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CHALLENGES OF THE
INDUSTRY

There are a number of challenges that face both
newcomers to the industry, and the industry itself. One
of the biggest challenges is the high rate of new and
small business failure, which sits at about 80% within 2
years. There are multiple theories that tackle why this is
the case, and a recurring one is the ease of entry into a
fitness role, and whether the training is too expedient,
too simplified, or both.

The industry is also one that is highly unregulated.

This means that businesses have more freedom of
movement compared to other professions in regards

to the delivery of services. While most industry
professionals offer real and honest service, there are
unfortunately trainers out there providing worthless
solutions to real problems. While it's usually the
consumer that ends up with a false or misleading
product or service, it’s the reputation of the wider fitness
industry that ultimately ends up suffering.

The final challenge confronting the industry is the
over-supply and over-consumption of fitness-related
information. There is an infinite amount of information
available, both on and offline, some of which is
conflicting in its message, while some is incorrect or
misleading. This can leave the consumer confused and
overwhelmed, and hence often unable to act or take
steps to improve their health and fitness, which doesn’t
help anybody.

BRAND-NAME GYM OR
FREELANCE?

At times it's no easy feat earning revenue from being a PT,
either as a freelancer or in a brand-name gym. If you opt
for the gym path, you’re probably going to end up being
more of a multi-tasker when you start out, helping out with
gym maintenance, cleaning and “walking the floor”. One
big difference between the two options is a PT working

in a big gym is subcontracted to service a big gyms’
membership. Yes, they may offer support in regards to your
marketing, however many of the overheads, excluding
equipment costs, may often be quite similar. Freelancing
on the other hand? You have to bear in mind the physical
isolation, no third party brand support, capital investment,
and in many instances, having to start with nothing.

These are all important factors to consider when making
a decision on which path to take. Take some time to read
this blog which offers some helpful tips to consider when
making your choice.
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https://www.myptconnect.com.au/blog/freelance-or-brand-name-gym/

A SEGMENTATION OF SERVICES:

Products and services segmentation (2017-18)
5.1%

Online personal training

451%

Group Training

39.6%

Individual personal
training

TOta| $480.4m Source: www.ibisworld.com.au

In the past 5 years, individual personal training has declined in revenue share in Australia as consumers cut
back on spending due to widespread economic uncertainty. On the other hand, group fitness has increased and
is continuing to increase its share of revenue in Australia at the expense of individual personal training. This is

because it's a more affordable option for consumers during this tumultuous time economically.

A SEGMENTATION OF SERVICES:

Major market segmentation (2017-18)
11.0%

People aged 55 and over

54.3%
People aged 15 to 34

34.7%
People aged 35 to 54

TOta| $480.4m Source: www.ibisworld.com.au




TABLE 1.1 FITNESS PROFESSIONALS REGISTERED WITH
FITNESS AUSTRALIA

Exercise Professionals (EP)  Fitness instructors and personal trainers 25,521 Certificate lll in Fitness
- - - - Certificate IV in Fitness
Sole Trachig Businesses Fltlness |nstruch'>1rs ar;deersolnal tra;zners ppeF:at:cng gs | r60u 27425 Diploma in Fitness
(STB) Students (S) o) eA tradgrs with an (includes Exercise Professiona , Other tertiary qualifications
Registration eg.
Students (S) Those studylng to complete a fitness qualification (future 4,987 Ba;helor of Exercise
fithess professionals) Science

Gyms, health clubs, fitness centres, fitness franchises,
Fitness Businesses (FB) indoor and outdoor personal training businesses and 1,51
fitness studios

Industry Suppliers (IS) Suppliers of fithess products and services 41

Providers of Fitness Australia approved continuing

83
education programs and events

CEC Providers (CEC)

Source: Fitness Australia, current as of August 2015
https://bp-fitnessaustralia-production.s3.amazonaws.com/uploads/uploaded._ file/file/133393/FAUS749-Industry-
Report-2016-Section-1-Digital.pdf

Since 2013, the Australian PT industry has had an annual growth of 5.6%. The 2017-18 financial year saw the PT
industry accrue a total revenue of $480m.

Year Revenue $ million Growth %
2005-06 258.9 (0]
2006-07 2774 71
2007-08 2976 73
2008-09 302.0 15
2009-10 353 4.4
2010-1 3293 4.4
20112 3493 6.1
2012-13 366.0 4.8
2013-14 3933 75
2014-15 418.9 6.5
2015-16 442.8 57
2016-17 462.2 4.4
2017-18 480.4 39
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https://bp-fitnessaustralia-production.s3.amazonaws.com/uploads/uploaded_file/file/133393/FAUS749-Industry-Report-2016-Section-1-Digital.pdf
https://bp-fitnessaustralia-production.s3.amazonaws.com/uploads/uploaded_file/file/133393/FAUS749-Industry-Report-2016-Section-1-Digital.pdf
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BUILDING YOUR BRAND

A 6-Step Branding Guide for
Personal Trainers to Stand
Out and Succeed in the
Marketplace





Introduction

You became a Personal Trainer to help people, and now more
than ever, your expertise is in demand. The value that you bring
to people’s lives is impossible to put a price on as more and
more people realise that health is the only real wealth.

Regardless of that reality, it might still seem hard to reach the
people who need your services. You might feel undervalued or
commodified, like people are more likely to just buy a gym mem-
bership than invest in your Personal Training services. Though it
might seem like building your Personal Training business is an
uphill battle, it doesn’t have to be that way.

Studies show that 80% of people would consider hiring a Per-
sonal Trainer, and over 900,000 Australians already havé. In fact,
the need for personal training services is on the rise alongside
obesity and preventable diseases like type 2 diabetes?.

Many people feel more comfortable working one-on-one with a
trained professional than being left to their own devices®. Con-
sumers want results, and they know that a personalised ap-
proach is the best way to get them.

There are many factors essential for ensuring your Personal
Training business is successful. Three key factors are:

1. Easy access for clients
2. Having a good technical knowledge of your service
3. Having a good reputation

The goal of this guide is to help you learn to brand your Personal
Training business in a way that helps you meet these criteria with
ease. You'll discover how personal branding can help you grow
your business, command higher fees, and stand out in a sea of
similarities.

1 Roy Morgan Research. Over 900,000 Australians Paying for Personal Train-
ing. 2013, http://www.roymorgan.com/findings/5210-personal-training-on-the-
rise-australia-june-2013-201309260207.

2 “Leading Types of lll Health (AIHW).” Aihw.gov.au, 2014, http://www.aihw.
gov.au/australias-health/2014/ill-health/.

3 IBISWorld. Personal Trainers in Australia: Market Research Report. 2017,
https://www.ibisworld.com.au/industry-trends/specialised-market-research-
reports/consumer-goods-services/personal-trainers.html.
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Building Your Brand

Why Do You Need a Brand?

Your brand is what sets you apart. It's what defines and differentiates you. The truth is that people
work with businesses they can trust and relate to. Personal branding shows potential clients who you
are, how you can help them, and why you’re a good fit. It’s your platform to convey your expertise,
attract the types of clients you want to work with, and tell the world your story.

Your brand is your personal podium, it’s your space to state your mission, your qualifications, your
reason for doing what you do. Branding, in essence, helps you differentiate yourself from the com-
petition and creates a strong value proposition that makes people choose you over the other guy or
girl at their local gym.

Think of your brand as a storefront. Imagine going to a shop that has no signs, nothing in the win-
dows, and no clear message to tell you what’s inside. Are you going to go in that shop? Probably not.
Branding your Personal Training business is no different. It’s an essential part of running a successful
business, and it’s not nearly as hard as you might think.

W
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Building Your Brand

How to Build Your Brand in 6 Simple Steps

1. Know who you are and the types of
clients you want to attract

Rule number one in branding is that you cannot be all
things for all people. Convey who you are and focus
on attracting the types of clients you want to work
with. It might seem counterintuitive but the more you
zero in on a specific niche, the more clients you’ll at-
tract.

To do this, ask yourself these questions:

® Who do you most want to serve? Examples:
men, women, athletes, people with disabili-
ties, fun loving fitness enthusiasts, or people
who’ve never exercised a day in their life.

® What type of training are you most passionate
about? Do you want to focus on calisthenics,
weight lifting, crossfit? Be specific.

® Is there a specific attitude you want your cli-
ents to have?

® What’s your approach to Personal Training, do
you want the experience to be fun and easy
going or strict and authoritative?

The best part of running your own business is that
you set your own rules, the kicker—you have to stand
by them.

A 6-Step Branding Guide for Personal Trainers to Stand Out and Succeed in the Marketplace
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Building Your Brand

2. Build trust and rapport

Trust is the cornerstone of your business. People are giving you the key to their well-being, and to
do that they need to know you’re dependable and up to the task. So how do you build trust? How
do you create relationships and plant seeds of potential everywhere you go?

The answer is simple. You do what you do best—help others whenever the opportunity presents
itself. Answer questions, address common objections, engage with your clients and community in
an authentic and genuine way.

3. Seek out mutually beneficial partnerships

A rising tide lifts all boats. The bonds you form with fellow Personal Trainers and fitness profes
sionals can extend your reach and expose you to a much greater audience.

Beyond increasing your sphere of influence, forming a network of likeminded individuals that you
can turn to for feedback and support is essential as you define your brand. Cultivating relation-
ships with your peers can give you a leg up in terms of learning the ropes of running a successful
Personal Training business.

A 6-Step Branding Guide for Personal Trainers to Stand Out and Succeed in the Marketplace
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Building Your Brand

4. Consistency is key

Professional branding is all about consistency. Think of your favourite
supplement or clothing brand. What would happen if one day they de-
cided to completely change their logo? What if they went from serving
millennials to seniors at the drop of a hat? They likely wouldn’t be in
business for very long.

These are the areas where consistency is exceptionally important:

® Messaging
What’s your message? This ties back into knowing who you are and
who you serve. If you’re dedicated to helping mothers regain their
fitness postpartum, let that be the focal point of your message.

Keep the focus on your target market and speak to them directly.

® Tone

Your tone is how you communicate both in person and online. It’s
the language you use that shows who you are, what your style is,
how you help people and why you’re different.

Keeping a consistent tone in your branding is easy as long as you
remain true to who you are. If you’re fun and energetic, let that
shine through. If you’re serious and authoritative, that’s okay too.
Be professional and be who you are.

® Visuals

The visuals you use to represent your brand include your logo,
headshots, imagery, fonts, brand colors, style elements, and social
media graphics. When your visuals are cohesive and connected,
you create a brand that people recognise.

® Values

What values do you want your business to portray? As a Personal ’f 4
Trainer you might choose dedication, positivity, and non-judgment.
Choose what you want to stand for as a business, your brand val-

ues set you apart more than anything else.

A 6-Step Branding Guide for Personal Trainers to Stand Out and Succeed in the Marketplace
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Building Your Brand

5. Create a reputation of integrity and professionalism

Your reputation is important because it's how people think and speak about you. Go out of your way
to be helpful and kind. Offer sound advice without expectation. Show up on time and go above and
beyond for your clients. Your reputation will help you create a strong and sustainable business.

6. Make everything personal

As a Personal Trainer, you’re in a unique position to connect with your clients on a one-on-one level.
When you’re a Personal Trainer, you are your brand. Make every interaction you have with your cli
ents and potential clients meaningful. Be generous with your time, listen to their problems, and do
your best to create personalised strategies that will help them get the results they want.

A 6-Step Branding Guide for Personal Trainers to Stand Out and Succeed in the Marketplace
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What Not to Do

These are some common mistakes that many Personal Trainers
make when first starting out. Avoid these errors and your business
will remain on the track towards growth.

1. Not investing in further education

Your education doesn’t just stop after you’ve got your Personal
Training certification. The most in-demand personal trainers are
always striving to improve both their professional skills as well as
their business management gusto.

A 2. Not setting goals for building your business

If you want your business to grow and expand you need to set
goals. Creating short and long-term goals will push you to con-
tinuously grow both your skillset and your bottom line.

"'A.

3. Disengaging from gym members who aren’t
o ready to hire you

Everyone is at a different point in their buyer’s journey. Keep on
‘*’q.\ showing up and helping people and when the time is right you’ll
" be the person they turn to for help.

A 6-Step Branding Guide for Personal Trainers to Stand Out and Succeed in the Marketplace 38
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Quick Tips for Getting Started

Ready to begin working on your brand? Here are 10 quick tips to help get you started.

1. Research some existing businesses or Personal Trainers and write down what you like and
dislike about their brand — think about visuals, values, how they interact with others, how
they make you feel, etc. Once you have a list of likes and dislikes, try to convert them into
small scale actions that you can apply to you own brand. Doing this over time will help break
the workload into more manageable sized activities.

2. Consider what makes you unique. Ask some friends, family members or clients if you're
not sure. ldentifying your unique selling point will help you when talking to potential clients
about your services.

3. Determine your purpose. Why did you choose to become a Personal Trainer and what do
you hope to accomplish in the next 2, 5 or 10 years? Vision is key to growth.

4. Decide on the types of clients you want to work with — and why. Whilst you are a source of
motivation, it’s also important to know what kind of client will motivate you.

5. Find out what appeals to these clients and what you can offer them.

6. Evaluate your current brand and consider how well it relates to your potential clients. De-
cide what works and what could be improved.

7. Enlist in professional help to create or update a logo and website that effectively communi-
cates your brand, values and point of difference.

8. Think of three things you could do that might negatively impact your credibility and the trust
you have built with clients. Now think of three ways to prevent this from happening.

9. Ask for feedback and be open to learning opportunities.

10. Network both online and offline. Talk to other trainers and gym clientele, attend events,
partner with causes you’re passionate about, and get active on social media.

A 6-Step Branding Guide for Personal Trainers to Stand Out and Succeed in the Marketplace
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Building Your Brand

How My PT Connect Can Help Grow Your Brand

Imagine the possibilities of your business if your online branding received the much desired boost
that it needs.

Were you aware that there are on average 1.9 billion monthly visitors to Facebook alone, or that
Instagram reaches close to 600 million visitors in the same amount of time?

Because there are millions of businesses, each fighting for their attention, it makes breaking through
the noise an extremely difficult task for any independent trainer out there.

All of this before you even begin to consider the need to understand the highly complicated algorithms
that social media platforms confront your well-crafted content with and you’ve got a tough road
ahead!

At My PT Connect we take the guess work out of promoting your brand for you.
My PT Connect is an online community platform that specialises in helping Personal Trainers, like you,

build their brands, reach bigger audiences and improve their online marketing skills.

My PT Connect provides you with everything you need to:

Build an online brand that helps you stand out and succeed
Connect with a supportive network of other Personal Trainers

Access training resources to improve your skillset and build your business

Reach a bigger audience and grow your client base

It's time to set yourself apart from the crowd and reach the people who
need your help the most.

Transform your business. Change more lives.
Visit www.myptconnect.com.au and sign up for free today!
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