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Becoming a Personal Trainer
List the reasons you want to become a personal trainer. Start with shallow reasons like

money and status, then move up to more meaningful reasons. Go as deep as you can.
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Your Ideal Salary
List your monthly expenses here:

Now add that all up to create a total: Now double it to get your ideal salary:

For most personal trainers, your ideal salary is your monthly expenses multiplied by two.

This gives you enough wiggle room to invest in your business and live comfortably.
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Getting Qualified
Use Google to write a list of potential gym instructor course providers:

1.

 

2.

 

3.

 

4.

 

5.

Use Google to write a list of potential PT Level 3 course providers:
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4.

 

5.



Business Mindset

1:2



BUSINESS MINDSET 6

Understanding You're a Business Owner
List the many hats you need to wear as a fitness business owner:

1.
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Understanding You
Without too much detail and over analysing, what do you want your life to look like?

What do you want your work life to look like?

What do you want your income to look like?

What do you want your family life to look like?



BUSINESS MINDSET 8

Which one of the goals from the previous questions matters the most to you?

Of all the things you've done in your life, what has given you the most satisfaction or

pleasure?

Do you ever find yourself wishing you were different? What do you wish? Why aren't you

that way? What gets in your way?

If you no longer had to work, how would you spend your time?
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What is missing from your life? When you find yourself wishing for something, what is it?

What motivates you to perform above and beyond the call of duty?

What are your greatest strengths?

What are your greatest weaknesses?
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Create Your Business Vision
How will people perceive your business brand when it is finished?

How much money will your business be making?

How will employees of your business feel about the company culture?

How will clients feel to be a part of your business?
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How will your business be distinguished from others?

How will clients find out about your business?

How far away from your business vision do you feel you are?

What steps do you need to take as the owner of your business to accomplish your

business vision?
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The Current State of Your Business
Rate the following statement on a scale of 1 (strongly agree) to 6 (strongly disagree).
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How did you do? Are there any stand out areas you need to work on?
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Understanding Money
How much do you get paid per month BEFORE expenses?

How much do you get paid per month AFTER expenses?

Is your actual monthly income enough to sustain your current way of life?
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Profit & Loss
List an example of an asset you own or would like to own:

List an example of a liability you own or would like to own:

List an example of revenue your business creates:

List an example of an expense your business has to pay:
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Funding Your PT Business
Find and list all possible sources of debt funding for your PT Business and include them

in the box below:

Find and list all possible sources of equity funding for your PT Business and include them

in the box below:
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Choose Your Niche
Answer the following questions to help you choose a niche.

 

Who do YOU want to work with?

What do YOU want to sell?

What do your prospective clients need?

What's your story and does it impact who you want to work with?
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Getting to Know Your Clients
Using the strategies from this lesson, answering the following questions.

 

What do my clients think they want?

How do they describe their problems?

How do they feel about their problems?

How does your service solve those problems?
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Create Your USP
Using what you learned in the lesson, answer the following questions.

 

What unique skills do I have outside of being a personal trainer?

What  unique offer can I add  as value to my PT service?

What gap is there in the market in my area?

What are my clients looking for?
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Using the answers above and the following template, write your USP:

 

My name is __________________, I love _______________ but was fed up with

_______________. So I created ______________ that ___________________________.
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The Buyer Journey
What questions might your clients have during the Awareness Stage of their buyer

journey?

What questions might your clients have during the Consideration Stage of their buyer

journey?

What questions might your clients have during the Decision Stage of their buyer journey?
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Designing Your Packages
List what will be include in your FIRST package. This is typically the lower priced

package but MUST include everything a client needs to get a result.

1.

 

2.

 

3.

 

4.

 

5.

 

 

List what will be include in your SECOND package. This is typically be a mid-tier package

and usually contains extras like more support, more systems and extra features.
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List what will be include in your THIRD package. This is typically the higher priced

package and contains the maximum number of features and support you can offer a

client.

1.

 

2.

 

3.

 

4.

 

5.
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Using Surverys To Get New Leads
Using the answers to the survey, what were some common pain points that your

audience mentioned?

Using the answers to the survey, what kind of buyer history did your audience have? How

did they try to solve thier problem in the past?

Using the answers to the survey, what were some of the most common problems that

your audience mentioned?
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Create an Ebook
Using the answers from the survey in the previous lesson, list as many Ebook topic ideas

as you can here:

1.

 

2.

 

3.

 

4.

 

5.
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Wow, This Has Been Amazing
You made it all the way to the end of Stage One. If you haven't already? Consider

upgrading to Unlimited to access the follow:


