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Course summary: 
 
How would you like to have a thriving client base in just 90 days? This course is a 
proven system for attaining and developing a personal client base. No more fishing for 
clients in health clubs! The practical steps and detailed advice outlined in this course will 
provide anyone in the personal fitness coaching business, with the drive and desire to 
strike out on their own, a 90-day success plan for obtaining a client base. 



 
Objectives: 
 
After completing this course you will: 
 

1. Understand necessary skills to be coachable, manage time effectively, 
develop a client base, and commit both time and energy to growing a 
personal training business.  

2. Analyze, establish, and effectively record and track your goals and objectives 
for building a personal training business.  

3. Determine if you are starting your business in survival mode or not and 
define objectives to effectively establish a financial path.  

4. Develop and record a clear marketing vision and message for product, place, 
people, and promotion.  

5. Develop partner venders by understanding the process for prospecting, face-
to-face meetings, and use of the internet.  

6. Learn how to effectively work with your vendors partners determining the 
target number you need and how to nurture those relationships.  

7. Develop an effective referral program for your personal training business 

8. Determine and put in place the proper structure and organization for your 
personal training business. 

 
  

Outline: 
 

The 90 day System: 

 Being Coachable  
Effective Time Management Skills 

 

Why 90 Days? 

First Steps: 

 What it Means to Develop a Client Base  
Understanding Commitment  
Understanding Time Requirements  

 

Analyzing Goals and Establishing Clear Objectives: 

 Goals and Objectives: First 30 Days  
Goals and Objectives: Second 30 Days  
Goals and Objectives: Third 30 Days 

 

What Next?  

Starting in Survival Mode  
I’m not in Survival Mode  
Survival Mode  
Defining Objectives  
Determine Client Base Size 

 



Develop a Marketing Vision and Message: 

Product  
Place  
Price  
People  
Promotion 
 

Changing the Strategy 

Networking: 

Developing Vendors  
How Many Vendors?  
Successful Vendor Stories  
Working with Vendors  
Profitable Partners 

 

Referrals – The #1 Source for Gaining Clients : 

Develop a Referral Program  
Ask For and Track Referrals  
Set up Appointments 

 

Business Structure and Organization: 

Priorities and Dedication to a Schedule  
Necessary Business Structure  
Tax Reporting and Liability  
Liability Insurance  
Continuing Education  
The Power of Consistency 

 Sample Forms: 

Referral sheet  
Medical Clearance Form  
Get Acquainted (client contact information)  
Health History Form  
Billing Form 
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