possible questions you can ask your guests.
Here are 5 possible topics you can inquire about:

•

Formulate the Goal and attach it to a SEE

•

Past and present Nutrition program / Current Hydration & Supplementation

•

Past & present Cardiovascular program

•

Past & present Resistance Training program

•

Need for Professional Assistance
When you inquire about past programs, you will be able to get a feel of what may be
required to offer the most appropriate recommendation to prospects.
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Setting Goals

In order for prospective members to meet their goals, strong fitness plan must be in place. For
example, a goal must address the following:
-

The goal must be measurable

-

The goal should have a timeline (a specific end date)

-

The goal should be realistic

-

Most importantly---the goal is tied in with a
SIGNIFICANT EMOTIONAL EXPERIENCE
`The importance of setting goals cannot be stressed enough.
Like anything else, you need a roadmap as to where you’re going.
When it comes to exploring fitness goals, setting measurable and realistic goals is vital to
one’s self-esteem. If a prospect sets the bar too high, you run the risk of them losing
confidence in themselves—which can lead to a training dropout.
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Potential Goal-Setting Prospects

Though many individuals have a desire to set goals, some may not be willing to put in the
work. There are ways to looking for certain characteristics in goal-setting prospects.
Here are few traits you can look for:
-

Have they been a member of a gym before?

-

Are they experienced in a gym environment?

-

How serious are they of attaining their goal? (scale of 1 to 10)

-

What is their lifestyle and occupational factors?

-

What is an event or reason that motivated them to get started?
These questions are essential in determining how serious a prospect is about achieving
their goals. With these statistics and background information, you’ll also have an idea of
how to approach their goals and expectations. The guest courtesy card can paint a picture
of where the prospect is now and what they want and will become.
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Setting Goal Questions

-

In addition, having a questionnaire that talks about the prospects’ future endeavors is
important in reaching their goals. For example, what does he or she want to achieve
through exercise?

-

By when do you want to achieve your goal?

-

Do you have a support system to help you?

-

How many days a week do plan on working out?

-

Is your job sedentary or active?

-

Have you worked out with a trainer before?

-

In the past, what has prevented you from achieving your goals?
We need to know this to determine the most effective solutions to reaching your fitness
aspirations. If one wants to achieve a goal in say 12 weeks versus 72 weeks, then the
fitness regime and nutrition program may require different demands. Furthermore, a
support system can be instrumental to one’s success. If you don’t have a support system,
then EOS fitness will specifically find a way to motivate you every step of the way. The
days of the week are also pertinent because we tailor our program accordingly. For
instance, we need to set the tone on how many heavy training days compared to light

training days. A person who can workout five times versus three times would require a
totally different program. Knowing whether you are sedentary or active, gives us an idea
of how the program and training regime begin and end. Additionally, EOS Fitness needs
to be aware of if the prospect has worked with a trainer before, just so we can know if
they are familiar with the process. This will give us a better understanding of what their
expectations are. Finally, we ask what has stopped you from reaching your desired
fitness goals? Was it the cost? Lack of motivation? Not reaching your goals fast
enough? Did you have a bad experience with a trainer? These are things that will help us
get an inside on look on how we must work together and overcome the things that
weren’t effective in the past.
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Significant Emotional Experience
EOS Fitness believes in helping prospective members attain reachable goals, and
inquiring about a significant emotional experience is vital to customer success.
Examples:
-

wedding, reunion, vacation, birthday.

-

Family health history, pregnant, just gave birth, etc.

Ask for the goal. Compliment it and feed it back.
-

Why is ______ important for you?
(compliment it and feed it back word for word)

-

Why is ______ specifically important for you?
(compliment it and feed it back word for word)

*when discussing the 5 Components, always revert back to the S.E.E.
These are important questions to consider during training preparation for the prospect.
For instance, by knowing a prospect’s reasoning behind the exercise plan, a fitness
consultant can better serve them. If one is trying to lose weight for an upcoming wedding
for example, the training regime would be different compared to someone who may be
pregnant and is trying to stay healthy. When prospects provide feedback on these
questions, the fitness consultant can better understand his or her needs and formulate a
solid and consistent plan.
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The Importance of Nutrition
•

A person’s diet attributes 70-80% of the results they will see from their program.

•

Eating small, frequent meals helps maintain a higher metabolism

•

A higher metabolism will result in a higher energy expenditure

•

Law of Thermodynamics:

•

•

E in > E out = weight gain

•

E in < E out = weight loss

•

E in = E out = weight maintenance

•

The average person underestimates their calorie consumption by up to 30%.

Repeated weight loss and subsequent weight gain will result in greater difficulty
achieving future weight loss goals.
Why this is important? As a fitness consultant, our job is to educate our prospect on the
importance of good, sound nutrition. Most don’t understand the importance of eating 5-6
small, frequent meals to speed up the metabolism. In addition, many may feel that eating
less or skipping meals can be better for your body. These myths aren’t true and by
educating your prospect about sound nutrition, you’ll help them achieve their desired
goals.
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Nutrition: What To Look For

•

Frequency of meals

•

Types of foods eaten

•

Calories consumed per day

•

Level of understanding of basic nutrition concepts

•

Areas with room for improvement
By looking out for the frequency of meals, you’ll know if the prospect is speeding
up their rmetabolism for optimal results. In addition, we want the customer to eat
the right foods. For example, a can of tuna is a better choice than a fast-food meal

such as a big mac with fries. Calories consumed per day are also important,
which can depend on how active your day is, body weight, and how lean you are.
Furthermore, by having the client understand the basic concept of nutrition, you’ll
help them become more cognizant of quality nutrition and helpful food
alternatives. Additionally, we can help the client improve with their overall
eating habits---and inspire them to make healthy eating a lifestyle.
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Nutrition Questions
To make sure the fitness consultant and prospect are on point, asking pertinent
questions evaluate one’s nutrition program is needed for a better nutrition plan.
Here are some relevant questions to ask prospects:
Now I would like to ask you questions about your nutrition. “
•

“How many meals a day do you currently eat?”

•

“Do you snack in between meals”?

•

“How many calories do you consume per day?”

•

“Do you know how many calories you should be consuming per day to accomplish
your goals?”

•

“One last question, on a scale of 1-10, 10 being that you are an extremely healthy
eater, how would you rate your nutritional habits?”

By asking these questions, it gives fitness consultants an idea of how to approach the nutrition
planning. Though each case is different, having a general idea of how he or she is currently
approaching nutrition can be a key factor in the fitness consultants’ decision to come up with an
ideal plan for better health and a better body.
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Hydration and Supplementation
•

Every cell in our body is made up primarily of water. This essential nutrient assists our
body in fat utilization, as well as the development and maintenance of muscle.

•

Caffeine and alcohol are diuretics, causing our bodies to lose water. This can result in
dehydration if water intake is not increased to compensate for the loss.

•

When chronically dehydrated, our bodies lose their thirst mechanism, causing us to want
even less water.

•

Nutritional Supplements provide your body with essential nutrients without calories.
Hydration and Supplementation are vital to training success. For instance, if you are
dehydrated, cramping and unfortunate sickness may occur. This leads to lack of training
and poor results. In addition, taking supplements to make up for hydration can help boost
energy with its high-quality nutrients—as these products typically possess potent
vitamins to replenish the body.
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How Can You Tell If Someone Is Hydrated?
Here are few things to look out for:
•

Is this person fully hydrated?

•

Do they understand the importance of being well hydrated?

•

Is the person getting the proper nutrients needed?

•

Does the person have a clear understanding of the benefits of supplementation?
When prospects understand the importance of hydration and supplementation,
they will come to the gym prepared and ready to train. Furthermore, by educating
them on proper hydration and supplementation, they’ll soon realize how this can
reduce injury; reduce fatigue, which will lead to better results physically,
mentally, and emotionally.
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Hydration Questions
It is important to ask pertinent questions related to avoid dehydration. This
includes water and supplementation questions. To give you an idea, here are
some useful questions that fitness consultants should ask to gather hydration data:

•

“How many 8 ounce glasses of water do you drink each day?”

•

“Do you consume caffeine?”

•

“Are you thirsty throughout the day?”

•

“Are you currently taking nutritional supplements?”

•

“Are you interested in learning more about supplements?”

Without knowing a prospect’s habits, it becomes difficult for the fitness consultant to
give adequate instruction on hydration. By knowing the amount of water a prospect
drinks, if they are a caffeine-drinker, supplement-taker, or just want to know more about
supplements, it gives the fitness consultant an understanding on how to best tackle the
hydration problem. For instance, if the prospect is thirsty throughout the day, this gives
us an indication that more water intake is needed throughout the day. Moreover, the
prospect may need more education on hydration, and in this case, the fitness consultant
would provide additional information on drinking habits and supplements.
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The Importance of Cardiovascular Exercise
•

Cardiovascular (Aerobic) Training is any activity that increases your heart rate for an
extended period of time.

•

The benefits of doing this are many, including but not limited to increased stroke volume,
lower resting heart rate, lower blood cholesterol, lower blood pressure, increased
endurance, increased bone density and healthy weight management.

•

Aerobic exercise not only burns calories and elevates our metabolism while we are
exercising, but it can also keep our metabolism elevated after we are done, depending of
course on how long and how strong we exercise.

•

A person will adapt to a cardiovascular exercise program and become up to 30% more
efficient within six weeks.

•

Proper manipulation of the F.I.T.T.E. principle can help ensure that a person can avoid
hitting a plateau and stop seeing results.
As a fitness consultant, cardiovascular activity is important to optimal health. Whether
one is trying to lose weight, improve heart health, manage a healthy weight, finding the
proper cardio training for the prospect is crucial. Cardio training will vary among
different prospects, and educating them on effective aerobic exercise can ensure longterm wellness.
P.25
Cardiovascular Exercise: What To Look For
•

Do they have basic understanding of F.I.T.T.E. Principle?

•

Do they know how to avoid plateaus?

•

Do they understand what their target heart rate should be when exercising?

•

Do they know how to set up a cardio program that will provide them with the
maximum results in the least amount of time?
The FITTE principle---which stands for frequency, intensity, time, type, and
enjoyment, is a crucial component to cardiovascular exercise. For instance, how
often should we exercise? How intense should the exercise session be? How
long should they exercise for? What types of exercises (treadmill, weight lifting,
etc.) should they be engaged in? Are they enjoying the training program? By
understanding the concept of the FITTE principle you’ll know what approach to
take when providing your prospect with a cardio training program. These
questions will give you an idea of what the prospect has or has not experienced
when it comes to cardio training.
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Important Cardio Questions
Now let’s discuss your current cardiovascular exercise program”

•

“How often do you do cardiovascular exercise?”

•

“How long have you been doing that program?”

•

“What results have you seen from that program?”

•

“Do you know what heart rate you are exercising at?”

•

“Do you know what heart rate you should be at when you are exercising?”

•

“On a scale of 1-10, 10 being that you have a complete understanding, how well would
you rank your understanding of how to manipulate your cardiovascular program for
the best results?”
To go in further detail about your prospect's needs and experience, asking pertinent
cardio questions is crucial to reach his or her goals. This gives you appropriate
information to help provide a valuable cardiovascular plan. Discovering how
knowledgeable your prospect is with a cardiovascular program, allows you to get the
most out of your prospect for maximum results.
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Resistance Training

•

Most adults lose 1 pound of muscle per year after the age of 20. Muscle mass will
increase your basal metabolic rate (BMR).

•

Resistance training has numerous benefits including increased strength of bones and
connective tissue, increased muscle mass, and reduced risk of osteoporosis.

•

Your muscles burn calories during physical activity.

•

Your muscles burn calories when your body is at rest. It takes the body up to 7 times as
much energy to maintain a pound of muscle as it takes to maintain a pound of fat.

•

By incorporating strength training into your activity program, as well as following a
moderate nutrition program, you’ll be able to maintain lean muscle mass while you burn
fat.
These valuable facts provide the knowledge as to why resistance training is so important.
As we age, our bones start to become brittle, and having weight training program will not
only slow the aging process, but help your client lose body fat and gain muscle for
optimal results. In addition, your client will have more energy and productivity
throughout the day. This is something you must convey to your clients, as it is crucial
they understand the benefits of resistance training.
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Resistance Training (What to Look For and Questions to Consider)
•

What formal education have they received on proper form and technique?

•

Do they have a basic understanding of training principles such as reps, sets, rest
periods, etc?

•

Do they understand how to accomplish their short and long term goals while
avoiding plateaus?
These questions give the fitness consultant an idea of how experienced the
prospect is with weight training. For instance, is he or she a novice, intermediate,
or advanced weight lifter when it comes to reps, sets, rest periods? Do you they
understand plateaus? This helps fitness consultants determine how much time is
needed to spend with coaching or training the client with the resistance training
process. Finding the right balance is important to either help speed up the process
or to take the time to assist clients with the right form and technique.
Furthermore, having the right resistance training system in place can lead to
positive results.
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Resistance Training Questions

To further understand the training process, knowing the prospect’s past
experience with weights is vital for training success. By proving the prospect
with pertinent questions helps fitness consultants understand their most recent
weight training programs. Here are few questions to consider:
•

“Do you currently lift weights? If no, have you ever been on a resistance training
program?”

•

“How long have you been on this program?”

•

“What results have you seen from this program?”

•

“Are you using machines or free weights?”

•

“Again, on a scale of 1-10, how would you rank your understanding of how to
manipulate your weight training program for maximum results?”
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Professional Assistance Facts
As a fitness consultant, providing professional services is important to both new and
existing members. By helping members feel more at ease, having a plan of attack,
motivating, educating, and providing them good habits, allows them to be confident in
achieving their goals. Here is a list of facts that EOS Fitness believes in:

•

Personal Trainers make our new members feel more comfortable in their new gym
environment

•

Personal Trainers provide our new members with an exact plan of attack to accomplish
their fitness goals

•

Personal Trainers provide the motivation and accountability that many of our new
members need

•

Personal Trainers will work to educate our new members

•

Personal Trainers help our new members develop good habits and consistency
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Professional Assistance Questions to Consider
To determine if a guest wants or needs professional services such as personal training, a
few questions must be considered. By evaluating guests with these questions, the fitness

counselor would know if personal training would better serve him or her. Here are a few
questions to consider:
What formal education has your guest received about program design?

•
•

Does your guest have a clear understanding of how to design a program that will get
them to their short and long term goals?
Does your guest require additional motivation and accountability?

•
•

Would your guest benefit from the expertise of a professional?

Overall, a fitness consultant must find the answers to these questions to find if the guest
will benefit from professional services. Having a clear understanding of the guest’s
approach towards his or her goals will help the fitness consultant put a program in place
to maximize their results.
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At EOS Fitness, we like to focus on three things:
1. Guidance
2. Motivation
3. Accountability
P. 33
Guidance
At EOS Fitness, we like to focus on guidance by providing a program designed
specifically to the member’s goal. Here are four guidance topics we like to focus on:
1. Providing education and instruction for proper form and technique
2. Providing education and instruction for proper cardiovascular training
3. Showing the member how to succeed outside of the gym
4. Helping the prospective member set realistic short and long-term goals
We do this so we can ensure our members that we are with them every step of the way.
As a new or existing member, everyone needs a little guidance, and at EOS Fitness we
put our emphasis on making our members feel right at home. Whether it’s helping them
succeed outside the gym, setting realistic goals, educating them on form, technique,
resistance and cardio training, we have them covered. Making members feel at ease is of

utmost importance, as it could determine whether the members stays with our program
for the long haul.
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Motivation
We may have the phrase, “Location, Location, Location!” But in the fitness industry the
phrase, “Motivation, Motivation, and Motivation” is vital to a member’s success.
Without motivation, members have no chance of feeling, looking, or becoming fit.
During the process in which we do our very best to help our members reach their goals,
we take into account a few things for member motivation. After all, without motivation,
there is no action, and without action, there are no results. Let’s take a look at our
motivation process:
1. Help the member get through the first couple of months to make exercise a
lifestyle change
2. Keep the member’s goals in sight
3. Increase the member’s level of comfort in the gym
4. Overcome the members ‘Blahs’ and celebrating the member’s ‘Hoo Rahs’
5. Help the member avoid plateaus with program adjustments
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Accountability
EOS Fitness believes in accountability, and finding ways for members to be accountable
is crucial for long-term success. As a fitness consultant, we have to be willing to push
our member to the limit, which involves keep them motivated in the gym---but it also
means keeping them mentally tough. Here are four things to help members stay on task
and keep them accountable:
1.) Help the new member get into the gym regularly
2. Help the member finishing the entire workout
3. Give the member a reason to come back
4. Eliminate the “No One Will Ever Know” attitude
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Qualifying for Guest Courtesy Card

As fitness consultants, qualifying prospects helps us determine which candidates are
serious about reaching their goals. We use a two-part section with each card to qualify
prospects, sell personal training, and overcome objections. This courtesy card gives us
the data we need to continue or discontinue our relationship and plans for our potential
prospects.
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Guest Qualification:
“It’s a conversation not an interrogation”
At EOS Fitness, our motto is to remember that converting members is about conversing
properly and not focusing on interrogation. Using the POGS formula allows us to gather
pertinent information that includes objections, goals, a significant emotional experience,
and something personal. Here is the formula below:
P – Need to gather something Personal

O – What was the prospects Objection?
G- What is the prospects GOAL?
S – SEE or Significant Emotional Experience
Once we do this, members will feel at ease and be more willing to work with us. It will
give us credibility that will not only provide quality training, but give them a human
touch as we genuinely care about our members’ health and well-being.
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Guest Courtesy Card Goal Qualifying
Many times our members will have upcoming events that they are preparing for. For
instance, they may be getting ready for a wedding, reunion, or party. Our questionnaires
are designed to gather as much information as possible to help him or her reach their
short-term and long-term goals. Here is a glance at the courtesy card dialogue:
So what are your primary fitness goals?”
•

“Why do you want to lose ______ lbs. Do you have a special event coming up like
a wedding or a reunion?”

If they say they don’t have a special event…..
•

“So out of curiosity why do you want to lose _____ lbs.”

If they say NO reason……
•

“In my experience John when someone finally decides to come down to a gym it is
because of something that happened in their lives. For some people it is as simple
as they put on a pair of jeans they have not worn in a while and they didn’t fit.
For others their doctors told them they needed to work out.. For others they may
have just got out of a relationship..... What was it for you John?”
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The Courtesy Card Timeline
This important tool is used to make sure members are following the program accurately
to conquer realistic goals. Everyone needs a map to identify where they are going, and
setting a timeline with desired goals, helps the fitness consultant and member stay on
course. For example, if the timeline stated the member wanted to lose eight pounds in a
month, then jotting this down on the timeline would help members reach their desired
goals. The main focus should be to work on achieiving realistic goals to boost selfconfidence.
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The Guest Card- Question on Current Condition
The card also inquires about the members’ current state of physical and mental condition.
It is important to assess their current state of emotions to help the member understand
that goals are attainable---and as a fitness consultant knowing their state of mind, gives us
a foundation of how to approach current and future training to help the member
accomplish their goals.
Here are a set of questions to ask the member:
Ok, so when was the last time you were in this condition?” _______
“How did you feel at that time?” _______
“How do you feel now?” _________
“If you do nothing different, how will you feel in 5 years?” ________
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The Guest Courtesy Card-Questions 3 and 4

#3-Up until this point, what has prevented you from getting started?” __________
#4- “What is the most important feature you are looking for in a gym?”
_____________
These intriguing questions are key questions that one must ask themselves to initiate and
sustain motivation. When there is a barrier that comes between getting started and
reaching full potential, results are limited. It is important to find the problem and come
up with a solution to keep the momentum going. Additionally, discovering important
features that you put a priority on can keep you focused towards your goals. For
instance, if you must train with kettle bells, and the gym does not have them, will you be
as motivated?
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On the right side of the guest courtesy card there are questions EOS Fitness likes to ask
our guests to ensure they are the primary decision maker. Below are the questions.
The Right Side of the Guest Card
#1- “Now _____, is the membership going to be just for you?”
“So, can I assume you are the primary decision maker?”
“If not, what information do you need to share?”
As you can see, this question indicates how guests will use their membership. For
instance, will the guest put their membership a priority and in what way will they take
advantage of our fitness facility and services.
#2- “Now, is the club most convenient to your home, work or both?”
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Another of our pertinent questions involves how often our guests will use the facility.
#3 - “How many days a week are you planning on using the gym?”
Sun

Mon

Tue

Wed

Thu

Fri Sat

“What time are you planning on using the gym?”
“And will this work well with your schedule?”

These questions give our customers a way to work out appropriately. In another words,
we want to make sure our guests understand the importance of consistent exercise. We
provide these questions so customers can fit in a time to ensure quality training.
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Another question refers to the liking or preference of a gym facility. In addition, EOS
Fitness would like to know more about past exercise and gym experiences. These
questions help us understand why a member left the prior gym before entering our
facility. Additionally, we try to ask our guests the underlying factor that will make them
become a member and help them stay for a prolonged period.
Here are some relevant questions.
#4- “Now, have you ever been a member of a club/gym before?”
“What did you like about that club/gym?”
“Was there anything you didn’t like about the club/gym?”

“So it sounds like you are looking for ____ but would like to
avoid _____.”
“One last question, why did you quit?” (if they have been a gym member)
“One last question, what has prevented you from joining in the past?”- (if
they have not been a gym member)
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After your prospect tours the gym, it is important to ask the appropriate questions to help the
customer feel a desire to join the fitness club. We want to make sure the guest transitions from
visiting guest to permanent member. As a fitness consultant, we do this by making sure that
there isn’t a barrier that gets in the way of a guest joining our gym. Here is one question to
consider:
Question #5 is not asked until after the tour has been completed
#5- “Well, now that you have seen the gym, let me ask you, other than the money, is
there anything else preventing you from getting started?”
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The Tour

During the gym tour, we like to focus on fourteen different places so our guests can see
what it’s like to experience our facilities. When our guests take part in observing what
we have to offer, it will give them a chance to evaluate the amenities and services EOS
Fitness provides. This will help them feel at ease during the evaluating process.
Here are some of the benefits that our fitness facility has to offer:
1. Juice Bar/Drink Cooler

9. Locker Rooms

2. Supplements*

10. Dry Sauna

3. Childcare*

11. Nutrition

4. Checking in as a new member

12. Trainers

5. Pro Shop

13. Towel Service

6. Cardio Area

14. Strength Training

7. Hydro Massage*

15. Eos Cinema*

8. Group Exercise / Spinning*

16. Basketball Court*

9. Locker Rooms

17. Turf
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The Power of the 3s

Here at EOS Fitness, we like to use the POWER of the 3s technique. This incorporates
three EOS Teammates during the tour. We do this so we can help the prospect feel
welcomed and part of our family. By helping our guest feel acquainted with our
equipment and our staff, they will want to buy into our welcoming approach. Here is
how the process works:
•

The POWER of the 3’s
•

•

Introduce 3 EOS Teammates during tour. This makes the prospect feel
welcome and they are no longer a visitor… they are part of the family.

“Mike, I’d like to introduce you to _________________, the newest member of our
EOS family”

•

Put prospect on 3 pieces of equipment. This allows them to touch the
product and start to identify with it as their own. (At least one piece of
strength equipment and one piece of cardio equipment)

•

Make sure you have 3 tie downs. This will get the prospect used to saying
“yes” before we ask the big commitment question.
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The Price Presentation
Once we have our guests tour our facility, we end the tour and give a price presentation.
We want to get our prospect involved and ensure that everything that they see at the club
is worth their while. By displaying all of the amenities our club has to offer, it will allow
them to feel secure before discussing membership pricing. This will allow them to
experience the many benefits our club has to offer before talking about money.
Ask an INVOLVEMENT QUESTION
“The gym is really nice, isn’t it?”
“You could see yourself working our here, couldn’t you?”
“It looks like we have everything you are looking for, don’t we?”
“Before we discuss membership pricing, do you have any questions about the
gym or did I show you everything?”
Answer QUESTIONS
“Well, now that you have seen the gym, let me ask you, other than the money, is
there anything else preventing you from getting started, today?”

Show them how to get INVOLVED
“Great, I will show you how to become a member”
P.49
The Price Presentation Guidelines
It is important to display appropriate presentations when it comes to pricing. Try not to
be too focused on making the presentation too complicated. Instead, put your emphasis

on certain stipulations that best that make the selling process easy for yourself and your
guests. Here are some guidelines that will help you through the process:
1. Present with a price presentation laminate (avoid handwriting prices on a piece of
paper)
2. Present in an area that is away from heavy traffic and disruptions
3. Present an Alternate or Triplicate of Choice
4. Make the presentation SIMPLE
5. Have the price presentation script MEMORIZED
6. Present price with CONFIDENCE
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Your Price Presentation Laminate:
The Price Presentation Laminate is crucial to the gym’s success. In order for the gym to have
sales success, proper knowledge of the price presentation laminate is vital. It is important to
know such things as the gym’s annual rate guarantee, month-to-month and cancellation policies,
benefits, and payment options. When we lay this out from the get-go, there is no customer
confusion, and the expectations are clear. This will then lead to a healthy and long-lasting
relationship between the customer and fitness consultant.
1. Review all locations & Information about Eos
2. Acknowledge pricing
3. All promotional pricing is based on first day sign up and billed monthly to a
checking or savings account.
4. An Annual Rate Guarantee fee of $49.99 applies to all memberships.
5. All Memberships are month-to-month and can be canceled at any time with a 30
day notice.
6. Benefits of the Memberships
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How to Present Pricing
As a fitness consultant, presenting pricing is one of the most important things you can do
to increase profit output. In another words, this is a pivotal point during the selling

process. What you do here, determines how much our customers will continue forward
and becoming a member. We have to do this strategically by using a presentation script
that doesn’t focus solely on what our prospects will be paying for a membership. Instead,
a presentation script that details membership benefits will help overcome pricing
objections. Here is an example of the price prestation script:
1. Present EoS Fitness
“This first thing I would like to do is tell you a little bit about EoS.
We have 29 locations with 14 of them being in Phoenix (turn over the laminate)
and even more clubs on the way!
“We are all about providing the best Value in Fitness”
2. Present the Membership Options
•

“We have 3 great options!”
•

“Our most affordable option is our Basic membership. It is $9.99 a
month and $99 to gets started.

•

Next, we have our most popular option, the Gold membership. Monthly
dues are $19.99 and it is $20 to get started.

•

Then we have our most valuable membership, the Gold Plus
membership. Monthly dues are $24.99 and it is $20 to get started.”

3. Present the Fine Print Items
•

“I’d like to bring your attention to the bottom of the sheet for three items.”
1. “All promotion pricing is based on first day sign up, today, and billed
monthly to a checking or saving account.
2. “All three of our option are very affordable. One of the great things
about EOS Fitness is that with all of our memberships, we have an
annual rate guarantee fee of $49.99, which locks in your rate for the
lifetime of your membership. Isn’t that great?
3. “All memberships are month-to-month and can be cancelled at any time
with a 30-day notice, no contracts, no cancellation fees.”

4. Present the Benefits of an EoS Membership

“Next I would like to tell you about the benefits that you will receive with your
membership. Most of our memberships include:
•

Then go thru all amenities for each plan

In informing our customers about pricing, we want to display a variety of options that EOS
Fitness offers. For instance, we want to make sure and let them know that will we provide an
affordable annual rate. In addition, we want to give them three simple membership options, and
talk about what each comes with. This is done to show our guests that we provide an array of
choices for them to be successful—and that will we are flexible in our pricing as well as our
amenities.
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In addition, we like to display graphics detailing our option process. For
instance, our chart shows the locations of our gym, pricing options,
benefits and amenities. By detailing this in a chart, this gives our
prospects a full understanding of how the cost and amenities work. Below
is a chart we typically use for membership plans.
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To ensure that our pricing makes sense, we like to also go over a script to inform our prospects.
This is needed to make crystal clear how our pricing works. We have a structured script and
plan in place to make the process easy and convenient for them to sign up and eventually begin
using our facility. They will understand we care about their health by helping them pick a plan
that suits them appropriately. Here is the script to demonstrate how we do this:
Make sure they understand the pricing
“Do you clearly understand the difference between the plans?”
5. Ask for the sale
“Great, of the plans that I have outlined, which one will work best for you (or suites you
best?”)
6.

Close the sale

“Great, all you need you to do is put your name and address as you would like for it to appear
on your memberships and I will take care of the rest.

P.56
We finally want to get our prospect a membership application at the very end. This closes the
presentation process, and we use this to inform the member that we are totally serious and
committed to helping our customers succeed with their fitness goals in mind. Here is an example
of our typical membership application used when our prospect decides to move forward and
become a member:
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Overcoming Price Objections
One of the most important things we can do is help guests overcome price objections. We use
the blue closing card tactic. This allows the guests to fill out a membership card, and gives them
an open door to hopefully sign on with our gym. Once they start filling out the membership
card, they will start feeling like they are a part of our team and family. EOS Fitness supplies a
script for our fitness consultants that helps guests feel at ease with that in-person touch. Below is
a demonstration how the script and information play out to help overcome price objections.
•

We use the blue card because it is the easiest way to ask for the sale. Your
ENTHUSIASM and PASSION for being part of the greatest gym in the world is the KEY
to closing every guest that walks in the door.

Script:
•

FC: “Which fabulous option works best for you?”

•

Guest: Probably the monthly….

•

FC: “Congratulations! Welcome to the gym.” (Shake their hand and smile like you’re
eating a banana sideways).

•

Next put the date on card before handing the pen to your guest. This “ruins the card” and
makes it easier for them to write on it.

•

“Here _______ take this pen.”

•

“This is our Membership Application Card.” (Turn the card so it’s facing them.)

•

“All I need you to do is put your name and address here, as you would like it to appear
on your membership, and PLEASE don’t forget to write down your birthday (touch hand)
because here at EoS we will never forget it. You are part of the family now.” (Now drop
your head and start doodling on the guest courtesy card.)
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The Deaf Ear Concept
•
•

Guest: I didn’t mean I was ready to do it now.

FC: “Oh come on. You’re going to love it here. I know how important it is for you to
accomplish your goal of ___________. Just fill out this card and let’s get you started.”
(Tap on the membership application twice)
We use this statement to help our guests sign up now, instead of waiting until particular
time they had in mind. It’s always best to get them at that moment in time in which they
are pondering and considering to join. If you wait until a later time, they may change
their mind---and the membership card and the deaf ear concept is the best approach for
immediate results.
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Closing the Objection
Deaf Ear.

•

FC: Oh come on. You’re going to love it here. I know how important it is for you to
accomplish your goal of ________. Just fill this card out and let’s get you started.
2. Hear it out.

•

Customer: “I need to think about it.”

3. Feed the objection back.
•

FC: “Just so I’m clear what do you need to think about?”

•

Customer: “The price seems to be a bit much for me”
4. Question it.

•

FC: “Okay, is it more the start up money or the monthly dues that too much?

•

Customer: “It is the monthly dues”

•

FC: “Alright, well other than the monthly dues, is there anything else preventing
you from getting started today?

•

Customer: “No”
In order to fight price objections, we need to keep the customer thinking about the
benefits of joining. When we are continuing to question the prospect about pricing, it’s
important to keep the customer on his or her toes as to why money shouldn’t be the sole
reason for not joining. We want to put the ball in their court, and make them realize that
monthly and start up dues should not deter them living a healthy and prosperous life.
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Closing the Objection

•

5. Answer it

•

FC: Great! How much were you expecting to pay for your monthly dues?

•

Customer: “about $10 a month”

•

FC: “So it sounds like we are off by about $10 a month, is that correct?

•

Customer: “yes”

•

FC: So if we can show you a way to make the monthly dues a little more affordable for
you today we could probably get you started, couldn’t we?

•

Customer: Yea, if you can do that.

•

6. Confirm the answer

•

FC: Great, well ______ I hope you understand the last thing I want to do is strap you
financially. You understand that, right? Good, what we are talking about here is $2.50 a

week. Now not knowing your financial situation wouldn’t you agree we could probably
find $2.50 a week to help you get rid of that 20lbs you wanted to lose by June 30th?
•

Customer: “Well if you put it that way.

•

7. CLOSE

•

FC: Great, let’s get you started. (SMILE and ENTHUSIAM).
This closing script on price objections gives customers scenarios that breakdown typical
spending habits that they partake in daily. This will demonstrate that in reality, the
membership is really affordable when he or she really looks at it. Finally, we must
inform the customer that for the amount of benefits and amenities they get, it’s worth the
minimal investment.
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An Overview of the 7-Steps to Overcoming a Price Objection
We want to focus on summarizing the money objection by informing the prospect that
there shouldn’t be certain fees that hinder them from joining. The dialogue must pertain
to changing the script that focuses on joining today instead and letting go of excuses
provided by the prospect.

The Money Objection
1. Step 1- Hear It Out
Guest- “It is more than I want to pay”
2. Step 2- Feed The Objection Back
FC- “So the membership is more than you wanted to
pay”
Guest- “Yes, it is”
3. Step 3- Question It
FC- “Is it the enrollment fee or the monthly dues that
are too
much?”

Guest- “It is the monthly dues” or “It is the Enrollment
Fees”
4. Step 4- Isolate the Concern
FC- “So, other than the monthly dues, there really
isn’t anything else
preventing you from wanting to get started
today, is there?”
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Money Objection

5. Step 5- Answer It
FC- “Just out of curiosity, how much too much are the monthly
dues (whichever they chose) for you today?”
6. Step 6- Confirm the Answer
FC- “Well, let me ask you a question. If I could show you a way
to make that more affordable, we could probably get you
started today, couldn’t we?
“FC: Great, well ______ I hope you understand the last thing I
want t do is strap you financially. You understand that, right?
Good, so let’s look at this a little differently we are off by
about $10 and if you break that down over a month, it breaks
out to be about .30 cents a day. Now not knowing your
financial situation wouldn’t you agree we could probably find
an additional .30 cents a day to help you get rid of that 20lbs
you wanted to loose by June 30th? You probably could,
couldn’t you?

(At this point, SHUT and let the guest answer- DO NOT
INTERRUPT!)
With this dialogue, we aim to question the prospect and find what is needed to make membership
affordable. In addition, we want to ensure that we don’t put a financial burden on them. We
always want to inform the prospect about scenarios that make them feel as though the options
aren’t as much as they think---which in reality they are not. Furthermore, when asking a
question, let the prospect answer and do not do all the talking. It is important to let the prospect
express their feelings about the financial situation.
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The Money Object-Changing the Script

It is important to change the script and subject of the conversation. When you change the angle
of the conversation, it helps ease the money objection process. If we get too focused on the
money issue, the prospect will not want to continue with the membership process. Here is a
statement you can come up to ease the anxiety on both parties.

7. Step 7- Change The Subject
FC- “By the way, how do you spell your
last name.”
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The Think About It Phrase
Many prospects can be skeptical and cannot give a definite answer. The “think about it” phrase
can be heard by many people who are hesitant to pay the extra money. As fitness consultants,
it is necessary to implement a system that helps them overcome price objections. Here are
four steps:

1. Step 1- Hear It Out
Guest- “I need to think about it”
2. Step 2- Feed The Objection Back

FC- “So you need to think about it?”
3. Step 3- Question It
FC- “Just so I am clear, what do you need to think about?”
Guest- “It is more than I wanted to pay”
4. Step 4- Complete the 7 steps to overcoming a price objection.
We to make sure we know what they are thinking about. This gives us a better understanding of
how to approach the objection.
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“OVERCOMING OBJECTIONS AND
ADVANCED CLOSING TECHNIQUES”
P.67
At EOS Fitness, we believe in healthy living and we feel that improving self-confidence is a key
component in our motto. By taking part in our membership services, we will ensure that each
client is able to live the full experience of exercising, changing their appearance, realizing that at
EOS Fitness you’ll the get the best bang for your buck. In saying that, we like to live by three
simple rules.
Rule #1- We believe that everyone can benefit from exercise.
Rule #2- We believe that exercise can completely change the way that people look and
feel.
Rule #3- We believe that EoS has more to offer at a more affordable price than anywhere
else.
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The Sequence to Avoid Closing
We want to establish a myriad of ways to avoid closing. There are a variety of ways you can do
this to create a successful membership process.
1. Building Rapport-We need to have communication and build a long-lasting relationship
with clients and prospects.

2. Mirror and Matching-It is a technique where it is an accurate reflection of a general
image of the prospect. In other words, you mimic the way they talk, which includes the
speed of their voice, gestures, and body language.
3. Selling and Communication-We want to communicate successfully and understand the
needs of our prospects. This helps us through the selling process.
4. Using Tie-Downs and the Alternate of Choice-This is done by using questions to help
you generate important feedback to close the sale.
5. Overcoming the Price Objection-This is an important concept to help the prospect steer
away from pricing, and have them understand that with EOS Fitness you will get every
penny’s worth.
6. Advanced Closing Techniques-A way in which we want to quickly make the sale and
probe the prospect why they should join the gym. It is imperative to be persistent during
this selling stage.
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Using Advanced Closing Techniques
By using these strategies below, fitness consultants will now have a strategic plan to close the
sale. The combination of practicing, silencing, and sincerity helps make prospects make a good
decision that hopefully turns into a positive fitness journey.
1. Always be sincere.
2. Use advanced closing techniques to help change peoples paradigms
3. Find one or two that you enjoy and perfect them!
4. Practice, Practice, Practice!
5. Learn the power of silence. Once you use the close, you must SHUT UP and let the guest
respond.
6. Remember- our job is to help people make good solid decisions.
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If I Could, Would You Technique
John, if I could _________________ (whatever the objection is), would you get started?”
This technique is built on the premise that if we can do something worth our while that
overcomes objection, then the prospect can do that too. By helping the prospect realize

that it’s a matter of putting the emphasis on a successful fitness journey in which cost
deserves no purpose.
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The Feel, Felt, Found Technique
John, I totally understand how you feel.
In fact most of our guest’s have felt the same way.
But here is what I have found…”
The Feel, Felt, and Found Technique script demonstrates that we have to understand the
prospects’ feelings. At the same time, we need to take it upon ourselves to find the
solutions and answers to their particular situation. This will help them realize that there
is a way to solve their current circumstance. As a fitness consultant, you must be
sympathetic and be a problem-solver.
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The Upfront Money Concern
“The upfront money is $50 too much”
We use a script to ease the money strain on individuals that have financial concerns. By
understanding how we can make this affordable, we like to give them an opportunity to
lower their financial burden. We do this by lowering the upfront money cost, and try and
communicate to the prospect to find a solution. EOS Fitness does not like to see
prospects not join due to financial reasons.
“I understand, and believe me I don’t want to strap you financially. However, I would
hate to see you not get started for financial reasons, so let’s talk about how we can
make this affordable for both of us”.
“Now, is this issue with the upfront money that you physically don’t have the money,
or you have the money and you just believe it is more than you want to pay?” (Assume
the person simply says that they just don’t want to pay that much money down)

“So it is simply more than you want to pay. Ok, let’s discuss the upfront money then”.
“Currently it is $50 more than you want to pay.
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Breaking Down the Upfront Money Concern
Now, how long do you anticipate wanting to include exercise as part of your lifestyle?
At least a couple of years?”
“Ok, so if we break that cost out over 2 years we are talking about $2/month, or
roughly 7 cents a day to get you started”.
“Now I can’t imagine that you are going to let 7 cents per day stand in the way of
losing those 20 pounds, are you?”
This script demonstrates that breaking down the money issue into simple terms helps the
client know that in reality he or she isn’t really paying in big numbers. We also like to
end by demonstrating that as a person wanting to lose weight, the minimal amount of
money he or she is investing is very low compared to the fitness advantages that EOS
Fitness will provide—which includes a healthy lifestyle.
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Money Concern-Dues
When prospects are hesitant to spend money, there needs to be a strategy in place to
help solve the situation. It is best if the fitness consultant is able to demonstrate that
for $10 a month, there are so many things one can do. By breaking down the
number in simpler terms, it allows the prospect to understand that this is really a
cost-effective membership which can only benefit their health. Here’s a look at a
sample script:
“ I understand. So it appears that the only thing holding you back from achieving your
fitness goals, which you are very excited about, is $10/month.
Now the last thing I want to do is strap you financially, but if I can show you a way to
make this membership affordable, we could probably get you started, couldn’t we?
Well, let’s look at that $10 differently. If we break $10/ month down, we are talking
about $2.50/week or 30 cents per day?
Now, I can’t imagine that you are going to let 30 cents per day stand in the way of you
accomplishing your fitness goals, are you?”
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The Three-Step Close
With EOS Fitness, we believe in combining a few techniques that enables the
prospect to reach their full potential in the world of fitness. This involves the three-

step close. The first part of the process refers to thinking about joining. Secondly, a
prospect must come into the gym to initiate the process. The final step involves
getting the process started. We want to guide our prospects into getting started
when they are pondering holding back. The script below explains how we can use a
three-step close.
“There are 3 steps to getting you started on a fitness program. The first is to think
about it and you have told me that you have been thinking about it for months now.”
The second is to come into the gym, and you have done that today.
The final step is to actually get you started. So the ONLY thing holding you back to
day is taking that final step and getting you started.
Wouldn’t you agree, it is time to take that step and get you on the way to achieving
your goals?”
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The Results or Close
“ I can understand the fact that you want to think about spending the money to get you
started. But what I have honestly found is that people don’t think about it at all . What
they do is use the time to make excuses.
Now _______, you can choose to make excuses or you can use the time to get results.
Which do you think would be a better use of your time?”
The above script focuses on the fact that many individuals put off becoming fit and make
excuses. EOS Fitness provides a way in which prospects must think about changes they
need to make about their lifestyle. At this point, prospects either determine to make a
positive difference with their time and money, or choose to stay home and have reasons
to live a sedentary life. This script lets them know that now is the time to change their
life.
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720 Hour Close
The below script is how EOS Fitness closes within 720 hours in a month. We
demonstrate the importance of exercising for the betterment of the health of our
members. We break down the scenario so customers can understand that putting time
into exercising can help improve their health and physical appearance.

John, we all have 720 hours in a month. If you spend just 3 hours per week
exercising, that is only 12 hours each month dedicated to your health, that is less
than 1% of your life. Don’t you think it is worth 1% of your life to improve the way
you look and feel, and maybe even prolong your life.”
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D’ Mato Close
There is also a way in which we look at the amount of hours for our customers so they
can comprehend the needed investment. The hours used for exercise is far more
productive compared to normal everyday hours. We want to question that the investment
is worth every penny. In addition, by taking part in our program prospects will start look
and feel better with minimal investment. Here is a look of how this will play out:
“John, there are 168 hours in a week. We are only asking for 3 hours. That leaves
you with 165 hours for everything else.
By working out for 3 hours, you will have more energy, look better, sleep better,
have more focus and be more productive during the other 165 hours.
That’s like investing $3 and getting $165 dollars back on that investment. That’s
the kind of return we all dream of!
Like any investment, I can’t tell you what to do. Only you can decide if this is worth
your time. Wouldn’t you agree this is a great investment?”
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The Right of Recision Close
In this scenario, the price and gym is not the problem---but the prospect wants a few days to
decide if he or she enjoys and confirms how much he or she likes it. At that point, we will
provide the customer with allotted time to try the gym. We would give the prospect paperwork
and inform them about getting started. After that, a personal trainer orientation will take place.
We will then guarantee a canceled membership if they do not like the gym after 3 days. EOS
Fitness will then ask if that sounds fair or if that will work. We would then proceed accordingly.
It sounds to me like you really like everything that we have to offer, don’t you? But it
also sounds like you would like to try out the gym first, correct. Let me ask you a
question, how many days do you think you would need to try the gym to decide if you
like it? Two, maybe three days?

Ok, so here is what I am hearing you say, you like the gym and the price is not the
issue you simply want two or three days to use the gym to confirm that you like it,
correct?
“So if I could give you all of that we could get you started today, couldn’t we? Great
here is what I am going to do for you. I am going to fill out your paperwork and get
you started so you know exactly what it is like to be a member. We will get you an
orientation with a personal trainer, and if you don’t like gym after your first 3 days,
you simply need to come back to me and we will cancel your membership. That should
work now, shouldn’t it?”
P.80
The Magic Little Pill Close
“Jane, I understand your concern about the money, but let me change gears for a
minute and ask you a question. Let’s say I had a magic little pill. And if you took this
pill, once a month, you would accomplish all of your fitness goals. You would lose the
weight, tone and firm, have more energy, and feel great about yourself. All you needed
to do is come down here once each month, and buy this little pill from me. That sounds
pretty nice, doesn’t it?”
Guest- “Yes, it does!”
FC- “How much would you pay for that pill?”
This script conveys the message that our membership service isn’t all about money.
Our plan is to make sure that they understand that losing weight, having more
energy, and feeling great is the priority that must take place in their life. We put a
little scenario in their mind so they can identify that the willingness to succeed
should outweigh the cost.
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The Car Close
Another effective way to prove a membership’s worth is by the car close. For
instance, we can have them change their thinking by asking a few questions that
helps him see the light from a different angle. A car payment with insurance, gas,
and maintenance costs much more than a gym membership---and this will help
them put their priorities in perspective. Here’s a look at the script:
(FC)-“Ok, I understand you concerns regarding the money. Not to switch gears, but
can I ask you a few questions that might get you to see this purchase differently?”

(FC)- “Great, what kind of car do you drive?”
(Guest)- “2008 Toyota Camry.”

(FC)- “That’s a nice car, how much do the payments on a car like that run each
month?”
(Guest)- “About $400/month.”
(FC)- “Ok and with insurance, gas, and maintenance, what do you think it costs you
to maintain your car each month?”
(Guest)- “About an extra $150 month.”
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The Car Close to Overcome Personal Training Objection
We use the below script to help prospects understand that investing in one’s body
and fitness is much more important than investing in a car. If they take that
concept and implement it properly, then prospects may be able to overcome the
concerns of the pricing objection. If they want to see true results and if prospects
really look at the facts, they spend a lot f time in the car compared to spending time
in their bodies.

FC)- “ Now how long do you want that car to last for you?”
(Guest)- “About five more years.”
(FC)- Great and one last question, how much time do you spend in your car?”
(Guest)- “About one hour per day.”
(FC)- “Now, how much time do you spend IN YOUR BODY each day?”
(Guest)- “24 Hours.”
(FC)- “Ok, and how long would you like that body to last?”
(Guest)- “For the next 50 years.”
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Car Close

We want to focus and let the prospect know about the confusion of paying a certain
fee per month for five years. Instead, we want to make a case that for $600, you can
focus on the body that prospects are dreaming about. In reality, your body is more
valuable than a car. Over a long period of time, we want to make prospects believe
that the long-term investment is worth a every penny. The below script
demonstrates how exactly this works.
(FC)- “So I guess I am confused, you are currently spending $550 /month on a vehicle
that you spend one hour per day in and you only want it to last five years.
But $600 for a program to maintain the most important vehicle (your body), that you
spend 24 Hours each day in- and that you would like to last for the next 50 years
seems to be too much money.”
Wouldn’t you agree that it worth every penny of it?”
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High Priority Close
At EOS Fitness, we want to make it a point to our prospects that health should be on top
of the priority list. If they don’t have this, then our prospects won’t be able to enjoy
themselves with their families and friends. By bringing this aspect to the forefront, it will
make them realize joining our gym will not only benefit their health, but their entire lives.
“John, we all have priorities in our lives and for different people there are many
different priorities. For some people it’s family, friends or work.”
“John, what are some of the priorities in your life?” (Write them down as they give
them to you)
“Of course your health will fall into the list of high priorities, wouldn’t it? Maybe
#4 or even higher?”
“Now family is obviously important, and of course your job and making money to
support your family is important. But if you don’t have your health, it may affect
your job and how much money you make which will affect your family.”
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High Priority Close
AKA Tabman Close
At this point, we want to give a call-to-action and help prospects put their fitness levels in
gear. We want to ensure they realize that their health should be priority number one. As

a EOS Fitness Consultant, we would then use a visual aid using the word “health” and the
number 1” to indicate that their health is a vital part of their life. The following statement
is what we should use to make this possible:
“So in reality, your health should be number one so that you can accomplish the
others.” (Draw a line and arrow from health to the number one area at this point).
“So let’s get you started today, ok.”
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Rules of the Turn Over
We want to make sure that financial strains aren’t the sole reason prospects aren’t
joining. As a fitness consultant, we want to do everything in our power to bring
them confidence. By taking initiative to get prospects started in losing weight and
accommodating their financial needs, certain phrases and gestures are needed. The
following script will detail how this is done.
Do not drop the price before the Turn Over (the TO), leave that for the manager
and let them ask…..2+ times
• “_______ the last thing I want to see you do is not get started because of
financial reasons. I’m going to get my boss so we can get you to lose that 20 lbs.
by…...”
•

Do not ask for permission

You will be standing up and walking away as you say this
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Steps for Point of Sale Referrals
Referrals are one of the most effective ways to bring in more sales. Here are the steps to
improve our point of sale referrals. After the member has agreed to the membership and
has filled their emergency contact on the blue closing card:
1. Explain referral rewards program using the laminate-By going into detail about the
referral rewards program, it gives new members an incentive to reach out to other
individuals interested in joining the gym.
“Hey! Remember on the tour when I showed you our Referral Rewards Program? [Pull out
laminate] By referring three people to join the gym you’ll receive three free months of
memberships or three free personal training sessions! And if you refer five people (just two

more!) you’ll receive one free year of memberships AND five free personal training sessions!
Isn’t that great?!
2. Ask new member to grab their cell phone-When new members are using the cell phone
to communicate via text and social media, they are planting a seed that will increase sales
for the long haul.
“Do me a favor, pull out your cell phone.”
3. Ask new member to put 5 names of friends or family members, people in shape or
even out of shape, neighbors and coworkers-Using this strategy helps spread the word
about EOS Fitness. It can become a numbers game, and the more members reach
potential customers, the better chance we have to convert sales.
“I want you to think of people who are in shape, people who are out of shape; people who
have a gym, people who don’t have gym; your friends, your family, your co-workers, your
neighbors, anybody and everybody you know who could have an awesome experience with
EoS Fitness! Right here at the bottom, I want you to give me five good names and phones
numbers and I’ll be right back.”
4. Get up and walk away – By walking away we put our new member in a position where
they would rather sit and follow our instructions rather than do nothing. If we notice the
member isn’t following our instructions we walk back, repeat and leave again.
“I’m almost done, but don’t forget those names and numbers”
5. Ask for more referrals – We should ask for as many referrals as our new member is
willing to give us. We do not stop at five. Continue to follow the process until the
prospect no longer has anyone else to refer to the gym.
6. Ask for the second sell-When we ask for a second sale, we give our member the
opportunity to have a workout partner on their next workout, and bring them one step
closer to taking advantage of referral rewards program
“I see you put down [Referral Name] as your first referral; they’re clearly someone
important to you. When’s the last time you got something special for them for no reason?
Not for a birthday or special occasion, but just because? Don’t you think getting them the
gift of fitness would be the best gift of all? Let’s get them signed up!”
7. Repeat- It is important to repeat the process, as this will bring continued and consistent
sales success. Continue to ask for the second sale until you’re given a “No.”
8. Book appointment with referral for the member’s next visit- Setting an appointment
with the referral gives us the ability to converse one-on-one to convert the sale. Prospects

want to know that you are invested in them, catering to their needs in person can work
wonders.
“I know you coming to workout on [see GCC]; give [Referral Name] a call and let them
know they’re coming in to workout with you and I’ll follow up with them later to confirm.”
9. Repeat-It is important to repeat the process, as this will bring continued and consistent
sales success.
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•
•

The real sale begins AFTER the person commits to a membership option.
Your job is to get 3-5 referrals from every person that signs up. On the spot!

As a sale begins to materialize, the EOS Fitness Consultant must strive to get 3-5
referrals for every sign up. This allows us to keep our numbers high, and we can ask the
new member if they happen to know anyone who wants to get in shape at a reasonable
price.
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•

In any business including ours, REFERRALS are the Number 1 Prospects you can
have.
•

At least 70% of your new members should come from referrals.

Referrals are an important aspect to the sales driving force. When the majority of
the gym’s profit output is done by referrals, the referral process must be a priority.
This means that getting more people to the gym for face-to-face appointments can
be crucial to the success of EOS Fitness.
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POS PT Pricing
The programs below indicate the type of personal training sessions and the cost. The
session and bi-weekly outline gives our prospects a better understanding of how we work,
and a variety of options to choose from. By displaying pricing, it helps prospects
understand that EOS Fitness is indeed very affordable.

Booking the Welcome Workout

Whether the new member chooses to get started with personal training or not, we still
want to make sure to schedule their 1-on-1 with a personal trainer. We should always
schedule their welcome workout for their next visit using the GCC.
This will build value in their new membership, help them feel more comfortable in the
gym, and make them more likely to remain an EoS Fitness member long-term.
The average life-span of a health club member without Professional Assistance is only 78
days. But when completing a welcome workout, that life-span increases to 18 months!

Signing the Agreement
Prior to signing the agreement we want to make sure that we review the fee schedule so
that our prospect understand what they are paying today and in the future so there’s no
misunderstanding that could lead to negative member experience in the future.
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Setting Up the EoS App
Ask the member download the EoS App from their Google Play or App Store. This will
not only allow them access to their memberships agreement information but also update
it in the future when needed. The app allows our members to have their scan tag on their
phone at all times, register for classes, and will even integrate with their other fitness
apps and devices!
To register their agreement we just need to direct the new member to
myaccount.eosfitness.com, click “Register,” and enter their information.
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An Important Aspect to Remember…
There are many ingredients that make EOS Fitness a unique gym. We believe in
creating a fun and friendly atmosphere. As a fitness consultant, if we abide by the
recommended guidelines, then success will follow. Being fully dedicated to improve
the value of EOS Fitness takes a lot of commitment and hard work. Here are the
key ingredients to improve the sales force and the lives of EOS Fitness members:
•

Build Rapport

•
•
•

Mirror and Match

Memorize Your Responses
•

•

Have Fun!

Be Sincere

Believe in What You Are Selling!

