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So you passed your training
certification exam, know anatomy
and how to design programs, and

have discovered your niche. So
what do you do now? How do you
get clients who want to work with
you?

This ebook will outline some
marketing strategies you can use
to advertise your personal training

business.



Build email list
You may have heard this before but let us reiterate... you do not
own your social media following. That number can go away in the
blink of an eye if the app is permanently discontinued. This is why
an email list is paramount for your business.

An email list will give you an audience who wants to hear from
you. With an email list, you can share information about your
business for free, making it an invaluable tool for your business.
If you are an in-person trainer, share if or when you are:

. Appearing at a local event

. Hosting your own pop-up event

. Offering a new service, like group classes
. Opening registration for the new year

(This is not an exhaustive list, but instead to get you thinking)

If you are an online trainer, share if or when you are:
. Releasing a new program
. Taking new one-on-one clients
» Having a special event, like speaking at an online symposium
or televised event
. Being featured in a newspaper or magazine
(This is not an exhaustive list, but instead to get you thinking)

Sharing with your followers or clients will help them get to know
you as a trainer. Establishing a relationship will increase your
credibility and value, likely increasing their motivation for
continued support.
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Ask for referrals (from your community and client base)
Asking for referrals from clients is a tried and true method.
Sometimes, you may not even have to ask. If you bring the

energy, enthusiasm, and value that your client is looking for when

they see you, there is a high possibility that they will naturally
mention you when talking with friends about what is going on in
their lives.

If you have built rapport with your client, you can say that you want

to add x number of clients to your roster and ask if they may know

anyone. They may know someone they are willing to tell about you
if they haven't already.

Network with health professionals like doctors, physical
therapists, etc.

This strategy is incredibly beneficial if you are an in-person trainer,
but it also holds value if you are online. Social media enables us to
form these connections with people in related fields, so do not
discount this strategy because your business is online.

If you are a Champions Certified Personal Trainer, you already
know about courteous calls and medical clearance. If you are
looking for an “in” with a health professional, you can use their
services if you need to. For example, if you need an adjustment,
find a local chiropractor and refer your clients if they do a great
job. You will likely be top of mind when their clients need a referral
if you are a client or if you regularly refer clients. In this way, you
are networking naturally, and there is no added pressure to meet
with a complete stranger to talk about referring clients.
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Use business cards
Giving your business cards to every random person you meet on
the street is not an effective way to use business cards. Why? Not
every person you come across will be your client. Try to use it
strategically. If you see someone looking a little lost at the gym
where you train clients or if they may not be doing the exercise
safely, introduce yourself and ask if you can assist them. You can
give them your card to set up a time to show them around the gym
or with exercise safety. Please do not give them a sales talk. Offer
assistance to help them get the most out of their sessions if they
would like it.
Alternatively, if you speak with someone in line at a coffee shop,
supplement store, or Target, who expresses interest in what you
do, you can give them a business card.

Participate in local events
If your community is hosting a fitness or health-related event,
show up and get to know the other people in related fields. This is
another natural way to network with individuals from related fields.
If you strike up a conversation, you will likely exchange business
cards. Be sure to follow up and meet up for lunch or coffee.

If you can get on the presenter list for the event, do so, as you will
gain greater exposure than you would if you were milling around
the event. Ensure your business cards are handy so people can

find you after the event.
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Apply to Personal Training Directories
Personal Training Directories are good to have your name listed
somewhere for prospects to find you, but this should not be the
only way you market yourself. You need to build your presence
online if your business is online. The same goes for the in-person
trainer.

This list of marketing strategies is not exhaustive but provides an
initial list for you to consider as you start marketing yourself in your
niche. Marketing will take time and is often trial and error, so
develop your plan, be flexible and be patient and persistent.

Check out our blog for more business resources
Stay connected with us on Social media: @championscertifcations
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http://www.championscertifications.com/blog

