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THE MOST
ACCURATE 360
BODY SCANNER
IN THE INDUSTRY

The Fit3D ProScanner is designed to track any distinct body change.
We do this by providing your members with a full body avatar to track visual change
along with body composition metrics, full body measurements, an assessment of the
user’s fitness level and a full body posture report!
Whether it be through the clients login at home or on the gyms own Fit3D software
dashboard…all of these results can be compared over time to measure success!

Obtain a 360 body
scan of your member to
monitor body changes
visually.

Gives your members an
insight to their wellness
based on body shape.

The ProScanner
automatically calculates
body composition metrics
including body fat
percentage, fat mass vs
lean mass and more.

Compare multiple scans
to view fundamental
body changes.

Allow your members
to order custom fit
clothing based on their
measurements.

It automatically gives
the member a full body
posture analysis.

For further information or to arrange a demonstration,
contact our sales team on 01788 220456

@fit3DUK

@fit3dukofficial

www.fit3d.com

Welcome...
Welcome to the December 2018 issue of Gym Owner Monthly magazine.
And a very happy Christmas to all our readers and advertisers! As the
year draws to a close, we’ve begun to reflect on the year that has gone
and started looking towards our goals for 2019. Whether you’re planning
to take your business to the next level or you want to help your existing
client base to smash their targets, then we have the advice for you.
On page 27, Chris Phillips from DataHub examines the year so far, and
what the New Year might have in store. Matt Gleed gives us a preview
of the 2019 health and fitness trends that we can expect to see flourish
next year over on page 44. Daniel Nyiri, founder of 4UFitness says that
Personal Trainers are going to face a fight of their life in 2019. Intrigued?
Find out what he has to say on page 32.
But before all of this, we still have the festive season to enjoy. Yes, it is the
most wonderful time of the year, but trying to keep our fitness goals on
track can be a huge challenge. Craig Salmon, from Premier Global, provides
tips to stay fit this Christmas on page 49 and looks at ways you can help
your clients to enjoy the festive season without piling on the pounds.
Merry Christmas and we look forward to seeing you in the New Year!!
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Upfront

What’s hot in the fitness industry

Wattbike studio doubles usage
at Holme Pierrepont
Since installing a new Wattbike indoor cycling
studio in September, Holme Pierrepont Country
Park, a Serco Leisure site home to the National
Water Sports Centre, has seen a significant increase
in cycle studio usage.
Previously, the traditional group cycling classes had a
40-50% occupancy rate. With this studio repurposed as
a Wattbike studio, including full graphics and Wattbike
branding as well as big screen for interactive classes, the
occupancy has now grown over 70% usage.
Jack Garner, Contract Manager at Holme Pierrepont Country
Park, comments: “Usage and footfall all has noticeably
increased since launching the Wattbike studio, with nine new
members signing up on the back of our launch event. We are
proud to be one of the UK’s National Sports Centres, with
elite partners, but also accommodate for regular gym users.
Therefore we need something that would appeal to every
customer from National Governing Bodies, the English Institute

Freshen up the schedule to combat
seasonal slumps
Research from MINDBODY, business management software
in the fitness and wellness industry, has revealed that over
half of those who exercise frequently (55%) say they are least
motivated to work out during winter. The seasonal slump
can hit businesses hard, with feelings of tiredness, lethargy
and decreased motivation often making it challenging to get
customers through the door.
With this in mind, MINDBODY has shared its top five tips to help beat
the seasonal slump this year, and keep customers booking classes
throughout the quieter months.
1. Shake up your class schedule.
Seen a drop in attendance at your 6am class? It can be harder for
clients to pull themselves out of bed to exercise during the winter,
but with flexible working hours on the rise, and as such a change in
client's schedules, there has never been a better time to refresh your
class timetable.
Consider building a timetable that offers various class times
throughout the day. This can help you connect to potential new
clients who don’t have a fixed daily schedule.
6
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of Sport and also the local community of Nottinghamshire.”
“The technology in the product has the ability to offer a
world class environment which will achieve many of the
centres strategic aims. This includes supporting our onsite
elite partners to achieve increased success at international
events, including the Olympics. While at the same me
increasing the activity and training of the local cycling
community – and also being a great facility to make to
community a healthier place to live and prosper.”
The Wattbike can be used by everyone for training, testing
and rehabilitation. The dual air and magnetic resistance
system can recreate any required resistance with smooth
transitions to replicate the feel of a real bike.
Simon Overing, Sales Director at Wattbike, adds: “Installing
the Wattbike studio at Holme Pierrepont Country Park
has made a real impact on their cycling studio usage. This
demonstrates how Wattbike can help you make a real,
lasting and trackable change to your business.”

2. Consider your location.
Are there many businesses around? You could offer a midday class,
giving clients the opportunity to work out in their lunch break. Make
it as easy for them as possible, so cancelling isn’t an option - condense
the class to 30-45 minutes and offer takeaway lunch and smoothie
options post-workout, so they don’t have to make another stop before
returning to their desks.
3. Get creative with your offerings.
There are thousands of fitness studios across the UK, and the choice
of classes can be overwhelming for customers. Making your classes
different or adding extra value through an additional service at your
studio can help to increase interest in your business and footfall in the
quieter months.
If it feels right for your business, consider creating a hybrid class that
other studios in the area don’t offer to build interest around your
gym; think HIIT-Pilates or Yoga with Calisthenics. You could even try
theming your classes to play on the festivities of the party season,
such as ‘The Little Black Dress workout’.
4. Focus on group fitness.
Another way to get customers through the door is to focus on social
fitness, as group exercise and refer a friend schemes could be key to
boosting revenue.
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Research by MINDBODY found that 50% of people who exercise
regularly (at least once a week) are more motivated when they have a
workout buddy, whilst 15% of people in an earlier MINDBODY study said
it was the social element of exercise that motivated them the most. You
could therefore consider building more group exercise classes into your
schedule.

of this movement and are cashing in, particularly in London”.
www.leisuredb.com

New home for Peloton

5. Excel at customer service.
Instructors can be a leading factor why clients will attend a particular
class and keep coming back (even during the quieter months).
MINDBODY dug into its recent data3 to analyse the relationship
between ‘top performing’ instructors and retention rates and revealed
that there is a positive correlation between the two.
On average, a ‘normal’ trainer at a multi-location business will
bring back a client a total of two times, whereas a ‘top performing’
instructor will bring them back over twelve times.
For more information about MINDBODY, please visit: https://
uk.mindbodyonline.com/

London Boutique Studio Report
reveals that the London boutique
fitness market is rapidly expanding.
The 2018 London Boutique Studio Report reveals that there are
278 boutique studios across the city: 114 HIIT studios, 111 Mind
& Body studios and 53 CrossFit studios.
They offer over 15k classes each week and at any one time 9,629
people could be taking part in a class.
The 2018 report highlights that the number of boutique studios has
grown by 281% over the last 5 years. 2018 has already seen over
60 new boutique studios open in London (up until 31st October), the
highest number yet. This compares to a total of 46 in 2017.
F45 Training with 21 London studios is the leading boutique operator,
by number of sites. They are the first brand to exceed 20 London
locations, after adding 16 new studios in 2018.
Commenting on the figures, David Minton, Director of LeisureDB
said: “The boutique studio trend should come as no surprise; fitness
is simply playing catch up to other industries. Retail, hotels, food
and drink have been establishing small, hip boutique options for
some time. People are prepared to pay a premium to have more of an
experience and be part of a tribe. Boutique fitness studios are a part

Peloton, which uses technology to bring the intensity, fun
and competitiveness of the indoor cycling studio direct to
its revolutionary indoor bike, will move into the 20,000 sq
ft. space in January 2019 to start construction. This follows
its product launch in September 2018 and experiential
pop-up event, currently live in the same location, which
allows consumers to trial the Peloton bike in a home-like
environment until the end of the year.
The studio will provide the location for all filming, recording and
editing for Peloton’s UK content including daily scheduled rides
which members can tune into via live streaming, alternatively they
have the option to choose from over ten thousand pre- recorded
rides.
Commenting on the move, James Ebel, CEO at Harper Dennis
Hobbs, said: “Peloton is a leading technology company that is
revolutionising the home fitness industry and needed a space that
would reflect the quality of its equipment and programming. Being
centrally located, it is in prime position to attract the capital’s city
workers.
“It’s positive for the UK retail market when a billion-dollar company
sees the growth opportunities available here, particularly in a
thriving area like Covent Garden. This further demonstrates how
experiential retail is rapidly becoming key to a retailer’s success in
today’s increasingly competitive marketplace.”
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Dyaco
launches
new spirit
fitness
fluid
rower and
refreshes 900 CV range
Global fitness manufacturer Dyaco, has launched the new
Spirit CRW900 Fluid Rower to add to its growing commercial
range of Spirit Fitness CV equipment, supporting operators
with the ability to capitalise on a rise in demand by members
to use indoor rowers.
The rower uses fluid technology to provide users with the nearest
experience possible to real on-water rowing. While other water
rowers traditionally use a single tank, the CRW900 features a
patented twin tank with triple bladed stainless-steel impeller to
create ten levels of water resistance rowing.
Users can adjust the resistance with the turn of a dial and benefit
from a larger LCD console display with a range of performance
metrics at their fingertips.
The CRW900 provides health club owners with a premium water
rower for their facility, with transport wheels allowing for easy
movement and configuration on the gym floor.
Andy Loughray, Dyaco UK Sales Director, commented: “The Spirit
CRW900 is a great addition to the Spirit Commercial range and a
high-spec alternative to other water rowers available on the market.
“Water rowers offer a quieter and far more realistic rowing
experience and continue to be a popular alternative to the
traditional air rower. The CRW900 stands out from others on the
market, as while other water rowers require water to be manually
added or removed, users have the ease of simply turning the dial to
change resistance levels.”
The CRW900 is available to order from Q4 in 2018. For more
information contact the Dyaco UK team on sales@dyaco.co.uk
or telephone 0800 0293865.

i n t e r n at i o n a l n e w s
FIBO moves the fitness market in
South Africa

event was held for the second time this autumn, from 26
to 28 October. 5,600 visitors attended with more than 100
exhibitors showcasing. Designed as a combined summit and
festival, the event for the first time addressed trade and
private visitors alike.
“The hybrid concept, which is part of the DNA of all FIBO trade
fairs, was a total success”, says Hans- Joachim Erbel, CEO of FIBO,
organiser Reed Exhibitions Deutschland. “The tailored selection
provided valuable input for the industry. At the same time, there
was enough room for throngs of fitness fans who came to learn
about everything the fitness industry has to offer. The exhibitors
could feel this too, and they were very pleased with the premiere.”
Joining local providers among the exhibitors were international
fitness industry companies such as Dis-Chem Pharmacies,
Technogym, Matrix, Miha Bodytec, StimaWell EMS, Bounce Inc and
Dranged. Their participation shows the significance of the South
African fitness market, whose trends aren’t all that different from
those of the European or American markets.
“There’s a palpable enthusiasm for fitness at the show, and it’s
boosting the demand for new workout concepts and equipment”,
says Martin Hiller, who as general manager of Reed Exhibitions
South Africa is responsible for organising FIBO Global Fitness Africa.
“The international fitness industry should keep an eye on this
exciting market.”
www.fibo.com www.fibosa.co.za

US Olympian Carrie
Tollefson joins
Wellbeats to launch
new running channel
Wellbeats, Inc., an international
leader in on-demand, virtual fitness,
has added Carrie Tollefson to its
team of elite fitness professionals
to create an exciting new channel
dedicated entirely to running.
The US-based content and software-as-a-service (SaaS) company,
which already produces over 20 popular fitness channels and
more than 400 virtual classes, delivered on-demand via UK fitness
clubs and a multi-platform app, is currently developing a specialist
running channel with Tollefson that will provide unique content
to aid runners of all levels and equip them with accessible and
professional guidance and tutorials.
Tollefson, an elite middle-distance runner from Minnesota, boasts
a long list of accomplishments, which include, 5-time National
Collegiate Athletic Association Champion (NCAA), NCAA Indoor
Track Athlete of the Year, 1500m Olympic trials winner (2004) and
Olympic semis contender (2004). She is a regular commentator
for ESPN, NBC, NCBSN, ABC and USATF.tv, and covers world-class
running events.
The new running channel is being developed in response to user
feedback, which shows that running or walking is the most common
form of exercise, with 79 percent of people citing it as part of their
fitness routine.

FIBO Global Fitness Africa is on its way to becoming the
leading meeting of the South African fitness industry. The
8
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Ian Donley, CEO of TVI Fitness, Wellbeats’ UK provider, commented:
“We expect the new running channel to have wide-ranging appeal.
It will be a real boost for Wellbeats users, beneficial for seasoned
runners that don’t have a virtual training provision and will offer an
alternative format for people that would like to take up running but
aren’t interested in joining running clubs. Having Carrie on board is
a real coup and will mean fitness clubs that subscribe to the service
will be able to extend their provision - offering professional running

NEWS

training - something that is often overlooked in UK fitness clubs.”
Visit wellbeats.com to learn more or contact UK supplier, TVI
Fitness by email ian@teesvallyinnovation.com

eGym, which makes fitness fit into the digital age, today
announced the close of a $20 M Series D round of financing
led by NGP Capital, with participation from existing investors
Highland Europe and HPE Growth Capital. eGym will use
the funding to aggressively accelerate its international

NGP Capital leads $20M investment in
eGym to fuel U.S. growth

expansion, with a focus on the U.S. market as well as the
Corporate Wellness Offering.
Recently signing new U.S. customers such as Fit Republic, eGym
brings to the U.S. the personalisation of the workout experience in
order to support gym goers to achieve their training goals.
“Preventative healthcare is the key to tackling rapidly increasing
healthcare costs globally, and exercise plays a crucial role. The
products and services eGym offers are making exercise more
accessible and more personalised,” added Walter Masalin, partner
at NGP Capital. “We are impressed with the vision and execution
eGym’s leadership team has demonstrated as it aims to reshape the
global fitness and wellness market.”
eGym’s suite of digital products make fitness work for everyone by
creating personalised training programmes that evolve for each
gym member. The company already provides software-based,
intelligent training solutions to nearly 14,000 gyms and businesses
across Europe and the United States. Driving customised training
experiences that keep members active, key eGym components
include: fully electronic strength machines, eGym mobile Apps, and
eGym ONE, the open cloud platform that connects to services and
devices both inside and outside the gym supplier agnostic. Hence,
companies like Precor, Matrix Fitness and Life Fitness are partners
of the eGym ONE Cloud.
www.egym.com

Save up to 75% of
your time on staf f
management tasks
Planday is specifically designed for fitness
and leisure businesses with hourly workers.
Planday has all the features you need to
efficiently manage your employees.
Join the thousands of businesses worldwide
that already use Planday
Learn more | planday.com/uk

“

Our employees absolutely
love Planday. The feedback
has been fantastic. They can
check when they’re working
whenever they want.
James Curry,
Operations Director
at Tone Leisure
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Retention
Convention
returns for
fifth year!
Dr. Paul Bedford’s fifth annual Retention
Convention will be led by operators from across
the globe, who will share the secrets of their
success, when it takes place in Birmingham on
2nd May 2019

Chris Stevenson

Jose teixeira

dean hodgkin
10
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The Retention Convention will take place in
Birmingham on Thursday, 2nd May. Already
confirmed to speak are Californian health club
owner turned international speaker on retention
strategies, Chris Stevenson, Portugal’s Jose
Teixeira and Dean Hodgkin from the UK, who will
also host the event for the third year running.
When the industry’s first Net Promoter Score (NPS)
study was carried out six years ago the US had
an average score of 44 and the UK just 22, while
Stevenson Fitness scored a whopping 77 - the
highest in the whole of North America. The club now
maintains a score well into the 80s, as well as boasting
consistently high retention rates.
Stevenson says: “If you work out on your own and leave
on your own, you are more likely to leave the club too.
So, at Stevenson Fitness, we create a ton of systems to

ADVERTISING FEATURE

encourage members to engage with other areas of the
club. The stats show people crave a great experience and
not enough companies deliver it. That great experience
comes through small interactions that have a big impact,
and I’m looking forward to sharing these tricks with the
delegates at the 2019 Retention Convention.”
Teixeira is Head of Customer Experience at SC Fitness
in Portugal, a country-wide chain boasting 30 clubs
across its low cost brand, Pump, its mid range clubs,
Solinca, and it’s premium brand, Lagoas.
Teixeira, a former athlete, has worked in the industry
since 2004. He says: “I’ve had a keen interest in
retention since I was a duty manager, when I set
up a Retention Plan to help find ways to balance
new members and cancellations in the sales-driven
environment I was working in. As a result my clubs
enjoyed above 50% retention, compared to a former
company average of 30% and just 25% across the
Portuguese market.”
Now, working across the whole group, Teixeira has
boosted the brand’s retention to 60%, more than
double the national average. But most impressive is
the clubs’ membership lifetime, which he has raised
from seven months to 20 months in just five years.
During the convention, Teixeira will talk about key
actions made during this period and advise delegates
on how they can study their own database to make an
impact on their membership.
Back for a third year to host the 2019 Retention
Convention is Dean Hodgkin, himself an operator with

more than 30 years experience across all aspects
of leisure, from local authority with GLL, the budget
market with Fit4Less, premium clubs with David Lloyd
and more recently the boutique sector with 1Rebel and
Victus Soul. Hodgkin is also a consultant to luxury spa
brand, Ragdale Hall. During the convention, Hodgkin
will present ‘5 Spa Service’, explaining how they deliver
the spa’s exceptional service, with tips on how to adopt
and adapt to help to improve the customer experience
in the fitness sector.
He said: “Ragdale Hall plays host to up to 260 guests
at any one time - some arriving, some leaving, some
looking to celebrate, some to relax, some to kick start
a fitness regime and some to simply be pampered. Our
job is to ensure we deliver precisely what each one of
them wants. I’m looking forward to sharing how we
strive for service excellence and how that can translate
for health clubs.”
The Retention Convention 2019 is organised by worldrenowned authority on retention, Dr. Paul Bedford, who
will also present to delegates on the day. It will take
place on Thursday 2 May at Austin Court, a converted
Georgian Industrial building that is the Birmingham
home of the Institution of Engineering and Technology
(IET), between 9am and 5pm, lunch is included.
Further speakers will be announced soon and tickets
will be available to purchase from January.
Dr. Bedford said: “It’s exciting to have so many
operators share their success stories at our convention
next year. It’s easy for consultants to talk about their
clients’ successes but the operators themselves can
describe the situation, the journey, what works and
what doesn’t, warts and all. So whilst the presenters
won’t be presenters, their content will be invaluable
as they’ve been through the process and have the
members to prove it!”
DECEMBER 2018
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WE SPEAK TO SAMANTHA
ROBBINS FROM SUSSEX ZEST
Your name(s):

Samantha Robbins

Gym name:

Sussex Zest Ltd

Address:

73-75 South Road, Haywards Heath, West Sussex, RH15 9NN

Email:

info@sussexzest.co.uk
TEL:` 07989 125 127

Web:

www.sussexzest.co.uk

no. of members:
126
Samantha Robbins (photo credit Lisa Phillpot)

How did you become a gym owner?
I’d been teaching (bootcamps, exercise to music, personal training)
in the community for a few years and found some facilities lacking. I
wanted to create somewhere that would offer a community feel, a high
quality finish and a boutique size. Somewhere where clients would feel
engaged, and valued.
One of my bugbears renting other facilities was often the poor
maintenance and upkeep. A broken cable in a studio sound system, or
poor quality soap in the changing rooms. Actually it was the soap that
started it - I’d taught two high intensity sessions and went to wash my
hands and there was no soap in the first dispenser. The second fell off
the wall. That’s when I uttered “that's it, I am opening a facility, and it's
going to have nice soap,” and Sussex Zest was born.
I still joke about it being the most expensive bottle of soap I have ever
bought – but it’s not about the soap itself though. It’s what it represents.
It’s about showing you care – about your members, about your
instructors, and your brand.

How many gyms do you own/operate?
One.
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How long has your gym(s) been operating How important are PT’s to your business?
for?
Pivotal. Ruth (MMA), Kev (Tai Chi) and myself all have
Since May 2015 – three and a half years.

Aside from the gym, what other facilities
do you offer your members e.g. cafe,
classes, creche etc.?
Sussex Zest is a classes and Personal Training/Small Group
Personal Training facility but we also offer the following:
Annual Wellness Retreats with Ibiza Wellness Retreats.
Regular workshops and special events including Yoga and
Brunch, and Mastering the Monkey Bars.
Mentoring for student Personal Trainers with PT Academy.
The studio was recently used for filming by a major
television network.
Online training and nutrition support via The Vibrant Health
Hub.

How many staff do you employ?
I have four freelance instructors – Emma, Ruth, Jon and Kev.

different specialisms which means we can appeal to a broad
prospective client base and cross refer when beneficial. I’m
delighted to be able to provide a supportive environment for
their businesses.

How do you motivate/incentivise your
staff members?
Sussex Zest is a host facility for several major fitness brands
which means I am able to bring high quality training and
CPD to the local area. The staff are all on a freelance basis
which offers great flexibility for both myself and them.
We’re parents (and grandparents!), one is full time in the
fitness industry, two have ‘day jobs’ and one is retired. They
all however bring a wealth of passion and expertise to the
fitness table.

What makes your gym unique?
Members can enjoy a community feel in boutique sized
fitness sessions. Our five weekly TRX classes are particularly
popular with the 10 spaces per class regularly fully booked.`
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start to rein in the monthly licenses and revert to creating
their own workouts. An opportunity both financially and
creatively.

How do you engage with your members?
Themed classes and days. Supporting charity days.
Supporting local events - aerobics in 31 degrees for town
day during the World Cup is one I’ll remember.

What advice would you give to other gym
owners just starting out?
Use your business bank manager and accountant to their full
potential. They have a wealth of information and can help
you develop strategies to drive your business forward. I am
fortunate that mine are also great for a brainstorm and rant!
It may be a cliche but it can be very easy to find yourself
working in your business rather than on it. Especially in the
areas that you really enjoy – for example maintaining the
social media. It’s a balancing act not to let these things take
more of your time than you are successfully able to allocate.
Create and maintain professional boundaries with your
clients. This is particularly important if you are a naturally
sociable person and it’s something I’ve had to learn the hard
way. On that note ‘bomb proof’ your family life and social life
because you are never going to work so hard in your career.
If you’ve come from a background as an instructor or
Personal Trainer it will take time for you to reposition
yourself as the Director, but it is an important transition to
make. You need your clients to commit to your brand not just
you personally within that brand.

What are the biggest challenges facing
your business today?
How to grow. This is something I’ll be discussing with my
business advisor this week actually. It can feel non-scalable
at times so we’ll be looking at opportunities to further
Sussex Zest's reach.
The fitness industry is a fairly unique one as the competition
is so broad – there are gyms, studios, online training, DVDs,
apps, organised sport. It’s not as simple as comparing
perhaps one tangible product to another but imperative to
consider the wider/less obvious competition too - in order to
establish what your clients' really want.

What significant changes have you seen
within the industry over the past 3 years?
The arrival of single membership, multi venue, fitness class
sales. Sussex Zest partners with several of these. It’s an
incredible resource for both clients and facilities. I think not
jumping on board at this launch stage would mean a risk of
getting left behind. However it definitely comes with some
additional database and booking administration for the facility.
My gut feel is that we’ll see a shift away from branded
workouts. The market for pre-choreographed (whether
that’s exercise to music or HIIT etc) suddenly feels very
saturated and I think facilities and freelance instructors will
14
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Regular socials - this year we’ve been bouldering, more
than a few nights at the pub and our Christmas party is
right around the corner. We’ve had a couple of clients leave
due to relocation this year and the Sussex Zest community
really does rally round to give them an amazing send off.
I’m always proud to see that as it’s something I don’t think
would happen so readily in a bigger facility.

How are you promoting your brand and
marketing your gym?
Social media. Attendance at fitness conventions and trade
shows. I very rarely print now – in fact I don’t think I’ve ever
managed to distribute a full print run of timetables before
they’ve changed. It’s more important to have fluidity in the
scheduling and respond to clients’ needs.

What is your biggest success story?
Opening with 25 clients and growing to 126 live (bookings in
Oct-Dec 2018) now.
Successful grant application for our functional rig allowing
us to increase TRX capacity significantly. The launch of Ibiza
Wellness Retreats 2017, 60% increase in bookings in 2018
with bookings already confirmed for October 2019.

Finally, if there was one thing you could
change in the industry, what would it be?
I’ve been fairly surprised by the casual (and not so!) sexism
I have encountered as a facility owner. I’m often assumed
to be a male ‘Sam’. I’ve been asked if my husband pays the
studio rent (FYI there is no Mr Zest and if there was I can’t
imagine he would!) but my most eye opening moment was
travelling to view a piece of kit for purchase and watching
as the sales rep jumped up to shake hands with...my rather
perplexed Dad. Like all industries there are politics and
attitudes that need changing. Being a woman in this industry
means you sometimes have to have a louder voice but it also
means you are able to build real loyalty. So, yes it’s definitely a
challenge but also a brilliant opportunity.

•

We are the UK’s leading awarding organisation
for the physical activity sector

•

We provide superior customer service with a dedicated
Customer Service Advisor, Business Development
Manager and External Verifier

•

You gain access to our team of technical experts, including
the qualification development team, our Chief Medical
Advisor and our new Skills Hub specialist contributors

•

We provide over 100 qualifications accompanied with
high-quality resources; including eLearning, manuals,
lesson plans and schemes of work

•

We work in partnership with our centres to help drive
their success

•

2017 Flame Award winner of Supplier of the Year

www.activeiq.co.uk

REVVLL IN THE
POSSIBILITIES
• Substantial exercise variety
• Quick Adjustability – Variable
Resistance
• Mobility – Mount the Revvll
high to low and virtually
anywhere
• Commercial Grade – Quality
Construction
• No rope fraying or gloves
required!
SPECIAL INTRODUCTORY OFFER

www.indigofitness.com/pwr
www.indigofitness.com/revvll

20% OFF

sales@indigofitness.com

£639.99

(EX. VAT)

01455 890100
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THE LEAN
MACHINES
How did you guys meet?
We met when we were 15 at a skatepark, to be honest we
didn't get on to start with, Leon had a bit of an ego.

What made you choose fitness for a
career?
Our passion is helping people and being coaches gave us
a way of doing that through something else we live and
breath, health and fitness.

What advice would you give
somebody just starting out in the
industry?
Be open, you can learn so much from other coaches, they are
not your competition they are some of the only people who
understand your job like you and may well have some better
way of doing things that you can learn from; share knowledge.
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Your social media following is
phenomenal what are your top 5 tips
for marketing yourself online?
I wouldn't say we market ourselves, we just share our
message and we believe in it wholeheartedly. When people
believe in your message and ethos, that is when you get a
strong following. If we had to give three tips they would be;
1. Know yourself and your ethos. 2. Repeat your message
regularly through different ways. 3.Walk the walk. If you
talk about a sustainable balanced lifestyle then live it. We
regularly show ourselves having a pint of Guinness or a take
away because we believe in balanced, sustainable way of
living. We eat "healthy" 80% of the time which allows us
other foods which are considered less "healthy"

Biggest fitness inspiration?
There's plenty at the moment, I'd say Hugh Jackman but you
can't overlook Dwayne Johnson and Arnie.

spotlight

Do you believe consumers are being
mislead with quick fixes?
Yes, for the most part. Some programmes are honest about
it being a quick fix programme for holiday body, for example,
but most are just that, a quick fix which often leaves you in
a worse position than when you started. People leave them
feeling confused, having less confidence or feeling like a
failure, and more times than not have an aversion to some
kind of food group, whether that be carbs, fat or gluten, for
example.

How do you think the fitness industry
could improve?
By people being honest and open, ALL of the "influencers"
have their own hang ups and things that make them
feel insecure or less than awesome, we are all human! I
genuinely believe if people were most honest with how they
actually feel rather than just showing their best bits people
would relate to them more and most importantly feel better
about themselves. It's normal to have down days, it's normal
to have negative thoughts and it's normal to not always feel
your best.

Membership/CRM & Marketing
Access Control inc Biometrics
Till, Credit Card & Stock Control
Web & Mobile Activity & Class Bookings
DD Management & Online Sign-ups
Implementation, Training & Support

How should we be tackling the
obesity crisis?
Wow, that's the question and it's multifaceted from economic
standing and income to education. It's actually cheaper for
DECEMBER 2018
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many people, especially in the states, to eat fast food than it
is to eat REAL food and that's not their fault that's a flaw in
the system. Healthy food needs to be made more accessible
to everyone and that needs to be backed up with education
from an early age on the benefits of eating right and why.

Which do you prefer cardio or
Strength training?

How do you both maintain
motivation?

You want to workout but your
restricted for time and have no
equipment what’s the best thing you
can do?

We do what we love; many people don't enjoy the gym and
as a result will stop going, but just because you don't enjoy
the gym doesn't mean you can't be fitter and healthier. There
are hundreds of different ways to get in shape from rowing
to rock climbing to martial arts, one size does not fit all.

Tell us about your book ‘Eat well,
move better, feel awesome’
Eat Well, Move Better and Feel Awesome was designed to
make people do and feel all the above. We wanted to educate
people on nutrition and understanding how much they
should be eating and adjust according to their goals. We also
wanted people to get in the kitchen and learn to cook real
healthy meals. Most importantly we want people to feel
awesome and that can be done without exercise or nutrition
that can be achieved by exploring the way we think and
taking time to ask ourselves questions. It's something most of
us have forgotten to do, every spare minute is filled with our
phones or games that we forget to just stop and explore our
feelings in our head and ask ourselves why we feel a certain
way. Only then can we make decisions to make changes.

 www.youtube.com/user/TheLeanMachines
 @TheLeanMachinesOfficial
 @TheLeanMachines
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John, strength all day, and Leon both, but he loves a good
sweaty met-con session.

Define your time limit, let’s say 10 mins. Pick three exercises
maybe upper, lower and cardio, so push ups, jumping lunges
and burpees. Define an achievable rep scheme, let’s say 10 push
ups, 20 jump lunges and 15 burpees, so how many rounds you
can complete in 10 mins with a little rest as possible.

You are both about to become parents,
was this strategically planned?
Everyone asks this but no, I think we were just at that time in
our lives where it seemed right and things just fell into place.

What does 2019 have in store for The
Lean Machines?
A lot of laughs, some tears and even more love. I think would
some it up nicely. From a TLM perspective we want to help as
many people as possible to feel awesome, through Youtube
Videos, our online 121 coaching and our training plans like
the Lean For Life plan we currently have out.

 Facebook.com/TheLeanMachines
 www.theleanmachines.com

WOULD LIKE TO
WISH ALL THEIR
CUSTOMERS
AND READERS

A MERRY
CHRISTMAS
AND

A HAPPY
NEW YEAR
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Your name:

Sam Deeley

Qualifications:

BSc Hons In Sport & Exercise Science
Level 4 Certificate In Leading the Internal Quality
Assurance of Assessment Processes and Practice
Level 3 Certificate in GP referral
Level 3 Certificate in Personal Training
Level 3 Certificate In Designing Pre & Post Natal Programmes

# years as a qualified PT:
10 Years

Where you work (town/city):
Birmingham, Tamworth

Your WEB:

www. ptacademy.com

Your Facebook:

facebook.com/ptacademyofficial

Your YOUTUBE:

https://www.youtube.com/channel/UCtsVHV6jQLHT9_tdpw2ooHQ

our Instagram:

@samdeeley1

How did you become a PT?
I’ve always loved sport and exercise. At school, Physical
Education was my favourite subject and I knew that teaching
PE was the route I wanted to take. In 2008, I enrolled with
the University of Chester to study a BSc in Sport and Exercise
Science. Becoming a personal trainer enabled me the
flexibility of working around my academic studies, pay my
tuition fees and do something I really enjoyed and excelled at.

What was your experience of the
training/qualification process?
My own experience was through blended learning, which is
a pretty standard approach with training providers offering
fitness qualifications. The theoretical side of my PT course
was done independently and the physical coaching was
partaken on training and assessment weekends.

Do you specialise in a particular type of
fitness?
Predominantly, most of my clients over the years have looked
for weight loss. Through experience instructing, I’ve learnt the
best ways to tackle not just the physical transformation, but
the behavioural approach to aid long term change. I’m looking
to specialise with GP referral patients. Recently I have just
qualified with PT Academy, studying the Level 3 Certificate
in GP Referral, which is a brilliant qualification for Personal
Trainers looking to expand their knowledge and skill set.

What’s it like working with gym
owners?
Most are good friends and people I have often trained with.
Several of my PT Academy learners, and even a few clients
I’ve trained, have gone on to work as PTs at the gyms I use.
Overall it’s a great working relationship.

BUST CIRCUMFERENCE

SLEEVE LENGTH
• Body Shape Rating: 96
• Cardiovascular Risk: Low
• Metabolic Risk: Low
• Body Composition: 15%
• Posture: Balance
WAIST CIRCUMFERENCE

www.fit3d.com

THIGH CIRCUMFERENCE

INSEAM
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What is your opinion of CPD?
I believe CPD’s to be very important, especially for the
fitness industry. A Level 3 certificate in Personal Training
is essentially the base platform to build your knowledge
for future years to come. It is essential if personal trainers
want to continue being successful. To keep improving your
knowledge and qualifications, will allow personal trainers
to offer a wider range of specialist services to their clientele,
aiding client retention and referrals. Resting on past
achievements will inevitably leave you standing still.
PT Academy offer a wide range of one day CPD workshops to
our current learners, check them out!

You spend your working hours
motivating others, how do you
motivate yourself?

clients, plus I love training. It’s time for myself, allowing me to
unwind and generally, I’m more pleasant to be around after I’ve
trained. If I can only find time to train at 10pm, then so be it.

What advice would you give to other
PTs just starting out in the business?
Do one thing perfectly, not 10 things poorly. Have a vision of
what direction you wish to take, what specialty you want
to excel in and stick with it. Having a passion for fitness
will only take you so far, it’s important to invest time into a
sound business plan. Learn from other successful personal
trainers, see what they are doing well and modify it to fit
your services.

What are the biggest challenges facing
your business today?

I’m like most people, even though I’m a PT, having a heavy
workload and a young family has at times disrupted my own
fitness regime. But, I’ve an obligation to be a role model for my

Holding down a full time job as well as dealing with an ever
increasing clientele. Expanding the business is something I
have been thinking about more. Needing a larger facility and
recruiting personal trainers to help. I’m hoping to invest in the
near future to keep improving the success of the business.

What significant changes have you
seen within the industry over the past
3 years?
Coincidentally, I’ve been working at PT Academy as the
Quality Assurance director for the last 3 years. The impact
they are making in the fitness industry is second to none. I
wish I had the same qualification delivery. They offer a one
to one flexible learning approach, which has had massive
success. Learners are mentored by an industry professional
in all aspects of the role as a personal trainer.

How do you engage with your clients
(active and inactive)?
Day to day, I usually engage with clients through social

Why Fit3D?

Obtain a 360 body scan of
your member to monitor body
changes visually.

Gives your members an insight
to their wellness based on
body shape.

The ProScanner automatically
calculates body composition
metrics including body fat
percentage, fat mass vs lean
mass and more.

Compare multiple scans
to view fundamental body
changes.

It automatically gives the
member a full body posture
analysis.

Allow your members to order
custom fit clothing based on
their measurements.

w w w.f i t3d.com
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media, WhatsApp & Instagram. In the past we’ve participated
in Tough Mudder, walked up Snowdonia and went white
water rafting in Wales. As is tradition - we will always hit the
Christmas Markets in Birmingham.

How do you promote your services?

What is your biggest success story?
On the 19th of July 2018 my baby daughter Sofia Lilly Deeley
was born, which was a life changing experience. But, when I
reached my goal this summer of hitting 18 inch arms, words
cannot describe how happy I was.

Word of mouth, client referrals and gym advertising have
served me well whilst also working a full time job. I’m hoping
my new website will be launched for the New Year.

How often do you train?
I usually find time for myself to train four to five times a
week. I often participate in many types of training, running,
boxing and predominantly weight lifting.

If there was one thing you could
radically change within the industry,
what is it?
It is commonly known there is a high turnover rate in
personal trainers leaving the industry. As a PT, you also need
to have good business and sales skills to succeed. I’ve known
exceptional PTs but they have struggled to sell their services
to sustain a profitable business. I believe incorporating a
sales and business unit as a compulsory component of the
qualification delivery in personal training courses. This could
make a major difference.

Do you see yourself still working as a
PT in 10 years’ time?
Most definitely, I love to be physically active. There is nothing
better for me than working in the gym with clients or with
PT Academy learners, helping others achieve their fitness
goals and career aspirations.

"Becoming a personal trainer enabled me the flexibility of working around
my academic studies, pay my tuition fees and do something I really enjoyed"

EXCLUSIVE GYM OWNER
MONTHLY OFFER
WAS £10,000 NOW

ONLY £8,950*

Finance available from £202 pcm

*Finance available subject to status, based on a 36
month period. All prices above are subject to VAT
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Fit Kit

This month’s round-up of kit, products and
extras you can stock for your members –
boost loyalty, retention and your revenue!

HydroMassage
Add the ultimate massage recovery system to your club in 2019.
Introducing HydroMassage®. Dry Hot Water Massage Therapy now
available in the UK
 Innovative high-tech loungers for on-demand massage 24/7
 Perfect for recovery, relaxation and rejuvenation
	High-powered hot water jets provide an invigorating full body massage
 Available in 10 minute sessions with customisable programmes
 No undressing required
 Currently rolling out across UK clubs
 Demonstrable ROI, lease purchase available
Email ian@teesvalleyinnovation.com to get yours in place for January
2019

Aquabags
Part of the Ultimateinstability® range, these cylinder shaped inflatable bags can
be filled with water. This creates an unstable and unpredictable weight mass. The
Aquabags® come in three different sizes to ensure that there is always a size that fits
your needs. The unstable water mass that flows through the Aquabags® helps
you gain stability, strength and core power. It not only triggers the larger muscle
groups but more importantly the smaller stabilising muscle groups.
There are multiple grips attached to the Aquabags® which allow for a wide
variety of exercises. They can be used by people who have just started training
to improve motor learning but also by the most advanced athletes to challenge
their coordination and supplement their training. For every level there are exercises
that will fit their needs. Aquabags® are made out of highest quality material which makes them also suitable for outdoor
use. Due to the comfortable materials of the Aquabags® you don’t have to worry about bruises and they can be handled
roughly. The filling system on the Aquabags® is durable and allows you to easily add or release water in daily practice.
www.ultimateinstability.com

Aquaballs
Also part of the Ultimateinstability® range, these sphere shaped inflatable balls can be filled with water. This creates
an unstable and unpredictable weight mass. The Aquaballs® come in three different sizes to ensure that there is
always a size that fits your needs. The unstable water mass that flows through the Aquaballs®
helps you gain stability, strength and core power. It not only triggers the larger muscle groups
but more importantly the smaller stabilising muscle groups. On the AquaballsTM (size S and M)
are multiple grips attached which allow for a wide variety of exercises.
For every level there are exercises that will fit their needs. From medicine ball to kettlebell
exercises, it’s all possible, plus an added twist.
www.ultimateinstability.com
DECEMBER 2018
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dhb Merino Long Sleeve Base
Layer
This ultra fine, mid weight, merino base layer will provide effective
insulation when working out in cold conditions. The top, available
from Wiggle, is a warm, comfortable and versatile layering piece to
see you through the winter months. It provides thermal regulation
and has been designed for those who like to exercise outside all year
round.
www.wiggle.co.uk

dhb Flashlight Women’s Long
Sleeve Jersey
The Flashlight Jersey has an updated design with ultra high visibility finish and
lightweight, breathable construction. For those who enjoy cycling or running,
this jersey will help you to be seen on the road in all lighting conditions. There is
a concealed zip pocket for storing valuables and the jersey has been lined on the
back with water resistant fabric to prevent sweat from getting into the pocket.
www.wiggle.co.uk

dhb Flashlight Women’s Waist
Tights
The reflective print and CyTech Elastic Interface ‘Veloce’ women’s chamois will keep the
wearer visible on the roads. The tights have been designed with an athletic fit to allow
a comfortable ride. The Nylon-Elastane composition of the tights provides compression
to allow muscles to work effectively yet maintain excellent breathability.
www.wiggle.co.uk
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The Evolution
of the Successful
Personal Trainer
Michael Warren, personal trainer and
owner of Michael Warren Performance
Education looks at the changes in the
industry and how personal trainers can
retain clients
There are far more personal trainers than when I first started personal
training nearly 15 years ago. There are now 13,770 registered
personal trainers in the UK and that is only the actual registered
amount with other estimations stating the figure to be nearer 23,000.
Not only that, but over the last five years we have seen the rise in online coaching.
Personal training is one of the latest professions to have ‘gone online’. Many PTs
from all over the world now offer their services to a client base no longer confined
by location in a cost-effective way – via the internet.
The 2018 State of the UK Fitness Industry Report revealed that the UK
health and fitness industry is continuing to strengthen. It has more gyms,
more members and a greater market value than ever before. There are
over 7,000 gyms in the UK for the first time, with total membership
approaching 10 million and market value is just under £5 billion. The
penetration rate remains at 14.9%, so 1 in every 7 people in the UK is
a member of a gym.
Yet despite this strengthening market on a recent report only 42%
of personal trainers said they feel secure in their jobs.
There is something not quite right that in a growing industry
both in market value and demographic that many personal
trainers will not be working in the industry in two years time
and the biggest reason is due to lack of financial security.
The failings of many personal trainers and the reason
why they quit the fitness industry is not so
much the application or their skill set as a
personal trainer actually training clients,
but more so the lack of additional
services they provide and other aspects
of their clients support network.
When I work with personal trainers as
part of my personal training development
programme there are some clear fundamentals that
over 90% of personal trainers that enrol on the programme are currently
failing to incorporate as part of their personal training service.
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In all honesty the success of a client is in part the ability
to influence their decisions and behaviour beyond the few
hours spent together when you are in the gym. The daily
dietary decisions, their sleep, their lifestyle choices, their
daily activity (NEAT), how they deal with stress; all these
factors are areas in their daily life that outside of those few
hours a week spent together.

The first aspect that I stress is that as a personal trainer
people are paying for your services as an investment in
themselves and for an end goal that should be clearly
identified and understood by both you, the trainer, and
them, the client. Too many times I speak to trainers who are
simply signing up client after client, because they are unable
to retain clients for the simple factor that they are not
delivering on the results the client desires and/or expects.
Fundamentally the failing of this process is at the very first
hurdle, where the trainer has not established and been clear on
the process, the requirements, commitment (having clear client
expectations) and the goals, both long term and short term.
The second aspect is a clear assessment and screening
process. This is something that an alarming number of
trainers simply ignore or neglect to address. I would say that
over a decade ago one of the main reasons why assessments
were a big part of personal trainer’s protocol was simply
to provide a measurement to revert back to as an indicator
of progress and success. It could be used to celebrate the
success of a client beyond the scales, and also provided
testimonial highlights that could be used to market.
However, the evolution of an assessment for a high
performing fitness professional is to provide a screening
process to identify imbalances, weaknesses and potential
issues that are evident that could not only potentially
cause injury, but also may be contributing to longer term
health implications that are not just potentially going to be a
performance issue but an actual lifestyle issue whether that is
chronic back or neck issues or general mobility and discomfort.
Unfortunately most people’s lifestyles are becoming more
sedentary. The truth is for a lot of people awakening with
some aches and pain has become so much of a regularity
that it has become accepted and blamed on ageing, where
in reality it is a signal that something is not right and needs
to be addressed. For a trainer to be able to identify these
issues, and furthermore rectify them, can be positively life
changing, making a real impact into someone’s well being
and yet the vast majority of clients would never have raised
these issues in the initial contact.
The third aspect is in the biggest areas that have really
evolved over the last decade and that is the ability to have
more support and assistance to a client outside of the gym.
This has really become possible due to the advances in
technology that have allowed personal trainers to be able to
offer far more support and assistance than was possible 15
years ago.
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As a trainer, and as part of your service, I advise trainers to
look at how they can improve their service outside of the
gym. Firstly with support options, whether that is a private
Facebook group for your clients providing educational
videos, webinars, Q&A’s or generally a place for interaction
and advice between you and your clients. There can also be
a support response service whether that be a text or email
support with pre-determined response times or scheduled
response days.
Then there is the nutritional aspect, which for the vast
majority of clients is an area that needs to be addressed.
There are several options that can work depending on
your expertise and best fit for your business and targeted
client base, whether that be nutritional guidance, advice
and analysis, perhaps a meal prep service (whether offered
direct or outsourced) or even a kitchen makeover with you
spending time completing a kitchen overhaul, stocking up
the refrigerator, cupboards and freezer with approved foods.
Further areas of support and service could be seminars
exclusive to clients, massage or life coaching. These services
should fit your skill set but also provide a further support to
ensure your clients success which ultimately will build your
reputation as a trainer; your clients will become your biggest
brand advocates and help build the success of your personal
training business.
An effective personal trainer has multi-disciplinary knowledge
to get under the skin of a client, a willingness to put in long
hours, and the ability to read how to get the most out of
people. The best personal trainers are genuinely invested in
their clients' progress. They care. Those who demonstrate it go
far in life because they stand out from the crowd.
Remember, ultimately as a personal trainer you are in a
powerful position. You can positively impact and facilitate
change to someone’s life. You can make that person change
the way they feel about themselves and their outlook on life
that can last a lifetime.
www.michaelwarrenpe.com
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New year,
new you?
Chris Phillips is head of sales in the Sports
Intelligence practice of 4global; responsible for the
award-winning DataHub. Here he examines the
year so far, and what 2019 might have in store
As December begins, we once again find
ourselves looking forward to welcoming new
and existing members to our facilities in the
New Year.
January is the busiest month for membership sales with, on
average, 66% more joiners during this month. Membership
sales for next January are predicted to grow by only 1% from
January 2018 but based on last year’s joiners, just under half
of those members are staying active for longer.

is documented evidence that being physically active for a
period of three months or more can dramatically reduce,
if not eradicate, the need for the diabetes treatment that
currently accounts for one in 20 of all prescriptions written
by GPs.
During 2018 we have seen an increase in members joining
and remaining longer, which could suggest the population
are starting to get this message. Knowing what types of
activities attract the demographic groups at high risk of
inactivity is allowing us to deliver potentially lifesaving
benefits just by doing what we do best.

Over the last 12 months, the intrinsic value of physical
activity to our communities has been driven home by
numerous documentaries and
news reports on topics such as
"Operators are
mental health and diabetes. Mental
health in particular has been top
now in a position
of many agendas in 2018 as the
to establish which
clear link between exercise and the
physical activity
release of feel good chemicals such
trends
lead to more
as endorphins begins to be truly
engagement from
understood.

As we close out another amazing year
for the leisure sector, the DataHub
has looked back over last 12 months’
figures as well as at predictions for
2019 in our infographic on page 28.
What is clear is that we, as a sector,
have a vital role – being the front line
for health and wellbeing. Continuing
to make the most of data means
those with mental
this sector can evidence the change
Thanks to smarter use of data and
health
issues"
it's making to people’s lives, while
intelligence in the last 12 months,
providing more and more opportunities
operators are now in a position to
for
people
to
get
physically
active and embed it into their
establish which physical activity trends lead to more
lives, naturally growing participation and revenues across
engagement from those with mental health issues, meaning
the sector.
we as a sector can actively help tackle this growing problem.
Of the top five forms of exercise deemed to support mental
Moving into 2019 it is exciting to see the potential impact
health, yoga and swimming are already set to trend in 2019.
the health and fitness industry could have on a wide array
of areas across the country. The Wellbeing factor is surely in
A recent BBC news report mentioned that nearly 10% of
our hands, turning New Year’s resolutions into life changing
the NHS budget is spent on Diabetes treatment in England.
interventions. Good luck in 2019 and Merry Christmas from
With an ageing and increasingly obese population this may
seem like doom and gloom, but all hope is not lost! There
the DataHub Team.
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Precor Adds the
®
™
Spinner Climb
Precor has launched the Spinner® Climb™ to continue the
trend for group training in 2019.

2018

Group training is a trend that is here to stay. It first appeared in the top 20 of
ASCM’s worldwide survey of fitness trends in 2017 at #6 and then at #2 in 2018.
Which is where it has stayed for 2019, just under wearable technology that took
the top spot. The latest research by DataHub taken between September 2017 and
August 2018 found indoor cycling has the third highest participation and was the
most popular programme for males.

To keep at the forefront of trends and customer needs, Precor has added to its
extensive Spinner® bike portfolio, the Spinner® Climb™. The new bike answers
the need of operators looking to enhance their non-power classes with a low
maintenance, premium bike, with the option to add the Spinner® Studio Console,
which is compatible with most leaderboard solutions on the market.
Riders will appreciate premium features including a patent-pending magnetic
resistance system, which delivers an equal increase with every turn of the knob,
without sudden jumps in resistance. A Kevlar® reinforced timing belt drive for
a quiet ride with a slight chain-like feel and a great overall bike fit, with the
maximum number of adjustments for the seat and handlebars.
Operators benefit from features aimed at low maintenance ownership, including
an all-aluminum frame and nylon levelling feet that resist corrosion; a drive train
belt with a 10-year warranty and no required adjustments.
Steve Carter, Managing Director at Precor UK comments; “The Spinner® Climb™
augments the Spinner® series and provides operators with an extensive range
of bikes to choose from with choices of friction or magnetic resistance. Enabling
them to strengthen the group exercise options within their facility while providing
an enhanced Spinning experience and personalised ride for exercisers.”
Each bike in the Spinner® range can also be fitted with an easy-to-read
Spinning® Studio console presenting the latest Spinning® console technology,
which automatically pairs with any ANT+™ compatible heart rate monitor. The
console also features a large backlit display indicating cadence (pedal RPM),
heart rate/pulse, time, distance and calories along with a low battery indicator.
With over 20 years of experience, Spinning has cultivated a programme that
delivers the highest level of group indoor cycling. Official Spinning® facilities
can use the globally recognised brand to attract new exercisers and increase
revenue. The education through Spinning® is built to ensure full success in your
facility and deliver what research clearly shows customers want.
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Appointments
A round-up of industry movers and shakers

THIRD SPACE
APPOINTS LAURA
WIGLEY AS
PEOPLE DIRECTOR
Third Space, a leading luxury fitness lifestyle brand,
announced today the appointment of Laura Wigley
as People Director. She joins Third Space’s executive
team in a newly created role and will report directly
to Colin Waggett, Chief Executive Officer.
Laura joins Third Space from the Dorchester Collection, a
portfolio of some of the world’s leading luxury hotels in
Europe and the U.S., where she most recently served as the
Global Director of People Development.
Third Space, provides a unique, high-quality fitness and
wellness experience from a portfolio of clubs in iconic
locations around London. The company has five existing
locations, with a sixth due to open in Islington in 2019. Third
Space complements its premium clubs with key services
including Third Space Medical, Third Space SPA, and Natural
Fitness Food, its own brand of healthy and fresh, resultoriented food. The Company is uniquely positioned to
capitalise on positive industry trends and a growing demand
for luxury health services, and continues to expand its
portfolio with strong demand from real estate developers
and landlords.
Fundamental to the Third Space brand is its team of bestin-class personal trainers and dedicated employees. Third
Space recently launched its own in-house REPS accredited
Personal Training Academy, which trains newly qualified
Personal Trainers and allows them to progress all the way to
Elite Trainer at Third Space.
Colin Waggett, Chief Executive Officer of Third Space said,
“At Third Space we aim to offer a truly premium experience

to our community of like-minded, motivated members who
see our high-performance lifestyle philosophy as a core
part of their identity. Having the highest calibre of trainers
and instructors is really the heart of offering such superior
service proposition and with the arrival of Laura we are
ever better placed to ensure that we continue to raise the
industry benchmark in that regards. Additionally, Laura’s
background at a leading luxury service business and iconic
international brands will be an invaluable asset as we
continue to expand. Laura will oversee Third Space’s learning
and development opportunities for all employees, help us
attract and recruit outstanding talent, as well as ensure our
reward and recognition plans reflect our position as industry
leaders. We are excited to welcome her to the team and look
forward to her contributions.”
“I am thrilled to be joining Third Space at this critical stage
of the company’s growth,” said Laura Wigley. “As fitness
truly becomes a lifestyle choice, more and better talent is
being attracted to work in the industry. I look forward to
collaborating with the Third Space team to attract this new
talent, and work with all employees to develop their career
path and provide them with the highest quality education
and experience.”
At the Dorchester Collection, Laura led the people
development team, including all organizational design and
talent, change management. Additionally, she was part of
the leadership team for business transformation and hotel
acquisitions and re- openings. Prior to this, Laura was Head of
Talent for Jaguar Land Rover, where she led the development
and implementation of people strategies. She is a member of
the Chartered Institute of Personnel and Development.
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Small Space –
Big Opportunity
With the boutique sector continuing to thrive, Kerstin
Obenauer, Country Director at eGym UK, explores
the opportunity for gym owners to create hugely
successful businesses out of relatively small spaces.
In a document released earlier this year,
Allegra Strategies reported there are now an
estimated 250 boutique fitness venues in the
UK with further growth predicted.
The majority of these new fitness spaces focus on the
provision of high quality, specialised instructor led classes
and continue to market to the 15% of the population who
are already in love with exercise. Whilst this strategy is
proving successful in attracting participation, it does still
mean that, as a sector, we are neglecting to target the 85%
of the population currently not engaged with a traditional
gym offering. For me, this is where the bigger opportunity
exists. Creating an environment that attracts, and effectively
serves, all segments of the population from people with
long term health conditions, such as diabetes, to the
deconditioned, widens the opportunity. Recent examples
of success demonstrate that this can be achieved in a very
small footprint.

The opportunity
Britain is facing an inactivity crisis. This is placing a huge,
unsustainable strain on the heath service and is forcing
the government to change the way it funds and measures
participation to help encourage a more active nation.
Strategy is now focused on getting the inactive active rather
than the active more active.
It is also encouraging that, last month, Health Secretary,
Matt Hancock, announced a new NHS preventative vision
with the tagline - ‘Prevention is better than cure’. A Green
Paper outlining plans will be released in 2019 and it is
hoped that regular physical activity will finally be awarded
the recognition it deserves as a valuable, preventative
prescription for many long-term, disabling conditions such
as frailty, dementia and diabetes.
ukactive fully supports this strategy and is calling for
stronger links between the physical activity and health care
sectors. Alongside this, CIMSPA is working hard to develop
qualifications and career pathways to bridge the skills gap
between the two sectors, making the transition of patient
care from one sector to the other as seamless as possible.
Whilst it is important not to underestimate the size of the
challenge we face, getting the inactive active, given the
right environment, equipment and service, is very possible.
Furthermore, with a customised, personal member offering,
a connected community and the opportunity to exploit
technology for the right reasons, attracting traditionally
disengaged user groups can be achieved in a boutique setting.
Gym owners who step outside of the traditional box and
create a truly inclusive experience which suits the needs of
more targeted groups, will build a more sustainable future
for their business.

Boutique ‘gym for all’ –
a case study
eActiv has just opened its first ‘health lounge’ in Surrey. The
30
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facility is situated in Egham town centre and occupies less
than 2,100sqft. Having opened just two months ago, the
facility has attracted 160 members from all walks of life, with a
wide range of age, ability and ambitions. Many of the members
have never engaged, long-term, with a more traditional gym.
Or, have tried elsewhere and had a bad experience.
Built around a ‘move, eat and relax’, ethos, eActiv is focused
on delivering a results-driven service which fully supports
all users in their bid to live a healthy, active lifestyle.
The ‘move’ element of the offer is based on creating a
welcoming, non-intimidating environment. Anyone, even
those with no previous experience, can enjoy a fully
automated, bespoke, results focused workout on every visit,
in just 30 minutes.
At the heart of the offer is an 8-piece eGym strength
circuit. The equipment is powered by the eGym intelligent
software solution which delivers a fully automated and
progressive workout, based on sport scientific principles, on
every visit. This provides the perfect solution for users who
want to experience results quickly, including first time and
inexperienced members.
As part of an instructor-led induction, a new user opens an
account and completes a series of benchmarking strength
tests and setup. Training resistance is automatically selected
based on the results of the regular strength tests, providing
constant performance progressions and motivational
statements. This function equates health benefits to effort,
keeps users engaged and advancing them towards goal
achievement. The speed of movement is also controlled by a
visual guide, the eGym curve, on the digital display, ensuring
optimal execution on every repetition.
eActiv has been very careful not to categorise the space as
a gym, a health club or a fitness studio, instead adopting
the term ‘health lounge’. This suggests a more holistic,

health focused approach to physical activity, rather than
focusing on exercise and fitness. So far, joiner statistics are
encouraging. A market segment analysis shows engagement
from traditionally hard to reach groups including those
with long-term metabolic health conditions, the inactive
and deconditioned, older adults and women as well as
busy professionals keen to squeeze an effective 30-minute
workout into a busy day.

In summary
eActiv is proving that small spaces, designed well and
thoughtfully equipped, can effectively attract and retain
a very wide range of needs, reflective of our diverse
communities. Being about to create effective ‘health hubs’
in spaces in under 2,500 Sq ft. also means operators can
explore opportunities on high streets, within existing leisure
complexes, in shopping centres and even in supermarkets
– all places with high footfall and representation from all
segments of the community.
eGym continues to develop its software solution to help
operators offer an effective, motivating and results-focused
service to everybody. Creating a non-intimidating, attractive
gym offering where a broad spectrum of people are able
to be successful is absolutely vital if the fitness sector is to
play a significant role in addressing the nation’s health crisis.
A prevention rather than cure approach can only work if
people can find environments where they want to be active
and feel confident that they are receiving the professional
support they need to move successfully towards a healthier,
more fulfilling life.
For more information about eGym,
visit www.egym.co.uk/business.

You can also keep up to date with our news on:
 eGymuk

 @eGymuk

 eGymuk
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Personal Trainers
are going to face
a fight of their
life!
Daniel Nyiri founder of 4UFitness discusses the future of
personal training and how virtual trainers and at-home
gyms will be changing the market
Very soon, we will experience
the push of a reset button just
like we have seen it with Uber,
Lyft and the cab industry. We are
going to experience the same in
the fitness industry. Especially
when we have another drop
in market. Right now it’s easy
because the market is up.
Imagine when money is tight.
Only the great ones survive.
The revolution has already started; look
at the success of Peleton in-home cycling
with your custom programme and trainers.
And now, Tonal the world’s most intelligent
and virtual personal trainer/in-home gym.
You should look up to both so that you
are aware that it is indeed happening. We
have started a revolution about six years
ago when we first introduced the full body
FDA cleared and developed EMS workout
system, “The E-Fit (EF 1280 US) to the
United States.” Since then, many devices
have flooded the market, unfortunately,
most of them do not have a license or
licensed trainers and are not applying to
FDA regulations.
Technology is coming into the fitness
industry and I am just happy to be part of
it. When we first introduced, it people were
against it and now they can’t get enough
of it. When we opened our first studio,
there was no full body EMS studio in the
US and not a single FDA cleared as well on
32
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the market. Since then over 50 have opened.
However, only the Four Seasons and Ritz Carlton of the
industry will survive this revolution!
Because of this technology, it will be so cheap to able to
train. Just like Uber is replacing drivers with autopilot, the
fitness industry has already started to replace their trainers
with virtual ones.
Because everyone knows that the biggest pain in the butt
is the trainers. Ask LA Fitness, Golds, Anytime, or any mom
and pop shop. Their number one problem is finding the right
trainer and keeping them.
In addition, if you ask a client how was their experience,
they will base their answer 100% on the experience they
had with the trainer! When the industry is notorious about
the trainers not showing up, being late, not caring, drama,
using their phones during clients, not paying attention, and
no customisation, what do you think would make the clients
stay with 65/session when they can get a trainer virtually
for 65 per month in their underwear at home?
While these virtual trainers can fully customise your
workouts and even take your measurements and, believe it
or not, can drop the weight on your machine virtually if it’s
too much! It analyses each session, gives you a feedback and
builds your custom plan each time. On top of all that, it also
holds you accountable to show up to your appointment.
Pretty soon, this will be available in the studios as well. Yes,
there are even one-on-one and group classes being run
by virtual trainers or a whole gym being controlled by one
person on a computer! It’s coming!
So why should the clients choose you? The only
way they will choose you are if you are able to:
1.	Deliver a top quality service at all of your locations
with all of your trainers!

2.	You and your trainers become KPI’s (Key Persons of
Influence)!
There is no other way! Why would a person train with you
besides the above two? If you are a KPI of the industry,
people will spend money just to have lunch with you. So
your number one goal should be to become a KPI which will
also allow you to get any job.
Look at the car making industry, it used to be all manpower,
now it’s all assembly line and robots replaced the people. So,
instead of paying 100 people $30-$40G per year now, they
pay a few people over $100G per year. These people are the
KPI’s of the industry.
Technology allows companies and customers to pay less and
get more.
Which ultimately allows employees who are the top
performers to get paid way more, and the low performers to
go extinct.
The bottom line is that people will always want to
train with the top of the industry and people will
always want to be serviced and pampered like the
Four Seasons customers. If you don’t step it up you
will be out soon!

"If you ask a client how
was their experience, they
will base their answer
100% on the experience
they had with the trainer! "
DECEMBER 2018
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ISSUE
J A N U A R Y i s s u e
features include:

Outdoor Training Equipment
Training & CPD
Nutrition
Hygiene
S o f t wa r e M e m b e r s h i p
Management
Direct Debit Solutions
M e m b e r s h i p Pay m e n t s
Disabled Access
Health & Safety

ADVERTISING FEATURE

All in one solution
EZFacility gym management software offers an all in one solution for gyms
that are looking for an effective way to streamline operations, automate tasks
and grow business
We are living in an ever-increasing digital world,
where news and information is quite literally at your

Branded Mobile App

fingertips. You can call a taxi at the push of a button

EZFacility’s MemberMe+ is a fully branded mobile app

and you scan and pay for all your grocery shopping

for your fitness business that will always set you apart

in store without the need to wait for a checkout

from the competition and allow you to engage with

attendant.

your clients. It allows members to view and book into

Despite those historic warnings of the impact digital
technology would have on the health and fitness
industry, it is thriving and is growing year after year. As
quickly as you can order the taxi, you can also pull up a
work out video, check the macronutrients of the meal

classes, sessions or events directly from the app. You
can share your facility information, photos and videos
to keep your clients informed whilst also allowing
them to share sessions and classes they have booked
with their online friends.

you are about to eat and view the details of the latest

With reports available, you can track your app usage,

workout that your friend had logged earlier in the day.

views on different modules, and new users for any

It’s fair to say that now is a great time to start your
fitness business or look at plans to grow an existing

given date range. With push notification functionality,
you can update clients with class availability, recent

facility. According to the ‘State of the Fitness Industry
Report 2018’ the industry is worth almost £5 billion,
and almost 300 new facilities opened in the UK last
year. However, keeping up with the digital world is one
of the most important things to consider when you do
this, to ensure you keep up with the competition.
Once your facility is open, you want to make the
whole process as simple and easy for your clients as
possible. You’ll want them to be able to sign up for a
membership quickly and effortlessly, and then once
they have joined you want them to be able to book into
your classes and courses as seamlessly as possible.
Furthermore, when they arrive at the facility you don’t
want them hanging around in long queues to be able to
check in and allow you to record their attendance.
EZFacility gym management software gives you an
all in one solution including a branded mobile app as
well as a ‘Self Check-in’ module, which puts the client
in control of their class bookings and attendance, as
well as many other features including membership
management, invoicing and payment tracking, point of
sale, marketing tools and extensive reporting.
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Cut back on clutter with an all-in-one software
solution to manage your gym.
• Membership Management & CRM
• Member Self-Service Access
• MemberMe+ - Branded Mobile App
• Extensive Reporting
• Front Desk Check-In
• Billing & Payment Tracking
• And so much more!

ADVERTISING FEATURE

news and events, whilst creating virtual coupons/

the gym, access classes, and get any information or

vouchers to market your current promotions to your

updates just from their phone. We are not an income-

clients.

generating business, so we will look to enhance the
student and staff experience at the university. By

Self Check-in

having EZFacility it’s easy for us to give more activities

With EZFacility’s Self Check-in module, your clients

easy and accessible for them to login and book on.”

can easily check themselves into your facility or book

for our students and staff, and through the app it’s

into an upcoming session or class. Additionally, when

With web-based functionality for the back-end

a client checks themselves in, attendance tracking

software, there are no large installation fees, and

will occur automatically – streamlining your front desk

nothing needs to be installed on the server within the

process and minimising queues! Standing out from the

campus, meaning the set-up process is seamless for

crowd is also very important, especially to the localised

managers and staff alike.

gym facilities who are competing with the larger gym
chains of the UK, in their area. Being able to offer the
latest technology but at an affordable price, whilst still
maintaining a family or community environment is key

EZFacility software is easy to try, buy, implement,
and use. Loved by customers for its simplicity and
range of ever-expanding features EZFacility is the

to attracting and retaining members.

most effective way to streamline operations, automate

Manoj Patel from Urban Health and Fitness said; “The

with a dedicated team to guide you through the

app is a powerful tool for members to book classes as
well as reducing the amount of administration time
gym staff would use dealing with clients ringing in to
book classes. Locally we have three big competitors,
two leisure centres and a hotel gym chain, and they
don’t have this level of technology so having an app

tasks and grow your business. Your success is ensured
setup of your account with personalised one-to-one
training, and ongoing technical support. The EZFacility
difference means you don’t just get another front
desk tool, you get to run a successful sports or fitness
business the EZ way!

where members can book in their own time was really

“The Support team at EZFacility are great because

important.”

when we have our new centres come on board

It's not just privately-owned gyms that are benefiting
from EZFacility though, school, college and universitybased gyms and studios are understanding the need
to have the right software in place to manage their
membership database and offer them technology that
they wouldn’t have available if they chose to use paperbased systems.
Daniel Larkin, Sports Facilities Manager at the
University of Bedfordshire had this to say; “The app is
fantastic, as it is available on iPhone and Android it is
accessible to all our students and they can sign up to

we can arrange training for them and it is a very
straightforward process and they get trained up to the
standard we need them to be. They help in supporting
our centres, if they have a query they can call, or email
and they get an answer back straight away,” explained
Joanne Lee, the Operations Manager at Speedflex,
one of the leading providers of high-intensity circuit
training classes in the UK.

Discover more about EZFacility and schedule
a free demo of the product today www.ezfacility.co.uk
DECEMBER 2018
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Aspire’s InstructAbility
Report on Disabled
People Working in Leisure

Rebuilding Lives
Christian Lewis from Blaina, South Wales used
the gym to rebuild his own life and then rebuild
a career

At the age of 18 Christian, joined the
Army and served with the Royal Welsh
Fusiliers for six years. During a tour in
Northern Ireland, he sustained injury
to his shoulder, elbow and hand and
suffered hearing loss to his left ear. As a
consequence of his permanent injuries he
was medically discharged from the Army.
Life seemed to enter a downward spiral for Christian.
“After coming out of the Army I could not fit in with anybody
or anything,” explained Christian, “I started to drink a lot to
block out my PTSD (Post Traumatic Stress Disorder). I went
through a divorce, lost my house and kids and even became
homeless for a while.”
The serious injury to Christian’s hand resulted in a complete
loss of function and he faced the prospect of surgical
amputation. He says, “I was advised to have it amputated as
it got in the way. It didn’t look like a hand. I eventually had an
appointment with a plastic surgeon. An operation followed,
to reconstruct my hand, which involved breaking the bones,
realigning and plating them. I have since regained some
function in a couple of fingers and my thumb.”
The psychological trauma took longer to diagnose, but a
few years later he was diagnosed with a range of disorders
including chronic Post-Traumatic Stress and an Obsessive
Compulsive Disorder. The latter is an anxiety disorder that
involves ongoing, obtrusive worrying thoughts along with
the urge to repeat activities to reduce the anxiety. On top of
dealing with these conditions, Christian also struggled with
the distress and psychological discomfort associated with
Post Alcohol Dependency.
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Christian spent six weeks in an Army hospital to help
him recover and it was here that he discovered, via other
patients, the Help for Heroes Band of Brothers Network. The
network supports military personnel who have suffered a
permanently life-limiting or career-ending injury or illness
during or attributable to their service.
His life started to turn around once he began to ask for help.
At one point as Christian’s life unravelled he was rendered
homeless, but through perseverance and support he got a
house sorted, his children back and even managed to get
his own Driving Instructor Business back up and running.
Things got even better when he met his best friend and now
wife, Zoë.
Once Christian regained his health he started to think about
what else he wanted to achieve. It was by no means easy
though. He still has some days when he can’t get up, let
alone talk to people, and he experiences continued pain in
his hands which he has to suppress using painkillers. Going
to the gym was a factor in Christian’s physical and mental
recovery, he liked going, enjoyed the feel good factor, and as
a result was also able to reduce some of his medication.
Whilst he was pleased to get his business running again
it was causing him a lot of stress, so when he received
information from Help for Heroes about an opportunity to
become a fitness instructor he immediately liked the idea.
He joined the training programme which was a joint venture
between Aspire’s InstructAbility programme, YMCAfit and
Help for Heroes, to support injured veterans to gain new
skills and employment in the fitness industry.
He gained his Personal Trainer qualification in 2018 and
undertook a work placement at Ebbw Vale Sports Centre. He

was offered work at the centre and now also works across
the Aneurin Leisure Trust’s other facilities at Abertillery
and Tredegar.
He has also been busy continuing his professional
development and is now a qualified lifeguard and leads
15 classes a week including, Aqua , Spinning , Boot camp,
Boxercise, Kids Boxercise, Kickercise and Les Mills GRIT for
the three Sports Centres in the area.
Staff members across the leisure trust recognise the hard
work and talent that Christian brings to the leisure industry.
Tom Kivell, Fitness Manager at Anuerin Leisure recalls the
journey that Christian has been on since their first meeting
in March 2017.
“Chris was aspiring to become a fitness instructor and work
as part of the Aneurin Leisure team. He was undertaking
his level 2 in Gym Instructing through Aspire, he wanted to
do his volunteer hours at Tredegar Sports Centre to learn
how the sports centres’ run,” explained Tom, “He enjoyed it
so much he completed his Level 3 in Personal Training, and
is now actively working as a Personal Trainer at Aneurin
Leisure facilities. He has undertaken many qualifications
to better himself and the service. Chris is a very motivated,
passionate and genuine person who aspires to help other
with the knowledge he has gained. He is an asset and aspires
to develop further into the health and fitness industry. “
Jamie Davies, Duty Supervisor, at Abertillery Sports Centre
adds: “Chris is a welcomed addition to the Aneurin Leisure
Team, he is very popular amongst staff and customers. We
get amazing feedback with regards his array of classes he
covers and the effort he puts in around the sports centre.
He’s been a real valued addition to the team.”
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Christian is clearly passionate about his work and enjoys
the variety. He is particularly keen to support veterans and
disabled people with their fitness goals. His description of
how he supports his disabled clients demonstrates how
skilful he is in understanding and adapting exercise.
“I take a class called ‘Les Mills GRIT’. It is one of my favourite
classes, it’s a high intensity 30 minute workout where
you burn calories for hours after,” says Christian, “I give
alternative exercises where necessary depending on fitness
level and ability. For example, for a client with a bad back
they are instructed to do Lunges and Squats instead of
Mountain Climbers and Burpees. I also use a microphone
when we have participants that have a hearing problem.
“I have also enjoyed supporting a blind client called Alison.
She has been blind thirteen years and is in her 50‘s. She
came into the gym enquiring about Personal Training
sessions and they gave her my business card and told her
that I am qualified to train people with disabilities. Her old
guide dog was going to be replaced with a young 18 month
old puppy and she wanted to get fitter in order to keep up
with it. She has enjoyed training with me so much that she
has continued even after getting her new dog. Alison leaves
her dog in Reception with a blanket, water bowl and toy.
I then guide her to the gym. I explain everything in great
detail, some of the machines are geared up for blind people
with raised buttons. For other exercises such as squats I give
a very precise explanation and ask her permission to guide
her with my hands.”
Alison says: “Since training with Chris he’s made me feel
very welcome, he’s very approachable and friendly. I only
wanted to do some training as I was getting a new, younger
guide dog and wanted to build my fitness up, but decided to
keep training with Chris as it’s fun and I really enjoy it.”
When asked about what he thinks of his new career
Christian reveals: “I wish I’d done this 10 years ago!
Employment opportunities in my local area were scarce
and there were a lot of things I couldn’t do with PTSD and
limited hand function. I feel fully accepted as a fitness
professional and the leisure centres are very supportive and
understanding, especially if I need some time off.
“I love meeting new people, helping people, taking classes
and training people with disabilities.
“I plan to keep taking the fitness classes and working as a
self-employed Personal Trainer. I am currently studying on a
course to be able to offer GP Referral and am due to complete
a Level 3 Sports Massage Course. I am also trying to set up a
Veterans Day.”
As Christian leaves to go off to his next class, we reflect
on this uplifting story. The struggles to overcome the
challenges that life threw at one man and his grit and
determination to rebuild his life and the new talents he
discovered along the way. We also acknowledge that, as
with many people living with physical and mental health
difficulties, this isn’t a neat ending but a continuous journey
to survive and thrive.
One thing we are certain of, is that Christian Lewis has
enough grit to make the ‘Les Mills GRIT’ sound like a Sunday
afternoon stroll in the park!
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Ask The Expert
Do you have a question that you would like to see answered in this feature in a
future issue? Email pw@gymownermonthly.co.uk

HOW TO USE YOUR FEMALE
CLIENT’S CYCLE TO HER
ADVANTAGE
Hayley Madigan discusses the taboo subject of a
female’s menstrual cycle when it comes to dieting
and training.
A female’s physiology is different every single
day of her monthly cycle – as opposed to a male’s
where it is pretty much stable day to day – a
female will experience clear changes in her
hormonal levels daily.

equating to a dramatic 100-300 calorie burn increase daily.

Typically saying, a female’s cycle is 28 days long, the first 14
days are her follicular phase and this is when oestrogen is most
present. Oestrogen often gets a bad reputation being granted
the ‘fat storing hormone’ due to its dominant effects on female’s
body fat levels; however, it is also the hormone that aids muscle
building and promotes muscle recovery in women. Not only
does it help build and repair muscle tissue, it also helps regulate
leptin levels, which in turn helps regulate appetite.

an attempt to keep hunger at bay.

The follicular phase is the best time to hit the weights within
the 6-10 rep range and if fat loss is the goal then also opting for
a calorie deficit through lower calories is ideal during this phase.
Oestrogen is at its highest just before ovulation (Days 12-13)
meaning your female clients will be stronger and more energetic,
making this the optimal time to attempt some personal bests in
the gym.

complete – are done during their follicular phase only. Your

After the follicular phase she will enter a progesterone
dominant phase called the luteal phase. This isn’t the pinnacle
time to think about building muscle and should be used to try
to maintain muscle mass as well as overall body weight.

phase, longer duration cardio sessions may be hindered and

Progesterone – the hormone released during the next 14 days
after ovulation – blocks all of oestrogen’s positive effects
on the female’s body. Both hunger and cravings are vastly
increased causing the female’s attention to higher calorie,
higher fat and sugary foods to increase leading to possible
weight gain. Having said this, there is one important part to
what can be seen as positive for fat loss and this is due to an
increase in their body temperature across the luteal phase

Although, this has been found to be deemed not enough to
counteract the increase in food that is consumed during this
phase. If your fat loss client struggles particular during this
phase, it is ideal to put her on a maintenance calorie phase in
Training wise, your clients may see a change in their energy
levels during the luteal phase – this is due to how a female’s
body will now use fat as a fuel at rest as well as during
exercise. Because the female’s body will repair quicker during
the follicular phase, it is important to note that any high
intensity training session that are: 1) Hard to recover from
2) Difficult in intensity 3) Require a large amount of effort to
clients may still want to complete HIIT sessions during their
luteal phase but ideally you will want to allow for longer rest
durations and easier exercises that don’t require as much
explosive power – for example less of the box jump burpees
and more of the bodyweight mountain climbers. Additionally,
due to the increase in body temperature during the luteal
fatigue may be noticeably quicker. Reassurance here is key,
especially if you’re working with higher-level athletes or
individuals aiming to get personal bests in their upcoming
events. Try to still keep weight training sessions in but aim
for a lower weight and 12-15 rep ranges with the intention of
maintaining muscle mass and not increasing strength.
If you would like to find out more information on dieting and
training to suit the menstrual cycle, along with the inclusion of
PCOS, Birth Control and the menopause then head over to my
Instagram page: @hayleymadiganfitness and there is a link to
my recently written eBook titled: ‘The Menstrual Cycle Diet’.
DECEMBER 2018

41

FITNESS

Personal
Training for
Over 50’s

Chris Zaremba, our specialist on fitness for the over fifties,
talks about a targeted training programme for this age group
I’m a Personal Trainer, and I have a
specialty in training those in my own age
group – those over 50. I train them both
face-to-face and online, and over the past
few years have worked with dozens of
people in my age range.

I receive so many requests for personal training from this
age group these days that I can’t possibly help them all. I’ve
set up a network of personal trainers located around the
country – people that I know personally and am convinced
by their abilities to work with folk of 50 and over – and I try
to pass enquiries I receive to those other trainers whenever I
can. But it’s getting busier all the time.

Over 50% of the UK adult population is now over 50, and
the majority of those are retired or entering a pre-retirement
phase. These people are living longer, and seek to maintain
an independence from support and increased quality of life
for those extra years. These are people who usually have
more time available than before for leisure activities, and
cash reserves are often high. Factors combine to drive a
keenness for fitness and life-enhancing activities.

Many people of retirement age like to have a trainer who is
of similar years – and therefore has had broadly similar life
experiences. And indeed there is a growth in the supply of
personal trainers from my generation. When I did my first
personal trainer qualification in 2012, I was the only person
of anything close to my age in the class of 15. I looked in on
the school again recently, and noticed that five of the 15 in
today’s class were of the retirement or pre-retirement age.
So, I’m not the only one who has noticed the trend!

But often they are concerned over how to go about it,
wanting to maximise the benefits and minimise any
potential down-sides. This applies to those who take up
running or cycling to some degree, but especially so to those
who turn to resistance or weight training.
That’s when a personal trainer can advise, instruct and
design a training and nutrition programme that takes into
account any concerns or constraints the client has, and helps
motivate them to achieve their fitness-up and fatness-down
goals. It is important that the client consults a properlyqualified personal trainer though – not all are – and one with
experience in working with people of retired age.
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My oldest client is Mike, age 76. I’ve been training him for
over three years – and in that time his strength, flexibility,
waistline, muscular development and cardiovascular
capability have all improved, as has his heart recovery
rate and aerobic capacity. According to the metabolic age
calculation on the body analysis scale I use on him each week,
his body is now 10 years younger than it was when we met.
I’ve also had a few clients under 50, and I’ve found there are
some differences in the way people in the two age groups
like to be trained. By ‘liking to be trained’ I mean they turn
to me for advice, which they follow while I’m with them

FITNESS

That isn’t to say that the exercise routines I favour for my
age group are the same each time – it’s the same exercises,
but I increase the challenge by either adding more reps,
slower speed or an increase in resistance. I’m a massive
fan of Incremental Progressive Overload – that progress on
muscular development (and other aspects of fitness) is best
made in very small increments, repeated on a regular basis.
To show this to my clients, I keep a detailed spreadsheet
and walk my clients through it after every session – from
this they can see their progress. I also calculate on the
spreadsheet a performance factor as a percentage of the
previous session. Typically I like to be able to tell a client that
their performance this time is in the range of 102% to 105%
of the performance last week – this really adds enthusiasm.
Going further, after a few weeks of training I can also
compare the most recent performance as a percentage of
their initial values. My clients understand compound interest
principles and this does indeed keep their interest and
enthusiasm up. Both this overall calculation and watching
the numbers increment on each exercise over time isn’t
possible with a constantly changing set of exercises.

during the training session of course, but also willingly
follow when I’m not around. I’ve heard many times from the
over 50 clients that they did a session with another trainer
previously, but didn’t continue following the advice they had
received in the session afterwards. I always try to determine
why that is, so that I can ensure my own approach to them is
one that will be adhered to for the long run.
Progress tends to be slower with the over 50’s, and there are
more likely to be medical issues or concerns to be taken into
account. They also tend to require just a little more coaxing
to try a new form of exercise. On the other hand, older
people tend to be better at following instructions, both in
the gym and outside by adhering to additional exercise and
nutrition guidelines given as ‘homework’. Older trainees also
appreciate and accept the approach of continual but gradual
progress over time – whereas the youngsters may want
more rapid results.
One particular aspect I’ve noticed is that older clients don’t
want to continually see new exercises or approaches. They
aren’t so likely to be bored by doing the same set of exercises
for every session. There’s a level of familiarity they like, and
are sometimes a bit reticent of change. A typical personal
training session (face-to-face, not online) could contain
perhaps 10 exercises – and I would keep those 10 in the
routine throughout, changing one on average every four
visits. Younger clients don’t appreciate this level of repeating
the same routine, and need to be ‘entertained’ by regularly
encountering new exercises.

I find that the over 50’s client is happy to be numbersdriven in this way, and is enthusiastic about reviewing the
performance spreadsheet weekly. That same spreadsheet
also shows body statistics such as body fat percentage and
amount, percentage of water and metabolic age – and taken
together this spreadsheet review is a key component of my
personal training approach. One aspect where it helps is if
there is a progress dip on one week for any reason – so if the
body stats or exercise performance have performed less well
than hoped for on one week, then I can show the continual
trend from previous weeks and that usually overrides initial
disappointment.
This numbers-based approach, with the analysis that I
do and share with my clients, is one that I think works
much better with my age group than those who are
younger. I don’t think the younger people would be quite
as keen on reviewing spreadsheets and following my
performance analysis from the accumulated data. That’s a
big generalisation, I know!
As you can tell, I’m a big fan of personal training for those of
my age group. I use the phrase that an individually-designed
training programme devised for an age 50+ person will ‘add
years to your life, and life to those years’. I think I’ve proved
that on myself, as the approach I use with most of my clients
is the same as I use on myself – and that is, perhaps, the final
point. It worked for me – helped me move from obese at 50
to fitness model champion at 55, and changed my approach
to health, fitness and just about every other aspect of life
completely. Most of my clients wouldn’t choose a hairdresser
who has a lousy haircut.
I could go on – but I think I’ve been ageist enough for one
article, so I think I’ll leave it there!
Find out more about Chris at
www.fitnessoverfifty.co.uk
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2019 Trends
in Health &
Fitness
Matt Gleed gives us a preview of the
industry trends we can expect to flourish
next year
Here is a review of the 2019 Fitness Trends
according to the ACSM Health & Fitness Journal,
which is based on an annual survey sent to
thousands of industry professionals globally.
I personally find it interesting to see what the
predictions are across the world and find they are
often very close to how we expect to see the UK
market evolving throughout the coming year.

Exercising for health has already shown its presence in this
year’s trends report with ‘Fitness programmes for older
adults’ coming in at number four and I believe this focus will
continue to influence trends year on year due to our ageing
population and the strain on the NHS from obesity-related
illness. With more knowledge about the benefits of exercise
and health, there will also be an increase in the middle ages
wanting to set a good example for their kids.

Gym members are more in tune with the latest fitness
trends, and are savvy enough to know what they want
from their own gym experience. Most gyms provide an
increasingly varied offering to meet these demands, from
personal training, small group training and data-driven
classes through to the creative and functional aesthetics of
the gym environment and the high-end customer service.

Some of the biggest changes starting at the top of the trend
report is that Wearable Technology has moved back to the
number one spot and HIIT now at number three.

There will always be the new-comers joining in the New
Year to start their fitness journey, with many dropping out
before their resolutions are realised, but I think the more
regular enthusiasts will continue to be inspired to ‘train like
the athletes’, with a focus on recreating elite-style workouts
in the gym. Wearable tech and data-driven workouts will
continue to be popular, with gyms needing to keep up with
the connectivity of technology.

A surprise to many trainers, unless you are working with
this demographic specifically, is the high placement of
‘Fitness Programmes for Older Adults’ moving from number
nine to four. As well as an interesting move up the rankings
for Health/Wellness Coaching, which has jumped from
number 18 to 11. This might encourage you to see what
your gym or studio is doing for some different populations
and could make your offering much more inclusive and
potentially fill in some quieter times in your facilities.

#1 Wearable Technology.
Wearable technology includes fitness trackers, smart
watches, heart rate monitors and GPS tracking devices.
Wearable technology first appeared as a fitness trend in
2016. It was the number one trend in 2016 and 2017 before
dropping to three for 2018. Unsurprising, it is back at the top
spot, and probably there to stay.

#2 Group Training.
Group classes are designed to be effective, motivational
sessions that cater to a range of different levels with
instructors having leadership techniques that help
individuals in their class achieve fitness goals. For the 2019
survey, the description of this trend was changed from large
group training to group training.
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#3 High-Intensity Interval Training
(HIIT).
These exercise programmes typically involve short bursts
of high-intensity bouts of exercise followed by a short
periods of rest. HIIT was number one in the survey for 2014
and 2018 and has been in the top five every year since
2014. Despite the warnings by some fitness professionals
of potentially increased injury rates using HIIT, this form of
exercise has been popular in gyms all over the world.

#4 Fitness Programmes for Older
Adults.
This is a trend that emphasizes and caters to the fitness
needs of the Baby Boom and older generations. These
individuals in general have more discretionary money than
their younger counterparts, and fitness clubs may capitalize
on this growing market. People are living longer, working
longer, and remaining healthy and active much longer.

#5 Bodyweight Training.
A combination of variable resistance bodyweight training
and neuromotor movements using multiple planes of
movement, this programme is all about using bodyweight
as the training modality. Bodyweight training often
uses minimal equipment, which makes it an inexpensive
functional way to exercise effectively.

#6 Employing Certified Fitness
Professionals.
The importance of hiring certified health/fitness
professionals through certified education programmes
that are fully accredited is more important than ever. More
certification programmes have become accredited by the
National Commission for Certifying Agencies and thus allow
employers easy access to certification validation. Employing

certified fitness professionals was a new survey item for
2019 replacing “educated, certified, and experienced fitness
professionals,” which was determined to be too broadly
defined as a survey item.

#7 Yoga.
Yoga has taken on a variety of forms within the past year
(including Power Yoga, Yogilates, acro-yoga, hot yoga etc).
Instructional tapes and books also are plentiful, as are
certifications in the many yoga formats.

#8 Personal Training.
Personal Training as a trend continues to remain prominent
as the profession becomes more accessible online, in health
clubs, in the home and in the workplace. Personal training
includes fitness testing and goal setting with the trainer
working 1-1 with a client to prescribe workouts specific to
individual needs and goals.

#9 Functional Fitness Training.
This is a trend toward using strength training and other
movements to increase balance, coordination, strength and
endurance, all to improve activities of daily living.

#10 Exercise is Medicine.
Exercise is Medicine (EIM) is a global health initiative that
is focused on encouraging primary care physicians and
other health care providers to include physical activity
assessment and associated treatment recommendations as
part of every patient visit, and referring their patients to
exercise professionals. In addition, EIM recognises fitness
professionals as part of the health care team in their local
communities.
*Extracts taken from the ACSM 2019 Trends Survey.
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CBD is the
Next Big Thing
in Fitness &
Bodybuilding
F i n d o u t w h y C B D i s ta k i n g t h e f i t n e s s
industry by storm.
Powerlifters, MMA fighters and other sports
and fitness athletes are now using CBD to aid
to recovery, reduce pain and inflammation,
as well as improving mental health, helping
with aspects such as anxiety.
The natural pain relief and anti-inflammatory
properties are quite astonishing. The
cannabinoid is also packed full of minerals,
vitamins and fatty acids that are essential to any
health-conscious diet.

But what exactly is CBD?
CBD (or cannabidiol) is an entirely organic
and fully-legalised cannabis compound that’s
extracted in oil form from hemp. The part of the
cannabis (THC) that causes people to feel high is
left behind in the process, creating a completely
safe product that can be used widely as a
beneficial food supplement.

Some of the benefits of CBD
include:Pain:
CBD helps to relieve pain both during and
post workout. Many athletes and professional
Bodybuilders are becoming strong advocates of CBD.
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Inflammation:
CBD can be extremely effective in managing
inflammation post workout. The potential to treat
inflammation is truly incredible. It may not be a
miracle cure, but the number of people who find
relief through it is miraculous enough.
Sleep and Relaxation:
CBD is known to have relaxing effects and studies
show CBD can aid restful sleep, help with insomnia
and help the user relax by reducing cortisol levels.
Reduction of Muscle Spasms:
Reports have shown that use of CBD can reduce the
levels of muscle spasms a person feels.
Anti-catabolic properties:
This means that it can slow the breakdown of
muscle mass and help users to build more muscle.
It does this by decreasing the number of catabolic
hormones (such as cortisol) that are present in the
body, along with aiding with all the above.
Assisting with Mental Health:
Research is still uncovering new ways that CBD oil
can help with mental health. Cannabidiol interacts
with the body’s endocannabinoid system, which is
responsible for regulating mood, sleep patterns,
appetite, and more. For this reason, CBD has been
shown to help with many mental illnesses, such as
stress, anxiety & depression.

ADVERTISING FEATURE

CBD Asylum:
Leading The Way in
all Things CBD
CBD Asylum is a fast growing
UK based company that
manufactures and distributes
a wide range of ever-evolving,
premium quality CBD products.
Specialising in all things
Cannabidiol, CBD Asylum supply
various ranges of CBD from oils,
e-liquids and water soluble CBD.
The company was established In 2017
by owners Liam Jones and Alex Hope,
following extensive research in the
growing acceptance of CBD products
and the benefits they can bring in
helping consumers manage their
varying lifestyles.
With the impact of CBD becoming more
widespread and the realisation that
this element is both 100% safe, 100%
natural and 100% legal, CBD Asylum
set out to create a range of products to
suit different lifestyles so the benefits
of CBD could be experienced by people
through many different walks of life.
CBD Asylum has successfully partnered
with various gyms and health clubs in
the UK - enabling them to stock a range
of CBD products for their members such as CBD oils and their most popular
product, CBD Pro Shot, which has been
specifically developed for the fitness
industry. Pro Shot acts as a watersoluble version of the CBD Oil, designed
with versatility in mind and can be
added to any drink or protein shake.
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SPECIAL OFFER:
GET YOUR CBD
STARTER PACK
CBD Starter Pack Includes:

10 x 250mg CBD oil
£11.00 + VAT each,
RRP £24.99

1 x box of 12 CBD
Pro Shots
£9.00 + VAT per bottle
RRP £19.99

10 x 500mg CBD oil
£18.00 + VAT each
RRP £39.99

CBD STARTER PACK PRICE: £398 + VAT
LIMITED TIME OFFER:

£318.40 + VAT (20% OFF)

TO REDEEM THIS OFFER, QUOTE CODE ON ENQUIRY:

ENQUIRIES:
wholesale@cbdasylum.com

DOUBLE YOUR RETURNS - UNLIKE OTHER SUPPLEMENTS WITH
MARGINAL RETURNS, WITH CBD YOU CAN DOUBLE YOUR RETURN
ON INVESTMENT.

TELEPHONE:
01482 321 868

GYMOWNER20

#JOINTHEASYLUM

CBDASYLUM.COM
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MAKE AN ENQUIRY ONLINE:
https://cbdasylum.com/resellers/
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T i p s to s tay f i t
this Christmas
Christmas is a time of
celebration and typically
consuming lots of food and
alcohol. Craig Salmon, Master
Coach at NASM Premier Global,
looks at how you can help your
clients enjoy the festive season
without packing on the pounds.
Avoid skipping meals
Our bodies loves balance; homeostasis! It is the job of
hormones to maintain this environment and allow our body
to develop. By skipping meals we offset this balance which
causes a negative internal environment. Encourage your
clients to eat at regular intervals throughout the day and
incorporate carbohydrates, fats and protein in every meal.

Snack smart
Taking chocolate off the Christmas tree when the children
aren’t looking, sneaking the odd snack from the various
treats around the house. We have all done it, but now is the
time to snack smart. By continually snacking throughout the
day there is a risk of elevating blood sugar levels causing a
negative response on insulin. Make sure your clients snack on
foods high in protein and fibre to create a higher satiety effect
and slow down the release of glucose into the bloodstream.

Limit the alcohol
Surely it’s rude not to have some bubbly over the festive
period; some bucks fizz Christmas morning at the least?
Clients are still going to consume alcohol over the festive
period, even when we tell them about the negative effects.
Alcohol is a diuretic, which dehydrates the body and loses
DECEMBER 2018
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essential minerals. A lack of fluids also exaggerates the
dreaded hangover.
So, let’s try limiting the damage. Consuming food before
they go out will improve satiety and help reduce the amount
of alcohol your clients drink. Recommend better choices spirits are typically better than beers and ales – and remind
them to keep hydrated by drinking a glass of water with
every alcoholic drink.

Turkey treat
Christmas is known for overindulging. Unfortunately, Turkey
has got a bad rap for this. In fact, turkey is one of the leanest
meats around and a rich source of protein. Let’s not be afraid
of the turkey meat and encourage your clients to tuck in!

Get out of the house
Instead of overloading on Christmas films, encourage your
client to get out and be active. Set them a target of 10,000
steps per day so they can get out at least once a day and
enjoy the fresh winter air. Increasing your clients’ calorie
output will have a positive effect on their metabolism and
their mood over Christmas!

Plan your sessions ahead
Encouraging your clients to plan ahead and addressing
current and potential barriers is key. It is easy to get into
the lazy mindset over Christmas, but try to book sessions
in advance. Keep clients motivated and check in with them
regularly. By looking into your clients’ lifestyle and diaries
we can support them in planning their sessions as well
as the ‘what if’ scenarios. What if you cannot make that
Christmas Eve morning session, where are you going to fit
that session in? Plan the week ahead so there are no barriers
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to achieving frequency of sessions agreed.
Why not challenge your clients to a festive session?

12 Days of Christmas













1. 250m Row
2. Squat (Jumps)
3. Bent Over Rows
4. Med Ball Slams
5. Burpees
6. Bent Over Rows
7. Press Ups
8. (Jumping) Lunges
9. Dorsal Raises
10. Sprawls
11. Abdominal Crunches
12. Box Jumps (Step Ups)

The session works just like the song…
 1 x 250m row;
 2 x Squat jumps, 1 x 250m row;
 3 x Bent over rows, 2 x Squat Jumps, 1 x 250m Row;
	4 x Med Ball Slams, 3 x Bent over rows, 2 x Squat Jumps, 1
x 250m Row; etc
Choose the appropriate weight for your client and make
appropriate adjustments to suit their ability.

Enjoy yourself
It is the festive period, a time of celebration and enjoyment,
so make sure this Christmas is exactly that. We all know
that telling someone not to do something means they are
more likely to do exactly that. Making clients aware of how
they can make better choices is vital over the festive season.
Let them enjoy this time, have a glass of alcohol, but make
sure they are focussed on the long term goal they are still
working towards.

WORKOUT

TRX Workout
Programmes
Matt Gleed shares TRX exercises for beginners,
intermediates and the advanced
TRX Training turns your body into a machine, allowing you to put
yourself through a full-body workout anytime, anywhere. Here, TRX
Senior Master Trainer, Matt Gleed, shares his top exercises for beginners,
intermediates and the advanced.

TOP 5 TRX EXERCISES FOR BEGINNERS
TRX Chest Press
Strap Length: Long
	With the TRX in single-hand mode, stand facing away
from the anchor and keep weight on the balls of your feet
	Lower chest towards the ground and bend elbows to 90
degrees
	Press back up, maintaining body alignment
Common Faults:
	If straps are rubbing on the arms, raise arms or lengthen
straps
	Keep chest lifted and core engaged to prevent breaking at
the hips or rounded shoulders

TRX Lunge
Strap Length: Mid Calf
	Stand facing away from the anchor with one foot through
both the foot cradles, cradle suspended below the anchor point
	Drop down in a lunge while reaching back with suspended
leg and lowering front knee to 90 degrees
	Drive up through front heel
Common Faults:
	Keep the chest lifted to prevent the upper body falling
forwards
	Ensure that the reaching bag leg doesn’t just straighten
backwards by dropping the knee

keeping elbows at shoulder height
	Return to start position, keeping tension on handles
Common Faults:
	Keep body straight and chest lifted to prevent breaking at
the hips
	Ensure the elbows stay in line with shoulders throughout,
rather than creeping outwards

TRX Low Row
Strap Length: Short
	Stand facing anchor, lean back with arms straight and
keep palms facing down
	Squeeze shoulder blades together, keeping elbows pulled
into sides and move body up towards anchor
	Return to start position, maintaining body alignment
Common Faults:
	Keep chest lifted and pull shoulders back and down to
prevent breaking at the hips or rounding
	Bring chest to hands to prevent the elbows moving out wide

TRX Plank

TRX Triceps Press

Strap Length: Mid Calf
	Kneel facing away from anchor with both feet in foot
cradles, and align hands under shoulders
	Lift knees up off the ground
	Maintain body alignment from head to toes

Strap Length: Mid Length
	Stand facing away from the anchor and extend the arms
at shoulder level with palms facing down
	Bear weight on handles, bend elbows and bring the head
towards the handles, maintaining body alignment and

Common Faults:
	Prevent lifting/dropping hips by engaging core and
keeping chest lifted
	Pinch the shoulder blades down and back to prevent
rounding of the shoulders

For more workouts, education or to purchase TRX products visit www.trxtraining.co.uk
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TOP 5 TRX EXERCISES FOR INTERMEDIATE USERS
TRX Front Squat
Strap Length: Long
	Stand facing away from the anchor, place straps under the
arms, bring handles to both sides of the chest and place
bodyweight on the handles
	Walk back to a 45 degree angle, open feet slightly wider
than hips and start on the balls of your feet
	Drop down into a squat and drive through the balls of your
feet back up to standing
	To increase difficulty add a hop
Common Faults:
	Stay on the balls of your feet to prevent falling back on the
heels
	Keep core engaged and weight on handles to prevent over
supporting with the arms

TRX Mountain Climber
Strap Length: Mid Calf
	Kneel facing away from the anchor with both feet in the
foot cradles and align hands under the shoulders
	Lift knees off the ground, raising hips slightly and bringing
one knee into chest
	Extend leg back, bringing the other knee to the chest then
alternate slowly with control
Common Faults:
	To prevent ‘sawing’ on the TRX straps, maintain equal
tension when extending the legs out
	Lift hips slightly to ensure the knees drive all the way to chest

TRX Single Arm Bicep Curl
Strap Length: Mid Length
	With the straps in single-arm mode, stand side on to
the anchor with one hand in the handles, palm facing
up. Keeping the feet planted extend the working arm,
lowering the body down to the start position
	Curl and pull the working hand towards the temples,

keeping the elbow high and aligned with the shoulders
throughout the movement
	In a controlled motion, extend back to the start position,
keeping the body aligned
Common Faults:
	To prevent breaking at the hips, keep the body straight,
tension throughout and chest lifted
	Be sure not to drop the elbow, keep it high and in line with
the shoulder throughout

TRX Chest Press (Single Leg)
Strap Length: Long
	Stand facing away from the anchor, extend arms out in
front at shoulder level and keep weight on the balls of
your feet
	In a balanced movement, lift one leg off the ground and
extend backwards slightly
	From this position, lower the chest towards the ground
and bend elbows to 90 degrees
	Press back up maintaining body alignment
Common Faults:
	If the straps rub the arms, lift arms slightly or lengthen straps
	If hips drop, contract the glutes and pull the shoulder
down and back to assist alignment

TRX Oblique Crunch
Strap Length: Mid Calf
	Kneel facing away from the anchor with both feet in foot
cradles and align the hands under the shoulders
	Lift knees up off the ground, raising the hips slightly
	Bring knees towards the side of the chest, alternating sides
	Maintain body alignment at fully extended and start positions
Common Faults:
	Lift hips slightly to ensure knees drive fully into sides
	Maintain tension and body alignment to control the
rhythm/swing of the movement

For more workouts, education or to purchase TRX products visit www.trxtraining.co.uk
52

DECEMBER 2018

WORKOUT

TOP 5 TRX EXERCISES FOR ADVANCED TRAINING
TRX Sprinters Start
Strap Length: Long
	Stand facing away from the anchor, place straps under the
arms, bring handles to both sides of the chest and keep the
body weight on the handles
	Walk back to a 45 degree angle, centre the working leg to
the anchor point and drop the opposite leg down into a
lunge
	Drive the back leg forward and up toward the chest,
coming up on the ball of the foot
Common Faults:
	Engage core and place bodyweight on the handles to
prevent weight being supported by the arms
	Keep weight in stationary leg to prevent distributing too
much on the back leg

TRX Hamstring Curl
Strap Length: Mid Calf
	Sit facing anchor, place heels in foot cradles and lie down
with legs extended and feed directly below the anchor
point
	Drive heels down and into foot cradles while lifting the
hips up and pulling the heels in
	Return with control to start position
Common Faults:
	Ensure to keep the knees in line with hips so that they
don’t fall out of alignment
	Flex feet and drive heels down to prevent heels coming
out of cradles

TRX Leg Extension
Strap Length: Mid Calf
	Kneel facing away from the anchor and place one foot
through both foot cradles and align hands under shoulders
	Lift knees off the ground, keeping free leg extended and
working leg at a 90 degree angle to the hip

	Extend and flex the working leg out, lifting the free leg up
into a higher extension
	Return slowly in a controlled manner to start position
Common Faults:
	Keep body straight and chest lifted to prevent hips
dropping
	Maintain equal height of legs

TRX Swimmers Pull
Strap Length: Mid Length
	Start in end position to measure appropriate stance and
range of motion: stand facing anchor in offset stance,
pulling TRX back, keeping arms by sides and palms facing
away from the anchor point
	Slowly lower body down to start position, maintaining soft
elbow angle throughout movement
	Pull through moving body up toward anchor and keeping
core engaged
Common Faults:
	Keep chest lifted and core engaged to prevent breaking at
the hips
	Keep arms straight throughout movement and maintain
tension on TRX to prevent slack

TRX Chest Press (Single Arm)
Strap Length: Long
	With the TRX in single-hand mode, stand facing away
from the anchor, extend working arm out in front at
shoulder level and keep weight on the balls of your feet
	Lower chest towards the ground and bend elbows to 90
degrees
	Press back up, maintaining body alignment
Common Faults:
	Place free hand up in a mirror effect to ensure alignment
	If unbalanced, keep feet wide or in an offset stance to
improve stability

For more workouts, education or to purchase TRX products visit www.trxtraining.co.uk
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WORKOUT

PT Academy
Workout
Programmes
PT Academy sets the bar high with these exercises
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6

Reasons You
Should Be
®
Using NPS
Written by James Charles

Using experience gained through the ongoing
development and support of their actionable
member feedback system ‘Insight’ and over
4 years applying the Net Promoter Score®
philosophy in their own business practices,
TRP share with you just some of the reasons
they think you need to be utilising NPS® in
your business.
NPS®, or Net Promoter Score®, as it is formally
known, is an internationally recognised measure
of customer loyalty developed by Fred Reichheld of
Bain & Company. This simple yet powerful way of
gathering customer feedback is now commonplace
in leading customer-centric organisations across
industries; including our own.
Through the development of our actionable
member feedback software Insight and the
application of the principles of NPS within our own
business practices over the past 4 years, we have
seen the many benefits of the approach first-hand.
Whether you are a national chain, leisure trust or
single-site operator; here is why we think you need
to be using NPS in your facility!

1. It’s So Customer Friendly!
The more members you are hearing from, the better an
understanding of your membership base you are getting
and the more reliable the data you are using to make key
business decisions (which we will talk about next).
Rather than burdening your customers with the dreaded
multipage questionnaire, seemingly never-ending and often
yawn-inducing: NPS asks just one simple question which
56
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takes seconds to answer. As consumers ourselves, we can all
agree that we are much more likely to spare a few seconds
of our time to share our thoughts than dedicate minutes
trawling through page after page of questions, not knowing
when it is going to end.

2.	It Can Give You Invaluable Data Which
Will Enable You to Make Informed
Business Decisions and Confidently
Allocate Resources and Spend
As mentioned above, NPS allows you to tap into the brains
of your most important stakeholder group (your customers!)
and gather data which can be used to direct those big
decisions which you need to get right.
Two great examples of this in action are activeNewham in
the UK and premium American club, Fitness Incentive; who
both utilise the Net Promoter Score functionality within our
actionable member feedback system Insight.
In 2016, Insight told activeNewham’s management team
that waiting in line at their reception desks was impacting
the member experience in their centres. Off the back of
this feedback, they made a £400,000 investment in a new
cashless kiosk-based system which eliminated the problem
completely within just a month of implementation!
With member feedback showing their group cycling classes were
not matching up to the exceptional experience delivered across
the rest of their facility, US operator Fitness Incentive dived
into their NPS comments to find out what specifically needed
changing. They were able to confidently invest in a revamp of the
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studio space and its equipment, knowing that these individual
elements were responsible for the negative trend.

study conducted by Neilsen shows that 83% of people trust
recommendations from friends and family and 66% of people
trust recommendations from others posted online. NPS can

3. 	It’s An Ongoing Measure, Taking the
Pulse of Your Club in Real-Time

give you a stream of great free content to populate your website

Rather than a once a quarter or annual survey send which
gives you a picture of your club at a single point in time,
quickly becoming out of date and requiring an incredible
amount of hands-on analysis and follow-up from you and
your staff in a short period of time; NPS provides a steady
flow of timely, relevant, actionable feedback.

creation task off your marketing team’s list in the process!

and social media pages so that you can amplify the voice of
your members to the world, taking that daily social media post

6. It Allows Benchmarking of Organisation
and Individual Site Performance at a
Glance

4. 	It’s Easy to Understand and Simple to Use

As highlighted by Fred Reichheld himself in his 2003 Harvard

As well as being customer friendly, NPS is user-friendly for
you too. A straightforward, logical way of measuring loyalty at
scale, it will take you just minutes to understand. This means
a hockey-stick-style learning curve so new staff can get up
and running super-quick.

using Enterprise Rent-A-Car as an example, an agreed,

Business Review article ‘The One Number You Need to Grow’,
uniform measure of customer loyalty, such as Net Promoter
Score, allows site and organisation-based benchmarking,
making it possible to assess performance within the industry
or between sites in your chain, at a glance.

5. It Enables You to Identify and Harness
the Power of Your Raving Fans

Net Promoter, Net Promoter System, Net Promoter

Turn your raving fans into active brand advocates. A 2015

Satmetrix Systems, Inc.

Score, NPS and the NPS-related emoticons are registered
trademarks of Bain & Company, Inc., Fred Reichheld and

Get Powerful Member Feedback with
NPS® Software Designed Speciﬁcally
for the Fitness Industry
Special Offer for Gym Owner
Monthly Readers

First Month FREE*

Request a Demo Today

Visit www.trpcem.com/gom-offer

Terms & conditions apply. ‘Insight’ only. 12-month contract. 12 months
license for the price of 11. No discount on setup or training fees.
Contract must be signed before 21st December 2018. Offer does not
apply to renewals made by existing customers already using 'Insight'.
Net Promoter, Net Promoter System, Net Promoter Score, NPS and the
NPS-related emoticons are registered trademarks of Bain & Company,
Inc., Fred Reichheld and Satmetrix Systems, Inc.
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SUPPLIER DIRECTORY
FITNESS EQUIPMENT

GYM MIRRORS

bringing gyms into a
successful digital future
Find out how call +44(0)207 701 4267, email
info@egym.co.uk or visit egym.co.uk/business

GOM_Classified_eGYM_2017.indd 1

05/01/2017 17:24

PORTABLE MIRRORS
AND MIRROR INSTALLATIONS
WE CREATE TRAINING SPACES
Find out why we are the best at...

www.indigofitness.com

MAKE IT PART OF THE WORKOUT

Mirrors for Training
offer fixed and portable
mirrored solutions to your
individual requirements,
supply and supply and
install Nationwide.
Call us on 01902 791207 or
email info@mirrorsfortraining.co.uk
for a brochure

www.mirrorsfortraining.co.uk
INSURANCE

WWW.GRYPIT.COM

Specialist Insurance
for the Fitness Industry

MOULDED GYM EQUIPMENT HANDLES

 01189 875100
 info@independents-ins.com
 www.independents-solutions.co.uk

SUPPLIER DIRECTORY
SOFTWARE

0203 3270480

WEIGHTLIFTING

sales@ezfacility.co.uk

TRP help health clubs, leisure centres and gyms across
the globe create happy, loyal members through our userfriendly software which enables effective engagement
and the delivery exceptional customer service.

creating
raving fans

We have three core modules covering Actionable Member
Feedback, Automated Email and SMS and Effective,
Targeted Gym-Floor Interactions – all of which are
supported by expert coaching and account management
and world-class technical support.
Team TRP are incredibly passionate about the health
and fitness industry and the role we can play in its
continued success through helping forward-thinking,
customer-centric operators reach their business goals
by consistently delighting their members.

www.trpcem.com
CLOTHING

Save up to 75% of
your time on staf f
management tasks

Custom Printed Performance Clothing

Planday is specifically
designed for fitness and
leisure businesses with
hourly workers. Planday has
all the features you need
to efficiently manage your
employees
Learn more | planday.com/uk

Professional Clothing for Gyms & Personal Trainers
No Setup Fees
Coordinated Uniforms
Multiple Print Positions
Bulk Discounts Available

www.personaltrainerclothing.co.uk
sales@personaltrainerclothing.co.uk - 01268 471741
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TIME TO LOOK AT THINGS DIFFERENTLY?

ADVERTISE IN
GYM OWNER MONTHLY MAGAZINE
Contact Paul Wood today to
discuss a range of flexible options:
 pw@gymownermonthly.co.uk
 07858 487357
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