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COPYRIGHT 2019 - THE DAILYTRAINER PROJECT 

Started in 2018 – the DailyTrainer exists to give power back to the 

personal trainers who are working in the trenches, changing 

client’s lives, and doing their best to make it all work. 

We provide access to the best educational resources for personal 

trainers without breaking their budget. Get better anywhere you 

are with our mobile app, online video library, as well as our 

digital and print books.   

CONTACT US 

We want to know what you think. Please reach out and give us 

feedback about the book, the DailyTrainer project, or anything 

else.  

Email us at help@dailytraineronline.com  

mailto:help@dailytraineronline.com
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The DailyTrainer app is currently available on the Apple Store 

and Google Play 

The website – DailyTraineronline.com is the home of free blogs, 

video content, and e-books like this. You’ll also find paid 

education resources beginning in late 2019.  

Books – Day by Day: The Personal Trainer’s Blueprint to 

Achieving Ultimate Success and this e-book are our flagship 

offerings currently.  

Want to learn more. Click here. 

 

https://itunes.apple.com/tt/app/dailytrainer/id1373807956?mt=8&ign-mpt=uo%3D2
https://play.google.com/store/apps/details?id=hardingllc.dailytrainer
https://www.dailytraineronline.com/
https://www.amazon.com/Day-Personal-Trainers-Blueprint-Achieving/dp/0578417928/ref=sr_1_1?ie=UTF8&qid=1546831191&sr=8-1&keywords=day+by+day+personal+trainer
https://www.amazon.com/Day-Personal-Trainers-Blueprint-Achieving/dp/0578417928/ref=sr_1_1?ie=UTF8&qid=1546831191&sr=8-1&keywords=day+by+day+personal+trainer
https://www.dailytraineronline.com/about-us


4 
 

  



5 
 

 

Investing legend Warren Buffet is on record saying, “it takes 

twenty years to build your reputation and only five minutes to ruin it.” 

Sure, Warren’s career was investing, but his sentiment is much 

broader. 

Yet, his words can fit any person, in any job, at any time and still 

ring true. To continue his quote – “if you think about that, you’ll do 

things differently.” 

History and pop culture are littered with people who battled for 

decades to earn their place in the world only to see their dreams 

shatter because of a few wrong turns. Chances are that someone 

specific popped into your head as you were reading that sentence.  

It’s tragic, unfortunate, but also completely avoidable. 

A reputation requires a certain level of calculation. You must be 

conscious of how others perceive you. Socrates, the Greek 

philosopher has said, “the way to gain a good reputation is to 

endeavor to be what you desire to appear”. The use of the word 

endeavor is not an accident. You must work at your reputation. 

People who develop good reputations are those who are 

conscious of their behaviors, verbal and non-verbal, whenever 

they are in front of others. They can swallow their pride when 

necessary and possess an uncanny ability to feel the vibe of a 

room and adjust the volume on their traits to an appropriate level.  
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This isn’t to say that these individuals are contrived or are faking 

their presence. Doing so would work for a while, but eventually 

people would realize that the person they see everyday is not the 

“real” person underneath. People who go out of their way to put 

on an act often earn the reputation of someone who is insecure, 

untrustworthy, and obnoxious. Clearly, no one wants those titles 

over their locker.  

Beyond these actions, good reputations are built on the behaviors 

that you do when no one is watching. The person who is known 

as smart by their peers earned that title by investing their personal 

time in educating themselves. The fit person in a group of friends 

is known as such because they forego the comfort of their couch 

and a takeout order in favor of a workout and a nutritious meal 

cooked at home. 

These actions, done in the proverbial dark, are meant to build 

your profile as a person and as a professional. Your studies, 

exercise, leisure-time activities and food choices all build the 

picture of “who you are” – AKA your reputation. Some things, 

such as your potential love of craft beer or reality television shows 

make you more interesting and provide depth to your character.  

 

Never lose your quirks in favor of “fitting-in”.  
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You can be certain that your reputation as a person and as a 

professional rest on the behaviors that you practice daily. The 

conscious choice to write your own narrative must be made if you 

are to maximize your potential in life and in your career.  

This book explores how you, as a fitness professional, can 

consciously shape your reputation at your gym by interacting 

with four critical populations. Again, there are no manipulations, 

no psychology hacks, and no talk of creating a false persona. 

Instead, we’ll draw focus on the people who can help you build 

your business to the level that makes you happy.  

 

 

 

 

 

 

TO NOTE: 

We are purposely leaving out mentions of any specific brands in 

the interest of avoiding conflict, but chances are you know a few, 

if not all, of the major players in the industry. 
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A personal trainer’s reputation is directly tied to their success. 

This is especially true if you are employed by a commercial gym.  

• Depending on where you train, hundreds, if not 

thousands, of members will see you each week and judge 

you. Whether or not they train with you is only half of the 

equation.   

• Fellow trainers will remember their interactions with you, 

see how you conduct yourself, and assess whether you are 

up-to-par with the rest of the staff.  

• Your managers will hope that you can excel at your job 

without burdening them. It is always beneficial if you can 

solve problems for them.  

• Other staff at the gym will want to know you are likable, 

relatable, and worthy of their recommendations when 

members, leads, and guests speak with them. 

Each of these populations are a cornerstone of your reputation. 

These four angles around you build the story that is your career. 

Whether you like it or not, much of your success in a commercial 

facility depends on how people see you as a trainer, a 

professional, and a person.  

The persons in these positions will have judgements of you and 

your capabilities. You’ll want to do your best to control your own 

reputation or else others will gladly do it for you.  
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Ultimately, you’ll want to become the person that everyone in 

your building can count on for a memorable interaction.  

You should aim to leave a positive mark on everyone you 

encounter. Doing so builds your reputation as a reliable trainer 

who shares their passion, energy, and expertise to everyone they 

meet, regardless of whether they can profit from them. 

Why Care about Reputation? 

Simply put, your reputation is your business card. You can be 

certain that people will talk about you when you aren’t around.  

The only question is: what will they say? 

Your business as a personal trainer is people. You train people, 

talk to people, ask people for referrals, work with people, work for 

people, and on and on. All these individuals will have their own 

thoughts about you based on your private interactions. But they’ll 

also have access to a “collective”. Because it is human nature to 

talk about others – you can be sure that someone is out there 

defending or attacking your reputation right now.  

• It could be a client telling a friend about how incredible 

your training sessions are. 

• It could be a manager fighting for you to their superiors 

even though you aren’t a high producing trainer, yet.  

• It could be your peers talking about that crazy variation of 

a deadlift you had your client doing for no reason…or that 
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incredible mobility move you showed everyone during 

your last workout. 

• It could be the membership office talking about your 

accomplishments and your kindness as a new member 

weighs their options regarding trainers. 

All these situations are real-life examples of things that could 

happen in your career as a trainer at a commercial facility. It is 

certainly not an exhaustive list either – there are hundreds, if not 

thousands, of possible conversations about you, your training 

style, your professionalism, your work ethic, your fitness level, 

and beyond.  

You’ll want to control these conversations as best as you can by 

always being conscious of your presence with others. You’ll want 

to call yourself out on your bad habits and behaviors and work to 

eliminate, or at least minimize, them. A focus on highlighting 

your strong suits, respecting others needs, and thinking of the big 

picture is also crucial. 

Once formed, a trainer’s reputation can build their business with 

little effort. Their status with managers, sales staff, fellow coaches, 

and the membership base provides them with a wide array of 

sources for their next lead. 

As we progress into the specific cornerstones, you’ll discover the 

specific things you should be doing to increase the quality of your 

reputation with the individuals in that respective category.  
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Once again, none of the things discussed are meant as a “cheat 

code” for building a reputation that isn’t real. To be your best 

requires authenticity in character and action as well as a 

dedication to serve others above yourself.  

Instead, this book is meant to help you identify all of the possible 

actors in a trainer’s career and a how-to-guide for understanding 

what each person(s) is looking for.  

With that in mind, ask yourself this in all your verbal, and non-

verbal, interactions: 

 

What does the person watching, listening, working-with-me, or 

managing me need and want in this moment? 
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One of the most important rules for any fitness coach to remember 

is the first tip in Day by Day: The Personal Trainer’s Blueprint to 

Achieving Ultimate Success – “someone is always watching”. It was 

placed on January 1st because everything you do in a fitness 

setting will be seen by someone else. This is especially true in a 

commercial facility where hundreds, and even thousands, of 

members will see you each week.  

There will almost always be other people around you when you 

are training in a commercial facility. Many have inspired 

countless memes and internet funnies. Others are just the normal 

cast of characters that finds themselves in a fitness facility… 

• There is always that person gawking at you from the treadmill in 

between long scrolls of their phone’s social media feed.  

• Some people will do their best to mirror your workout, or the 

program you’re currently putting a client through, as though 

they’ve gained access to the secrets of the universe.  

• Others will act like you are the biggest inconvenience in their 

day and give you horrible attitude just because you’ve asked how 

many sets, they have left on a cable machine.  

This population, whether you know it or not, talks about you in 

the locker rooms, when they complain at the front desk, or when 

they engage in surveys with management. As we stated earlier, 

there is no doubt that you’ll come up in conversation – the only 

question mark is the content of their remarks. 

https://www.amazon.com/Day-Personal-Trainers-Blueprint-Achieving/dp/0578417928/ref=sr_1_1?ie=UTF8&qid=1546831191&sr=8-1&keywords=day+by+day+personal+trainer
https://www.amazon.com/Day-Personal-Trainers-Blueprint-Achieving/dp/0578417928/ref=sr_1_1?ie=UTF8&qid=1546831191&sr=8-1&keywords=day+by+day+personal+trainer
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For this reason, you’ll want to position yourself as a reliable 

source of fitness information and hospitality with them. They will 

ask you to spot them, they’ll watch what you are doing with your 

personal clients, and they’ll always keep an ear on what you’re 

saying.  

Your best practice will be to befriend everyone you possibly can. 

This doesn’t mean you have to go to their home and share a cup of 

tea, of course, but it does infer that you should know their name 

and a few basic details about them (even if it’s the exercises that 

they always do).  

Most of the members of your training facility will never purchase 

a training session with you (or anyone else for that matter). They 

will, however, speak of their interactions with you and what they 

think of you as a person and a personal trainer when someone 

asks.  

Who do you think will give a better recommendation? 

The member who routinely sees you sitting on your phone with 

clients and feels like you have the personality of a potato? 

Or, the member who smiles when you say hello and ask them 

about their weekend run? 

It should be obvious, but you’ll be surprised just how many 

trainers miss the mark here. It is as if they see the non-training 

population as useless plebes that get in their way while they are 

trying to train or workout. This attitude must cease if a trainer is 
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to reach their full potential and develop a business that can 

sustain itself year-after-year in a commercial facility. 

Your goal should be to leave a positive mark on everyone you 

encounter by making them smile, showing that you care about 

them being at the gym, and building an authentic association with 

them.  

In short, you should always strive to be seen, heard, and 

remembered in a way that supports your business, highlights 

your character, and improves the space around you: 

Be Seen 

Eyes are always on you during your training sessions. It is 

important that you always position your body properly, remain 

engaged with your client, and create an experience that looks 

enjoyable from afar. That person walking on the treadmill behind 

you might seem like they are zoned out, but they are watching 

how you interact with your clients and forming opinions about 

you with each passing minute. 

Body Position 

Do your best to position your body in the best coaching position 

for any specific exercise while maintaining 90% of your attention 

on your client while they exercise.  

That other 10%?  
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Save that for potential threats that could interfere with your 

client’s ability to safely work. You should be able to see the ball 

rolling across the floor, the member stumbling while texting, or 

the random guy doing epic box jumps near those who are lifting. 

Watch for those noticeable breakdowns in form and coach your 

clients to improve their set. Remember this – if your clients form 

looks crappy to you, then it probably looks equally as bad to the 

person watching you. What image are you sending if you don’t 

care about the quality of your client’s movement**? 

**Obviously, the real reason you should worry about your client’s form 

is for their safety and benefit. Don’t be a jerk. Program smart and coach 

well. 

A few other quick tips: 

Be conscious of where you place your hands when spotting – 

especially around the chest, hips, and legs. Avoid sitting down, 

leaning on equipment, or looking like you are disengaged while 

your client is working with you. Oh, and stay off your device 

unless you are using it to track your workouts. 

Client Engagement 

Take the time to smile and converse with your client without 

turning a session into a talk show. Laughter is one of the most 

potent indicators of a successful relationship, which is perfect for 

you – you want other members to know that your clients love 

you.  
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If someone is watching you work will they say to themselves, 

“wow, they are really giving their client their all.” Or, will they see 

you and think “does she/he even want to be here?” 

The choice is yours. 

Watching eyes should see you coaching your client in-between 

sets, hustling to get equipment, and taking notes as necessary with 

your programs. Someone working near you should feel jealous 

that your client is having so much fun while being pushed 

through a customized training program. 

Just remember, clients can abuse those talking privileges and send 

your session barreling towards no-work-all-talk. Keep them 

driven and stay true to your job description. 

Engagement with those around you 

Put simply, it should look like you can work cohesively with your 

peers from a far. Someone watching should see that you can work 

around and with others to execute the duties of your job. It is 

comforting to know that you aren’t in a toxic environment – and 

non-training members always notice tension between trainers.  

Flow well with others who are doing their workouts too. It can be 

frustrating to have someone trying to use the equipment you have 

programmed for your client, but realize they are paying to use the 

facility as well. Be fluid and diplomatic when faced with these 

sorts of interactions. 
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Be Heard 

Not all headphones are pumping music or podcasts. Sometimes 

people put them in to create the illusion of “being tuned out” 

while still engaging in the snoopiest of snooping activities. You’d 

be amazed at all the things a seemingly non-engaged member will 

hear if they are close to you. 

Professional Conversations 

With that in mind, always keep your conversations professional 

and on the topic of training. If a conversation does take a turn 

(because let’s be honest – we are human and no one is going to be 

perfect 100% of the time), then be sure to monitor your volume or 

postpone the chat until the end of a session when you are off the 

gym floor.  

Be mindful of discussions you have with peers and other 

members too. You shouldn’t be known for gossip, bad-mouthing 

another trainer, or picking on a less-than-stellar member. Instead, 

take the high road and only speak positively of others (no matter 

how you may truly feel). 

Coaching 

Spend your sessions coaching up your clients on their 

performance and not worrying yourself with counting every 

repetition out loud.  
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Avoid celebrating every repetition with a “good job” or “amazing 

work” type comment too. Really, if everything is good, then 

nothing is good. Save these comments, or the verbal repetition 

count, for times when they really matter – such as the final push 

in a challenging set.  

Take the time to engage, teach, and develop your client between 

sets. Someone listening should hear you talking about ways a 

client could improve or why the exercise they are performing 

matters. When someone chooses to tune into your conversation 

will they hear small talk or a professional executing their job**? 

**Of course, this doesn’t mean you shouldn’t have some small talk and 

personal conversation. Clients enjoy making friends with their trainers 

and chatting about their lives.  

Be Remembered 

Create memorable interactions with people daily. Seek chances to 

be helpful, inspiring, and insightful without asking for anything 

in return. Do things because you genuinely want to be a reliable 

source of good. 

Sure enough, these positive actions often turn into business for 

you down the road. You must avoid treating every person like a 

potential customer. Instead, treat them as a person who is 

exercising where you work, a person who may need your help 

some day, and a person whose words about you could make or 

break your business.  
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Some examples include: 

• If you see someone’s phone slide off the treadmill, then be 

the one to grab it.  

• If someone looks like they are lost, then be the person to 

help them.  

• Spend the five minutes helping someone understand how 

to better perform an exercise or use a machine when you 

can. 

• Give someone a tour of the facility if no one else is 

available. 

• Listen to the stories the older members want to tell – 

chances are you’ll be the beneficiary in the long run. 

The list goes on and on, but the core behavior remains true. Take 

the time out of your day to create memorable interactions for the 

membership base of your gym. Obviously, you are doing this for 

your clients, but be sure to extend this attitude all the way to the 

person who will never purchase training with you. Your 

reputation must be broad.  

Referencing above, take the time to know people’s names and a 

bit of their story. Enhance the experience that your facility 

provides and become the cornerstone of that gym. When everyone 

knows you, likes you, and thinks highly of your work, then you’ll 

be in a position of power.  

Remember this – no one regrets being a good person. 
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First and foremost, realize that your peers are not your 

competition. As Jonathan Goodman, creator of the Online Trainer 

Academy, once said: “If you think you are competing, then you’ve 

already lost”. 

He is spot on and here is why… 

There are an estimated 328 million people in the United States 

alone. From there, labor statistics suggest that there are only about 

450 thousand certified personal trainers (again only in the U.S.). 

Do you know what that means? 

It means there are 728.9 possible clients for every registered 

personal trainer.  

Wow – talk about a quality lead pool. They say that a 30% closing 

rate is a good benchmark in commercial facilities to judge the 

sales proficiency of a personal trainer. If you were able to do just 

that, convert 30% of these people into paying clients, then you’d 

have 218.7 clients on your roster. 

Let’s hope you can find time to sleep… 

Now, these are just raw statistics thrown out there to support the 

idea that you don’t need to compete with other trainers, but it 

shows proof that there are significantly more people who could 

purchase training than those who currently offer it.  

https://onlinetraineracademy.theptdc.com/
https://onlinetraineracademy.theptdc.com/
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That should encourage you to not worry about what your peers 

are doing and instead worry yourself with whether you’re doing 

the best you can for your clients.  

You need to care about your reputation among your peers. You 

want the veteran trainers to know that you respect them and want 

to learn from them while you want newer, less-experienced 

trainers to look up to you for guidance. You want everyone to 

know that you play fair and believe that there is no such thing as 

competition in your workplace. 

There are behaviors that all good trainers have in common when it 

comes to their relationships with fellow coaches: 

Be a Student 

Take the time to learn from people who know things that you do 

not (yet). Most trainers like to have a “thing” that they are known 

for, thus making them a great source of information regarding 

that topic. Some coaches study myofascial release and the fascial 

slings, while others know bodybuilding, powerlifting, or Olympic 

lifting technique. 

The worst mistake a trainer can make is thinking that they don’t 

need their peers. This sort of standoffish attitude not only makes 

for a toxic work environment, but also limits the growth of said 

trainer. It can be tough to humble yourself in front of others, but 

so long as you remember that you aren’t competing with them, 

then you’ll be poised to rise higher than you expected.  
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The lessons extend beyond science too. Managing your business, 

taking care of yourself, and dealing with problematic clients is 

something that every professional trainer must deal with. Some 

have learned how to do all these things, and more, and are more 

than happy to share that wisdom with a good-hearted individual 

who respects them for their accomplishment and experience. 

Present yourself as an ideal student; a person willing to remove 

their bias and assume the mentality of a novice. There is no law 

that says you must believe what other coaches teach you, but it 

serves you better to entertain and contemplate what others say, 

think, and feel.  

Be a Teacher 

Learning takes two to tango. For every information-thirsty trainer 

there must be a willing teacher. As you begin to rise in the ranks 

at your facility, accrue certifications, and build a book of clients – 

be sure to turn around and offer advice to those who stand where 

you once were. 

Once again, accepting that no one is your competition is critical. 

You must be confident in yourself, in your business, and in your 

reputation. Be willing to share your secrets and teach people what 

you’ve been taught, what you’ve learned, and what you are 

currently contemplating. A sharing mentality always pays off in 

the end. 
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Help new trainers get acclimated to the facility and introduce 

them to your vast network of members (see cornerstone 1). Be a 

resource for their silliest questions, offer to roleplay sales with 

them, train them, be trained by them, and help them feel not 

alone.  

Push trainers to advance their educations by suggesting 

certifications, blogs, and books. Be the reason that other trainers 

succeed, and they’ll openly credit you with their growth, even 

with their own clients. The minute you decide to lead in earnest is 

the minute your career advances from trainer to coach. 

Be a Team Player 

Ask any trainer in their first year who the best trainer is, and 

they’ll likely point at themselves. They may rattle off some 

accomplishments, certifications, and maybe even their body fat 

percentage. Oh, to be young and naive. 

When you work in a commercial facility it is important to take 

ownership of the fact that there isn’t a singular best trainer. Sure, 

there is a hierarchy based upon skill, experience, passion, and a 

commitment to the client. But there isn’t a singular person on the 

mountain top – even if they’ve been given a title by those in 

power. 

Ultimately, we must realize that the best trainer is always the one 

who fits the client’s needs, goals, personality, and capability. The 

best trainer for a client is always the one who can help them 
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become compliant, build their confidence, and achieve their 

training goals. The best coach is always the one who listens 

intently, trains safely, and cares wholly.  

Sometimes you’ll be given a lead that you don’t click with. Sure, 

you could force it and train them anyway. Or, you might know of 

the perfect coach for them. Choosing to align a client with the 

right coach sends the message to everyone watching that you 

understand that everyone has skills and specialties and that you 

are humble enough to know your own limitations. 

While it may seem counterintuitive to give away leads – the 

universe has a tremendous way of rewarding you tenfold for 

good behaviors such as these. It may take a moment for your 

reward, but rest assured it will come.   

Being a team player also extends to helping other areas of your 

facility when needed. If you see trash on the floor, then pick it up. 

If the toilet paper needs changing in the bathroom, then go get the 

darn roll yourself. 

Be the trainer who cares about the whole operation and not just 

their bottom-line. Sure, we all need to make a living and want to 

take care of our needs and wants, but that doesn’t need to come at 

the expense of willful selfishness.  
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Obviously, having management think highly of you in any job is a 

safe bet. You never want to make enemies out of the people who 

sign your paychecks and keep you employed.  

Still though, building a stellar reputation with these individuals 

extends well beyond doing your job, hitting your numbers, and 

staying out of trouble. Ultimately, you’ll want to be known for 3 

things in the minds of your managers. 

Becoming the sharpest tool in your manager’s shed is one of the 

fastest ways to ensure your job security and potential growth. Be 

sure you are doing the following for your manager: 

Capable of making their job easier 

Managers in commercial facility are dealing with trainers, 

members, their bosses, other staff, their own lives, and so much 

more. They are constantly putting out fires. 

One of the best ways of helping your managers is to be the person 

who makes life easier on them. Give tours to new prospects in 

your downtime, offer to do events, help with administrative work 

if you are capable, and always deliver a grade-A experience to 

your clients and leads.  

Be the trainer who hits their target goals, keeps active programs 

for each client, and manages their own business with little or no 
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help needed. Being the least squeaky wheel is always a good 

move. 

Solve your own problems if possible. Don’t run into your 

managers office with a lit matchstick – blow that out yourself. 

When you aren’t a burden on your managers, they’ll be beyond 

happy to help you when you’ve got a problem on your hands.  

You’ll also be the first person they think of when they have a good 

opportunity for press, a superstar client, or an award because you 

are reliable and easy to work with.  

Become the Fixer 

Not every trainer who gets hired is good at their job, 

unfortunately. Some drop the ball and are dismissed from the 

facility, or at the very least, fired by their client. These clients are 

in a fragile place and require an overwhelmingly positive 

experience to change their hearts. 

Otherwise, they’ll take their time and money elsewhere and 

decide that your facility, and all those who work for it, are not 

good at their job. This is the client’s right as a customer. 

Become known as the fixer for your managers. If a member has a 

poor experience, then be the one who can be called upon to 

remedy the situation with an outstanding training experience. 

Develop the reputation as the trainer who can help keep business 

in the facility when it seems like all hope is lost. Be capable of 
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working with the tougher clientele too – once again helping your 

managers get rid of a problem – and widening your reputation as 

a true gem. 

Your reputation with management extends beyond the things 

discussed here too. Be above gossip, avoid complaining, and 

always be the best professional on and off the floor. Become 

known as the true fitness professional by management and you’ll 

never hurt for leads and opportunity.  

Become a Leader 

Leadership is one of those buzzwords in the modern workplace. 

Becoming a leader is an honor and a responsibility that many 

trainers don’t achieve because they keep their eyes focused on 

their own business.  

A leader in the commercial facility is the person who bends down 

to pick up trash on the gym floor, helps a member get situated on 

a treadmill, and coaches up new trainers whenever they can. They 

represent the values of the company, the manager, and their own 

work ethic.  

Impress your manager by becoming an extension of them with the 

staff. Be quick to point out when a trainer makes a critical mistake 

or isn’t presenting themselves appropriately while also being the 

first to high-five someone after a big-win.  
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The power in any commercial facility lies within the staff who has 

the most interactions with the membership base on a regular 

basis. Sales teams, front desk employees, and general managers 

can have dozens of conversations each day with paying members, 

clients, and leads. 

In short, these individuals have more power than you know. They 

have face-to-face interactions with most members, management, 

and other trainers. If they don’t like you, then it won’t take long 

for everyone to know it. 

Build a relationship with them that is genuine and real. Become 

friends and offer to give them some of your time on slow days. Do 

this for a while without the expectation of getting something in 

return. It may seem harmless to go tit-for-tat, but you don’t want 

to have a scoreboard in this industry.  

In time, they’ll appreciate your selflessness and credit you with 

their own successes. When asked about personal trainers you’ll be 

the first one on their mind; not because you bothered them for 

leads, but because you helped them in their journey called life and 

they genuinely thank you for it. 

These people know that clients are your business and will go out 

of their way for you if you do the same for them. Sure, in so many 

ways this is an exchange of services, goods, and opportunity – like 

most business deals. Yet, if done earnestly – it will never feel like a 
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business deal – and that is the secret to a flawless reputation with 

those who know most of the membership base of your facility.  

Realize that each position has its own specific sets of needs: 

Membership Sales 

Those who are responsible for signing new members up to the 

gym have daily conversations with prospects, paying members, 

and training clients. They are the point of contact for any of the 

people they helped initiate to them gym. 

That’s a lot of power that should be respected. 

Moreover, you should understand that they need a flow of leads 

to stay busy (and profitable). Help them expand their network by 

asking your clients if they have any friends who’d like to join your 

gym or by being helpful on a tour. Some sales staff even do 

outreach work with local businesses and charities. Sign on to be a 

part of these adventures when you can.  

Be a great human who is clutch, and your sales team will always 

check your availability in the calendars when a new prospect 

mentions that they’d like to train. 

Front Desk Staff  

Every day members must go through a front desk to get to the rest 

of the facility. The individuals who work the desk are gatekeepers 
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to your world. To be honest, most are not paid nearly enough for 

the type of crap that they must deal with daily. 

Be friendly and respectful of them. Offer to help if they need to 

use the restroom, grab them a protein bar when you get one for 

yourself, or simply have a normal human conversation with them 

during down time. 

The staff that handles the desk is a familiar face to members who 

have questions, and a safe target to dump their complaints. By 

developing an authentic and healthy relationship with your front 

desk team you’ll have another ally in one of the most visible (and 

powerful) positions in the gym.  

To be clear, your goal is not manipulation. You should not do 

these things for the sales team or front desk staff simply to gain 

allies. No, instead you do it because you want to have positive 

interactions with everyone you encounter – memorable 

interactions.  

Those memorable interactions leave an imprint on the minds of 

those who can speak highly of you when the opportunity presents 

itself. Do good things because you want to do them for the benefit 

of others and most likely good things will be given back.  
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You’ll notice that no mention was made of your clients in the four 

cornerstones. Done intentionally, it is assumed that you would go 

out of your way for those who have voted “yes” for you and your 

methods. Always honor the commitment your clients made to you 

by being an elite professional, by developing unique programs, 

and by creating a memorable fitness experience.  

Deliver Change 

Your clients are an extension of your reputation. To be clear, this 

goes well beyond the physical results they achieve too. Sometimes 

you can do all the things right in your sessions, but a client still 

won’t gain or lose weight as a result of their personal habits, an 

underlying medical condition, or a lack of drive.  

Still, you can impact their lives and help them become stronger, 

more confident, improve their mobility and skill, decrease their 

instances of pain, and unite them with a community of like-

minded individuals on the same journey.  

Don’t assume that your clients need to have radical 

transformations for your business card to have value. In fact, only 

highlighting the extreme is a quick way to make your other clients 

feel like shit. Look for wins in every client, no matter how small 

they may seem.  
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A client who eats out less, sleeps more, and makes it to the gym 

three-days-a-week should be celebrated with the same intensity as 

the client who just set a new PR in their squat. Max efforts take on 

all shapes and sizes. 

Retention 

Check in with your clients from time-to-time. Reassess their body, 

their goals, and their attitude towards training. Send them a 

survey that they can fill out anonymously to provide you 

feedback.  

Offer to train a family member or friend sometime as a gesture of 

good faith and appreciation. Remember their kid’s birthdays (or 

their own). Feel compelled to get them little gifts on those days 

that don’t cost much money but demonstrate thought.  

Make their training experience seamless by keeping a schedule 

that is well-organized a month in advance and by keeping an eye 

on their training packages. No one wants to be shuffled around a 

schedule or surprised by a bill.  

Your goal should be to truly make your clients feel special for 

training with you. Your gym offers other options, but they chose 

you. Reward them for that decision as often as you can.  

Beyond that – be reliable and be consistent for them. Don’t let 

years of training make you feel comfortable enough to late cancel 

sessions or slack on your professional responsibilities.  
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Your reputation is the backbone of your success in a commercial 

facility. With so many potential interactions each day it is 

important for you to present yourself in a specific way to ensure 

success. Be a professional, an authentic person, and a damn good 

personal trainer.  

When all these boxes are checked you’ll find that your business 

can run itself. Your clients want to show up, new leads are always 

interested, and your managers, peers, and other staff are eager to 

sing your praises.  

It is important to remember the story of the tortoise and the hare.  

It can be tempting to use sleazy sales tricks and hustle yourself to 

the top of the food chain at a gym. Like the hare – you’ll go out in 

a blaze. Yet, eventually you’ll get lazy, bored, and your true colors 

will begin to show through. Members, clients, and your peers will 

see you for who you really are. 

Yet, the turtle inches forward each day with a careful integrity. 

Step after step they own their arena and eventually win out in the 

end. Everyone who comes across the turtle appreciates its 

authenticity, its capability, and its tenacity. Playing the long game 

in fitness is especially wise. 

You know the story now, so the only question left is: 

Which reputation will you have? 
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