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Guide to Being a Personal trainer

Dear Reader,

From the time we were young, we considered the gym our second home. We learned early on the importance of staying strong, fit, and healthy, and soon it became a way of life for us. We also had the privilege of witnessing firsthand the incredible changes in and growth of the fitness industry.

When we began working as personal trainers, neither of us knew it would end up being our full-time careers. Nor did we imagine how our careers would evolve into what they are today. (What kid thinks he will really get to work with the New York Yankees when he grows up?)

What began as a love for health and fitness has become so much more. Over the years, we have had the honor of training a diverse group of clients, who in turn have taught us valuable lessons about how to be successful in business and in life.

We undertook this project with the hope of teaching you how to achieve success in a fun and exciting industry. The information we share has taken us years to learn — through schooling, experiences, and mistakes. We hope that what you learn will help you enjoy the rewards of being a personal trainer as much as we do.





  
    
      

      We would like to dedicate this book to our clients as an expression of our gratitude for their trust and devotion over the years.
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      Top Ten Reasons to Become a Personal Trainer

      
        	Personal training is a fun, exciting, and high-energy profession.

        	You can positively impact your clients' well-being.

        	Personal trainers get to work with a diverse group of people with a variety of needs.

        	You'll receive satisfaction from helping people set and reach their goals.

        	There is creativity in almost every aspect of the business.

        	The field of personal training is continuously changing and growing.

        	Work schedules are flexible.

        	You'll have unlimited career growth-potential.

        	Personal trainers have the option of running their own business.

        	There is an opportunity to make a significant income.
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      Introduction

      Since the beginning of civilization, people have tried to improve their physical condition through training. Just look back to the ancient Greeks. From a young age, the Trojans would use training techniques to develop their soldiers into elite warriors. The Greeks also trained for and participated in the first Olympic games. Training methods have advanced in many ways due to research and technology, but fundamentally, they really have not changed all that much.

      What has changed is the professionalism associated with training. Gone are the days when you learned how to work out from your friend who had been doing it longer. Or when the trainer at the gym was the guy who had won some competitions, and could help you bulk up, too. Personal training has evolved into a respectable, lucrative profession, and is now one of the fastest-growing careers.

      As recently as the early nineties, personal training was considered a luxury. Fifteen years later, personal training is an industry generating over $4 billion a year in revenue, and that number continues to rise exponentially. As people become increasingly aware of the need for regular exercise, there is a growing demand for qualified, well-trained personal trainers.

      With the rising demand for personal trainers comes an increased need for trainers who are qualified to work with special populations.

      While personal trainers were once found only in health clubs and gyms working with healthy adults, you can now find them in a variety of settings working with diverse populations. Personal trainers are creating niches working with children, pregnant women, post-rehabilitation patients, people with chronic disease, and the elderly. And these are only some of the markets available to personal trainers. However, many people continue to view personal trainers as people who work in fitness centers. This book will provide you with a thorough understanding of what it takes to become a successful personal trainer, as well as the numerous opportunities that are available to you.

      Many people who become personal trainers are unable to achieve the success they strive for. One major reason for this failure to thrive is that they lack the knowledge and skills that would set them apart from the average trainer. Another is that they neglect to look at personal training as a legitimate business. Running a successful business requires an understanding of sales, marketing, advertising, and much more. In order to create and maintain a profitable career, you'll need the proper tools. This book will explain what those tools are, why they are important, and how to acquire them. Whether you're just beginning your career or have been a personal trainer for years, this information will show you how to take advantage of the rapidly growing market and move ahead in this exciting career.
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      Is Personal Training for You?

      It used to be that a personal trainer was the big guy in the gym — Joe Bodybuilder — who had been there for years and decided to make money trying to help people look like him. While that scenario may still play out in some places, personal training as a whole has evolved, and continues to evolve, into a more reputable field. Most personal trainers are now considered to be health and wellness professionals. They go by many titles, including Fitness Consultant, Strength and Conditioning Specialist, Fitness Instructor, and Personal Fitness Coach.

      
Why Become a Personal Trainer?

      Most people who become personal trainers do so because they feel passionately about being active, fit, and healthy, and want to teach others what they know. For these individuals, sitting at a desk for eight or more hours a day would be unbearable torture. As personal trainers, they're able to be social and on-the-go during a typical work day.
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        Becoming a successful trainer takes many long hours of developing your skills and your own personal training philosophy. Do not sacrifice learning and experiencing everything you can within the industry in order to make quick money. Over time, as your knowledge and skills grow, you'll be able to command more money.

      

      Doing a Job You Love

      It is rare to find someone who says sincerely that they love their job. In this profession, however, it's far less rare than in most. Personal trainers as a group tend to be vibrant, active, energetic, healthy people who love that they can be paid to remain that way. Being a personal trainer is fun and rewarding, and it challenges the mind and body in exhilarating ways. It can also be a very lucrative profession for those who do it well.

      A Growing Industry

      The health and wellness industry is growing exponentially. People are living longer and are becoming more aware of the importance of being physically fit throughout their lives. However, improvements in technology over the years have created a world where human beings don't need to be physical in their daily lives. With the advent of the personal computer and the Internet, people have everything they need at their fingertips. You no longer have to leave your house to shop for groceries, clothes, furniture, or any other necessities. You simply sit at your computer, type a few keys, and everything you need is delivered to your doorstep. Today, most people must actually make time to be active outside of work and the home.
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        The U.S. Department of Labor predicts that the demand for personal trainers will increase by 46 percent over the next six years. This will cause the profession to be ranked one of the fifteen most desirable fields in which to work. If you begin your career now, you can be a part of this tremendous growth opportunity.

      

      Each year, there is a growing number of fitness facilities being built and opened to fulfill the increasing demand for recreational exercise. As the number of health clubs, gyms, and studios increase, so does the demand for personal trainers to staff them. This tremendous growth is predicted to continue for some time, guaranteeing job opportunities for people in the industry.

      
Defining a Personal Trainer

      Simply put, a personal trainer is a coach and an educator. A trainer teaches people how to set their fitness goals, and then coaches them toward achieving those goals. This is an extensive process during which a trainer wears many hats.

      Motivator

      The majority of your clients will see you between one and eight times per month. They are usually motivated enough to work out on their own, but they need a guide to encourage them. Your job is to help the client set goals, and then monitor her progress. Throughout this process, you need to give positive feedback and constructive criticism. There will be ups, downs, and plateaus, so you must teach your client what to do and coach her through the tough times when she needs a little extra inspiration and encouragement.
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        Being able to keep your clients motivated is one of the most important factors in retaining them as clients. People are not likely to pay $50 an hour for your services if they don't feel like they're accomplishing something.

      

      At the other end of the spectrum are clients who will hire you three or more times per week because they lack the motivation to exercise on their own. Knowing they have an appointment with you forces them to work out. For these people, you are the primary motivation. Goal setting and testing is just as important for this group as it is for your other clients, but you personally play a bigger role in helping them achieve their goals. If these clients want you to hold their hands, do it. At least they are being active. Not everyone has the same motivational drive, and as a trainer you need to accept that fact and work with it.

      Nutritional Consultant

      Obviously, most trainers are not registered dieticians (RDs). However, proper nutrition is vital to the success of any program, whether it be for weight loss, weight gain, athletic performance, or just general wellness. Therefore, it's important for trainers to be comfortable discussing at least the basics of nutrition. Ideally, a trainer has the knowledge to safely and effectively develop nutritional programs. This knowledge may be obtained through college courses and workshops. If you don't have this ability, you should at least have a referral system in place so you can send your clients to an RD who shares your health and wellness philosophies.

      
        
[image: illustration] ssential

        It is called personal training for a reason. As a trainer, you can become very close with your clients. You need to know where the line is between being professional and being a friend. The line can become fuzzy, especially as you work with someone over a long period of time.

      

      Friend/Confidant

      It is important for your clients to like and trust you, not only so they continue to hire you, but so that you can more effectively help them reach their goals. In order to overcome your clients' fitness obstacles, you must know what the obstacles are, and you will only obtain that knowledge by getting to know your clients well. Many of your clients will train with you for months or even years. You'll see them through all kinds of life changes: marriage, pregnancy, childbirth, divorce, job changes, etc. These circumstances are both positive and negative stressors. Peoples' exercise routines and habits are affected by stress, as are their eating habits. The more aware you are of what is going on at any given time in their lives, the easier it will be to avoid or overcome pitfalls.

      Business Person/Entrepreneur

      As a personal trainer, you're running a business. Whether you're actually self-employed or working in a health club, you must have good business practices or you won't reach your full potential. If you have experience in business, you have a tremendous advantage. If you do not, it would be wise to take a course or two in this area. Taking a class in marketing or basic business administration will help you learn the fundamentals. Talking to established personal trainers who can act as mentors in this area is also helpful.

      
Traits of a Successful Personal Trainer

      Personality plays a large role in whether or not a trainer is successful. People will start, and continue to work, with someone they enjoy being around. While you must also have the knowledge and skills to accompany these traits, it's true that a little personality goes a long way.

      Leadership

      Leadership is the ability to guide, direct, or influence people. A personal trainer must be able to lead clients in the direction they need to go and instill in them the desire to follow. The trainer's goal is to influence the client to change his harmful behaviors, many of which are lifelong, so he can be healthier and feel better. This is a great challenge and is virtually impossible for the trainer who coddles instead of leads.

      Discipline

      Living a healthy lifestyle requires a great deal of discipline. In today's world, there are fast food restaurants on literally every corner, and when a person does choose to avoid fast food chains and go into a real restaurant, the portion sizes are two to four times larger than they should be. The fact is, people work too much, eat too much, and spend too much time sitting in their cars and at their desks. Temptation is everywhere, and people are rarely encouraged to make good, healthy choices.

      If you expect your clients to commit to being healthy, you must show them how to do it by your own example. You need to get enough sleep, eat well, and exercise regularly. You must live what you preach, not only to gain your clients' respect, but to demonstrate that it can be done.
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        Being aware of your personality strengths and weaknesses is crucial to your success. Everyone has flaws, but working on your weaknesses will assist you in gaining and retaining clients. It's helpful to talk to people you've worked for and with in an effort to learn more about your specific strengths and weaknesses.

      

      Empathy

      As a trainer, you are asking people to do some very difficult things. They are trying to break ingrained habits, and fit workouts into already full days. They may feel overwhelmed, embarrassed, or discouraged. It's important to let your clients know that you understand where they're coming from. You must be able to help people move outside of their comfort zone in a firm yet compassionate manner. Being condescending will only make a client feel more discouraged, and they'll be less likely to continue to work with you. They may even give up on fitness altogether.

      Professionalism

      Personal trainers have evolved from gym rats into fitness professionals. You may also have other professional people as your clients. Your clients are spending their valuable time and significant amounts of money to meet with you. For these reasons, it is important to present yourself in a professional manner. This means dressing appropriately, arriving on time for your appointments, and treating your clients and coworkers with respect. Another aspect of being professional involves making your policies and standard operating procedures (SOPs) clear from the beginning. Put them in writing and require a signature from your clients.
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        Having your clients sign written policies for situations such as tardiness or no-shows will reduce confusion and possible conflict. Clients should be clear on what to expect if they miss an appointment or cancel at the last minute. Discussing these situations beforehand will also show your clients that you are prepared and professional.

      

      Creativity

      While it would be easy to take your routines from a book using a one-size-fits-all attitude, this isn't what personal training is about. Your job is to help your clients reach their potential by developing and implementing exciting routines and programs tailored to them as individuals. What motivates one person will not necessarily motivate another. People also differ greatly in the types of workouts they enjoy and can fit into their schedules. Therefore, you must use your creativity and imagination to keep each client interested and on the right path with diet and exercise. Your most difficult task won't be encouraging good routines, it will be developing creative methods to keep your clients motivated, interested, and focused to achieve their goals. You'll use your creativity in every aspect of your business.

      Social Skills

      Successful personal trainers tend to be extroverts. An outgoing personality will help you obtain and retain clients. Few people want to spend an hour working out with someone with whom they cannot have a conversation. It's helpful to learn about what your client does for a living and their hobbies. As time passes and you build trust and rapport, she may divulge more personal information that will help you better assist her in meeting her goals. In addition, the more she enjoys your company, the more she'll look forward to your sessions, and refer you to other people.

      Ask open-ended questions to promote conversation. Open-ended questions are those that prompt more than a simple yes or no response, such as, “What do you feel is your biggest deterrent to exercise?” The more open-ended questions you ask, the easier it will be to get your clients talking and discover what makes them tick.

      
Skills of a Successful Personal Trainer

      Personal trainers have varying amounts of experience and education. Some may call themselves trainers, yet they have no formal education. Others hold a graduate degree in exercise science. There are currently no legal standards or licensure requirements for personal trainers. No law states that people must do x, y, and z in order to call themselves personal trainers. There are, however, skills you should acquire before becoming a personal trainer.
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        New clients have the best intentions of achieving their goals. Sometimes their excitement may cloud their impression of how much time they'll dedicate to exercise. When developing your programs, remember to keep them short enough to fit into busy schedules. Short workout schedules will be more manageable for your clients, and will increase the likelihood that they'll stick with them.

      

      Program Design

      Program design, also called exercise prescription or design, is a fitness plan you develop for your client. It must take into account factors such as fitness level, personality, and current and desired lifestyles. With proper program design, you'll help your clients achieve their goals in a safe and effective manner. A good program is one that is challenging but maintainable and enjoyable for your client. While you'll learn a great deal about program design from books, it's your ability to understand your clients that will help you the most in this area.

      Sales

      Personal training is a people business. That being said, it is still a business. Therefore, you must have good business skills or you will not be successful. While you don't have to be the stereotypical salesperson, you do have to sell yourself. This is a skill that can be learned and must certainly be practiced.

      Part of being a good salesperson is your accessibility to potential clients. You need to be open and friendly, but not fake. You should always have a smile on your face, as it makes you more approachable. Be sure to make casual conversation with members in your facility, and learn names and pertinent information about as many people as possible so they feel comfortable approaching you to train them.

      
Career Opportunities and Income Potential

      In this profession, your career opportunities and income potential are limited only by your ambition, imagination, and drive. Once you have the necessary education and experience, you can accomplish many goals, including writing books or magazine articles, making DVDs, starting an online business, or using your skills to start programs within the community. You could also open your own facility specializing in whatever area interests you. If you're willing to take risks and work hard, you can create an amazing career for yourself.

      Places of Employment

      There are many settings in which a personal trainer may work. The two most common are health clubs and gyms. Other popular settings include corporate fitness and personal training studios. Some personal trainers choose to travel to their clients' homes or run outdoor programs for their clients. While this book won't focus on them, there are some less common places that employ personal trainers, such as country clubs, spas, resorts, and cruise ships. Chapters 2–6 will discuss the most common places of employment in greater detail.

      Income

      Many trainers are well compensated for working with clients. Trainers typically command an hourly wage of $20–$100, with the average being $50 per hour. Factors that play a role in how much you can charge include: experience, education, type of clientele, geographic location, facility you work in (health club, studio, spa), and market rate in your area.

      Geographic location plays a big role in how much you can charge for your services as well. Generally, trainers working in large cities can demand more for their services than those working in small cities. Cost of living, competition, and demographics must be considered when determining your pay scale.
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        Bear in mind that because you're working with people in a physical way, there is always a risk of injury to the client. The more knowledge you have of human anatomy and physiology, the better you'll be able to prevent injury. You'll also be more qualified to work with populations who are already dealing with injury or illness.

      

      
Becoming a Personal Trainer

      The first steps to becoming a personal trainer are ensuring you have the proper education and taking a certification exam. If you're currently working in or have a degree in a health or wellness profession, the transition into personal training should be fairly simple. You probably already have most or all of the knowledge you need to obtain a certification, and you'll simply require some on-the-job instruction and experience. If you're currently working in an unrelated field and would like to become a personal trainer, you should go through some type of formal education. This training isn't required by law, but will make you a much better trainer.

      Education

      There are many benefits to becoming educated before beginning your career. When you have a formal education, you are better prepared and qualified to assist your clients. Good personal trainers are proficient in the areas of human anatomy, exercise physiology, nutrition, psychology, and business. It's difficult to be successful if you're lacking in one of these areas. While this may seem like a lot of knowledge to acquire, it is attainable, and can be accomplished in a variety of ways.

      In making a decision regarding education, you must first decide if you want to obtain a degree. You need to consider whether you have the time, money, and ability to go this route. A degree is a big commitment, and not something to be taken lightly. It is, however, a very prudent path to take as it will increase your job opportunities and earning potential.

      If you do decide to attend a college or university, you must decide which one and what major to pursue. People who become personal trainers commonly major in exercise science, human movement, or physical education. These degrees will give you a good foundation in how the human body works, but you'll need to supplement your knowledge with courses or workshops more specific to the profession.

      
        
[image: illustration] Fact

        Collegedata.com is a good resource for finding a college or university offering degrees or courses in your area of interest. While exploring their site, you may limit your search based on factors such as cost, location, and size of the school. This will help you focus and make your decisions on where to apply less overwhelming.

      

      Because personal training is becoming so popular, colleges and universities have created majors designed specifically for personal trainers. This major is usually called something along the lines of health and fitness, and will have both academic instruction and hands-on experience. This type of degree is ideal but not essential.
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        A trainer cannot become proficient by taking a home-study or weekend crash course. If you lack a degree in a related field, consider taking a human anatomy course to better understand the human body. You can become a good personal trainer with only a certification, but education will help you develop into a great personal trainer.

      

      If you choose not to obtain a degree, you must at least go through some type of training before becoming certified. You may consider taking a few college courses such as anatomy, biomechanics, nutrition, business, and sports psychology. Another option is to attend seminars and workshops presented by reputable organizations, such as those listed at the end of this chapter, designed to teach people to become personal trainers.

      Certification

      Even if you currently have or are working toward a degree, you should also become certified. Certification is simply credentialing that ensures you are minimally competent in key areas before you begin your career. There are currently over seventy-five certifications available for personal trainers, and the numbers are continually increasing. However, only a small number of these certifications and certifying bodies are legitimate. To further complicate matters, many organizations offer more than one type of certification. You must choose an organization through which to become certified, as well as the type of certification you'd like to receive.

      There are numerous factors to consider when choosing an organization through which to obtain certification. First and foremost, the organization should have high standards for certification and continuing education. One way to ensure that you're making a good choice is to choose an organization that has been accredited by an unbiased third party. The main agency responsible for accreditation is the National Organization for Competency Assurance (NOCA). NOCA “develops standards and accredits organizations that meet them.” Applying to NOCA for accreditation is a voluntary process. Organizations are put through a rigorous process to ensure they meet high standards. You can visit their Web site at  www.noca.org  and search their member directory to find out if your certifying agency is accredited. You can also check your agency's Web site. If they are accredited, they will say something about NOCA or NCCA, which is the accreditation body of the NOCA.
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        The field of personal training is not currently regulated by federal or state governments. While physical therapists, athletic trainers, massage therapists, and even hair stylists are required to be licensed by the Board of Health, personal trainers are not. This is unfortunate, as it would standardize and add credibility to the profession. It's likely, however, that in the next decade there will be licensure requirements.

      

      If for some reason the organization you wish to use is not accredited, they should at least be recognized by IHRSA and require their members to complete continuing education to maintain their skills. A simple online certification isn't adequate, and could set you up for failure, or even legal problems in the future.

      The following is a list of ten certifying agencies (along with their web addresses) that you may explore in your journey to becoming a personal trainer. All ten are at least minimally reputable, but it is up to you to decide whether or not they meet your own standards and needs.

      
        	American College of Sports Medicine (ACSM) [image: illustration] www.acsm.org 


        	National Strength and Conditioning Association (NSCA) [image: illustration] www.nsca.com 


        	National Academy of Sports Medicine (NASM) [image: illustration] www.nasm.org 


        	American Council on Exercise (ACE) [image: illustration] www.acefitness.org 


        	Aerobics and Fitness Association of America (AFAA) [image: illustration] www.afaa.com 


        	National Federation of Personal Trainers (NFPT) [image: illustration] www.nfpt.com 


        	National Council on Strength and Fitness (NCSF) [image: illustration] www.ncsf.org 


        	International Sports Sciences Association (ISSA) [image: illustration] www.issaonline.com 


        	American Fitness Professionals & Associates (AFPA) [image: illustration] www.afpafitness.com 


        	National Exercise and Sports Trainers Association (NESTA) [image: illustration] www.nestacertified.com 


      

      The first three organizations have the highest standards for certification, but a certification from any of the ten listed would be adequate for you to get started. Once you've decided which certification exam to take, you may consider taking one or more workshops offered by the certifying organization in order to properly prepare. These workshops can be expensive, but are definitely worth your time and money. Unless you choose a home-study course, you'll be receiving important hands-on experience and instruction.

      Once you've become certified, you should spend some time observing experienced trainers. It's helpful to shadow as many different people as possible in order to experience a variety of philosophies and techniques. It's also helpful to observe trainers in a variety of work settings, so you can experience what it's like to work in different environments with different populations. By doing this, you may get a feel for what type of setting you wish to work in, as well as with whom.

    

  
    
      2

      
      Health Clubs and Gyms

      Health clubs are, for the personal trainer, virtual playgrounds in which to acquire and train clients. In this setting, there lies a reservoir of potential new clients as well as tremendous resources. Clubs are a great place to learn the business and establish a reputation and clientele. Employees receive training in all areas of the business, and have the benefit of working with and learning from trainers who have more experience. That's why the majority of people just beginning their personal training careers will start in this setting.

      
Benefits of Training in a Club

      Working in a health club setting provides personal trainers with a great many resources and experiences with which to develop their skills and expertise.
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        In 2001, the International Health, Racquet & Sportsclub Association (IHRSA) estimated there were 17,807 clubs in the United States generating $12.2 billion in revenue. By 2005, there were approximately 26,831 health clubs generating $14.8 billion in revenue. That's $2.6 billion of growth in less than five years, and represents tremendous opportunities for fitness professionals.

      

      Equipment

      First and foremost, the exercise equipment in health clubs is typically state of the art. Every year new research brings about the development of better equipment, and the clubs that remain competitive are those that stay abreast of the rapidly changing technology. In addition to helping clubs attract new members, better equipment also helps the clubs retain their current members who are paying top dollar, and therefore expect the best.

      Having new equipment at your disposal can be a great asset. It will allow you to keep your personal training appointments fun and exciting for both you and your clients, and help your clients reach their goals more quickly. This is only true, however, if you have the knowledge required to safely and effectively use the equipment and demonstrate proper use to your clients. It is critical to know the equipment inside and out, not only to properly help your clients, but also to avoid injuring them.
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        Reading professional journals will help keep you abreast of the newest exercises and equipment on the market. Attending trade shows and seminars is also an excellent way to keep your knowledge current, as well as an opportunity to try new equipment.

      

      Of all the settings in which a personal trainer may be employed, health clubs typically have the best variety of equipment. This is important because not only does it prevent boredom for your clients, it also gives you experience working with a wide range of cardio and weight training machines. Some cardio equipment you may see in a health club includes:

      
        	Treadmills

        	Ellipticals

        	Crosstrainers

        	Ergs (rowing machines)

        	Stationary bikes

        	Recumbent bikes

        	Stairclimbers

        	Arc trainers

        	Upper-body bikes (UBEs)

      

      A good trainer is able to use and explain each piece of equipment safely and effectively.

      Experience Dealing with a Variety of Personalities

      Your interactions with members/clients are priceless. While a formal education is important in becoming a personal trainer, it is your personal experiences that shape you as a trainer. Health clubs are a great place to learn the fitness business and establish yourself, because you encounter so many different types of people and situations. You'll also be able to observe and work with people who have varying fitness levels and knowledge of a gym.

      Many clubs offer complementary training appointments to new members so they can learn the equipment. Many of these appointments will be with people who have never used weight or cardio machines before, and have possibly never even been inside of a gym. For these members, you need to keep things simple, straightforward, and enjoyable. You might also work with people who have been going to the club for years but are looking for a new program. For these people, you will need to get more creative. Depending on your club's policies, you may work with individuals as young as eleven and as old as eighty. You may possibly even work with people who have disabilities or injuries that make exercise modification a necessity. The greater the variety of people you work with, the more you'll learn.

      Other Employees as Resources

      Another benefit of working in a club is that you have other personal trainers as resources. There is a good chance that when you start working at a club, there will be at least a few people there with more experience than you. While there is no substitute for your own experiences, being able to learn from someone else's is also helpful. Try to find mentors who are willing to share their experiences with you. It's important to inquire about what they think makes them successful in this setting, and what they've found to be ineffective. Developing a rapport with other trainers can help you be more successful at approaching new clients, selling training packages, discovering new training methods, retaining clients, and hopefully making a lasting career for yourself. Even if you've been a trainer for some time, there is always room to learn from others in the business. Keep in mind that each setting is different, and the tactics that may work in one setting won't necessarily help you be successful in other settings. So always remain open to changes and suggestions.
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        Not only will people vary in their skills and abilities, they'll also have vastly different personalities. Some people you interact with will be easygoing and others will be difficult and demanding. You'll learn quickly the importance of patience and professionalism, as well as the value of keeping your members happy.

      

      
Choosing a Club to Work In

      While health clubs and gyms make up one type of work setting, there is a great variation between each individual club. The type of work environment differs greatly from one club to the next, depending on factors such as size, location, management, hours, pay, and job requirements. Therefore, there is much to consider when looking for a position.

      On-the-Job Training

      A good health club has management that adequately trains its employees. Receiving proper training will greatly increase your success, and therefore, your income. Unfortunately, not every club gives proper training, and few do it well. If the club expects you to sell memberships, training packages, and/or nutritional supplements, they should have a standard sales presentation. If you're going to work the desk in the fitness center, you should be trained in how to use the computer system and how to educate new members on the equipment, as well as any other policies and procedures applicable to your club.

      Deciding if the Club Fits You

      There are many other factors to consider in choosing a place to work. What are the educational requirements for personal trainers? Some clubs require only that their trainers be certified. Some require a specific certification and others require a college degree. You will need to consider whether you have or are willing to obtain the education required for the job. If you meet or surpass the necessary requirements, consider whether or not the club's educational standards are high enough for you. Your reputation is influenced by the environment in which you work.

      You must also consider whether or not there are bonuses, pay raises, and room for advancement. If you're interested in management, is it a possibility at this club? Do you receive bonuses for selling memberships and packages? How the club pays you for personal training appointments is also important. Some clubs pay a flat rate; others use a split such as 50/50 or 60/40. Other clubs use a sliding pay scale, such as 50/50 for up to twenty sessions per week and 60/40 for anything over twenty sessions. Will you always be at the same split, or will the percentages change over time? If you have a base salary, will it increase? Are benefits included, and if so, to what degree? The answers to these questions will vary widely from club to club. There are no right or wrong answers, only what is favorable to you and your desired lifestyle.

      Another major factor to consider is the type of schedule you'll be working. Unlike many businesses, most clubs are open early and remain open late. Some are even open twenty-four hours. It is important to know when you are expected to be there and if those expectations fit your lifestyle. Some clubs schedule your personal training sessions for you, while others allow you to make your own appointments. You may be covering the desk in the fitness center and taking members through appointments at the same time. Or you may have a certain number of hours to cover the desk, and the rest of the time you are able to conduct personal training sessions.

      
Potential Clientele

      When you hear the words potential client, does your mouth water? If it doesn't, it should. Clients equal money, and more clients mean more money and a better lifestyle. If you wish to be successful, you have to be hungry. You must always be thinking about how to get more clients, as well as how to keep the clients you already have. Do not expect your club to simply hand you clients. While this may happen to a small degree, you as a trainer must go out and sell yourself.

      Obtaining New Clients

      Members won't generally hire trainers they don't know. It's rare for someone to simply walk in off the street, sign up as a member, and ask for a personal trainer. This does occasionally happen, but you cannot build a successful business by relying on that scenario. People must know and trust you before they invest their time and money in you. Visibility is important. Let members get to know you (and you them) by walking around the fitness center and talking to people during your desk hours and/or between appointments.
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          How do I approach a potential client to sell my services as a personal trainer?
        

        Establish a relationship by learning his name and finding things you have in common. Do not try to close a sale the first time you meet someone. The next time you see him working out, remember his name and explain what you do. You may have several conversations with someone before they feel comfortable enough to make an appointment with you.

      

      There is one situation where you are more likely to sell an appointment to someone you have just met. When a new member joins a club, they are typically entitled to at least one free appointment with a trainer. You should use this as an opportunity to make your presentation and sell your personal training services. You have thirty to sixty minutes during the free appointment to get to know this person and to help them get to know you. During this time, you should be evaluating their strengths and weaknesses and using that information to show them how they need you. You have a captive audience. Consider it a soft sell, as they came to you for help. Bear in mind that while many people cannot afford a personal trainer weekly, many like to make appointments once a month to obtain a new program, monitor progress, and stay motivated. Be sure to offer this as an option if someone says that personal training does not fit into his budget.
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        Word of mouth or referrals will be a great tool for developing and growing your client base. People feel more comfortable hiring someone with whom a friend or colleague already has a relationship. Do not be afraid to ask your clients if they feel comfortable giving you referrals.

      

      If at the end of your initial consultation you have not sold a personal training package or session, make it easy for them to approach you in the future. Give them your business card, tell them you're available to address any questions or concerns, and that you hope you can work together in the future. If that person likes you and feels comfortable with you, they may refer a friend to you because you were professional and courteous.

      Follow Up

      Follow up is vastly important when you're selling anything. During a new member appointment, you can gather a great deal of information that will make following up easier and more effective. Most clubs have their members fill out a form or questionnaire during their first appointment. This form should at least include the member's name, phone number, e-mail address, occupation, fitness experiences, and hobbies and interests. There may be more information on the form, but these basics are all you need. From this information, you can develop a call list to generate personal training leads. You can make index cards, a computer list, or enter the information into a PDA. Send out an e-mail or handwritten note within a few days of your meeting. Tell the member you enjoyed meeting him or her and reiterate your offer to answer any questions that may arise. You may also choose to take this one step further and send out monthly e-mails with tips and information on areas of fitness such as weight training, nutrition, or stretching. This will keep you and your services at the front of people's minds and may help you acquire new clients.
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