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Welcome...
to the MAY 2019 issue of Gym Owner Monthly Magazine.
This month we’ve covered a number of different topics in Gym Owner
Monthly Magazine. As always, we’re here to help you to achieve your
business goals and reach that next level! So, this month we have
articles covering the importance of data, retention, rebranding, new
opportunities, nutrition and qualifications.
First of all, Chris Phillips from 4global and DataHub, asks whether data is
really as dull as everyone believes it to be on page 14. This will really have
you questioning how much you’re using your data to your advantage.
Then on page 21, find out how Payasugym has rebranded to become
Hussle. CEO Jamie Ward discusses how to rebrand, as well as talking about
the future of fitness, in our Big Interview.
Kerstin Obenauer, Country Director of eGym UK, explores a new
opportunity for gym owners to work with allied health professionals on
page 30 and Daniel Nyiri advises you to look deeper at your retention
figures on page 51.
If you’re interested in nutrition and how to help you clients with this
tricky subject, then head to page 57 were Taz Dunstan will explain how
it all has to start with a healthy mindset. And if you’re looking to learn
more skills this summer then find out how EMD UK have been working
with Active IQ to create current, relevant and fit- for-purpose Level 2
qualifications on page 46.
See you next month!

Georgia & The GOM Team

HEAD OF SOCIAL MEDIA:

EDITOR:

PUBLISHING DIRECTOR:

Janine Edwards

Georgia Watson

Paul Wood

je@gymownermonthly.co.uk

gw@gymownermonthly.co.uk

pw@gymownermonthly.co.uk
Tel: 07858 487 357

 www.gymownermonthly.co.uk
 @GymOwnerMonthly
 gymownermonthly

 @GymOwnerMonthly
 gym-owner-monthly-magazine

Keep up to date

The only fitness industry magazine
endorsed by Aspire InstructAbility

COVER PHOTO:
Jamie Ward

© Gym Owner Monthly Magazine 2019 Gym Owner Monthly is published by PW Media. Gym Owner Monthly is protected by copyright and nothing may be produced wholly or in part without
prior permission. The acceptance of advertising does not indicate editorial endorsement. The opinions expressed in editorial material do not necessarily represent the views of Gym Owner
Monthly. Unless specifically stated, good or services mentioned in editorial or advertisements are not formally endorsed by Gym Owner Monthly, which does not guarantee or endorse or
accept any liability for any goods and/or services featured in this publication. We cannot accept responsibility for any mistakes or misprints. Unsolicited material cannot be returned. The views
expressed are not necessarily those of the publisher. Please note that we reserve the right to use all supplied photographs/images elsewhere in the publication or on our social media channels.

MAY 2019

3

TRENDS

Contents
14

18

21 26

30 34
SPOTLIGHT

4

36 40
34
36

Fit Kit
This month’s top pieces of kit

14

Data is boring and useless… or is it?
Chris Phillips from 4global and DataHub,
asks whether data is really as dull as
everyone believes it to be

18

Gym Owner of the Month
Joseph McKenna from Workout Liverpool
is our Gym Owner of the Month for May

40

21

The Big Interview
Say hello to Hussle - Hussle’s CEO Jamie
Ward discusses rebranding and the future
of fitness

FIBO 2019: Final Report
FIBO gives us the low-down from the
event

43

26
30

PT of the Month
Clare Shepherd is our PT of the Month

FIBO Innovation and Trend Award
2019
Excellent award-winning ideas for getting
fit for the future

Government Health Agenda Creates
Big Opportunity
Kerstin Obenauer, Country Director of
eGym UK, explores what gym owners
need to do work alongside allied health
professionals

MAY 2019

3 Secrets to Becoming a Successful
Personal Trainer
Kamal Mamedov, Co-founder of Fortitude
Fitness, shares his viewpoint

EXPERIENCE

49

What are ‘Non Scale Victories’ and
why are they important?
Award-winning Personal Trainer,
Charlotte, from Pro- Fit, explains why we
should be proud of our ‘Non Scale Victories’

TRENDS

43 49

51

55

57

53

59

46
BUSINESS

51

It’s cheaper to keep your clients
happy than to get new ones!
Daniel Nyiri, founder of 4U Fitness advises
you to look deeper at your retention
figures

53

What do you want to do with your
life?
Adam Kiani, Founder and CEO of Personal
Trainer Academy, helps you to choose the
right course provider

FITNESS

46

Fitness trends have changed, it’s
time qualifications caught up
Find out how EMD UK have been working
with Active IQ to create current, relevant
and fit-for-purpose Level 2 qualifications

55

Be more than a ‘Rock Star’
Instruction
This month Matt Gleed, Senior Master
Trainer and Education Specialist, looks
at engaging cycle class members with
relevant target training

57

Invest in yourself
Heathy eating starts with a healthy
mindset, says Taz Dunstan from XL
Personal Training

WORKOUT

59

PT Academy Workout Programmes
PT Academy has set the bar high with
these workouts

We're always seeking contributors, if you're interested in writing
for us then please contact: pw@gymownermonthly.co.uk
MAY 2019

5

TRENDS

Upfront

What’s hot in the fitness industry

Exercise for all: Why you
should be improving your 60plus fitness offering to boost
business
Tailoring your business offering to the
over 60s can help boost revenue and client
retention, says business management
software MINDBODY.
According to the NHS, UK adults aged 65+ spend ten or more
hours each day, on average, sitting down and just 44% meet
their recommended exercise activity guidelines. But exercising
has many benefits for older adults, including improving fitness
levels, reducing the risk of strokes and improving core strength
and balance which reduces the risk of falling.

Charlotte Newton, Senior Marketing Manager at MINDBODY
EMEA, comments: “Gym and fitness business owners should
look to cater to the over 60s, either by adding specialist
classes to their offering, like seated exercise classes, or
offering more age-inclusive activities such as Pilates and
martial arts.
“This is a great way of getting older adults involved with
exercise, help meet their fitness guidelines and stay healthy
too - all the while boosting your own business and revenue.”
6
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Richard Hilton on letting go of Gymbox
Richard Hilton has spoken of the challenges of
stepping away from his fitness chain brand Gymbox.

Stavrou, Loungers’ Alex Reilley, Neom Organics’ Nicola
Elliott and Turtle Bay’s Ajith Jayawickrema. Each podcast
can be streamed on Soundcloud through Piper’s website or
downloaded on iTunes.

“You come to a point when you realise the business is
better off without you,” says Hilton in the latest podcast
from Piper’s ‘How I Grew My Brand’ interviews with leading
entrepreneurs.

For more information, please contact:
George Thwaites at Clearwood Communications:
Email: george@clearwoodcommunications.com
Tel: +44 (0)7884 117534 `.

“I was becoming scared to grow the business,” explained
Hilton, “It deserved to go on a rapid growth stage, but I
wasn’t interested in that journey. The best for the business
wasn’t necessarily going to be me running it.”
Gymbox was inspired by Crunch, an edgy New York gym
Hilton joined ‘as a very skinny 19-year-old’ working in
advertising in the 1990s.
“The first week I was taught boxing by Muhammad Ali’s ex
trainer, the next by a drag queen,” he tells broadcaster Mary
Nightingale.
Launched in Holborn in 2003, the first Gymbox site flooded
within 24 hours, but customers assumed the hastily
stripped floors were part of the irreverent new brand’s decor.
The business has since grown to 11 sites and sales of more
than £30m. In 2016, Hilton stepped aside as CEO when
Gymbox secured a £39m funding package.
In a wide-ranging interview, he describes the power of brand
messaging, the importance of maintaining culture during
fast growth and explains how ‘paranoia can be healthy’.
Hilton’s interview is the fifth episode in Season 2 of Piper’s
How I Grew My Brand podcasts. Previous interviewees
have been Deliciously Ella’s Ella Mills, Bloom & Wild’s Aron
Gelbard, Charlie Bigham and Camden Town Brewery’s Jasper
Cuppaidge. Subjects in Season 1 were Propercorn’s Cassandra

total gyms?

penetration rate?

Shapewatch launches new ShapeKAMS
in partnership with Kinetisense
Innovative 3D body visualisation solution Shapewatch
recently launched its latest development ShapeKAMS – adding dynamic movement assessment
to its offering and allowing members to scan their
bodies, track key biometrics, see their body shape in
3D and analyse their functional movement.
ShapeKAMS was developed through an exclusive
partnership between Shapewatch and Kinetisense Inc.
Kinetisense is the global leader in markerless human motion
assessment and holds the world’s first patented markerless
motion capture analysis system.
ShapeKAMS adds the Kinetisense Advanced Movement
Screen to the Shapewatch solution. It is a research-based
functional movement screen comprised of 12 movements
that take only three minutes to complete. In addition to
enabling health and wellness facilities, athletic facilities and
clubs to provide detailed, accurate and visual accounts of key
biometrics (body fat percentage, lean body mass, waist-hip
ratio and more) they also can assess functional movement,
so users can track body changes as their workouts progress.

market value?

total members?

2019 State of the UK Fitness
Industry COMING SOON!
MAY 2019

7

NEWS

“This revolutionary system provides valuable information
over the course of training and/or treatment that shows the
changes in biometrics and functional movement. This allows
for a deeper engagement of the client/patient, making them
more compliant as they now have a data-driven compass
that shows their progress.
“I am confident that ShapeKAMS will serve as the ultimate
differentiator for our trainers and practitioners,” Dr. Ryan D.
Comeau, CEO and Co-Founder of Kinetisense Inc.

Versaclimber UK Partners with Luxury
North Devon Hotel
Total body workout machine specialist, Versaclimber
UK, has announced its partnership with luxury hotel
on the North Devon coast, the Woolacombe Bay Hotel.

Adding the dynamic movement assessment holds valuable
applications for rehabilitation, pre-habilitation, wellness and
performance. After completion of the movement screen,
the system highlights joints in the body that require either
added mobility or stability development.
The Kinetisense Advanced Movement Screen is the first
system of its kind to produce this type of functional
mapping. Especially useful in tracking rehabilitation patients,
gym members and athletes at every level, ShapeKAMS
includes a Functional Planar Mapping tool that visually and
numerically assesses and prioritises joint dysfunction across
the three planes of movement, showing progress over time
for each movement assessed.
Improvements and/or changes in function tangibly shows
the user progress toward their fitness goals and alerts them
to any potential issues.
“Imagine heading off an ACL or rotator cuff tear because an
assessment at your gym showed an imbalance that pre-hab
exercise could correct. It’s amazing to accurately see (and
proactively address) the little problems that turn into big
problems if left unaddressed. Through body monitoring, we
can provide valuable information that today’s society craves
and also needs to live healthier for longer,” said Alan Louden,
Sales Director of Shapewatch.
“ShapeKAMS bridges the gap between static human
biometric scanning and dynamic biomechanical assessment,
allowing trainers and practitioners to incorporate data
analytics to their assessment.
8
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Installed in its SALT Gymnasia are 10 Versaclimber machines.
The Versaclimber gives users of all abilities, from beginners
to elite athletes, the opportunity to test out the machine’s
cardio workout capabilities.
The four silver star hotel, which combines wellbeing and
luxury, is flanked by the blue flag beaches of North Devon
and encourages guests to escape the hustle and bustle of
life, by starting a new healthy regime with its state-of-theart boutique gym.
Directed by instructors with experience in the health and
fitness sector, the Versaclimber is put to the test during the
hotel’s regular ‘Rise, Shine, Climb’ and ‘Bass Climb’ sessions,
classes that aim to encourage motivation with a lively grouptraining atmosphere.
Commenting on the partnership, managing director of
Versaclimber UK, Neil Kelford, said; “The last 12 months have
been a great period for the Versaclimber. With interest from
well-known fitness faces including TV-host Phil Spencer and
judo champion, Neil Adams, both looking to take advantage
of the machine’s potential. The Versaclimber’s popularity has
gone from strength-to-strength.
“Continuing the success, we’re thrilled to have partnered
with such a fantastic hotel who are driven by the benefits of
mental and physical well-being. I’m looking forward to seeing
how our partnership develops over the coming years.”
Investment into the hotel’s facilities, including SALT, the
Alchemist Spa and its luxury 30-seater NEO Cinema, has
totaled £1.4m, and expects to see in excess of 30,000
visitors through its doors this year.
Joanna Robb, creative manager at the Woolacombe Bay
Hotel, added; “Since our early days, we’ve been working
tirelessly to lovingly restore the space back to its former
glory of an era gone by. This includes ensuring that we
provide the intricate, contemporary additions our hotel
guests deserve - and the Versaclimber machine was at the
top of our list.
“Valuable investment and partnerships from high-profile
fitness firms like Versaclimber UK have made this hotel so
desirable. We want to attract guests that are looking for a
hotel that has it all, whatever the weather. We’re proud to be
encouraging those looking to improve their mental wellbeing
as well as their fitness, giving them somewhere where they
can really push and reward themselves while doing so.”

The future of indoor cycling has arrived...whatever your
fitness need, business requirement or training speciality, UK
based brand Wattbike is launching two new products to offer
the complete indoor cycling solution.
Firstly, the anticipated launch of an industry game

The Versaclimber offers a full body workout that targets all
muscle groups and provides a low impact alternative to the
treadmill that is suitable to all levels of fitness. The latest
version of the machine comes equipped with contra-lateral
movements, otherwise known as ‘cross-crawl’.

changer: the Wattbike AtomX; the new smart bike for the

For more information about Versaclimber UK and its
range of machines, visit www.versaclimber.co.uk.

product, the unrivalled Wattbike Atom, the first smart bike

Indoor Cycling. Redefined.
Wattbike offer complete indoor cycling solution with
two new products.

commercial market that will revolutionise indoor cycling for
the health, fitness and studio environments. The AtomX
is the pinnacle of indoor cycling excellence and builds on
the huge success of Wattbike’s award winning consumer
in the world. With patented technology and innovative new
advancements, the AtomX gives riders a fully connected,
immersive cycling experience.
With in-built, interactive workouts, tests, training plans and
climb mode all accessible from the touchscreen performance
monitor, AtomX allows riders to automatically change
MAY 2019
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resistance to follow structured workouts, simulate gradient
changes and mimic real climbs from around the world
including Alpe d’Huez and Mont Ventoux.
AtomX smart technology enables seamless third-party
connectivity so members can train their way. They can
connect to the Wattbike Hub app or via their own smart
devices to use apps including Zwift, The Sufferfest, Trainer
Road and many more. Integrated shifters allow riders to
change gear or resistance as well as toggle ride modes and
screens without lifting their hands from the handlebars.
Also launching for the commercial market will be the
Wattbike Icon; an evolution of the Wattbike Pro/Trainer, the
pioneer of performance indoor cycling. Created to elevate the
user experience with the all new Performance Touchscreen,
the high-definition display delivers the most advanced
performance feedback for a fully connected user experience.
Richard Baker, Wattbike CEO, comments; “These new
products offer the market the complete indoor cycling
solution. We have indoor bikes that cover both home and
commercial fitness sectors, and user groups from general
health and fitness to elite sport. “With this we offer our
customers a virtuous cycle from their home, health club,
hotel or work, providing a product offering suited to a
particular function and area of the gym floor; a portfolio of
bikes suited for every Wattbiker.
“We have a history of innovation; our mission is to continue
leading the market with our advancements and technology.
We continue to focus on the key market trends and develop
products that can serve our core markets. With an obsession
for performance, we plan to continue to evolve our offering,
disrupt the industry and enhance innovations.”

wealth of experience working with brands in the wellness
market and delivering first class live events and experiences.
Rachel developed The Wellness Connect to create real,
credible and educated events to help change the future of
wellness for both brands and audiences.
It’s time to take it offline and get real.
I launched The Wellness Connect with one sole purpose,

Since breaking onto the indoor cycling scene 10 years ago,
Wattbike have spent a decade at the forefront of innovation
in this sector. Working with World Champions and Olympic
Gold Medalists, they have always strived to create the best
products, utilising the latest technology, the most advanced
software and the strongest partnerships.

making a difference to the future of the wellness industry by

Wattbike have forced the industry to embrace new training
methods and technologies for indoor cycling. There has been
a shift to sport-specific training, fitness goals and accurately
testing, tracking and measuring performance. This has
enticed a whole new consumer into the gym and now there
is a Wattbike product for every user and goal.

like they have a stage on which to speak, whoever they are,

The Wattbike AtomX and Wattbike Icon will be
showcased on stand at Elevate. To find out more about
Wattbike, and which product solution would be the
best fit for you, visit www.wattbike.com

age is that people feel perfectly safe to sit behind their

influencing the importance of real, live human connection.
In a world where scrolling through our Instagram feed feels
like the new norm of ‘relationships’ and checking our likes
can be the most validating experience of our day, I wanted
to create a platform where people can talk, engage and feel
however many Instagram followers they have and whatever
background they may come from.
‘What Social Media isn’t telling you’ was always going to
be a controversial debate, and I wanted to create a panel of
entirely different opinions. The shame of the modern digital
screen and judge each other. Be it through online trolling,
body shaming, or commenting on another’s post to shame
their messaging, some of the most respected and educated
professionals in the wellness market, are guilty of calling

What social media isn’t telling you

each other out online. But I feel it is sometimes forgotten

Why I chose to disregard hashtags and algorithms in
favour of real and honest, human connection

and Twitter, is the audience itself. Confused by the many

Rachel Chatham is a writer, brand consultant and founder
of The Wellness Connect. Former brand manager of Be:FIT
London, Europe’s largest wellness festival, Rachel has a

indirectly shamed for certain opinions that they might have,

10
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that the victim of these digital age wars on Instagram
conflicting messages they are exposed to daily, and
social media can feel like an intimidating and vulnerable
place to be.
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My primary concern of the modern wellness world is that
followers equal voice. Those with 100k+ followers (whether
gained organically or not) are given the respect of the
masses, and a platform on which to voice their opinion. The
problem with this is that followers do not equal education,
or credibility, and those opinions are just that - but can be
received by the consumer as so much more. Giving the finger
to the traditional events industry practices I have been
exposed to, I made the decision that a Wellness Connect
panel would never be based on promotional potential or
following. I wanted real people who have real experience.
On the 6th February 2019 we kicked off this new movement
in wellness at The Ministry, with an incredible panel of
speakers who are both opinionated on social media and
backed by real and credible experience of working in the
wellness space. Three key topics were brought to the table:
Diet culture, Body Positivity, and Social Media Responsibility.
Each of these ‘2019 buzzwords’, it turns out, are equally
problematic in their own way.
Diet culture was always set to take a beating in this debate.
Eating disorder expert, Laura Phelan, really got into the
pinnacle of what that phrase even means and what’s so
dangerous about it. Laura helped our audience to understand
the true depths of the £62 billion diet culture industry’s
depravity, pointing out that it wouldn’t be worth £62 billion
if it actually worked, now would it.
“There’s a study called Maslow’s hierarchy of needs, that
lays out our basic needs, our psychological needs, and our
fulfilment needs. Water, food, warmth and rest are at the
bottom as our very most basic needs for survival. Yet diet
culture, creates a message that we should be in a calorie deficit,
disregarding this most basic need for food,”said Laura Phelan.
So, in an industry that makes money from our most
heightened vulnerabilities, and our ingrained desire to look
a certain way, makes even more money from convincing us
to disregard our most basic survival needs, and continues
to show us images of the same ‘aspirational’ body type
blazoned across our Instagram feed, what can we, as
wellness industry professionals, do to make a change?
“We need to see more diversity”, said PT and multiple business
owner, panellist Tally Rye. “I am so bored of seeing the same
body types every day as ‘fitspo’, not representative of your
average person and not realistic in terms of their goals.”
Pointing out that a client once told her they couldn’t

actually fit through the turnstiles at the gym to enter, as
it was so built for a smaller body type, Tally, along with PT
& ex Reebok Marketing Manager, Sarah Harradine, went
on to explain that a society that tells people they ‘should’
be working out, and yet doesn’t make it at all accessible or
welcoming for larger, older or less abled bodies to do so, is
problematic in so many ways.
The main takeaway of this unique discussion was that
if people could see other people who look just like them,
working out or engaging in healthy behaviours, it is far more
likely to inspire them on their own journey, than seeing the
six pack body they ‘could one day have’, but realistically, are
very unlikely to achieve due to time commitments and even
genetics.
PT and fitness instructor Mat Carter raised a quote that,
“exercise should be a form of therapy, not torture,” and that
presenting it as such through social media and the media
itself, can open up this accessibility, making the wellness
world a more comfortable community for everyone to feel a
part of.
So, what did we learn from this evening of picking apart the
social media bubble through real, human interaction? People
want to feel represented, and want to relate to people who
look, feel and talk like them. We can hashtag #bodypositivity
or #dietculture until the cows come home, but if we are truly
to make a difference to the health of an entire nation, we
need to start opening our minds and opening doors for more
shapes, sizes, ethnicities and fitness levels to join, and feel
welcome in the wellness market.
And in terms of the way we consume messages through
social media: practice ‘smart scrolling’. Don’t believe
everything you see, and remember that those people on
Instagram, regardless of their following, will have their own
issues that you can’t see from a feed. As for making a real
difference and helping give people a voice, we need more
events that create platforms for people to share, speak and
ask questions, without the hashtags or need for likes. The
future of wellness is an industry that truly is for everyone,
not just a privileged few, because everyone should have
equal chance to take care of their health and wellbeing, right?
Find out about our next event, and our brand and
event services on Instagram @thewellconnect or
www.thewellconnect.com

INTERNATIONAL NEWS
Matrix takes partnership with the
Renault Sport Racing Team up a gear

based team in 2006, this is the longest standing

Matrix Fitness, the commercial brand of Johnson Health

Human Performance Centre (HPC); a purpose-built training

Tech, have announced the renewal of their long-term

and sports science facility wherein Matrix have supplied

partnership with Renault F1® Team. Having signed the

fitness equipment including cardiovascular equipment from

original official supplier agreement with the Enstone-

their leading 7xi Series and products from Matrix’ Magnum

partnership that Matrix holds within its portfolio.
The partnership will involve continued support of the teams’

MAY 2019
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and Ultra strength ranges. Latest instalments include the
new Matrix S-Drive and S-Force Performance Trainers, the
Matrix CXP Indoor Cycles and Connected Solutions, which
include an in-built workout tracking network and personal
trainer portal.
Commenting on the renewal of the contract, Matt Pengelly,
Managing Director at Johnson Health Tech UK, said; “This has
been an extremely successful, collaborative partnership for
us. We understand the physical demands that F1 drivers face
and are proud to provide them with the equipment to enable
them to train to meet the physical demands of their job.”
“We are proud to retain such a long-lasting partnership with
the team, it’s testament to the quality of our equipment
and programming that we are able to support sport at the
most elite level, as well as help power potential future F1
champions. We look forward to continuing to work with
Renault F1 Team to ensure that we provide the most
effective equipment for their sport-specific training.”
Formula One is a team sport, and as well as the drivers,
Matrix have been able to support the whole team at Renault
F1 Team’s Technical Centre and in particular the Race Team.
The Pit Crew have to be incredibly fit; moving at rapid pace,
they are expected to perform pit-stops in little more than
two seconds, lifting tyres and equipment under pressure
and in a high temperature environment. The whole team
works as an engine, all elements have a vital input and
therefore must all be performing at their optimum.
Matrix will also continue to provide equipment to the
Renault Sport Academy, Renault’s own development
programme aiming at the nurturing of young drivers who
are expected to contend with the physical demands of
top-level motor racing, including average heart rates of
over 180bpm for a race distance of 90 minutes or more, the
extreme heat of a cockpit and sustained G Forces.
Daryl Coombes, HPC Manager at Renault F1 Team, adds;
“Health and fitness is such a vital aspect of our sport, and
is relevant for all the team personnel, not just the drivers.
Our HPC is arguably one of the best facilities of its kind
in Formula 1 and we’re continuing to work with Matrix
to ensure it remains the very best, showing the tangible
benefits, it brings to our team’s performance.”
“Matrix have contributed to our success over the last
12 years and we’re looking forward to broadening this
partnership. We have high ambitions in all our racing
programmes and the improved fitness levels our teams will
achieve thanks to the Matrix equipment available in the HPC
will play a vital role in this continued progression.”
Expecting the highest standards of performance, Renault F1
Team have chosen to continue to work with Matrix to equip
their drivers, team and staff with the tools and the very best
training facility to help them achieve and maintain their
optimum performance and promote workplace wellness.
To find out more about Renault F1 Team visit www.
renaultsport.com or to learn more about what Matrix
visit www.matrixfitness.co.uk
12
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PLAE Establishes Commanding Presence
in United Kingdom
To meet growing demand and expand its international
footprint, PLAE has established a new division in the
United Kingdom, PLAE Europa. Located in London
and led by Jake Saunders, director of UK sales, the
new office will represent PLAE throughout Europe.
The international division currently has a business
manager, operations director, estimator, two project
managers and three sales directors operating direct in
regions outside of the United States.
“With the continued success of PLAE’s Australia division, we
could see that the UK was an opportunity to build on the
foundations of our brand as a global presence by operating
direct and providing our customers with a local team,” said
Shane Goooneratne, vice president of international business
at PLAE.
To kick off the launch of the new division, PLAE is hosting
a Lab for strength & conditioning coaches on April 13 at
Loughborough University in Loughborough, UK. UK locals
Ben Rosenblatt and Martin Evans from the English Football
Association are presenting an international perspective on
physical preparation in football.
Also, on the full-day agenda are Jeremy Sheppard from the

Canadian Sports Institute Pacific speaking about concepts
in vertical jump; Liam Hennessey from Setanta College
discussing the creation and evolution of Irish rugby player
development; and Fergus Connolly highlighting performance
leadership.
Advance registration for the Loughborough Lab is available
through April 12, and PLAE Pro subscribers can watch
the event via live stream on the app. CEUS are provided to
attendees.
Broadening UK Footprint
Loughborough University, which has been ranked the No.
1 university for sport globally, PLAE has just completed
equipping the Powerbase facility with 750 square meters of
its performance flooring, including Achieve 18mm with 15
inlaid platforms with water jet logos, two sections of Attack
turf and a three-lane track using Ignite. After extensive
product research and testing, university staff chose PLAE to
deliver the best experience to its elite athletes and squads,
international professional athletes who train there and the
entire student body.
In addition, the University of South Wales in Cardiff, Wales,
recently selected PLAE for its training centre, including 200
square meters of Achieve 18mm, with 12 inlaid platforms.
Elite athletes, professional international teams, students and
staff utilize the premium facility.
MAY 2019
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Data is boring
and useless…
or is it?
Chris Phillips is head of sales in the Sports
Intelligence practice of 4global; responsible
for the award-winning DataHub. Here he asks
whether data is really as dull as everyone
believes it to be
I’m lucky enough to
attend numerous
industry events, where
I meet and network
with many people and
get involved with some
fantastic initiatives and
interventions across
our sector. The one
common denominator
is that we all love the
people we engage
with and the work we
deliver. However, with
the exception of my
colleagues at 4global,
it’s rare for me to come
across people who are
really, really into data.
I remember attending one
operator’s general manager
conference where I had a
20-minute slot to present on how
DataHub’s work could benefit the
individuals in the room in their day
jobs. I spent weeks trying to make
the data look exciting and relevant,
with case studies that would
inspire and amaze the dedicated
operational teams in the room.
14
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Presentation day arrived. Now data is a tough gig to make
exciting at the best of times but, unfortunately for me,
the swimwear provider presenting directly before me had
arranged for male and female models to showcase their
latest swimwear in a fashion show. Needless to say, even my
best PowerPoint skills could be no match for the enthusiastic
show I was watching. My groom's speech at my wedding is
the only other time I’ve been that worried about bombing
out in front of a crowd.
That was a couple of years ago and how times have
changed. Now it seems that at almost every event I go to
there’s a presenter evangelising about the power of data,
about understanding your market, your customers, your
business and your deliverable outputs. I’m no longer the
only person in the room who’s really into data. It has become
sexy. OK, maybe sexy is a step too far, but certainly a little
edgier than an excel spreadsheet.
Expressions like ‘data is the new oil’ and ‘data is the new art;
intelligence and information the new currency’ are being
bandied around and having data, but not doing anything
with it, is now classed as reckless neglect of your business’s
capability. We have more data than ever around us and more
ways to access it and gain insight and value from the outputs
it can generate – at last everyone is talking my language.

Those same managers who enjoyed the swimwear fashion
show much more than my PowerPoint on data are beginning
to realise that, whilst swimwear might be sexier than data,
you still need to understand the market to ensure the right
swimwear is available at the right time and that swim class
timetables reflect the demographic profile of members
in your catchment area. Accurately captured information
gives operators the power to know these things. Customers
have a mass of information and a myriad of choices at their
fingertips; it’s essential that operators have similar access to
insight and intelligence to inform strategic decision making.
Even access to data is getting more exciting. No longer are
operators expected to plough through spreadsheets to
deliver pretty graphs for management meetings. Instant
dashboards allow operators to view intelligence in a smarter,
faster, more efficient way, meaning teams are freed up to
spend time talking about what’s next, ensuring the job
we love doing can be made more fun by having the right
information to do it successfully.
Yes, ok, data is still a little dull and a little boring, but insight
and intelligence are essential to modern business and without
it, your business will always be on the back foot. So, embrace
data. Figure out how you can make the most out of it, unlock
its true potential and use it to drive your business forward.

"Data is a tough gig to make exciting
at the best of times"
may 2019
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The Indoor
Rowing
Opportunity
We’ve seen a significant increase in the profile of indoor
rowing recently as more people recognise it as a great
way to get fit and stay fit. Most fitness instructors
agree that the rowing machine is the single most
effective piece of kit in the gym for those looking for a
whole body work out.
British Rowing’s Go Row Indoor programme aims to further grow
the profile of indoor rowing and increase participation by 10%, by
2021. Alongside this, British Rowing’s #SheRows campaign, fronted
by double Olympic champion Helen Glover, aims to increase women’s
participation by 10,000 by 2021. It will achieve this by showcasing
indoor rowing as the perfect exercise because it offers a total body
workout, is great for core strength, efficient at fat-burning, low impact,
perfect for cross-training, very easy to learn and accessible to all.
For gyms to fully utilise their indoor rowing machines, it’s vital
to provide staff with professional training to ensure that correct
technique and exercise programmes are provided to members.

Go Row Indoor Workshop
British Rowing recently introduced a series of tailored REPS
(Register of Exercise Professionals) and CIMSPA (Chartered Institute
for the Management of Sport and Physical Activity) accredited Go
Row Indoor Workshops to improve the understanding of indoor
rowing training and technique for fitness professionals.
Hosted by British Rowing Master Trainers, the workshop’s primary
focus is to ensure attendees – who do not need any prior rowing
experience – leave with the ability to deliver indoor rowing based
personal training sessions and classes to clients.
Lasting five hours, the workshop covers rowing technique; the
benefits of indoor rowing; how to set up a rowing machine; indoor
rowing fitness tests, apps and other technologies; how to set
up and create personalised programmes for clients; the use of
adaptive equipment; and how to deliver the new indoor rowing
group exercise classes to all abilities. The workshop includes both
theory, group discussion and practical learning, enabling fitness
instructors to leave feeling fully confident to teach British Rowing
technique; include indoor rowing in gym inductions; create indoor
rowing focused training plans and run a selection of Go Row
Indoor class sessions. It also challenges instructors to think outside
the box with ideas on how to use the machine in new ways
and suggests other exercises that can be done on or around the
machine to deliver a great workout.
The Go Row Indoor Workshop is fully accredited with REPS
and CIMSPA awarding 5 REPS or 5 CPD points for any Fitness
Professional attendees.

Join a Go Row Indoor Workshop
The workshop can be attended by any Fitness Professional who
has completed a minimum of a Level 2 Fitness Instructor Training
qualification or equivalent. Learners will also be accepted onto
the workshop if they can evidence that they have a qualification,
experience or have attended training that contains similar
mandatory fitness instruction units. Full details can be found on the
Indoor Rowing section of the British Rowing website.
British Rowing aims to bring these workshops to as many fitness
professionals as possible.
Individual fitness professionals can book directly onto a workshop
via the Indoor Rowing section of the British Rowing website.
Bespoke workshops can also be created for gyms and their full staff,
simply email indoor@britishrowing.org for more information.
16
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Set up an indoor rowing challenge
In 2018 British Rowing worked with DW Fitness First to set up a
nationwide indoor rowing challenge that saw more than 2,000 sign
ups in just one week. Launched with the help of GB Rower Cameron
Buchan, people took part by jumping on an indoor rowing machine
and logging their time for a 350m sprint, designed to push the body
to the limit.
Commenting on the challenge, a spokesperson for DW Fitness
First said; “We are proud to support British Rowing and the 350m
challenge – which we actively promote to our members and guests.
It’s a great high intensity exercise to finish a regular workout
with and can be a good way to measure your improvement and
confidence using the indoor rowing machine.”

Benefits of Indoor Rowing:
At a Glance

Q and A with Indoor Rowing World
Champion Sean Gaffney

Here’s why indoor rowing is the perfect exercise…
Anyone can do it - Suitable for all ages (11+), abilities, body types
and fitness levels
Total body workout - Every stroke uses 85% of muscles covering
nine major muscle groups it is a fantastic cardiovascular workout and is
great for core strength and flexibility
Core strength and flexibility - The rowing movement is great for
core strength and flexibility
Low impact and self-regulating - Rowers control the intensity
and speed, making it perfect for cross training, rehabilitation and
good for those who are new to exercise
Efficient fat-burning - Burns over 300 calories per 30 minutes
of rowing
Easy to learn - Easy to learn the basics and improve every time
Easy to access - Available in all local gyms and growing in popularity
Variety and challenge - Join a rowing class, use an app to record
progress, download daily workouts, enter charity challenges or just
get active and feel great

Sean Gaffney is the king of the indoor rowing machine and
he only took up the sport two years ago. He is a Para-indoor
rowing triple British and World Champion, holds numerous
world records and recently qualified as a personal trainer and
Go Row Indoor Instructor.
What got you into Indoor Rowing?
“I had rowed previously whilst in the Navy. Rowing machines are
a compact piece of equipment to put in a ship or a tent. In 2016,
as part of the Invictus Games team I started indoor rowing, it
provided a challenge which I wanted to get better at and I took it
up from there.”
Why do you love indoor rowing?
“Competitive indoor rowing requires a lot of hard work. A lot of
hours and technique trying to get the most out of every stroke, a
lot of mental focus and resilience and that’s what I love about it.
“It’s also a fantastic sport for anybody of any age or disability.”
What drives you to train?
“In 2016 I did quite well at the Invictus Games and someone said
that had I been a younger man, I might possibly become a world
champion at indoor rowing. I didn’t like the limitation that he
put on me because of my age, so I set about trying to prove him
wrong. Those comments drove me on and now I’m a triple world
champion.”
Why did you decide to become a personal trainer?
“I’ve always enjoyed helping people work towards their fitness
goals. When I was in the military we used to run circuits and
little impromptu fitness groups while we were away. It was
always a pleasure to teach someone how to do an exercise
properly and get the most out of that exercise. Being a PT
allows me to continue coaching and helping people achieve
what they are capable of.”
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Your name(s):

Joseph McKenna

Gym name:

Workout Liverpool

Address:

Workout Liverpool, 9 Dunnings Bridge Road,
Liverpool, L30 6UU

EMAIL:

joseph@workoutliverpool.co.uk

TEL:

0151 559 0635

web:

www.workoutliverpool.co.uk

Number of members:
Joseph McKenna

How did you become a gym owner?
It has always been my ambition to own my own gym facility since
leaving university and completing my Sports Science degree back
in 2010. I have trained over the years alongside some amazing
personal trainers and coaches with each year experiencing new
and interesting methods of training. I have taken everything I find
enjoyable and tough and combined that in to my own gym.
As many gym owners will know it isn’t the cheapest business to open
with initial costs involving paying out for equipment, facility rental,
staff and, most important of all, sales and marketing, so it has taken
me a few years of hard work to be able to finance my own gym.

How many gyms do you own/operate?
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200

Workout Liverpool is my only facility, but my plans are to open my
next gym within the next 18 months. We are currently looking at
new locations across the North West.

How long has your gym(s) been operating
for?
Workout Liverpool has been operating for 14 months now and I
couldn’t be happier with how well the brand has done so far and
what exciting plans we still have to release later this year. As
mentioned, the initial start-up can be stressful and tough to grow
a following/clientele but now we have surpassed that aspect I am
looking forward and planning to grow my workout brand.

spotlight

Aside from the gym, what other facilities
do you offer your members e.g. cafe,
classes, creche etc.?
We are a class-based gym, which is the main aspect of my business,
and we cater for over 50 classes per week with that increasing to
over 60 during the summer months. All of the classes have been
designed by either myself or my trainers which means we don’t
conduct any typical gym classes such as Les Mils, Meta-fit etc, which
is purely down our customer ‘buy-in’ to our brand. By this I mean
the customers can see the creativeness of our classes and how the
trainers are working to give them the best experience in the gym.
Our most popular class is TUFNUT, this involves the use of the
Jordan Fitness designed TUFNUT tyre in which we have the most
in one facility across the UK and conduct the world’s only TUFNUT
class, which may sound crazy but we haven’t seen anyone else use
these amazing pieces of kit in the same manner as us, which gives
us a leading role in showcasing these tyres for Jordan.
Alongside classes we also offer our clients 1-2-1 Personal Training and
Small Group Weight Training which have both been very successful
packages. With the increased need for group exercise we have seen
a massive benefit to providing Small Group Weight Training sessions
as we are filling the gap for customers who, 1) aren’t sure how to
design a workout when going to an open gym on their own, 2) do
not have the confidence to support themselves when lifting and
therefore waste time pondering on weight selection and end up not
working to their target zones, and 3) who are looking for a more social
environment to train in and meet like-minded gym enthusiasts.

How many staff do you employ?
I currently have six trainers and one business admin member of
staff however, only one of the trainers is employed, with the others
being contracted for services. This means we offer Personal Trainers
an opportunity to benefit from free gym space rental in exchange
for them completing a number of classes on behalf of the gym.
All the trainers from Workout Liverpool are fully vetted before
training any clients and then go through three trial weeks before
I sign them off as competent to teach our classes. The purpose of
having a thorough trial period is so that I can guarantee my gym
clients will receive the same top-level workout experience no matter
who their trainer is.

How do you motivate/incentivise your
staff members?
I am always striving to get the most out of my staff and truly believe
everyone should be rewarded for outstanding performances, loyalty
and dedication, therefore I am continuously looking for ways to help
them progress their own careers. One way I have done this is by
collaborating with such companies as Strength and Conditioning
Education who now use Workout Liverpool as their Liverpool hub
to run courses, and I then provide my trainers with the option to
further develop their qualifications by taking part in these courses
and ensuring my business covers any costs.

What makes your gym unique?
Workout Liverpool is providing a completely fresh experience for its
clients by blending an old school warehouse feel with a modern-day
fitness studio. My facility is over 4000sqft and our main class space
being just over 2750sqft, meaning our classes have no restrictions in
terms of designability and provide each trainer with the opportunity
to give every client a completely unique training experience while
also using the best functional fitness equipment in the industry
today. We pride ourselves on our versatility and over the next 18
months our clients will see the gym move more towards providing
various pieces of technology to enhance the customer experience.

What advice would you give to other gym
owners just starting out?
My first piece of advice would be to make sure that they have all
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the finances in place to take care of their gym for the first few
years without needing to take money out. It’s definitely something
I overlooked/underestimated but have managed to overcome any
issues however, I would much rather have had more money to make
the first year more comfortable. Secondly, I’d tell them to go for it,
don’t hold back and drive for your dream gym. I think it can be easy
to get caught up in the early stages and become complacent, so stay
focused, know what you want to achieve and don’t stop until you
get there.

What are the biggest challenges facing
your business today?
My biggest challenge today has to be implementing marketing and
sales strategies for continuous growth. As we are a classes-based
gym and can cater for over a 1000 clients per week we have barely
touched the surface for the demand we need. To overcome this
challenge, I have a hard-working team that help me create strong
social media content that showcases what services are available
at the gym, I collaborate with many brands as the more exposure
I can generate through other businesses the better. Another key
area is my current clients, I’ve been told by a wise businessman
that the key to growth is G.C.R.R (Generate. Convert. Retain. Refer) I
am currently working on the last R, getting my clients to now refer
other people to the gym and use them to help influence and grow
my brand, which we do through incentives.

How do you retain your members?
We currently have a Workout Rewards Scheme set up for members
to benefit from free rewards for their efforts in attendance to the
gym. This has helped us entice clients to stay at the gym as it then
gives them something to workout towards which they may not be
able to afford otherwise, whether that be free PT sessions, a month
free membership, free group weight training sessions or receive our
top prize which is a place on our 12 week transformation camp.

How are you promoting your brand and
marketing your gym?
As it stands 70% of our clients come from social media, i.e following
our Instagram and Facebook, with us using Facebook Lead Ads
to help generate more interest. Beyond that we also link in with
other fitness related brands with a local and national reach, this
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can encourage a wider audience to take a look at what we have to
offer and then potentially take their first step to attending a class.
Finally, through our customers themselves, we have a strong referral
scheme in place which is also part of the Workout Rewards Scheme,
where customers generate points for each referral with them being
able to exchange the points for prizes.

What is your biggest success story?
My biggest success has to be where I am right now, as I have just
turned 30 in March and I have been fortunate enough to open my
dream business which is a pleasure to run and manage every day.
I have been trying to get a strong hold into the fitness industry for
many years now, via many different streams such as supplements,
community coaching and hosting fitness events but they never
really had my passion behind them which was always focused on my
end goal to create ‘Workout Liverpool’, and now that I have achieved
this, all I want to do is make the experience for my customers bigger
and better while building the strongest brand possible.

Finally, if there was one thing you could
change in the industry, what would it be?
I believe the industry is forever changing and adapting to the new
demands of the consumer and all I hope for is that I can keep up
with these demands and that the growth of the industry keeps
improving year on year.

spotlight

S ay h e l l o
to Hussle
Hussle’s CEO Jamie
Ward discusses
rebranding and the
future of fitness

The name Hussle may not ring
any bells, but you’ll be familiar
with the company behind it:
PayAsUGym. As the UK’s original gym
aggregator service, they’re responsible
for bringing thousands of gyms across
the UK together into one membership
system. It gives operators access to
hundreds of thousands of customers,
who in turn have access to thousands
of gyms.
With 700,000 individual members, and
some of the best gyms in the country
signed up, it’s not surprising that the
site has inspired copycats around the
country. Now PayAsUGym is moving
away from the crowd of competitors by
changing its name.
We sat down with Hussle’s CEO Jamie
Ward to find out all about Hussle’s
rebrand, and the future of UK fitness.
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Hi Jamie. Tell us more about the new
name, Hussle!

Who uses Hussle?

Well, we’ve become Hussle for a couple of reasons. Firstly,
we’ve developed what we offer, so PayAsUGym doesn’t
really describe what we do any more: we’re no longer just
a pay as you go service. Our main offer is our reciprocal
membership which allows customers to visit gyms and
health clubs near home and work, and gives operators access
to hundreds of thousands of new customers. Secondly, the
move to Hussle is more relevant for the audience that we’re
talking to. PayAsUGym wasn’t a very premium name, and it
didn’t really reflect the quality of our service, or the service
of our partners. Hussle moves us into a better position to
compete on quality, not just price.

harder to reach: they don’t consume traditional media,
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Our millennial target audience is well-known for being
they’re less trusting of advertising and currently, they’re not
taking up traditional gym memberships. It’s why the average
age of a gym member in the UK has been rising every year.

What is it you’re able to offer gym-goers
that traditional gyms can’t?
Well, first and foremost, this is about convenience. This is an
audience whose lives are super busy so if they’re going to go
to a gym, they need it to be where they are: whether that’s
at home, at work, or wherever. Often regular gym goers will

spotlight

have their routine thrown off by life changes too – a new job,
maybe a young family. They need flexibility. And of course,
this is an audience that really values variety, so the ability to
mix it up and try something new every time you work out is
a big benefit.

What sets Hussle apart from its
competitors?
We are ‘gym-first’ and work with the best clubs in the UK,
rather than a mixed bag of different activity providers,
which many of our competitors just group together. We
work with top health club chains like Nuffield Health and
Wellbeing and Bannatyne Health Clubs, and also thousands
of the UK’s best independent club owners. That’s one of the

drivers for relaunching the brand – to make it more premium
and reflective of who we work with.

What’s next for Hussle?
We growing! We’re getting more of the best gyms in the UK
onboard. At the moment, we’re working with 2,500 gyms
nationwide. It makes sense to sign up: we’re about to hit
700,000 registered customers, and our data shows that 92%
of the people that use it are new to the gym they visit. 14%
of our customers go on to be members of the gym directly,
so it’s working out really well for our gym partners. It’s free
to become a listed partner, and it doesn’t take long at all.
When you sign up your gym or club, we can start sending
you customers within the week.
may 2019
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Powering UK gym gro
Put your gym in front of millions

List your gym on Hussle for free today and team
up with thousands of the best gyms in the UK
attracting new customers into their clubs.
1 million visits

92% of visitors

14% go on

to hussle.com

to your gym will

to be gym

every month

be new

members

“Hussle complements our
own marketing perfectly,
helping us reach a new online
audience beyond those that
visit our own website directly.
We continue to benefit from
additional revenue they bring.”

“We find it’s a great way to g
new customers into our club,
many of which go on to beco
members with us directly.”
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Your name:

Clare Shepherd

Qualifications:

Personal Trainer Level 3, Pre and
Postnatal, Ricky Hatton Boxing Level
3, Kettle Masters, Olympic Lifting, Spinning,
Vipers, Circuits, Advanced Nutrition, Strength
and Condition Level 1 and 2

# years as a qualified PT:
11

Where you work (town/city):

Bishops Stortford/Little Canfield

Your facebook:

CS Fitnees, Health and Wellbeing

Your Instagram:
CS.Fitness

How did you become a PT?
I have always been an active sporty person, playing hockey
at a reasonably high level as a child, a keen horse show
jumper and, after leaving school, a BHSI riding instructor. I
gained a significant amount of weight during the pregnancy
of my first child and following child birth just horse riding
wasn’t really losing weight quick enough. I joined a local
gym close to where I live, which had the added benefit of
a crèche. I soon started to lose weight and felt really good
about myself, I also found myself helping others out in
the gym. I was offered a job at my local gym just generally
helping out and after a few months one of my friends told
me I was really good at helping people out in the gym and
told me I should get qualified. I discussed this with my
husband, who also encouraged me to get qualified. I enrolled
with Premier Training where I achieved my Level 3 PT, Pre/
Post Natal and became REPS registered.
I do numerous courses every year to keep up to date with the
fitness industries latest developments and REPS CPD points.
My husband has always been a keen road cyclist, one year
he asked me if I wanted to do the famous London to Brighton
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Approximately three years ago I discovered Farm Fitness and
have never looked back. This is where I found my passion for
lifting, functional and strongman type training. This is the
main type of training I do personally and with my clients.

What was your experience of the
training/qualification process?
Being dyslexic I found going back to education a challenge,
especially as I was bringing up two small children, however,
I enjoyed it and found the mix of practical and theory about
right for my learning style.

Do you (or do you intend to) specialise
in a particular type of fitness?
bike ride with him and some of his work colleagues. I had
never ridden a road bike before, so I started with a hybrid,
which was tailored more to the road. I completed the ride in
a respectable time, and this is where I found my passion for
road cycling. The hybrid bike was short lived, and I purchased
myself a good quality woman’s specific road bike. I then
completed numerous long distance 30, 50 and 100-mile
charity bike rides and sportive’s. I even completed a 32-mile
charity road ride on my original 1981 Raleigh Burner BMX.
My crowning achievement was completing the 123 mile, 1
st stage of the 2014 Tour de France over Buttertubs Pass
in Yorkshire, approximately two weeks before the Tour de
France, raising money for Cyclist Fighting Cancer.

I specialise in Pre and Post Natal, functional training and I
like to think I am an inspiration to other women who are of a
similar age to me. I am also enrolled on a strongman course.

What’s it like working with gym
owners?
I’ve always been fortunate to have a good relationship with
most gym owners I have worked with.

I wouldn’t really class myself as a runner, but after
completing numerous cycling challenges I needed a new
challenge. For some unknown reason I decided to put in
for the London Marathon. To my shock I got in on the first
attempt via the ballot and had some serious training to do.
This is where I found my passion for running, completing
the 2013 London Marathon and Brighton 2015 and 2017
Marathons. I have also completed 10 Tough Mudders, Rat
Race Dirty Weekend 20-mile mud run and a Nuclear Run.
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What is your opinion of CPD?

Most of my clients see me as a friend as well as their trainer.

Really good. It makes you keep up with the latest best
industry practices and I think all PTs should do it.

How do you promote your services?

You spend your working hours
motivating others, how do you
motivate yourself?
I have learnt over the years the benefits exercise gives me,
mentally and physically. Seeing some of my clients and
friends doing well motivates me to do the same.

What advice would you give to other
PTs just starting out in the business?
Set strict working hours right from the start. I used to be all
over the place, wasting time travelling from one gym to the
next. I now work out of two places and my clients know the
times I am available at these places. I now manage my time
more efficiently.

What are the biggest challenges facing
your business today?
People trying to copy what I am doing and undercutting
prices.

What significant changes have you
seen within the industry over the past
3 years?
Seen the industry move towards functional/strongman type
training.

How do you engage with your clients
(active and inactive)?
I like to build a good rapport with my clients so that in their
training sessions they can not only talk about fitness but
also share any issues they are having in their personal life.
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Instagram and word of mouth.

How often do you train yourself?
Six times a week for at least an hour each day.

If there was one thing you could
radically change within the industry,
what is it?
People promoting quick fixes like fad diets.

Do you see yourself still working as a
PT in 10 years time?
Absolutely.

What is your biggest success story?
One of my long-standing clients severely broke her wrist
back in September 2016. Her passion in life is drumming,
spending most of her spare time doing it, she had also
just set a band up. It was so severe her consultant told her
that he didn’t know whether she would get enough range
of movement back to enable her to drum to the required
standard that she would need to for a band. After the cast
was removed, we started to do rehabilitation exercises in
line with her physio’s advice. We progressed on to weight/
resistance training, paired with mobility movements. Over
a period of time we began to increase the rep range and
number of sets. To date she has virtually the same range of
motion as her other wrist.
She is now drumming more than she was pre-injury, she
has also set up her band and does one or two gigs a month,
drumming for approximately two-hour sets. It gives me a
great sense of achievement to see her perform and see a big
smile on her face.

• Membership Management & CRM
• Member Self-Service Access
• MemberMe+ - Branded Mobile App
• Extensive Reporting
• Front Desk Check-In
• Billing & Payment Tracking
• And so much more!

Cut back on clutter with an all-in-one software solution
to manage your gym.

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

WILL YOU BE OUR NEXT
'PT OF THE MONTH'?
For further information contact: pw@gymownermonthly.co.uk
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G o v e r n m e n t H e a lt h
A g e n d a C r e at e s B i g
Opportunity
Kerstin Obenauer, Country Director of eGym UK,
explores what gym owners need to do to work
alongside allied health professionals
Until now, the fitness sector has been
focused on getting people fit but,
with the NHS moving towards a more
‘prevention rather than cure’ strategy,
the bigger opportunity lies in working
with Allied Health Professionals (AHPs)
to get people active for long term health.
Here, Kerstin Obenauer, Country Director, eGym UK,
explores what gym owners need to do to become ‘match
fit’ for this challenge. She also looks at an example where
fitness professionals are working alongside allied health
professionals, delivering a totally integrated approach to
prescriptive health care.

The current state of play
The population is in a health crisis. Obesity and long term
health conditions such as diabetes, heart disease, dementia
and osteoporosis are all on the rise and the NHS is facing
a £1 billion cut in public health budget (2019/2020). As
a result, the government is having to move from large
scale condition management to a preventative health care
strategy.
The new Health Secretary, Matt Hancock, has identified the
vital role physical activity can play in creating a healthier
nation. The difficulty is that, whilst most GPs and AHPs
recognise and accept the benefits of an active lifestyle,
many are not adequately trained to prescribe effective
activity programmes.
On the other side of the coin, the majority of gyms are still
focused on attracting the 15 per cent of the population who
want to get fit and this is why, as a sector we are struggling
to break the 15 per cent market penetration barrier. The
30
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to a long and healthy life.
Max Sharp, says: “At ESPH we offer a totally integrated
health and wellbeing service where AHPs and personal
trainers collaborate on a daily basis to deliver personcentred long term health care.

remaining 85 per cent of the population remains largely
untapped.
If the UK is to create a sustainable, health and wellness
plan for the future the two sectors need to work together.
Neither has adequate facilities or skills to tackle this issue
alone. This creates a new and growing opportunity for gym
owners to attract new markets and play a vital, long-term
role in the sustainable health of the nation.

The solution
We need to create environments which bridge the gap
between fitness and health prescription.
Spaces where physical activity data can be captured and
recalled seamlessly for constant monitoring and review by
the user, the trainer, the GP and other AHPs.
Spaces where individuals with little or no previous gym
experience can self-manage their prescribed activity
through safe, progressive, automated exercises based on
proven scientific principles supported by visual stimuli
and real time performance feedback that constantly drive
towards specific goals.
This is not a vision for the future. All of this is possible now.
Is your gym in a position to capitalise on this opportunity?
Below, we look at an example of a facility, which has been
created, where fitness professionals work alongside AHPs
to deliver a patient-centred approach to preventative health
care.

ESPH
An integrated approach to preventative health care, driven
by physical activity prescription.
ESPH is a 10,000sqft. wellbeing hub in East Dulwich,
currently hosting 675 members. At the heart of the
provision is a 15-station eGym circuit, complimented by
two studios running a full programme of instructed classes
including yoga and Pilates, circuits and Barre. In addition,
five consultation rooms host a range of AHPs including
physiotherapists, podiatrists, nutritionists and massage
therapists.
The facility is owned and operated by two brothers, Max
and Alexei Sharp, who believe an active lifestyle is the key

“Many of our members are referred to us from the health
care sector and as a result we have to be able to cater
for a wide array of health conditions including diabetes,
osteoporosis, cardiovascular disease, Multiple Sclerosis,
Parkinson’s, musculoskeletal dysfunction, lung disease and
mental health issues.
“The eGym circuit plays a vital role in our service provision.
The fact that both set up and exercise prescription is
all automated means users do not need any previous
experience to achieve an effective, safe workout on
every visit. Members can complete a full body strength
programme in around 30 minutes. All data is collated in
their account on the eGym cloud which then becomes
accessible by the personal trainer and AHP via the Trainer
App and also the member, via the Fitness App. This
brings workout prescription into the digital era, increasing
efficiencies and delivering results much faster than
traditional training methods.
“The eGym solution is also excellent at maintaining
engagement. Using the app, members move through a
series of activity levels, based on the duration and intensity
of activities completed, and are fed instant feedback on
the health benefits they can expect to enjoy as a result
of the activity they are completing. This encouragement
to progress and reinforcement of the success of their
investment keeps propelling them towards their goals.
“Around 70 per cent of our members use the eGym. We
strongly encourage this because eGym users have been
proven to be much more engaged than non eGym users.
We recently took part in a study with GGFit along with
four other operators. The study concluded that, across the
board, eGym users train more often and over longer periods
than non-users. At ESPH we are all about encouraging a “fit
for life” commitment to physical activity and eGym helps
our members to achieve this.”

Closing thought
Gym owners are no longer operating in a niche sector.
Over the next 10 years, if we work together, we have an
opportunity to place physical activity right at the heart of
the government agenda, playing a crucial role in creating
an active, healthy nation.
In order to make the most of this opportunity, gym owners
need to create environments that enable effective exercise
prescription for long term health. This means delivering
a person-centred service for everyone. Hand on heart, is
your gym fit for purpose?

For more information about eGym, visit www.egym.com/en/business
You can also keep up to date with our news on:
 eGymuk

 @eGymuk

 eGymuk
MAY 2019

31

Does your Gym still
have members
or does it already have fans?

Get a free consultation from one of our concept experts to
learn more about how your facility can benefit from eGym
contact us at: marketing-uk@egym.co.uk
eGym UK, 3.27 Kennington Park, Canterbury Court 1-3 Brixton Road SW9 6DE London | www.egym.com/en/business
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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!

Archon Combine
Archon Combine is fitness testing software designed for FitPros
to be able to measure, evaluate and improve client performance
by performing standardised assessments.
The core added benefits of being a PT on the FitPro
subscription is being able to:
 Link all of your clients to your account
 Run your very own live events
 Retain clients by proving their progression
 Create online combines
	Hold your own Combine days and testing days for potential
leads
 Become an Archon Influencer
Archon offers you everything you need in order to run
a successful PT business. For a free 30 day trial, visit
www.archoncombine.com/fitpros/

Barracudos
Discover Barracudos, a new range of
delicious protein-infused waters with a
burst of B vitamins in every bottle.
At Barracudos, we believe that you should
feel like your best self everyday. That
means not just eating and exercising well,
but drinking water that replenishes vital
vitamin and protein stores.
Our drinks are sugar-free, low in carbs, fat
free and only 50 calories per bottle.
Take your first sip towards next level in
refreshment today with Barracudos.
Now available online at Amazon.
For more information, visit
www.barracudos.co.uk

eFle-xx
eFle-xxis the world’s first digitalised mobility training
circuit which enables users to maximise the effect of any
given muscular stretch. It is fully connected and seamlessly
integrates into the eGym ONE training solution. The instant
analgesic effect creates long-term user loyalty. In the past,
eFle-xx has not been available in the UK, but the unique
mobility equipment range will be officially launched in May,
2019.
http://www.egym.com/en/business
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FunXtion
Experience
Multi-Screen
Solution
This unique innovation enables the
digital delivery of multiple exercise
demonstrations to numerous screens
programmed to run concurrently. It also
integrates music and lighting, enabling
operators to create an immersive,
boutique experience.
www.funxtion.com/en/business/

Shapewatch
Shapewatch, an innovative 3D body scanner
and visualisation solution, allows members to
scan their bodies, monitor key biometrics and
see their shape in 3D for true transformation.
Shapewatch provides consistent, accurate
body assessments promoting long-term
behaviour change using 3D visualisation and
customisable avatars to increase connection
between members and their fitness journeys.
Additionally, its Dynamic Movement
Assessment is ideal for rehabilitation, prehabilitation, wellness and performance.
Finally, its flexible design architecture enables
clubs to integrate Shapewatch into their
branded apps, adding digital relevance and
heightened value.
www.shapewatch.com

The Heavy Bison Hybrid Ball
Let’s be honest, at these weights, there is not going to be many of us
who can “Slam” these!
Widely used as a starter weight for Strongman training with Atlas Stones
or in Strength Based challenges in CrossFit, these are a great alternative
for traditional Atlas Stones, far more forgiving on flooring and toes!
Features include a textured surface that provides added grip, a
durable outer layer that can withstand the toughest of beatings and
reinforced seams and seals to prevent any leakage or bursts.
The Bison Hybrid Ball has been designed to be as durable as the
fitness environment it lives in.
14 inches in diameter with added grip pattern this makes the Hybrid
ball super grippy at the time you need it the most, and now with an
internal dual return valve this ensures the ball when deflated by any
movement will return to its original shape.
Specifications: Colour - Black with different colour scheme dependant
on weight, size - diameter 14inches, warranty - two years.
www. wolverson-fitness.co.uk
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S e c r e t s t o
e c o m i n g a
u c c e s s f u l
e r s o n a l
r a i n e r
Kamal Mamedov, Co-founder
of Fortitude Fitness, shares his
viewpoint
You may have been personal training for years and
have a full house of clients, or you may be a start-up
looking to kick start your business. Or you’re here
to read my wit and occasional knowledge bombs.
Either way, I guarantee you’ll find at least one of
the following secrets resourceful in becoming
a more successful version of yourself. So, let’s
explore the secrets on becoming a successful
personal trainer and how you can add more revenue
to your personal training business.

1. Master Social Dynamics
Think of Facebook and Instagram as your favourite coffee
shop. You’d probably never walk into that coffee shop and say
“Hey guys, why don’t you buy something from me right now.”
Like Facebook and Instagram, a coffee shop is a social
environment. They don’t want to buy from you, they’re
there to socialise with you (unless you’re at a coffee shop
near a uni, in which case they’re on their laptops with their
headphones in).
One thing I hear personal trainers saying all the time is
“Facebook just doesn’t work for me, man.”; when all they’ve
been posting is “Get 10 sessions for only £200”. You wouldn’t
run into a coffee shop and start yelling out random offers to
their customers, would you? If you do, please film it and tag
me in your post, it’d be hilarious.
So why not do what big chain coffee shops do? Ever seen
their staff walk around with a tiny tray with small sample
36
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cups handing out FREE Frappaccinos? They want you to
sample it, because there’s a pretty high chance you’ll order
more in future.
In the next 30 days, I want you to allow your Facebook
fanbase to get to know you, like you and trust you through
the posts you share on your page. Share your favourite
exercises, client success stories, testimonials or invitations
for a free trial. All of those will give your prospects a better
idea of who you are and why they should buy from you.
Strike with a sale using the 80/20 rule. So, for every 80%
of your posts, 20% can be a sale or a call to action where
you give your prospects the opportunity to buy an offer you
share with them.

2. Capitalise on Clients
You’ll hear me use the terms Capitalise and ROI - Return on
Investment - pretty often. Use this mindset in everything
you do within your business, to make the most of every
opportunity you get.
Let’s talk about clients. Your clients have already bought
from you, they love you, given you’re helping them reach
their goals, thus they’re the easiest sell to.
If you have them on one session per week, offer them
double the sessions for 25% off. You can also offer them
a referral scheme, so for every paying client they refer to
you, they’ll then receive a free personal training session
as a thank you. Don’t forget, your clients are your walking
billboards - so the better they look, the more trust you’ll get
from their friends and family who your clients will boast
about you to!
Capitalising on leads is certainly something many personal
trainers miss out on.
Let’s say you offer out a raffle for your fellow Facebookers
or gym members to enter, in which they have a chance of
winning a free week of personal training. How could you
capitalise on this raffle and squeeze out everything you can
from this giveaway?
First and foremost I’d make sure that the winner checks-in
every single time they attend their free session with you at
‘Your Personal Training Studio’.
This can be done in many ways, but I’d recommend photo or
video content where their friends and family can see how
much fun they’re having getting fit with you!
Consider giving away free referral cards, which offer a “FREE
45 minute Personal Training session”. Give your clients a few
of those to hand out to their co-workers and anyone who
they feel can benefit from the same service.
Furthermore, how can we capitalise on everyone else who
applied for the raffle? Follow up with every single entrant
via phone-call, voicemail or email with the something along
these lines “Hey, it’s Kamal here from Fortitude Fitness.
You’ve showed interest in winning the free week of personal
training. I’m sorry you didn’t win this month’s competition,
but I’d love to offer you a free taster session. When is a good
time to book you in?” If they don’t answer, don’t forget to
leave your name and number in the voicemail!

3. Create Recurring Income
Let’s be honest, most personal trainers are personal trainers
- not sales people. Selling personal training is a massive
struggle for us as most of us simply don’t know how to do it.
You’re great at getting your clients results, but when it
comes to their 9th session out of 10 we suddenly freeze and
don’t know how to bring up buying another 10 sessions.
Firstly, all your clients should be paying straight into
your bank on the same day of each month. If you’ve got a
personal training studio, you should be able to justify direct
debit origination services, where you can create a contract
with your clients in which the money comes out of their
bank automatically each month on the same date. If you’re
not quite there yet, simply ask all your clients to create a
standing order. It takes them less than five minutes and a
saves you a lifetime of stress.
Secondly, simple psychology goes a long way. Giving your
clients a call to action with both options in your favour is
something that has worked for both myself and most of my
team of personal trainers.
Let’s compare example A and B.
A: “Hey Sally, so tomorrow is your 10th session. Do you
fancy getting another 10?”
B: “Hey Sally, your sessions run out tomorrow. Are you
going to continue with the 10 sessions or would you like
to try 15 this month?”
In option A, you’re giving your client the option to consider
quitting and saying no. Whereas option B, gives your client
the chance to not only continue, but upgrade their package
and get to their results 33% faster!
I just want to be clear, this isn’t some trickery to manipulate
innocent people into giving them money.
“It’s not what you do that matters, but the place that
it’s coming from.” If you’re doing this with the genuine
motivation to get your clients to their goals in record time
and feed your family in the process, you shouldn’t feel bad at
all. You’re simply exchanging in value.
Kamal Mamedov is the Co-founder of Fortitude Fitness
– the most atmospheric gym in Suffolk. He is a Personal
Trainer, Sports Massage Therapist and an Instagram
Influencer. You can find Kamal’s hottest health and fitness
topics, as well as bodacious business and lifestyle tips on
his website: www.LifeofKamal.com or www.instagram.
com/LifeofKamal where you can message him directly
with your questions!

"Selling personal
training is a massive
struggle for us as most
of us simply don’t know
how to do it."
may 2019
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WATTBIKE BREAK BOUNDARIES
AT FIBO WITH NEW PRODUCTS
At FIBO, Wattbike unveiled their much anticipated new products to the commercial market. The Wattbike AtomX; the new
smart bike that will revolutionise indoor cycling for the health, fitness and studio environments and the Wattbike Icon; an
evolution of the Wattbike Pro/Trainer, the pioneer of performance indoor cycling.

Gym Owner Monthly talks to Simon Overing, Wattbike Commercial Sales Director, about the complete indoor cycling
solution, the continued success of the company and what’s to come for the future of indoor cycling.
“It’s an exciting time to be a part
of such a successful, innovative
company. Wattbike are the
undisputed market leader in
indoor cycling and at FIBO we
were able to showcase the
future of that market.
FIBO was a hugely successful
show for us. We unveiled the next
chapter in indoor cycling with
two new commercial products we’re extremely proud of.
Wattbike have spent a decade at the forefront of innovation
in this sector. Striving to create world class products with
market leading technology. These products have shaped
the direction of performance indoor cycling and
re-invented the entire indoor cycling genre.
No one else is developing products with the same
pioneering designs and technology as we are. Wattbike
now offer the complete indoor cycling solution. Whether
you are an operator, boutique studio, hotel or home user.
Regardless of whether you want a bike for 1-1 PT, small
group training, elite performance, HIIT or endurance
– we now have a bike perfectly suited to your needs
and a team of experts to help you maximise your space
and member experience.

As a business, we continue to grow 30% annually and we’re
breaking boundaries between health, fitness, wellness and
elite sport.
Through immersive cycling Zones, Wattbike have redefined
indoor cycling by bringing small group training out on to
the gym floor. Combining thought leading training methods
with inspiring Wattbike graphics and the gold standard of
indoor bikes, this new genre of training is sweeping the
world. To date, we have installed well over 100 Wattbike
Zones which engage members, create a bespoke area that
shouts of quality and performance and offers the operator
something unique and ground-breaking.
An obsession to improve performance led our product
team to invent numerous new technologies to ensure
Wattbike is the most accurate and realistic indoor bike
ever created. Now adopted by premier health and fitness
providers, personal trainers, and cycling studios, Wattbike
is the only indoor bike to offer elite level training to
the masses.
For us, FIBO is an important chance to network and
connect with our key markets across Europe. The show
provides us with the ideal platform to showcase our full
range of products and latest
innovations. We generated a huge amount of interest on
stand and I’m excited to follow up on conversations and
new connections to explore future opportunities.”

The Wattbike AtomX and Wattbike Icon will be showcased
at Elevate. To find out more about Wattbike, and which
product solution would be the best fit for you, visit
wattbike.com or visit the team on stand G10 at Elevate.
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FIBO 2019:

Final Report
M o r e I n t e r n at i o n a l F l a i r a n d r i s i n g at t e n d a n c e 1 4 5 , 0 0 0 v i s i t o r s f r o m 1 3 3 n at i o n s c o m e t o C o l o g n e
“It’s the business, stupid” – business that
brings the worldwide fitness industry to FIBO
in Cologne. This is how a club operator from
Miami summed it up and he could not have
described the situation more aptly: registering
trade visitors from 133 nations (previous year:
121) FIBO impressively underscored its status
as the biggest and most important meeting
point for the industry worldwide where trends
are presented and where in excess of EUR two
billion are invested. “Here’s the beef,” says the
man from Florida with a grin.

Purchasing power exceeds EUR 2 billion
Purchases quickly add up when – like this year – 145,000
visitors come to Cologne, i.e. 2,000 visitors more than in
the previous year. These included more than 84,000 trade
visitors travelling from all parts of the world to browse
innovations, sound out the market and do “big business”
equipping their clubs, facilities and practices. About one in
three trade visitors came with concrete intentions to buy
and concluded the corresponding purchasing contracts at
FIBO. The average purchasing volume amounted to EUR
77,000 – and EUR 125 on average for private visitors.

Most important marketplace for the industry
worldwide
“This makes FIBO the world’s most important marketplace for
the industry,” says FIBO boss Silke Frank working for organiser
Reed Exhibitions, adding that: “The efforts aimed at further
boosting the business-like feel at FIBO by making it more
international, have fully paid off. The list of nations represented
in Cologne is impressive. FIBO ranks higher year on year.”
The line-up of nations spans the whole globe: ranging from
Australia to China, from Thailand and India to Brazil and the
USA, all of Europe from Sweden to Sicily and from there via
Kenya to South Africa.

Fully booked: 1,105 exhibitors occupy all
available exhibition areas
The trade show’s truly international flair – paired with
top decision-making expertise – was also felt by the 1,105
exhibitors who had travelled from 49 countries to the
40
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operators came to Cologne.

Europe-wide sales in the industry stand at EUR
27.2 billion
The forum participants looked to the future with optimism
although many of them critically viewed the pressure on
prices that club operators are exposed to. However, the
overall situation on the market sees continued positive
growth. With EUR 27.2 billion sales generated in this
industry Europe has become the world’s biggest fitness
market, now ranking ahead of the USA. 62.2 million
Europeans are members of a club. This is 3.5% more than
last year – as is shown by the “European Health &amp;
Fitness Market Report 2019” produced by EuropeActive and
Deloitte and traditionally published as part of the EHFF to
kick off FIBO.

Germany is biggest European market
Germany has also seen another rise in the number of gym
members. A total of 11.09 million people (10.61 million in the
previous year) are members of one of the country’s 9,343
fitness clubs. This means almost one in seven Germans
belong to a club – say the basic parameters of the German
Fitness Industry 2019, which are surveyed by the DSSV and
will be disclosed under the auspices of FIBO from 2020.

Rhine occupying every bit of the 160,000 m² of available
exhibition space. Over half the companies attending –
57% to be precise – came from abroad, thereby further
underlining FIBO’s role as the No. 1 international trade
show. Those countries considered the pacemakers in the
fitness market can be found at the very top of the exhibitor
rankings: Germany (478 exhibitors), China (103), the USA
(52), the Netherlands (44), Poland (43) as well as Great
Britain (37), Italy (36) and Spain (27).

The next FIBO will be held at Cologne Exhibition Centre from
2 to 5 April 2020.

“In the wake of our global strategy with FIBO events held in
China, the USA, South Africa and Mexico we are also mobilising
international customers recruiting them for FIBO in Cologne,”
says Hans-Joachim Erbel, CEO of organiser Reed Exhibitions
Deutschland, summing up the results of FIBO the last day of
which – 7 April – incidentally coincided with World Health Day.
“At the same time,” Erbel stresses, “the overall conditions are
right: the investment climate is good, the market continues to
develop dynamically and people’s willingness to spend money
on their own health and fitness is rising.”

CEOs from throughout the world at the
“Davos” of the fitness industry
This assessment is shared by the top representatives of
the sector. They now traditionally travel to Cologne the day
before FIBO opens and meet at the European Health and
Fitness Forum (EHFF). This year’s sixth edition has finally
made it the “Davos” (i.e. home of the World Economic Forum)
of this industry. The event for executives organised by the
European association EuropeActive was completely sold
out hosting 500 participants. CEOs from all world leading
producers of fitness equipment and multi-national gym
MAY 2019
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Exhibitor Testimonials
“FIBO is a very important platform
for us. In our view it is THE leading
trade show. It’s getting more and
more obvious that its B2B area is
becoming increasingly international.
Our customers even come here all the
way from Japan because they think it’s
important to take part in FIBO. In 2019
the show went very well for us. Over the
first two days trade visitor attendance
was very good, but Saturday is now also
increasingly developing into a business
day. Some of our customers even prefer
the Saturday – a positive development.”
– Eckbert Ganns, Country Manager Germany, Austria,
Switzerland, LIFE FITNESS EUROPE GMBH

“FIBO is the leading show for the fitness
sector on a global scale. This is where
innovations are launched; and above
all it has a very special atmosphere
because people live and breathe fitness
and lifestyle here. For us as exhibitors
and the whole team FIBO is a fun place
to be.”
– Jannes Schellhas, CEO of FTC Functional Training
Company GmbH

“FIBO 2019 has been our first trade
show participation in Germany. In the
four days here, we have launched our
product innovation Rush, presented
Mick Schumacher as an athlete in the
Under Armour family and invited over
30 European influencers and more than
500 end users to share a premium workout experience. We are highly satisfied
because our concept worked out – in
terms of PR, Social Media and Retail.”
– Nicolas Schwartz, Marketing Germany Under Armour

“We are extremely happy. This was
our first appearance as Aciso. The new
company fuses Greinwalder und Partner
with the Injoy and Elements brands.
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This alliance met with strong interest
in the industry. The response from both
national and international existing
and new customers from political,
media and association spheres was
magnificent. The quality of the trade
visitors, in particular, was high and we
had many good discussions. FIBO was a
huge success for us. This is why we have
already booked a considerably bigger
stand for next year.”
– Ulrike Schönfelder, Aciso Corporate Communication

“EMS continues to be a top topic in the
industry. To us FIBO is an important
platform to emphasise this. In this
connection our exhibition concept has
also paid off again. The footfall at our
stand was very good and we are very
satisfied.”
– Jürgen Decker, CEO miha bodytec

“Our target group are physiotherapists
and we welcomed a large number of
them to our stand. The international
origin of visitors has increased
noticeably which is why the quality
of visitors can be rated as very high
overall. And the footfall was also
right: the trade show already kicked
off promisingly with two very busy
trade visitor days. And this trend also
persisted over the weekend. For us this
was a successful FIBO 2019.”
– Michael Tron, Marketing Manager |CMO SVG
Medizinsysteme GmbH and Co. KG

“FIBO is very international and focused.
It covers 100% of our target group. This
is not the case at any other trade show,
and this is also why these are the most
important dates for us every year. The
mix is just perfect.”
Stefan Bartenschlager, CEO Dynostics
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FIBO Innovation
awarda n d T r e n d Excellent
winning ideas for
getting fit for
Award 2019 the future
Virtual sales strategists
such as the tireless Elias,
brain jogging through a
digital world, or playfully
working up a sweat while
on a fantastic journey – in
future, technological tricks
will be used to motivate sports
enthusiasts to deliver peak
performance. At the same
time, they are catapulting the
on-trend topics of fitness and
health into an entirely new
dimension.
Furthermore, two seemingly simple
balls have been given the task of
strengthening the backs of office
workers, while a musical workout serves
as a mood-booster and voice trainer.
The international panel was greatly
impressed by the ingenuity of this
year’s FIBO Innovation and Trend
Award winners. According to Prof. Dr.
Ingo Froböse, University Professor for
Prevention and Rehabilitation at the
German Sport University Cologne: “We
were amazed by all the pioneering
ideas that were submitted, something
that made our decisions even more
difficult.” Just getting this far involved
a great deal of competition for the
19 nominees, as this year’s contest
drew a record 294 submissions
of new products in yet another
demonstration of the industry’s
tremendous innovative prowess. Each
concept shared a common goal: to
make training even better, to motivate
people, to generate enthusiasm and to
help improve the holistic health of body
and mind.
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Sports ambassador with tremendous stamina
(Faceforce GmbH / ELIAS / Digital Fitness)
Elias is always fit and always ready to go. He does not
need any sleep or require any special sports nutrition,
yet he is in excellent condition. In spite of this, the super
trainer fashioned from bits and bytes makes an excellent
role model. He shows customers just what they can
achieve in their new studio, motivates them and generates
enthusiasm. The digital employee should provide companies’
marketing operations with pioneering new opportunities
for converting prospects into customers. He has already
impressed the experts:
“Communication and information for customer consultations
are raised to a whole new level. The improved quality of
consultations should result in the optimisation of studio
membership sales.” This is what the panel had to say about
their decision to anoint Faceforce GmbH the winners in the
Digital Fitness category for their invention of Elias.

Life in balance
(BALLANCE Concepts GmbH / BALLance Balls / Health)
Two balls linked by a spring that are designed to improve
posture. “Too many service jobs today require people
to spend excessive time sitting – these balls counteract
that. This device also offers a simple and efficient way
to provide feedback on correct posture.” This is how the
experts described BALLance Balls when they presented
44
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the innovative new item created by the accredited sports
scientist Dr. Tanja Kühne with an award in the Health
category. The flexible balls have been designed to serve as a
convenient training partner in helping to relax the thoracic
spine and reduce the strain on the intervertebral discs.

Training for the voice and body
(Charles Simmons Music and Fitness UG / VOXXBODY
Vocal Fitness System / Lifestyle)
Getting up on a big stage alone takes a great deal of courage
and an even greater presence. Now, personal trainer Charles
Simmons has developed a system that helps people avoid
feeling weak-kneed or finding their voices faltering. The
experts were effusive in their praise for the winner in the
Lifestyle category: “The VOXXBODY Vocal Fitness System
takes the on-trend subject of current TV formats and unites
it with an introduction to a variety of fitness programmes. In
addition to the wonderful element that is singing together,
it helps to train conscious breathing.” Charles Simmons was
able to draw on this own experiences as a singer and vocal
coach when designing his programme, and he has received
high-profile support from such artists as Alice Merten,
Marius Müller-Westernhagen and Vanessa Mai, with whom
he worked to further optimise the format. The objective is to
improve vocal and physical endurance while training proper
coordination, concentration and self-confidence.

business

Getting the brain up to speed
(Neuron Academy International / Reflex-on /
Performance)
A strong body and a faster mind – the new device from
Neuron Academy International promises to deliver
comprehensive training. It gets the muscles moving while
allowing the brain to jog through a virtual reality. This new
experience is designed to improve endurance and contribute
to mental well-being. The panel’s conclusion: “Reflex-on®
trains the individual’s cognitive and mental performance. It
is an innovative approach that makes clever use of digital
technology and an entertaining presentation.” The creative
concept, which won an award in the Performance category,
has the potential to supplement and expand what fitness
studios have to offer.

Playfully working up a sweat
(Sphery AG / ExerCube / Start-up)
Futuristic surroundings reminiscent of a computer game
are meant to motivate athletes in the fitness studio to
immerse themselves in a whole new world of training
and push themselves to the limit. In the ExerCube, the
boundaries between fiction and reality have been kept
vague intentionally. It is a concept that has been designed to
appeal to both cognitive and physical functions. According
to the assessment of the professional panel: “Gaming is
a hot trend that has been adapted here to an intelligent

fitness and movement training programme that can be
easily implemented within existing facilities. With its appeal
to young people, the ExerCube is able to attract a new
target group, making it possible to pursue e-gaming while
in motion, rather than as a player sitting at a console.” The
panel honoured the prototype for a novel new generation
of equipment with its Start-up award. The developers
from Sphery AG have already announced that they will be
launching a version for in-home use in the near future, a move
that could make the field of e-sports much more dynamic.

Festive awards ceremony
The international panel, which comprised Nathalie
Smeeman, Executive Director of the European industry
association Europe Active; Prof. Dr. Ingo Froböse, University
Professor for Prevention and Rehabilitation at the German
Sport University Cologne, Gunnar Ebmeyer, Editorial
Manager and Manager Business Development at FIT FOR
FUN, Prof. Dr. Niels Nagel, Office Manager at DIFG e.V., and
Prof. Dr. Thomas Rieger, Founding Dean of the Sports,
Media and Events Management Faculty at the University of
Applied Sciences Europe, evaluated the submissions on the
basis of their innovativeness, health aspects, motivational
criteria, quality, functionality and design. The winners will
receive their awards at the European Health and Fitness
Forum on the day before FIBO in front of an audience of
some 400 leading representatives of the fitness industry.

www.fibo.com
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Fitness trends
h av e c h a n g e d , i t ’ s
t i m e q u a l i f i c at i o n s
caught up
Find out how EMD UK have
been working with Active IQ
to create current, relevant
and fit- for-purpose Level 2
qualifications
EMD UK, the national governing body for group exercise,
have been working with Active IQ to improve industry
qualifications. Having identified that the syllabus of some
Level 2 qualifications have not adapted to fitness trend
changes, EMD UK and Active IQ have developed two fit for
purpose qualifications; Level 2 Group Training and Level 2
Group Training to Music.
For many years, the Level 2 Exercise to Music qualification
has been the go-to qualification for those looking to start
a career as a group exercise instructor. With aerobics and
rhythmical music classes being extremely popular class
choices for many years, the qualification structure has
remained widely the same. As of May 2019, the existing
Level 2 Exercise to Music Qualification will be changing to
the new Group Training to Music format.
Jenny Patrickson, Managing Director of Active IQ, said;
“The new Active IQ Level 2 Certificate in Group Training
qualification is the result of collaboration between Active
IQ, the leading awarding organisation for the physical
activity sector, and EMD UK, the national governing body
for group exercise, and we were delighted to work closely
with the team at EMD UK on the development of the new
programme, which gives instructors a dynamic and flexible
learning path, combining teaching units based on the type
of group training they want to teach.
“This includes group training – for classes such as highintensity interval training, boot camp or circuits – and
group training (to music), which adds the skills needed to
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plan and teach sessions to the beat and phrasing of music
(including aerobics, dance fitness or Les Mills classes).“The
new qualification has been designed to meet demand from
operators for high level training and rigorous assessment,
covering a broader range of group training formats, and will
support the entry of skilful group exercise instructors into
the sector. It is a real step forward for instructors, and also
for the operators who employ them, to deliver engaging,
effective, up-to-date and diverse classes.”
In recent years, fitness has boomed. Group exercise
specifically has grown by one million participants since
2016 alone, with nearly five million people taking part in
group exercise classes every week. In part, this boom is due
to the variety of classes now on offer. You only have to look
at the ever-growing product ranges from organisations
such as Beachbody LIVE or any leisure centre timetable
to see every fitness taste is now catered for. From dance
fitness to HIIT to yoga to aqua, a participant now has little
trouble finding at least one class that takes their fancy.
However, as fitness tastes have changed, instructor
training qualifications have remained widely the same. As
a rule, those interested in teaching HIIT classes would do

the same Exercise to Music qualification as those looking
to teach aerobics. The nature of the qualification means
that no matter what classes the instructor is interested in
teaching, the curriculum remains that same. This has left
a huge skills gap for those looking to teach classes that do
not move ‘to the beat’; boot camps, for example. To address
this gap, EMD
UK and Active IQ have developed the Level 2 Group
Training Qualification, where the focus is on training
protocol rather than choreography.
Gillian Reeves, Head of Instructor Development at EMD UK,
worked in partnership with the team at Active IQ to create
the qualification.
“Level 2 Group Training has been specifically created
for the group exercise experiences that use music as a
motivator,”said Gillian Reeves, “With circuits, HIIT and body
conditioning classes all sitting in the top 20 most popular
group exercise styles, it was time for a qualification that
gave instructors the skills and tools to offer the concepts
they actually want to teach.”
The Level 2 Group Training is the first of its kind in the
industry. Never before has a group exercise qualification
not focused on music or choreography. To ensure group
exercise instructors have the best start in their group
training career, the qualification contains a module
dedicated to things self-employed instructors need to
know; tax return filing, market research, business planning,
personal and professional development.
In fact, this key module, along with a year’s instructor
insurance once qualifying, is unique to EMD UK. With 57%
of instructors being freelance, and many on the books
for leisure operators, it’s important to make the transition
from graduate to instructor as smooth as possible. The
qualification has also been identified as a stepping stone for
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personal trainers looking to expand their business into the
small group training market. In fact, personal trainers have
the opportunity to ‘fast-track’ their course completion due to
their recognised Level 3 prior learning.
The advantages of upskilling are enormous to Personal
Trainers, offering a way to expand their business into
group exercise without having to do choreographed
classes. More and more bodybuilders, strongmen and
athletes are now looking to HIIT and circuit-based training
methods to add to their programmes. With the likes of 2017
World’s Strongest Man Eddie Hall now citing the training
benefits of adding HIIT to his weekly workouts, there is a
huge gap for personal trainers to start offering bespoke
small group training sessions, in-and off-season, for
bodybuilders, strongmen and local sports teams.
The Level 2 Group Training Qualification has already been
launched, with the first cohorts of EMD UK graduates
giving the qualification positive reviews. Graduates come
from a range of backgrounds, including some students from
Third Space, Frame and Virgin Active. One student said;
“I think with group training you can motivate a lot more
people and get more people involved in exercise. If you’re
trying to get across a positive message about fitness,
discipline, mentality, you can hit a lot more people within a
group training session than you can on a one-to-one basis.”
Although the Level 2 Group Training bridges the training
protocol skills gap, the current Level 2 Exercise to Music
syllabus has also been reviewed. With not much of the
content changing in the last 15years, Active IQ and EMD UK
have revisited the qualification to strengthen the syllabus
in today’s fitness climate.
The new look qualification covers the core qualification
units including; anatomy and physiology, health and safety
and soft skills such as customer care. The qualification also
covers how to plan and deliver group exercise to music
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classes, looking at choreography structure (verse-chorus
/ reverse pyramid / cross phrasing etc.) coaching methods,
adaptations and regressions.
Ross Perriam, CEO of EMD UK, says instructor support is
key to strengthening industry standards; “As the national
governing body for group exercise, we’re committed to
ensuring instructors have the correct tools and knowledge
to deliver high-quality, safe and effective group exercise
experiences. Working with Active IQ on current, relevant
and fit for purpose qualifications helps to ensure future
instructors can build successful careers in an everchanging industry whilst keeping their class goers safe.”
The Group Training Qualification is currently available
from EMD UK and other training providers. People wishing
to train in both can train in Group Training and add the
additional Group Training to Music module, effectively
reducing course costs and training time.
For more information on instructor training and
development, call EMD UK’s career support team on
01403 266000 or visit emduk.org/courses.
Information taken from EMD UK National Fitness Survey 2018 and EMD
UK Working in Fitness Survey 2016.
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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

WHAT ARE ‘NON SCALE
VICTORIES’ AND WHY
ARE THEY IMPORTANT?
Award-winning Personal Trainer, Charlotte, from
Pro- Fit, explains why we should be proud of our
‘Non Scale Victories’
In a world where we have become so obsessed
with what we weigh, it’s important to take a
step back from measuring our progress solely
on what we weigh.
Some of us have become trapped in a cycle of getting
out of bed, weighing ourselves and then if the scales
haven’t moved, or they have gone up, then letting
that number dictate our mood. This whole process is
often counterproductive and causes a huge amount
of stress and anxiety, which then negatively affects
our emotions. This can often lead to us feeling like
we are making no progress and could result in us selfsabotaging or unnecessarily restricting what we eat as
a result, just because of a number and our belief that the
number defines us.
Ask yourself these questions…
How did you feel before you stepped on the scales?
Did you feel good? Did you feel proud and positive?
But now because the number doesn’t reflect how you
feel, has it made you feel down? Has it made you feel
unworthy? Has it made you feel less accomplished?
Our weight is simply our relationship to the ground but
yet we are measuring our self-worth based on what the
number says.
Weight can fluctuate daily dependant on numerous
factors; hormones, what we ate the day before, what
we drank the day before or the clothes we are wearing.
What I’m trying to say is that weight is so variable
day to day, and hour to hour, that it is not a wholly

accurate measure, especially when it may cause you
anxiety, dictate your mood and lead to feelings of
disappointment and negativity. This is not good for you,
or your mental health, every time you make that step on
to the scales.
By taking a step back from this mindset, it allows us to
stop chasing that number and actually become more
in tune with our bodies. After all, our bodies are our
vehicle. To invest in our health, both physically and
mentally, is the best investment that we can make in
our life time which provides us with the best return.
Let’s take a step back and think about a Non Scale
Victory (NSV) you may have had that week or that
month.
Have you…
 Knocked time off your 5k?
 Fitted into an item of clothing that’s been gathering
dust in your wardrobe for years?
 Walked down the stairs without your knees hurting?
 Been out with friends without it causing you
anxiety?
 Woken up with more energy?
 Played with your children without feeling tired or
lacking in energy?
 Been exercising from a perspective of health and not
through a punishment/reward mentality?
 Encouraged and inspired the family to eat healthier?
All of these, and more, are NSVs which will lead to your
overall quality of life improving! We often overlook
these points when we are so focused on the scales
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moving. We actually forget just how far we have come.
NSVs show us that we are making progress, even if
that number on the scale hasn’t changed! When we
train from a perspective of health and move away
from becoming so obsessed on one measure defining
our progress, then the rest will follow, it is just about
embracing that process.
You don’t walk around with your weight tattooed on
your head, but you do walk around with the new found
confidence you gained, which everyone can see. There is
so much more that makes us healthier than a number on
the scales. Your friends aren’t friends with you because of
what you weigh, they are friends with you because of who
you are as a person and the value you bring to their life.
Get a piece of paper, write your name in the middle and
then write down who you are. Include your values, your
hobbies, your qualities, what you love about yourself.
You will realise that there is so much more to you than
your weight. Now put this list somewhere you can see it
every day!
I challenge you to set yourself a goal which isn’t weight
based, measure your progress through achievements
not through reaching a ‘number’ because remember…
you are more than that number. Do you want to walk up
that hill near your house without feeling out of breath?
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Do you want to dance to a whole song without having
to sit down half way through? Do you want to do the
three-legged race with your child at their next sports
day? Do you want to wake up in the morning and not
feel like you need to crawl straight back into bed?
Now, think about what accomplishing goals like these
would bring to your life. Surely celebrating moments like
this are worth more to you than an arbitrary number?
So, what I’m trying to say is, take a step back, and
celebrate the Non Scale Victories you have achieved
and I guarantee you will have achieved more than you
thought… don’t let the scales control you! You don’t need
to weigh X amount to feel worthy YOU ARE ENOUGH.
Charlotte is an award-winning Personal Trainer
at Bolton Arena for a company called Pro- Fit.
Her passion is to empower others to be the best
version of themselves by making health and
fitness accessible to everyone. She is passionate
about bringing together like-minded individuals to
build a community of strong, motivated, healthy
individuals who are all living their best life and
achieving their goals beyond what they thought
possible. She has recently started running a series
of women’s workshops called ‘How to live your
best life’ to spread her message further!
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It’s cheaper to
keep your clients
happy than to
get new ones!
Daniel Nyiri, founder of 4U Fitness advises you
to look deeper at your retention figures

“We need to stop interrupting what people are interested
in and be what people are interested in”
– Craig Davis

First of all, advertising is changing, and we
can’t ignore that. The companies who first
ignored the internet are all out of business,
including the biggest corporations of the past.
The second wave has arrived, aka Social Media,
which has reshaped all industries - especially
the retail businesses. This form of marketing
has created a massive number of influencers,
millionaires, new companies and even giant
corporations, all through social media.
Back in the day it was as simple as this: there was
Newspaper, TV and Radio and you advertised on them
to everyone. Let me repeat that, everyone! Not to a niche
market or targeting a specific audience (since that was not
only non-existent, but also wasn’t needed at the time). But
the formula was: you buy ads on those platforms and sales
go up. No question at all, it worked! The right partnership,
with the right agency, and bank, would allow you to build
the biggest company ever.
Today it’s a whole different story. Why? Because EVERYONE
is advertising, even your mom trying to sell homemade
customised cookies on Instagram. We are getting bombarded
left and right with commercials everywhere. And it’s quite
frankly too much to pay attention to.
So now without niching it’s truly impossible to succeed.
The best way companies can succeed today is to create a
meaningful brand. This is why the only companies that
make it and survive are the ones that were created by
extremely passionate people.

Look at SoulCycle - it has become a thing. There are so many
cycling studios that are way bigger than Soul Cycle in many
ways. Active members, studios open, revenue etc...However,
Soul Cycle is a brand and a community that people want to
belong to.
So, when they stop advertising (which they never will), they
could stop advertising because the brand is already known
and their members and influencers are the ones who are
getting them the most clients!
The members are doing the work, not their ads. They are
spending more money and energy on content and branding
than on acquiring more customers.
The bottom line is that today you’ve got to focus on your
brand. Think LONG TERM gains, not short term gains by
the HELL APPROACH! Which is very famous in the fitness
industry!
The Hell Approach goes like this: a prospect comes in to
meet you. You sell them on the dream, you over-deliver in
every possible way, show them around tell them this is it,
your dream come true is here. Then they sign up, arrive the
next day and all of a sudden they realise what they got is a
big pile of sweat that smells horrible and everyone is rude
and no one is paying attention anymore. Then your now
customer comes up to you and asks you “Hey this was not
what was promised to me!” And you say “WELL yesterday
you were my prospect. TODAY you are my customer!”
Even worse, most gyms unfortunately get these people to
sign contracts, so they are stuck.
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Do you see my point? We are investing too much time and
energy acquiring customers and are investing too little
to keep them. While the real brands do the opposite, aka
Soulcycle - they invest money in keeping them happy and
coming back instead of getting new ones. And it works!
I see the hell approach every time I walk into a gym! People
are so excited about the sale and they are so bored with
their current clients. And any given time you ask a personal
trainer why sales are low or why they don’t make more
money, they would say it’s because the leads aren’t that
good this month.
This doesn’t make sense. You’ve been a trainer for over a
year now and the leads aren’t good this month? What about
the 80 clients you signed up and left throughout the year?
Oh, they were all bad? And the ones that were good had
money issues.
No...it’s all wrong.
There are only four kind of customers:
1. Prospects
2. Customers
3. Loyal Customers
4. Former Customers
The loyal ones are happy to spend more time and money
with you at any given time.
Look at the average retention of the industry- 10% for
the year. Which means if you start with 100 customers
in January you will have 10 left by next January, but most
people don’t even realise it because they replace the
remaining 90 with new clients (which cost them more
money than keeping them) therefore they’re going nowhere
and get stuck.
My challenge to you is to really look at your retention! Audit
all your clients who are here or left, go down that list and ask
yourself the question what can I do differently?
Keep a close watch of your retention and look at it every QTR
to spot trends and/or problems, early enough to still make an
impact. Keep comparing it to the months and to the year and
be sure to set goals to improve it. Calculate it into the price of
money you need to spend on retaining clients.

Most people calculate acquiring costs but never calculate
retention costs! Hopefully by now you can see, it’s a must!
This is why we even have a D-Day at our studios each
month where our trainers must sit down with their clients
and audit the client, develop and analyse the plan as well as
themselves of how things are going. And of course, come up
with a crystal-clear plan to able to move forward!
On top of that we have a client happiness department that is
consistently reaching out via email and phone and in person
to make sure the service is what we have promised! Believe
it or not we even find out some crazy things sometimes!
How about you?
Just so you know the number one excuse a client gives for
leaving is money. That’s because it’s the easiest excuse to give.
And guess what, it turns out that people who use that
excuse when they leave you more often than not go to an
even more expensive gym- 6 out of 10!
What they are really saying is that you are too expensive for
the service that you are providing.
Basically you are not worth it!
So, what happened? Usually the client gets sold on this
amazing service and promises to achieve the goals and once
they sign up, the trainers stop trying and all of a sudden we
went from a big promise to under-delivering!
This is why you’ve got to spend more time on your clients!
Of course, there are good and bad ones. But unfortunately,
this is a common theme in the industry so what can you do
to fix it?
Retention: Starting number of clients in January are 10 and
by April 1st two have left, that means your retention for the
QTR is 80%. Now out of that 10 from January, who is still
here in next year January- this is the retention for the year.
If you have two left of that original 10, that means your
retention for the year is 20%. Most people make the mistake
of adding in the new people throughout the year and they
look at their active client count versus what they had last
year at the same time. That’s how you kid yourself that
you’re doing well, so look at your true retention figures to
truly understand how well you’re doing.
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W h at d o
y o u wa n t
to do with
your life?
Adam Kiani, Founder and CEO of Personal
Trainer Academy, helps you to choose the
right course provider

“Look yourself in the mirror and ask yourself,
what do I want to do every day for the rest of my
life…do that”
– Gary Vaynerchuk
Have you ever thought
about becoming
a personal
trainer or fitness
professional? Here’s
10 detailed steps to
help you in the right
direction…
1) The package:
Don’t be blinded by marketing hype.
Ask real questions about your course.
Who's teaching you? Where will it
take place? How long before you
qualify? What after support will you
receive?
Make sure you make a note of any
deal you are offered and ask the
company to email it to you, so you
have it in writing. Ask real questions
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about what you are promised post course completion.
Things like guaranteed jobs are springing up everywhere. If
the company isn’t employing you directly – it can’t offer you
a “job”.

2) Reviews:
Reviews are always a good place to start. What do other
people who have studied there say about this company?. Look
at Google and Trust pilot, as with those, you cannot leave a
review until your account is verified. Avoid looking at reviews
on the actual websites as these can be edited with ease.

3) Social media:
Check the companies social media pages. You can get a
good idea of the company from the articles they post. Their
experience, intellect, creativity and originality. Also check
the comments and interaction from their followers when
they post.

6) Longevity of the company:
How long has the company been going? Who started the
company and why? Avoid at all costs a company that has
sprung out of nowhere claiming to be all singing - all dancing.

7) Financial Records:
Check the company's financial records. It’s simple to do and
free. Go to the Companies House website. Look at their last
two to three-year financial accounts. Avoid companies that
are making a loss - chances are, they may not be around for
much longer.

8) Price:
Usually the crunch factor. Often you may pay up to double
the price for the exact same course with some training
providers. Do your research and compare costs before
confirming anything.

4) Regulated Qualifications:

9) Their graduates:

Make sure the qualifications you choose are regulated
by OFQUAL. A regulated qualification ensures what you
are studying has been mapped by national occupational
standards and will be automatically recognised by REPS,
Cimspa and the Fitness Register. It also means that they
will be subject to vigorous quality assurance audits. There
are some great courses out there, but unfortunately the
lack of regulation will result in their qualification not being
recognised in most clubs and gyms.

Try and find a trainer that has graduated from the training
providers you are looking at. If they are good, chances are
they have been taught well. If they aren't good, well...

5) Partnerships and endorsements:
Any training provider that has an endorsement or a
partnership with a well-known gym brand is telling you that
if an organisation like that can trust them - so can you.

10) Competition:
Avoid training providers whose marketing replicates others
or who slate other providers. A good training company
should be original, dynamic and fresh. Those that simply
copy others will most likely not have the capability of
adapting their courses to current needs and trends.
Finally, no training provider will ever be 100%
perfect. Those that claim they are - aren't!

Adam Kiani
CEO, PT Academy. The UK’s leading fitness education company.
www.ptacademy.com | Instagram: @mradamkiani
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Be more than
a ‘ R o c k S ta r ’
Instructor
This month Matt Gleed, Senior Master
Trainer and Education Specialist, looks
at engaging cycle class members with
relevant target training
Think about the members that come in to your
gym regularly, you know their name, about their
family and work; they have a good laugh and joke
with the staff. You might even know their goals
and targets, such as weight loss, wanting to get
fitter or strengthening and toning. I certainly know
these member characteristics as they used to come
to my indoor cycling classes three times a week
and work really hard while there. After claiming
their favourite bike by slinging a towel over the
seat, many were even dedicated enough to do some
weights, stretching or conditioning before a class,
once or twice a week to keep balance.
These members keep coming to your gyms, but do they
really make a change towards the goal they want? To them,
the trend of technology in fitness may be as limited as using
the booking app or wireless headphones while in the gym.
They talk about how hard they work in classes and eat well
most of the time but in terms of tracking their workouts,
there is a lot more they could do to monitor performance and
your staff or choice of equipment could help them with this.

If we look at the indoor cycling class itself, it has the ‘Rock
Star’ instructor; great music and lights bringing together a
great atmosphere, but apart from telling the member to add
the resistance and ride faster, each class could turn into a
cheer leading session of enthusiasm, encouragement and
often karaoke cringe.
Current trends of heart rate monitors to show intensity give
a lot more than a ‘Rate of Perceived Exertion’ (RPE 1-10)
but requires either a large display facing the class and the
instructor so they can coach and of course the Heart Rate
monitor too. This system is a great way to really show the
work done by a member but can be intimidating to some
who feel they are competing against others, or being ‘called
out’ amongst a group.
Power and Watts are key measurements for performance
training on a bike and your body weight and fitness level will
help determine the working intensity of targets too. This is
also a great way to ensure output from the member is at an
appropriate level and the workout will massively increase
accountability too.
To support both these systems, having an LED light display,
where the rider sets a target and then is cued to increase
or decrease effort to meet the target based on a ‘traffic
light’ LED wrap on the equipment, brings target training
technology to life and supports the member to achieve
more and allows the instructor to have some really visible,
live data in the class. This allows them to coach and react
instantly, rather than simply shouting motivational sayings.
If you ask members what they care about most when
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monitoring their efforts from a workout, it will most often
be calories. Calories are now listed on menus, more and
more apps are being developed to track calories and there’s
increasing focus on the important calorie deficit in regards to
weight loss.
So, tracking calories is clearly an important goal for many
which means that telling people in the Sprint Track of an
indoor cycling class that we are going to aim for 100 calories,
which is a glass of champagne, or in the next two Hill tracks
we will be doing 150 calories which is a Cadburys Crème Egg
can be more motivational and relevant.
You will need to ensure the instructors have some
experience of using goal setting in this way and you will
need to advise the members that calorie expenditure will
vary between genders so setting different calorie goals for a
set time would be more suitable.
Another appropriate goal for a lot of keen cyclists will be
to track distance, like 20 miles in the class, or completing
10 minutes of various tracks and getting 5km in distance.
Not only will triathletes or cyclists like this metric, anyone
wanting to do a Sportive or Charity Ride of a set distance will
benefit from measuring this metric in indoor classes.
Matrix Fitness has transformed indoor cycling with the
launch of its Target Training Cycles and Matrix Ride
Education. The CXP Target Training Cycle appeals to fitness
enthusiasts and club members looking for a unique group
exercise experience because it allows you to use targets like
Cadence, Heart Rate, Watts, Calories and Distance.
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The most impactful feature found on the CXP Target Training
Cycle is the distinctive Target Training touchscreen display
that uses engaging graphics and vibrant colours to motivate
riders, gauge effort and keep everyone on track for their goals.
What is great about it is that you can work through different
targeted metrics in a class or have a class targeted on one
metric for the whole time which adds to greater choice on
your class timetable.
You will be able to establish personalised targets, so
instructors can seat elite cyclists next to deconditioned users
and first-time participants, knowing that everyone will get a
workout that challenges them to make measurable progress.
While the Instructor can take the best out of the traditional
style of class and now lead all participants through a
meaningful workout with measured metrics to help.
The three vibrant colours show each rider’s level of effort
relative to their personalised metric target, and trainers can
coach members through being in a blue zone which indicate
under target, a green zone of being on target or over achieving
in a red zone where they are or will be above the target.

" In terms of tracking their
workouts, there is a lot more
they could do to monitor
performance and your staff
or choice of equipment could
help them with this"
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Invest in
yourself
Heathy eating starts with a healthy
mindset, says Taz Dunstan from XL
Personal Training
Around this time when people are ‘recovering’
from Easter feasts and the holiday period it
is worthwhile reflecting on the mentality
associated with cheat meals and days off.
You do not have to be an exercise extremist to achieve your
goals, but if you associate with that personality type, then
you may struggle to regulate the ‘let’s do this’ high motivation
to ‘what’s the point’ ground zero after one discrepancy.
Make a conscious effort to find that balance between all
or nothing to live a generally healthy lifestyle. A big step
towards that balance is exercising some forgiveness towards
yourself and removing the fear of food! Fear does not
originate in your body, it manifests itself in your mind. Let’s
clear a few things up.
That number on the scales does not define you nor should
it dictate your happiness. Yes, it is an indicator of your
general mass, but do you know what you are measuring?
Do you know how much of that is muscle, body fat, bones
or hydration levels? If you consider that drinking a litre of
water and weighing yourself will increase your weight
and conversely, going the toilet and weighing yourself will
decrease your weight- please, stop fixating on that total
number, or how you imagine you'll feel when you hit your
‘goal weight’.
The biggest mistake most people make when they start a
weight loss programme is that they under eat and over train.
This results in weight loss, sure, but this is because your
body is breaking down muscle to convert as fat (a process
called catabolisation) to use as fuel, so of course, the number
on the scales goes down, but your body fat percentage goes
up and you feel weak and tired.
A healthier approach, in my opinion, is to look at what you
are eating and at what times. Track your eating trends
and assess what is working and areas that may need
improvement (like starving yourself during the day and then
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gorging at night while your body battles with your brain for
survival).
If you are struggling to get away from the guilt associated
with food (there is no ‘good’ or ‘bad’ food - instead look at it
like food that is conducive of your goals and food that is a
step back. Often food associated as being a ‘treat’ is often
fatty, sugary and generally makes you feel bloated and
lethargic while your body struggles to process it. I instead
look at this trend as a form of self-harm where people get
so frustrated, angry, overwhelmed or depressed about how
they feel or how they look that they hurt themselves by
eating food that they know is harmful for their bodies.
Another common mistake people make is searching on the
internet in the attempt to find out what is best for them.
You could spend hours on the internet and find conflicting
information for anything. Invest in your health and see
a professional who is qualified (and ideally experienced)
to help you! You deserve to invest in yourself because
ultimately, your quality of life is dependent on you looking
after yourself and making good choices for your health and
well-being.

Please if nothing else know this:
1.	Carbs are NOT the enemy, they are an essential
fuel source for brain function (any body builder
who has carb depleted will vouch for this!).
2. 	Liquid diets are not sustainable and any provider
of such ‘diets’ that tells you that you need to be

on their products for the rest of your life does not
have your best interest at heart.
3. 	Green tea extract is not good for you! If you
cannot consume 50 cups of green tea in one
sitting, why would you attempt that in powdered
form? Let's consider an interesting concept: toxic
quantities.
4. 	Protein powder is not a meal replacement. Nor
are protein bars healthy (look at the fat content
of most of them and it is comparable to sprinkling
protein powder over a mars bar).
5. Listen to your body. It is the most honest gauge.
Be honest with yourself. Eating well is not a
revolutionary concept, nor is it a secret - keep
it really simple by drinking lots of water, eating
regularly throughout the day and trying to
have a variety of foods (more fresh food than
processed).
Of course, everybody has specific needs and goals, so if you
genuinely want to be your best, invest. I offer personalised
programmes and nutrition plans, but there are lots of
professionals who can do the same. Do some research and
get in touch with someone you trust to guide your journey
to sustainable health and well-being. Don't just shop on
price, more often than not, you get what you pay for!
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PT Academy
Workout
Programmes
PT Academy sets the bar high with these exercises
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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
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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

Next

ISSUE
J U N E i s s u e
features include:
Health & Safety
S o f t wa r e T e c h n o l o g y
EMS Training
S o f t wa r e
Youth Training
O b s tac l e R ac e s & T r a i n i n g
Boutique Gyms
Review Body Power

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

