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Hey there, I’m glad you found this ebook... 
 
Whether you currently own a one-on-one personal training business, a small 
group training business, a boot camp or fitness studio... or maybe your working 
at a job as a trainer and ready to break off on your own 
 
This report is gonna show you EXACTLY what to do to build your training 
business to the 6-Figure level, and if you’re already making 6-Figures, this book 
can help you get the HIGH 6-Figures and beyond 
 
Oh, and who I am? 
 
Well, my name is Chris McCombs, or Big Chris... which is what most people call 
me, seeing as I’m like 6’6” and float between 250lbs and 320lbs  ... 
 
For years I owned a highly successful training business in Orange County 
California... I went from working at a 24 Hour Fitness and had the worst sales of 
anyone there, to starting my owning training business and quickly getting it to 6-
Figures while only training 3 days a week all they way up to $40,000 a month 
with 15 trainers working for me  
 
I’ve also coached countless successful fitness professionals all over the world to 
the tunes of six figures a year, and a few even up into seven figures a year  
 
And all done in a way where they’re able to own a fitness training business that 
works FOR them, instead of them working for “it” all the time 
 
You can see some of these success stories here:  
 
http://www.kickbacklife.com/success-stories/  
 
In a world where the average fitness professional makes less than $25,000 per 
year... and it seems to ONLY way to make more money is to work more hours... 
even when trainers are often working long hours for minimal pay... 
 
... I’m here to tell you that there’s a better way... 
 
... This report is your roadmap to that better way 
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Ok, so there’s three big ways to make more money in your training business 
 
Everything falls under one of these three... 
 
1. Get More Leads 
 
2. Convert More of Those Leads Into Paying Clients 
 
3. Maximize the Value of The Training Relationship in a Win/Win Way That Helps 
You Earn More Profit Per Client 
 
Besides getting people mind-blowing results, these are the things you need to 
focus on to grow your training business 
 
Oh yeah, and even getting people mind-blowing results falls under the three 
 
It ain’t no big magical mystery here, this is really pretty simple stuff 
 
Get more leads, convert a higher percent into paying clients and maximize the 
value exchange between your business and the client 
 
“But what about becoming a better trainer?”  ... I can hear a few of the diehards 
saying 
 
Yep, that’s included in the list, and falls under # 3 ... Maximizing The Value 
Exchange... 
 
The better training and better service you provide, the better retention you’ll have 
and the better lifetime value of a customer... 
 
But it’s important that you don’t just focus on the training, that’s only part of it...  
 
More times than not the trainers with the most certs make the least money 
 
Why? 
 
Because they spend all their time studying for certs, and not enough time 
learning and applying business, sales and marketing stuff 
 
It’s just as important that you become good at the marketing, sales and business 
side of things as you do the training side 
 
Unless you want up 75 years old and having to train 60 hours a week for your 
employer, just so you can afford rent, medication and maybe have a little 
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something left over the get the early bird special down at the local Sizzler 
 
That’s no kind of future, but it’s exactly the kind of the future a large portion of the 
industry are setting themselves up for 
 
It’s either that or get out and do something different, which most will do, not 
because they’re not passionate about fitness, but because they just can’t make a 
decent living doing that thing they love... training people 
 
What a shame 
 
Now let’s break down each one of these elements, one by one, so you can own 
the dream training business you know you deserve deep down inside 
 
So without further ado, let’s dig into each of these three ways to grow your 
personal training business, group training biz or boot camp... 
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Component	  One	  -‐	  Get	  More	  Leads	  

 
The first step is to get more leads 
 
What I mean by “get more leads” is to get more people to express interest in 
what you offer...  
 
...The can do this either by... 
 
- Responding to one of your ads 
- Calling you, texting you 
- Emailing you 
- Filling out an online submission form 
- Sending you a Facebook message 
- Coming in with a friend as a referral 
- Walking in your front door 
- Signing up for a free or paid trial online 
- Or just about any other way someone would express interest in what you have 
and do 
 
And getting leads is the one way out of the three that you need to have in place 
otherwise the other two are completely irrelevant... 
 
Because if you convert 100% of zero leads, how many new clients is that? 
 
Exactly! ... you guessed it ... ZERO. 
 
So what are the best ways to get leads? 
 
Well right now, after interviewing close to 50 of the most financially successful 
trainers in the world, ALL making at least six figures a year and a handful even 
making seven figures a year...  
 
... Here’s the ways right NOW, not three years ago, but RIGHT NOW... that 
they’re getting more leads... 
 
These aren’t in exact order, but this is “Pretty Much” the order of the day 
 
And what’s cool is many of these methods are evergreen... with the exception of 
the ones that rely on the Internet...  
 
Right now, these are the ones that can pull in big numbers for you  
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Lead	  Gen	  Strategy	  One	  -‐	  Referrals  
 
To this day, even with all the technology we have at our fingertips, referrals are 
STILL one of the biggest ways that trainers get clients… 
 
In fact out of all the highly successful trainers I’ve talked to, referrals still ranked 
as the number one way to get new clients for more trainers than any other 
method 
 
And this is great news … 
 
Now, the trainers who get most of their clients from referrals, pretty much, deliver 
GREAT training, GREAT results, top-notch customer service, have developed a 
“culture” in their business, and have well structured SYSTEMS in place for 
getting those referrals 
 
Some big keys for getting lots of referrals are... 
 

• Getting your clients results 
• Conditioning your clients to refer you people from the very first session  
• Delivering a top notch client experience  
• Giving your clients credit card style magnetic strip gift cards 
• Putting on lots of fun contests and challenges… which I will get more into 

in just a minute…  
• And continually stacking more and more referral generations systems into 

your business on a regular basis  
 

 
Carrie Kukuda, one half of The Boot Camp Girls duo, puts referral reminders all 
over the place with lots of client recognition .. on the walls, the whiteboard, in 
emails, in gift cards and thank you cards, you name it… referrals, referrals and 
more referrals everywhere you look 
 
She has “Bring a Friend Weeks”... others use “Bring a Friend Friday” ... or 
Monday or Tuesday or whichever day works best for you 
 
Plus, Carrie does one referral contest a year ( On top of all the other contests 
she does that generates referrals) 
 
And anyone who signs up with her who doesn’t want to refer people just needs to 
pay an extra $25 a month. 
 
Something to always remember is... 
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1. Condition 
2. Remind 
3. Reward 
4. Recognize 
 
You ain’t get much more simple than that 
 
Another thing you can do is send your clients who refer to you physical and 
thoughtful gifts, as well as give them a free month of group PT or boot camp…  
 
Some thoughtful gift ideas are a gift card for the movies with enough on it for two 
movie tickets and some popcorn, an amazon gift card, an itunes gift card or a gift 
card to their favorite place to shop 
 
And make sure to put it inside a nice thank you card 
 
And the more referrals they bring, the nicer and more pricey the gifts get… if 
someone brings you five or ten referrals, all I can say is I sure hope you are 
hooking them up BIG TIME 
 
Corey Beasley or Tribal Training popularity and his partner Aaron Guyett hold 
referral raffle contests...  
 
Last time I was at their gym doing some prowler and rope work, I go to the 
bathroom, and as I’m relieving myself, right there above the john, straight in front 
of my face, is a sheet that conditions his clients for referral sign-ups... laying out 
a bunch of ways that clients can get referrals, plus under it they list the referral 
prizes 
 
Pretty much everyone who goes to the gym ends up using the restroom and sees 
this “client referral conditioner”, you can’t miss it. 
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Also, you can integrate social media into a referral rewards club, for example, 
when you sign people up, offer a special rate if they'll just promise to do a few 
things... 
 
Lets say you want to get $297 per month on average, raise your rates to $347 
per month, but then offer a referral rewards club for like $50 off, so instead of 
paying $347, they only need to pay $297... the rate you wanted in the first place 
 
All they need to do to qualify the Referral Rewards Club is... 
 
1.) Bring along a different friend to try out the program at least once a month 
 
2.) Check in on Facebook every time they come in for a workout 
 
3.) And before the leave the workout, use their phone to go on Facebook and 
comment about how awesome or hard or ______ their workout was, and leave a 
link to your profile by tagging you  
 
One of the best systems for getting referrals goes beyond just getting them from 
your clients, it’s getting them from the community … going out and doing belly to 
belly marketing within your community... meeting people in “real person” and 
striking up win / win relationships, where you train them in exchange for referrals  
 
When I started my training business I took on about 35 people for free who paid 
me with referrals...  
 
Now keep in mind, I had to talk to HUNDREDS to get 35 to say yes and then 
actually show up... because about half of the ones who said “yes” flaked 
 
That’s ok, it’s all a numbers game... just like only 20% of the 35 who showed up 
on a regular basis actually brought me a decent amount of referrals... but 7 
people... 20% of 35... can each bring in 3 to 10 PAYING referrals... that’s a lot of 
new clients 
 
When I worked for a big box corporate gym I was only able to sell ONE client on 
training in 3 weeks... 
 
So I quit, started my own thing, took on the 35 free people, and my paying client 
base exploded from two to over 50 in a matter of months... and keep in mind 
these were people paying $39 to $59 for GROUP personal training... it averaged 
$39 to $59 PER PERSON for groups of 6 people at a time, and within a few 
months I was booked solid and making over $100,000 a year 
 
Then I was able to eventually hire trainers to do most of the training for me, 
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brining in up to $40,000 per MONTH 
 
Now, referrals wasn’t the only way I got clients, but it was how I built my business 
from nothing to six-figures in a matter of months 
 
And still today, getting referrals from clients and from the community ranks as the 
NUMBER ONE WAY successful trainers get referrals ... even with all the 
technology out there... good old fashion referrals is still the star player on the 
team 
 
And what’s cool is, some of this technology, like email marketing, blogging and 
Facebook, make getting referrals even easier, and can act as referral generator 
streams themselves  
 
Alright, let’s talk about some of the other top ways trainers are able to get leads 
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Lead	  Gen	  Strategy	  Two	  –	  Face	  To	  Face	  Marketing	  and	  Networking 
 
These days a lot of trainers wanna sit on their coach, hoping that by pushing a 
few buttons on their computer, clients will just magically appear 
 
This is a bad idea 
 
While yes, Facebook, Daily Deal Sites, Google and Email Marketing are all very 
valid ways to get clients, at the end of the day nothing beats getting out there and 
hustling 
 
The most success trainers are the ones who get out there and talk to the most 
people...  
 
A lot of trainers use hiding behind their computer as an avoidance activity for 
actually getting out there, getting out of their comfort zone and talking to people 
 
Like my friend Corey Beasley say... 
 
“In every industry, no matter what it is, the first thing you need to do is make sure 
that everyone knows what you’re up to.    All business thrives on people, whether 
it’s a product or service.  The more people that use your service or buy your 
product, the more money you make, period. 
 
Did you realize that the average person knows about 1500 people? Think about 
it, you’ve spent 20 or 30 years meeting people and creating relationships.  So 
let’s capitalize on those warm leads and make sure everyone knows that you’re a 
kick ass trainer that can help change people’s lives! 
 
A good place to start is by playing the name game or “who do you know?”  So 
get out a piece of paper and lets create a list of names.  As you go down the list, 
write every name that you can think of.  DO NOT pre judge people!  Just write 
down every name that comes to mind.” 
 
Here’s a list of people you can network with and get client from ... thanks to my 
friend Corey Beasley for the list, he put it together for our Networking and 
Referrals Program Tribal Training  

 
1. Friends (high school, college, teams, activities, etc) 
2. Neighbors 
3. Relatives 
4. Parents 
5. Grandparents 
6. Sisters 
7. Brothers 
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8. Cousins 
9. Uncles 
10. Aunts 
11. Church Members 
12. Club Members 
13. Past Associates 
14. Christmas Card List 
15. Wedding Invitation List 
16. Classmates (Current/Past) 
17. Mail Carrier 
18. Paper Deliverer 
19. Delivery Services (food, etc) 
20. Dentist 
21. Physicians (Your own, Plastic surgery, gyno, cardiologist, orthopedic 

surgeon etc) 
22. Minister/Pastor 
23. Florist 
24. Attorney 
25. Insurance Agent 
26. Accountant 
27. Congressperson 
28. Pharmacist 
29. Veterinarian 
30. Optometrist 
31. Landlord 
32. Water Deliverers 
33. Leasing agent 
34. Realtor/Real Estate Agent 
35. Car/Tire Salesman 
36. General Salesmen (Who sold you your computer, business cards, TV, etc) 
37. Email Lists 
38. Phone Contact Lists 
39. Facebook (Search for names or profession or keywords) 
40. Facebook Groups (for their niche audience) 
41. Linkedin (Search people and groups) 
42. Twitter Search 
43. Meetup Groups 
44. Networking Events 
45. Churches 
46. Events (Sport, Social) 
47. Farmer’s Markets 
48. Seminars, Workshops, Expos, Conventions 
49. Coordinators – wedding, meeting, race 
50. HR Executives for local companies 
51. Local rehab groups or classes 
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52. Local Health Professionals (massage, physical therapy, coaches, chiros, 
running coaches, chefs, nutritionists, sports psychology) 

53. Local Social Clubs  
54. Local Leaders in the Community 
55. Local Charities 
56. Local Media 
57. Local Restaurants (need for healthy menu ideas, help them organize) 
58. Local Business Owners 
59. Restaurant Industry – servers, managers, patrons etc 
60. Photographers 
61. Business/Life/Success Coaches (local) 
62. Entrepreneurs of  any kind 
63. Golf Instructors, pros and others 
64. Tennis Pros, instructors, etc 
65. Local Country Clubs 
66. Local Sports Teams 
67. Local Athletic Directors 
68. Local Coaches 
69. Tweet ups 
70. Partnerup.com 
71. Blog Talk Radio – (Finding local leaders in your community in your niche) 
72. Blog Catalog, Google blog search or networked blogs (find local or niched 

people in your area) 
73. Entrepreneurial Groups 
74. Local Supplement Stores 
75. Social Media Mastermind Groups 
76. Local Facebook Groups (Start your own “your city” fitness group) 
77. Local Business Mastermind Groups 
78. Local Spas 
79. Local Salons 
80. Local Tanning Salons 
81. Local Skin Care/Nail care 
82. High end Retailer 
83. Esthetician 
84. Schools (Teachers, Students, Coaches) 
85. Women’s/Men’s Groups 
86. Coaches Meetings 
87. Races (triathlon, marathons, 10k, etc) 
88. Community Activities/Leagues 
89. Local Pageants/Contests 
90. Local Law Enforcement (Fireman, Police, Security etc) 
91. Talent Agencies (photographers, models, actors/actresses, agents) 
92. Health fairs or seminars 
93. Employment Services 
94. Pilot/Flight Attendant 
95. Health Facilities 
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96. Vitamin Stores (GNC etc) 
97. Grocery Stores (owners, workers, patrons) 
98. Track down local writers and reporters for local papers, magazines, etc.  

Their info is always listed.  Hit em up and create a conversation. 
99. When you profile or review anything online or off, use a contact name, 

owner or other that people can call or reference.  
100. Local Body fat testing company – under water dunking is the best way to 
track clients progress.  Use them enough and they will return the favor. 
101. List of local HR Professionals – find em on Facebook or linked in.  They 
could be your link to a large corporate account! 

 
 
If you want your training business to succeed, you’ve got to be willing to tell the 
world about it and get out there and actually do it, don’t put it off... the perfect 
time will never come to do it 
 
Don’t wait for all your ducks to be in a row... 
 
... Or until you get another cert... 
 
.. Or until you find the perfect place to train people... 
 
... Or until you feel you have the confidence to not care what people think. 
 
... Or until you have business cards made, the perfect website, or lose 10 pounds 
 
Putting off getting out there and talking people with these kinds of excuses is 
typically nothing more than an avoidance activity  
 
19 out of 20 trainers won’t get out there and tell the world about their business 
 
Trainers who get out there and tell 10, 20 or more people PER DAY about their 
business succeed BIG... however, most trainers are too freaked out by what 
people think of them to do this... 
 
They’ll read this and say they aren’t scared of what people think 
 
But the proof is in the pudding 
 
The only way to get over it is get out there and do it... and the fear may never go 
away, but taking the actions will alleviate it 
 
Action Alleviates Anxiety 
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Lead	  Gen	  Strategy	  Three	  -‐	  Google	  	  
 
The two types of Google I’m talking about our Google Places and Google 
Organic 
 
Google Adwords, the paid ads in Google is an art beyond that of which most 
trainers have the time to learn, and if you don’t do it correctly you can lose big 
money with it... some trainers do good with Google Adwords, but usually that’s 
because of finding the correct person to outsource it to 
 
Getting clients from Google Organic... the regular “free” Google listings... is 
one of the top ways I got most of my clients after the first few years 
 
However, getting your website to the top of Google and keeping it up there 
typically isn’t the most fun type of work for your typical fitness professional… 
 
... And it’s definitely not something you should be spending your time doing and 
you can hire someone to do it for you for about 5 to 10 percent per hour as much 
as YOU’RE worth 
 
Ranking high in Google has mostly to do with on-page optimization, off-page 
diversified link building, title tags, page load time, user experience and social 
activity  
 
Most trainers who do well in Google either… 
 
- Have a site that has been up for many years, and is well seasoned 
 
- Or they have no competition on Google 
 
- Or they’re tech geeks and enjoy spending lots of personal time doing all that 
link building stuff 
 
- Or, most commonly, they just outsource it to someone who knows how to do it a 
lot better than them 
 
If you’re like most trainers I definitely recommend outsourcing your web 
and SEO work, unless sitting around building links all day is your idea of fun… 
 
…. I’m sure you’d rather be kicking your clients asses or getting in a workout 
yourself, plus its a proven fact that this type of work can cause your typical 
fitness trainer to end up on all sorts of psych meds 
 
As for ranking high from Google Places, I recommend this blog post: 
 
http://www.davidmihm.com/local-search-ranking-factors.shtml 
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Lead	  Gen	  Strategy	  Four	  -‐	  Contests	  and	  Challenges	   
 
Contests and challenges are one of the most fun, viral, organic and positive ways 
to build your training business 
 
Some of type of challenges that trainers are having a great of success with are… 
 
- Transformation Contests  
 
- Couples Challenges (GREAT for referrals) 
 
- Social Points Contests where people get points for making their workouts, 
training hard, doin’ their cardio and eating good etc. … But ALSO giving them 
points for things like Facebook posting, commenting, liking, sharing, and tagging 
based on you and your training program or business …  
 
OR you CAN do it without the fitness stuff, and just do the FB stuff by itself, but 
fusing both the fitness points and social media points together is a great way to 
get more clients, it’s a super fun one and it also helps them reach their goals 
 
- Charity Boot Camps BASED ON YOUR CLIENTS CHARITIES like my 
mentoring client and KBL member Luka Hocevar does ..  
 
And since the charity boot camps are based around charities that your clients 
feel passionate about is what makes these do so well 
 
For example, if you have a client who had a family member die of breast cancer, 
and the client is involved in some sort of breast cancer awareness charity, do 
one for that 
 
The key here is to not try to “close deals” at this things 
 
Just by getting out there, getting the extra exposure and spreading good will to 
the community will organically help you to get more clients 
 
In two years Luka went gone from $66K a year to $330K a year … and this was 
one of his main strategies  
 
… These charity camps can go extremely viral… all people need to do is bring in 
a little bit of money for the charity … and it’s on.. Saturdays are great days to 
hold these…  
 
Luka sometimes goes all out and a DJ and the whole shebang 
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- Referral Contests – Give away something cool to the winner like a  Flat 
Screen TV, an IPAD, gift cads, wine, you name it 
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Lead	  Gen	  Strategy	  Five	  –	  Free	  Facebook	  Marketing  
 
Facebook stuff can be a HUGE client generator… but remember to keep it fun, 
not spammy... people don’t go to be sold, they go to see interesting stuff and see 
what they’re friends are up to 
 
Daily picture tagging can work wonders when done correctly… but not if you 
currently only have like 15 clients, like if you just broke into the industry or only 
train one-on-one or whatever… it works best if you have a lot of clients already, 
like 30, 50 or 100 plus clients… the more clients, and the more local FB friends 
they have the better. 
 
Just make sure the pics are fun, like pics of people training hard, doin’ all sorts 
of unconventional stuff, and laughing, smiling, sweating and having a great 
time… NO BORING PHOTOS 
 
If it ain’t fun and/or isn’t hard training / unconventional style workouts… it most 
likely won’t work very well for you… watered down boring boot camp workouts 
aren’t the way to go here 
 
Also like we talked about… you can run fitness contests where people get points 
for making workouts, doin’ their cardio, eating good etc. but ALSO giving them 
points for Facebook positing, commenting, liking, sharing, and tagging stuff 
based on you and your training program or business … this a GREAT way to get 
more clients  
 
Also, integrate social media into a referral rewards club like we talked about in 
the “Referrals” section, where you sign people up for a special rate if they'll just 
promise to do three things... 
 
... Bring in one referral a month, check in on Facebook every time they come in 
and before they leave, use their phone to go on Facebook and comment about 
how awesome or hard or ______ the workout was, or how they love or hate their 
trainer, or what they did today... like 50 burpees, or how many pounds they’ve 
lost... or ___________ ... you name it 
 
One thing to keep in mind, like Google, Facebook is changing all the time, so be 
sure to visit my blog KickBackLife.com on a regular basis to stay on the cutting 
edge of what works  
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Lead	  Gen	  Strategy	  Number	  Six	  -‐	  Public	  Speaking  
 
If you’re good at speaking in front of crowds and doin’ speaking gigs like 
corporate lunch and learns, grocery store talks, free workshops and seminars, 
nutrition talks, and gittin’ your good-lookin-in-shape-butt up on stage, in front of 
as many people as you can as often as you can…public speaking can be a 
HUGE gold mine of new clients 
 
The keys are... 
 
Deliver the best content you can that either solves a problem your audience 
members have, helps them get something they want or helps them to avoid 
something they don’t want 
 
Deliver it in an entertaining way... using stories and lots of humor if you have it in 
you 
 
Make a scarcity based offer 
 
Capture the emails of everyone in an attendance and add them to your email list 
... Make sure when they give you their email, it says something about the fact 
that you’ll be adding them to your email newsletter list 
 
A lot of speakers recommend the book “Speak and Grow Rich” by Dottie and Lilly 
Walters 
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Lead	  Gen	  Strategy	  Number	  Seven	  -‐	  Local	  Media	  Appearances 
 
Being featured in the local media is one of the fastest and most powerful ways to 
build your client base. 
 
The problem is most fitness trainers have absolutely NO IDEA how to get their 
business in the local media… they actually think it’s hard or requires luck. 
 
Being in the media is one of the most powerful things you can do for your training 
business… It gives you mountains of credibility, which, in turn, gives you massive 
levels of authority (one of Cialdini’s Weapons Of Influence)…  
 
It positions you as the go-to expert in your city for solving people’s fitness 
problems…and makes the sales process MUCH easier… cuz’ if the media trusts 
what you say… then OBVIOUSLY you know what you’re doin’,… and’ you can 
recycle media coverage many times over in just about all the marketing you do. 
 
Being in the news is some of the best marketing, and can help you generate 
hundreds of leads for your training business on a regular and consistent basis 
Basically, if you’re not taking advantage of publicity for your fitness business, 
then you’re leaving cartel size stacks of dollars on the table for your competitors 
to take from you. 
 
If you would like to get a lot of new leads by being featured in your local media as 
a local fitness expert and celebrity then Click Here  
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Lead	  Gen	  Strategy	  Number	  Eight	  -‐	  Email	  Marketing  
 
Almost every successful trainer I know uses email marketing on a regular basis. 
 
What’s great about email is that it allows you to segment your list like this... 
 
-Hot new leads  
 
-Old leads  
 
-Current clients  
 
-Past clients  
 
One of the big reasons to use email is that not everyone in your local area who 
wants to get into shape is ready to start your training program right away… 
actually, it’s a well known fact that it takes a prospect an average of seven 
exposures to your marketing message before they respond and become a paying 
client. 
 
With email marketing, you’re able to put your marketing message in front of your 
prospective clients in an automated fashion… over and over … until they ARE 
READY to get started training with you. 
 
And the beauty of it is, since different people respond to different hot buttons 
being pushed, you’re able to hit your list from a multitude of different angles, until 
you make an offer to them that they just can’t refuse. 
 
Email marketing gives you HUNDREDS of chances to make the sale, instead of 
just one… giving you a MUCH greater chance of converting your leads into 
paying clients. 
 
Now I’m not talking about spam… I’m talking about building a “permission based” 
email list of people who WANT TO HEAR FROM YOU… people who have raised 
their hands and said “Yes… it’s ok to email me” 
 
When you have a decent sized email list of at least a few thousand people in 
your local area interested in what you offer, and you provide them value on a 
regular basis… you can just send out an email to your list and provide them with 
value and an offer for your services or even for an affiliate product, which is a 
great way to create secondary income streams, and you can make sales pretty 
much every time you mail… 
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… However, remember... much of your email success will be dependent on the 
size or your list, the quality of your list, your deliver-ability and how good your 
headlines and body copy are, as well as your relationship with your list 
 
If you would like to become a bad-ass at email marketing and would like to 
discover just how to build a large email list of targeted leads and how to market 
to them, then your definitely gonna wanna check out the email marketing 
program I just made for fitness professionals- you can see it HERE 
 
http://www.kickbacklife.com/products/autoclientgenerator/  
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Lead	  Gen	  Strategy	  Number	  Nine	  –	  Joint	  Ventures 
 
Creating win/win partnerships with other local businesses in your area, where 
you work collectively to build each others businesses, is one of the fastest and 
low cost ways around to get clients, a few examples are… 
 
- You train the owner the of the business and maybe his family and a few 
employees, in return they promote you in their business on an ongoing basis 
 
- You can simply cross promote each other, which can be anything from emailing 
to each others list or sending direct mail to each others clients via endorsed 
offers 
 
- Lets say there is a popular food restaurant in town that you can send your 
clients to and they’ll get a special discount, which no one receives but your 
clients… it gives them new clients and they can include a portion of their menu 
dedicated to items you approved 
 
There are literally countless ways to do business to business joint ventures 
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Other	  Lead	  Gen	  Sources	  
	  

• Daily Deal Sites  
• Trade Shows 
• Lead Boxes 
• Blogging  
• Direct Mail  
• SMS Marketing 
• Print Ads 
• Banner Ads  
• Pay Per Click Marketing 
• Grocery Store Tours 
• Wrap your car 
• Charity Events 
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Component	  Two	  -‐	  Convert	  More	  of	  Those	  
	  Leads	  Into	  Paying	  Clients	  

Ok, so you’ve got the leads coming from internal sources like referrals, external 
sources like joint ventures, as well as online sources like Google and offline 
sources like public speaking and getting in the local media 
 
Now it’s time to convert them from being a lead into becoming a paying client 
 
The best way to do this having a dialed in sales funnel and continue to improve 
the way you do it… 
 
... Constantly testing and tweaking to improve conversion rates 
 
Don’t let your fear of what people think of you cause you rely purely on trying to 
close people via email… BIG MISTAKE 
 
Belly to belly is best 
 
Personally I’ve had best results using a qualifying semi-takeaway consultative 
sales script that begins on the phone and continues throughout the first workout 
 
Qualifying them in a way that feels more like I’m trying to talk them OUT of 
training with me, instead of trying to talk them into it 
 
It works best for more high-end stuff, like semi-private groups, I’ll give you an 
example of one for more low-end stuff after this one. 
 
Ok, now one of the reasons this script works so well is that most people can’t 
stand pushy salesman 
 
Personal, when I even get near one I feel my inner defensiveness immediately 
take over and I go into retreat “get away from me, FAR AWAY from me” mode... 
 
... Whether they’re trying to sell a gym membership, a car, on some multilevel 
marketing thing, or sell people on their religion… even if I’m into whatever they’re 
trying to sell me on 
 
We’re wired like this, they push, we either wanna retreat or push-back 
 
When a trainer tries to push his services on someone it smells of desperation 
 
If you wanna earn more money per client, then I recommend more of the “pulling 
back” approach, an approach that makes them WANT to train with you 
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An approach that dis-qualifies anyone who isn’t a good fit for you services… like 
those who can’t afford you, and those who don’t wanna train hard  
 
Personally I only liked training people who wanted to give me their all, in fact 
many of my clients were fit people who already worked out but just wanted to 
take things to the next level  
 
If you want to make good money per client, I HIGHLY recommend the 
consultative pre-qualify method like I’m about to lay out for you 
 
Consultative Selling as defined by About.com is a selling technique in which the 
salesperson acts as an expert consultant for his prospect, asking questions to 
determine the prospect’s needs and then using that information to select the best 
product or service for those needs.. 
 
The following consultative sales script has transformed the businesses of 
countless trainers all over the world, and it can do the same for you to 
 
 
What’s great about this script is that it gets rid of almost every objection you’ll 
come across... 
 
 

• I can’t afford it 
• I have to check my budget 
• I don’t have time 
• I’m going on a 4 week vacation next week 
• I’m moving out of the area in a few weeks 
• I have to check with my husband ( Or wife, or dad, or _____) 
• I have to think about it 
• I don’t have my credit card on me 
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“Qualifying”	  Script	  for	  Getting	  Quality	  Small	  Group	  Training	  and	  Private	  PT	  Clients	  
 
In this script, you’re gonna talk to everyone on the phone before they can even 
come in for a workout 
 
Keep in mind, the script isn’t for $100 per month boot camps, it’s more for $300 
or $400 per month group training or high end PT 
 
The idea is to weed the weak and the broke, and the ones who are generally a 
pain in the rear to deal with, right there on the phone, and only make 
appointments with ones who are almost sure to sign up 
 
You DO NOT WANNA TRY TO TALK THESE LEADS INTO COMING IN... the 
more you do, the less it will work 
 
You’re simply “qualifying” them over the phone to see if they’re a good fit for your 
program 
 
I’ll use my prices as examples, you can just plug your own prices into the script 
 
Now, when they call, there’s three things you wanna get to... 
 
1. Pain - their REAL reason for calling 
 
2. Investment  time, effort, financial 
 
3. Decision - you wanna make sure before they come in they have their all ducks 
in a row and and that you get a commitment from them to show in the form of 
their credit card numbers 
 
Now, on the phone ... 
 
Show them Gratitude for calling... by saying something as simple as “I appreciate 
you calling” 
 
And get their name and call them by out throughout the call... 
 
1. First we wanna get to their PAIN (take notes if you need to so you can 
remember what they say) 
 
“Why are you calling?” 
 
And get them to go deeper to get to the REAL reason they’re calling, their REAL 
pain, by asking questions like... 
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“Well how do you mean?” 
 
... and “How so?” 
 
... and “What do you mean by that?” 
 
At first they’re likely to say they’re calling because they wanna get healthy, but 
when you ask these questions, and continue dig a little deeper... 
 
You need to find out the real reason they’re calling, which is most likely 
something more like they’re 30 pounds overweight and haven’t been on a date in 
5 years, or they’re so fat their spouse is ignoring them, or they have a pool party 
coming up and they’re scared to wear anything less than three layers of clothes... 
or some other deep emotional reason 
 
Remember, it’s about finding their pain 
 
It’s RARELY the reason they give you when they first call 
 
Go a little bit negative on them so you can get THEM to convince YOU why they 
need to get into shape... instead of doing what most trainers do by trying to talk 
them into the training 
 
So say they say that they need to lose 30 pounds ... you can do this by saying 
things like... 
 
“Lots of people are 30 pounds overweight, that’s no big deal... Why does that 
bother you?” 
 
When they tell you why they need to lose the weight, you can say things like  “Oh 
Ok, I get it, well how does that feel?” 
 
And... “What’ will be the consequences if you don’t lose those 30 pounds?” 
 
“Where do you see yourself in a year if you don’t do something about it now?” 
 
 “How about in 5 years, if you kept on living this exact same way?” 
 
“On a Pain Scale... Is this just a paper cut, second degree burn, or did your hand 
get stuck in lawn mower?” 
 
People with paper cuts aren’t much good to you, you want people way up on that 
pain scale, those are the ones who are gonna commit to your program, won’t 
have issues coming up with the money for it, and will do what it takes to get 
results 
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2. Investment - It’s time to find out if they’re willing to make the investment 
in your program in terms of time, energy and money that it takes to get the 
results they want 
 
You want the ones in the most pain, the ones who don’t want what they have and 
willing to make the investment to end the suffering  
 
They’ve had enough and can’t take it anymore... THOSE are the ones you want 
 
Those are the “stick” people, the people who want to move in the opposite 
direction of what they don’t want... 
 
The Stick... and that stick has been beating the living hell out of them emotionally  
 
The other people who will be willing to make the investment are people who’s 
carrot is big enough 
 
The Carrot... that thing they really want... the body, the attention, the self-esteem, 
the sex, the relationship, the self-confidence, the admiration for their friends 
 
People on the other end of the spectrum of the stick people, the carrot people... 
who’s carrot is big enough and has a strong enough pull on them and are willing 
to make the investment you require 
 
Now, this is where you qualify the living daylights outta them, sandwiching in the 
stuff you really need to know, like whether or not they can afford it, between other 
qualification questions that are important to you 
 
You don’t wanna come across like it’s all about the money, which it shouldn’t be, 
but it’s info you need, so it’s important you ask questions related to working out 
and eating right, as well as the financial stuff 
 
So you’re gonna ask them the following questions... and if the answer is a strong 
“No” to any of them, you politely terminate the call, they simply aren’t a good fit 
 
You’re only looking people who can give you “Yes’s” across the board... I’m 
gonna use my prices and time commitment, feel free to plug in your own 
 
“It’s going to take working out with us 2-4 days per week, is that something your 
willing to do?” 
 
“You’ll probably need to stick with it for at least 4- 12 months to get to your goals, 
I mean fitness is life brushing your teeth, it’s not something you can just do for a 
month or two and quit... to hit you’re goals I would need you to be able to commit 
to your new habits for a minimum of 4-12 months, is that something you’d be 
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willing to do?” 
 
“Will you be in the area for at least the next 4-12 months Are you planning on 
moving out of the area soon or going on any extended vacations or anything like 
that?” 
 
“And doing cardio for another 30 min.+ 3-5 days per week.  Is that something 
your willing to do?” 
 
“Eating healthy foods. Not like some hardcore diet, but like 90% good, lean 
healthy foods and make some serious improvements in what you’re eating... Is 
that something you are willing to do?” 
 
“Cost is an average of between $338 and $424 per month. Is that something you 
can afford? Is it within your monthly budget?” 
 
“Now if you came in and we felt you were a good fit for the program, and you 
liked our training, is there anyone else you would need to talk to like 
Wife/Husband/Parents if you were going to get going with the program... or is the 
decision all up to you?” 
 
 (If they need to talk to somebody, please ask them to speak with that person first 
before making the appointment or to bring that person in with them.) 
 
What’s great is, these questions overcome almost every single objection you’ll 
ever get, so when the actually come into the gym, they’re super pre-qualified and 
ready to sign up 
 
3. Decision – Now that we’ve gotten to their pain and found out if they’re 
willing to invest in themselves in steps one and two, it’s time for them to 
make a DECISION  
 
Keep in mind, do not “attach” yourself to the outcome (the outcome being their 
decision) 
 
The less you care, the better the chances are that they’ll schedule the 
appointment... 
 
If you’re needy, insecure and really need them to make the appointment, and 
your attached to that outcome, it will show and defeat the entire purpose of this 
script 
 
This script helps establish you as the go-to “in-demand” expert you are, trainers 
who are in-demand don’t “need” clients or money, in fact they can pick and 
choose who they work with, with is what the script helps get across 
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So don’t give two hoots whether they schedule an appointment, cuz if you care, it 
will drastically lower the effectiveness of this script 
 
For about the first 20 times I used notes to help me get through this part until I 
had it memorized 
 
And don’t read this out word for word, say these in your own words but still say 
the same thing 
 
Ok, so continuing with the script... 
 
“Now what we can do is schedule a trial workout. Basically we do the trial 
workout for two reasons.... 
 
One is for you to see if you feel we can help you, and two is for us to see if you’re 
willing to do what it takes to be one of our clients.  
 
Because we train a few people at a time it’s important everybody gives us their 
best. So I need to make sure you’re will to give us your best 
 
Our clients are like our walking talking billboards and represent us, if someone 
isn’t willing to work hard they probably won’t get results and that can make us 
look bad, so we just want to make sure you’re willing to put a lot of heart into the 
workout.  
 
You don’t need to be an athlete or be able to do anything impressive; we just 
want to make sure you’re able to give it your all. Does that sound like something 
you’d like to do? 
 
Ok good... 
 
Now we’re really busy and we like to make sure that before we book a slot for 
anybody that they have all their ducks in a row.  
 
Now let me see if I have this right: you said you can see yourself doing the 2-4 
workouts per week, the cardio, the healthy eating, that your schedule allows time 
for it, that the $338-$424 per month is within your budget, and that the decision is 
up to you.... 
 
Is that correct? 
 
Ok, good... 
   
Now to hold a spot for you I will need to get your credit card numbers, but there’s 
no charge for the first workout as long as you show up. We only charge you if 
you DON’T show up, and in that case it’s a 39 dollar fee.  
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Let me tell you why we do this... 
 
Basically we used to have around a 50% ‘no show’ rate for first time workouts, 
but by securing peoples credit card info to hold the workout we now have almost 
100% ‘show up’ rate.  
 
We’re just really busy and need to make sure that if somebody commits to a 
workout with us they’re going to show up. Plus, as your trainer, it’s my job to 
make sure you show up. 
 
 But we will not charge you as long as you show up, only if you don’t.  
 
Is that okay with you? 
 
Ok, good... 
 
Now when you come in we are going to review everything we went over with you 
on the phone and at the end of the session, if you have demonstrated to me that 
you’re willing to do what it takes and we think you’d make a good client, you’re 
going to have a choice of giving me a yes or no answer. 
 
Either YES you like our workouts and you feel we can help you, or NO you don’t 
don’t like what we have to offer and feel that we are not the service for you. 
 
If that’s the case are you ok with telling us no? 
 
Ok, great let me go ahead and get your credit card # 
 
Using that script changed my business 
 
From dealing with a bunch of flakes, no shows and people who just were not a 
good fit for my program 
 
To having an extremely high close rate and workouts full of high-quality clients 
 
And remember... If you come from a needy, insecure place or lack confidence, 
then this script won’t work for you 
 
Because it’ll be incongruent with your internal beliefs about what your worth  
 
If you say it with confidence, you’ll be blown away by what this one little script 
can do for you 
 
When they come in for the workout 
 



Fitness Profits Road Map  

All Rights Reserved by Chris McCombs and KickBackLife.com 34	  

Greet them like a dog... meaning you’re excited to see them... so a nice happy 
dog, not a mean guard dog ok? 
 
Get them to fill out your liability waiver and ask about injuries and medical 
conditions and all that good stuff 
 
Then review with them what you went over on the phone... 
 
“So we talked about you being able to commit 2 to 4 days per week in terms of 
resistance training workouts to your new lifestyle, doing cardio a few days a 
week, eating 90% healthy foods, that you can afford between $338 and $424 per 
month, that you’re the decision maker... meaning if you decide to move forward 
today there’s no one else you need to run it buy to get their approval and that for 
the most part you’ll be in the area for the next 4-12 months... correct?” 
 
Now, at this point, if they answer no... Meaning they don’t have all their ducks in 
a row, which is rare, but if this were to happen, say “Well, I’m uncomfortable 
training anyone unless they have all of their affairs in order, we only workout with 
people who do, so lets reschedule”  
 
And only reschedule one time, any more than this is attracting the kind of clients 
you DON’T WANT 
 
I’ve I only had to do this once, because generally everyone shows up with all 
their ducks in a row 
 
Now, if A LOT of people come in without all their ducks in a row, you need to 
improve how your communicating the phone script 
 
However, most everyone should answer “yes” when you ask them if all that stuff 
is correct, because that’s what they answered “yes” to all the phone already, 
you’re just confirming it all when they come in 
 
So, after they agree that all that stuff is correct... you say... 
 
“Now when we get done with the workout I’m gong to ask you if you’re willing to 
get started, your answer will be yes I am, lets go ahead and do the paperwork, or 
no I am not, and at that point I will thank you for coming in and we’ll part as 
friends”  
 
Then take them through their trial workout  
 
At the end of the workout... 
 
Compliment them on their hard work, by saying something like... 
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“Hey, awesome job today, I know the first time is tough, so I really appreciate it 
the fact that you gave it your all” 
 
“So tell me, how did you like it?” 
 
Which they should say they liked it or loved it or whatever... 
 
“Oh yeah, so what did you like about it?” 
 
Let THEM sell YOU on the training by telling you what they liked about it, instead 
of the other way around, which is what most trainers do 
 
“Is this something you can see yourself committing yourself to a few times a 
week?” 
 
“Ok, good, so which program do you want to commit to?  
 
I have a 4 month program and a 12 month program ... The 12 month is our most 
popular choice... And one thing for you to consider... you say you want to lose X 
amount of pounds... 
 
... Well, the average person can lose about a pound a week, so I definitely 
recommend the 12 month program for you” 
 
And remember on the phone how they agreed it’s a yes or no decision and that 
you don’t allow “think about it’s” 
 
So if you’re getting “Think about it’s” then you most likely didn’t cover that part on 
the call clearly enough 
 
If they say they want to think about it, which should be RARE if you’re doin the 
script right, say... 
 
“Look, I just gave you the best I have, so I’ll just take that as a NO okay. If that 
workout wasn’t enough to make a decision I must not have demonstrated our 
services properly and I want to apologize for that, thanks for coming in!” 
 
At this point, the rare person who says they want to think about will most likely 
switch to a yes, because they want to control the outcome 
  
And remember, you have their credit card number in case they say they don’t 
have it... that was one of the reasons you got it on the phone (= 
 
And always send a thank you note! 
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Simple	  Sales	  Script	  Option	  For	  Boot	  Camps	  and	  Larger	  Group	  Training	  
 
For boot camps and mid-to-lower range prices here’s a strategy that works 
great… plus if you do it the way I’ve outlined here not only will it help you convert 
more leads into paying clients, but you’ll also get a ton of referrals… hot diggity 
for sure 
 
Let’s say you wanna get $97 / month… first raise your rates to $147/mo… just 
bear with me, you’ll understand in about 10 seconds… 
 
Ok, pull them in with something like a ’21 Day for 21 Dollar’ Low Barrier of Entry 
Offer or a Fitness transformation Contests with an affordable entry fee… 
 
Let’s use 21 Days for $21 as an example…. 
 
… Start with an assessment… 
 
Get their measurements, weight, “before” picture and all the normal stuff 
 
But ALSO make sure you find out how much fat they need lose and how much 
money they spend each month on junk food, fast food/going out to eat, 
Starbucks, alcohol, Crack, Oxycontin and tobacco….  
 
...Damn, I make it sound like you’re gonna be training Axl Rose or Lindsay Lohan 
or something 
 
Just joking about the Oxy’s and crack, but the rest you wanna find out 
 
Then, explain how long it’s gonna take them to reach their fitness goals 
 
Example…  
 
If they have 45 pounds to lose at an average of a pound a week that’s 45 weeks, 
whatever it is, it’s a lot more than 21 days 
 
Explain to them how most people who only work out for three or four weeks end 
up quitting their new fitness program without creating any new lasting habits or 
getting any kind of long term results and how working out is like brushing your 
teeth… 
 
… And “You wouldn’t brush your teeth for only three weeks would you?” …  
 
... That is unless your from somewhere Lubbock, Texas or something… trust me, 
I know, I used to live there and you had to drive 20 miles outta town just to get a 
tooth brush 
 



Fitness Profits Road Map  

All Rights Reserved by Chris McCombs and KickBackLife.com 37	  

Next make an apples to oranges comparison and say something like this but in 
your own words… 
 
“Ok, well you said your spending $______ ( let’s say $500) $500 a month on 
Starbucks and McDonalds, Ben and Jerry’s and Jägermeister” 
 
All stuff that RUINS your health… 
 
Now I have a program, it’s called my Referrals Rewards Program and it’s only 
$______ ( let’s say $97) $97 a month to invest in YOURSELF… to help you lose 
fat, tone-up, look good and be happier and healthier… 
 
A small fraction of what you’re spending to harm yourself each month… 
 
… Now normally my training program is $147/mo., but with my Referral Rewards 
Program, which usually drops the rate from $147/mo to $127/mo… today only, 
since it’s your first time, you qualify to get it for just $97 a month… provided you 
commit today to your new healthy lifestyle today… I’ll commit to you but only if 
you’re willing to commit to me… 
 
And all you need to do are these three things to get the Referral Rewards 
Discount… 
 
A.) Bring in one referral a month 
 
B.) Check in on Facebook every time you come in 
 
C.) And before you leave, use your phone to go on Facebook and 
comment about how awesome or hard or ______ your workout was 
 
It’s a one year program and comes with my Fit Forever Guarantee, meaning if 
after at anytime after the 12 months you stop training with me, if ever get out of 
shape, come back and in and I’ll get you in shape for free” 
 
This script is PROVEN to convert a high amount of Leads to Paying Clients 
 
And, keep in mind, with the ‘Fit for Life Guarantee’ very few people will EVER 
come back and ask to get back in shape for free, in most training businesses NO 
ONE DOES… 
 
And if one or two do big whooppeee, cuz if you train groups or boot camps and 
don’t waste your time with a lot of that one on one stuff who cares if you have an 
extra person or two? 
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The guarantee definitely helps boost conversions into your 12 month program... 
and having people on 12 months programs is a great way and keeping retention 
rates up as well as the average lifetime value per client. 
 
And guess what? … 
 
…All the referrals are funneled right into your low-barrier of entry offer... like the 
“21 Days for $21” offer... and put through the same conversion funnel 
 
The key is, use a system that’s PROVEN to work and continue to test, tweak and 
improve 
 
Ok, now for the third part of the equation of the equation… 
 
... We’ve covered ... 
 
One - Getting More Leads 
 
Two - Converting More of Those Leads Into Paying Clients 
 
So now it’s time to go over part three... 
 
How Maximize the Value of The Training Relationship in a Win/Win Way 
That Helps You Earn More Profit Per Client 
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Component	  Three	  -‐	  Maximize	  the	  Value	  Of	  The	  Training	  
Relationship	  

 
 
Ok, the third part of the equation is about adding as much value to the life of your 
clients as possible, and getting paid good money for it 
 
Maximize the value in their lives 
 
And maximize the profit going into your bank account 
 
Now, there’s lots of ways to do this 
 
You can... 
 
- Retain them longer... which means more results for them and more money for 
you 
 
- Offer them cross-sells 
 
- Ascend them to higher level programs 
 
- Bundle programs together ... like for a little more $ your PT clients can come to 
your boot camps as well 
 
- Offer nutrition services 
 
- Train them more days per week 
 
- Upsell them to things like supplements, nutrition services, meal delivery 
services, specialty classes, motivation and accountability classes 
 
The key is to not just look at how you can make more money from each client, 
but how can you add more value to their life and get paid more money for doing it 
 
Now, it’s important that we address the kinds of clients that you’re attracting 
 
Three years ago the average boot camp was $300 
 
Today it’s $100 
 
I’m here to tell you right now there is no need and no excuse NOT to make a lot 
of money for your training, and you don’t need to rely on rock bottom pricing 
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strategies either 
 
Some of the biggest complaints and concerns I hear from trainers these days 
are… 
 
1. The economy sucks, people just don’t wanna pay good money for training 
anymore 
 
2. Everyone seems to be hopping around from one cheap daily deal offer to the 
next  
 
3. How can I compete when my competitors are offering $5 Drop-In Anytime You 
Want Boot Camps? ... And there’s even free boot camps at the local big box gym 
taught by the same moron that teaches the Zumba class... There’s no way I can 
compete with that 
 
4. Everyone is going to CrossFit 
 
5. It seems the only way to compete is by lowering my prices… but I already 
charge bare minimum 
 
6. My dog ate my homework 
 
7. I was holding the stuff for a friend 
 
8. I don’t have enough certifications yet, my town is beat, I’m waiting to handle 
XYZ first before I can get my training business going good, I’m too short, too tall, 
too skinny, too fat and I can’t Zumba dance worth a damn… plus all my shake-
weights are broken and I don’t have money for new ones. 
 
Lots of times when I start working with a trainer on marketing their business, the 
whole “economy/daily deal/$5 boot camp/everyone’s going to CrossFit” stuff are 
the first reasons that they give me for their current lack of success 
 
My typical response is “Awesome, this is great news” 
 
After I get the typical “WTF?” reaction... I go onto explain that these aren’t 
problems at all, and with just a few strategies these worries will disappear for 
good 
 
However, if you’re thing is training 50 people at a time for low dollar, doin’ the 
whole Costco / Sam’s-Club High-Volume Low-Value thing, where you get a tiny 
bit of money for each person...  
 
... SOME of what I’m about to say won’t apply very well in that kind of 
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environment… some of it will, but some of it won’t 
 
As the 50 people a time model lends itself to a budget based pricing strategy…  
 
... Mass bulk groups = Mass bulking discounts in many instances…  
 
UNLESS OF COURSE you have some partner trainers come in and work under 
and you split the group up into three or four smaller groups of 10-20 people, then 
that’s a different story 
 
Now, there’s nothing wrong with bulk-rate boot camps… training 50 people at a 
time for 5 bucks a head is $250 an hour, in that case just keep doin’ your thing... 
 
I know plenty of trainers who making a great living that way 
 
But if you wanna command more per client, attract a higher-end client base who 
can actually afford to pay what you’re worth AND differentiate yourself from all 
the low end training services out there … Then you’ll wanna apply what I’m about 
to share with you 
 
We’re gonna wanna take a multi-faceted approach here…  
 
Fish For Whales, Not Guppies 
 
If you’re getting your leads from Daily Deal sites, Free Offers, Lead Gen Boxes, 
Craigslist Ads and the like, I hate to tell you but you’re marketing to bottom 
feeders. 
 
Nothing wrong with that, bottom feeders need to shape up too, and get enough of 
them and you can make a decent living… you’ll probably have a lot of 
headaches, but you’ll make some good money for your pain none the less. 
 
HOWEVER… 
 
If you wanna get Whales, don’t market to guppies… are guppies a bottom 
feeder? 
 
I have no idea, but you get my point... when it comes to target audience, stay 
away from the broke and the bottom of the barrel  
 
Focus on marketing in places where your ideal audience is hanging out 
 
Print mags in local media that targets the affluent beats cheap online classifieds 
that deviants and deadbeats troll for sexual excursions and free stuff 
 
And focus on getting referrals from your clients who have money, most 
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people with money have friends and co-workers with money, just like most broke 
people pretty much only know more broke people 
 
Focus on running serious transformation contests for people willing to put in the 
work… those will pull in a MUCH higher quality of client than running a bunch of 
daily deal promotions… 
 
Remember, people with good work ethic in one area typically have good work 
ethic in other areas… the clients who train the hardest, while they may not 
always be rich, often times are more on top of their financial situation then your 
lazy clients are… lazy people are generally lazy in more areas than one 
 
Create a Message To Match The Market YOU WANT 
 
What’s your message? 
 
Free Two Weeks?  
 
Only $67 Per Month? 
 
Pay as you go? 
 
Not that those message won’t work, they WILL WORK, they’ll work for getting 
broke people who can’t afford to pay what you’re worth 
 
If your message is that you’ll take anyone, anytime, anywhere and you have the 
lowest rates in town, then you’ll get clients who are broke and will probably do 
their damnedest to walk all over you and suck you dry for every bit of peace of 
mind you’re worth 
 
Make sure your message is targeted to the RIGHT PEOPLE 
 
Integrate Some Niche-Targeted Marketing Funnels 
 
Now, I’m not necessarily gonna tell you to just create a “niche” business, 
because while niche training business can be good, they can also leave a lot of 
good potential clients on the table 
 
HOWEVER… you CAN create marketing funnels to niches who are most likely to 
have money 
 
Which niches are likely to have money? 
 
Well, a few of these niches are people who’ve recently had cosmetic surgery, 
triathletes, cyclists, golfers, busy entrepreneurs, business executives, spouses of 
business executives, the recently divorced ex-wives of business executives,  
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CEO’s, doctors, lawyers... you name it 
 
There’s tons of groups out there who have money that you can specialize in 
 
You cab learn some specialization for these groups, say for like triathletes... a 
very passionate niche with a lot of money ...and then create marketing funnels to 
pull them in 
 
Not that you need to ONLY train people within niches, but niche selective 
marketing can help target and pull in those types of clients 
 
And if you live near neighborhoods where there lots of money, be sure to do 
some targeted direct mail… right now in the U.S. direct mail for local businesses 
is about half what it used to cost using the Post Office’s new Every Door Direct 
Mail 
 
Create a Velvet Rope Around Your Business  
 

 
Create some real exclusivity to what you do 
 
My friends Ryan Lee and Jim Labadie used to call it Velvet Rope Marketing 
 
People want to get into the nightclub that they can’t get in to 
 
If you went to a cosmetic surgeon, do you want the guy who will see you anytime 
for any fee? 
 
Or do you want the guy who’s practically booked solid and only has a few spots 
available?  
 
You want the one who’s IN DEMAND 
 
Do women want the guy who no other women are interested in and has no life 
and will avail himself to her every beckoning need and text and call her 87 times 
a day? 
 
Or do women usually want the guy the other females are into, the one who has a 
full life, and in fact, she can’t even really tell if he’s into her or not? … 
 
The 2nd dude’s interesting and mysterious, while the first dude’s just an 
annoying chump 
 
In fact the two guys could be twins and look the EXACTLY the same, but 

“I don’t care to belong to any club that will have me as a member” Groucho 
Marx 
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because of the Social Proof and Scarcity, twin number two has her interest, while 
twin number one DOES NOT 
 
My training groups were $39-$59 per person for groups of 6 people at a time…  
 
And, I was in a gym surrounded by one-on-one trainers who charged $25 for 
one-on-one private sessions 
 
They made $25 an hour, I made an average of $270 an hour 
 
They would take ANYONE as a client 
 
I would not 
 
Many of them would train anytime and accept cash for one workout at a time in a 
“pay as you go” fashion 
 
I only trained 3 days a week with two 4-5 hour blocks on each of the three days… 
averaging close to 70 clients, and I typically only worked with people on 4-12 
month agreements 
 
Many of the other trainers trained 6-7 days a week, trained morning, noon and 
night and had a FRACTION of the clients I did 
 
EVEN THOUGH most of them were MUCH prettier and in better shape than I 
was, and they certainly held the most certs from more organizations… 
 
They were hurting for clients 
 
I was booked solid 
 
Not trying to sound cool, because most of these trainers where much cooler than 
I could ever hope to be, just making the point that if you put off a needy vibe, it 
will repel people, ESPECIALLY THOSE WITH MONEY… 
 
If you’re exclusive, in demand and booked solid with the exception of just a few 
spots… people with money will practically BEG YOU TO TAKE THEM 
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Upsells	  
	  
	  
	  
Offer your clients “point of sale” upsells as well ongoing buffet of upsells on 
things that help your clients reach their goals or help make reaching their goals 
easier… 
 
This shouldn’t just be stuff that helps you make more money, it needs to be stuff 
that adds value to your program and to their lives 
 
Stuff like ... 
 
- Nutrition coaching  
 
- Supplements  
 
- Meal delivery services (There’s plenty of local and national companies you can 
partner with) 
 
- Life coaching 
 
- Add-on classes for a monthly fee  
 
- Boot camp add-ons for your personal training clients  
 
- Personal training add-ons for your boot camp clients  
 
- Super high end exclusive training services for the 5% of people who will 
HAPPILY pay 500% what your typical client would pay… where you go food 
shopping with them once in while, do refrigerator spot checks, make them text 
you pics of every thing they put in their bodies, and so on 
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You can also maximize the value exchange of the relationship by doin’ things to 
retain the client as long as possible 
 
How does this add value to them? 
 
Well, if you train someone for 5 years you can have a much more powerful 
impact on their life and health and fitness as compared to 5 weeks 
 
And the lifetime value is DRAMATICALLY increased… we’re talking the 
difference between making a few hundred dollars on that client as compared to 
tens of thousands of dollars from a client 
 
Now, something is you can do, which is one of the most important things you can 
to make as much money per client as possible is to differentiate yourself 
 
According To Wikipedia 
 
Differentiation is a concept used in business strategy and describes one of the 
three ways to establish competitive advantage. Differentiation advantage occurs 
when a firm delivers greater services for a non-unlimited higher price than its 
competitors. They are collectively known as positional advantages because they 
denote the firm’s position in its industry as a leader in either superior services or 
cost. Product differentiation is what allows firms in monopolistic competition (a 
market structure) to sell their products at different prices, even though they are 
essentially the same. 
 
Differentiation comes down to this: You have to be able to say that you’re 
the only service that can do X or deliver X result. 
 
And when you differentiate, you are bound the current average pricing structure 
of your local competition 
 
But if all you offer is another watered down boot camp just like all the others, you 
won’t be able to earn that much off of each person, in that case all you need to 
do is focus on leads and expansion and get a few hundred clients 
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Retention	  	  
	  
	  
	  
	  
Retention also plays a HUGE factor in maximizing the value of the relationship 
 
The longer you keep someone, the better results you can get them AND the 
more money you can make 
 
It can be the difference between making a few hundred dollars from a clients to 
tens of thousands of dollars, especially if you factor in things like referrals 
 
It’s 7-8 times as easy to keep a client as it is to get a new one 
 
To retain clients longer... 
 
- Use long term open ended agreements 
 
- Put clients on EFT Automatic billing instead of cash, check or selling 
“packages” 
 
- Focus on getting clients results, do things to keep them accountable like regular 
weigh-ins and accountability classes, which you can also make additional 
revenue from 
 
- Show them how much you appreciate them 
 
- Send holiday and birthday cards 
 
- Make sure to keep your program and workouts fun 
 
- Foster a sense of community 
 
- And again, do everything you can to get them results 
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The	  Group	  PT	  Model	  -‐	  A	  Great	  Way	  To	  Ramp	  Up	  Profits	  

I once worked for a large corporate gym chain and had the worst sales numbers 
of the entire training team … in fact I only had ONE client 
 
And it took me 3 weeks to get her. 
 
Seriously, I SUCKED at getting clients 
 
Fast forward a few short years I was able to train 67 clients, working 3 days per 
week, charging $39 to $59 per client… 
 
I went from a broke trainer working at a corporate gym to a highly successful 
independent trainer working for myself, making more per hour than most the 
trainers who worked full time at that corporate gym made all week… 
 
Now, at this corporate gym I had a boss, the head trainer dude, the dude was a 
real bully when it came to pushing training on people 
 
I remember him bullying a little old lady into buying a “package” of sessions that 
she clearly did not want 
 
When it time to sign the papers she had to walk to her car to get her credit card 
 
Well ‘Head Trainer Dude’ thought she was just trying to bail out, so he made her 
leave her Drivers License with him while she went to her car to get her credit 
card, just to make SURE she came back and signed up for the package of 
sessions 
 
He held the thing hostage!!! 
 
The gym had numbers to hit, and it was the end of the month, so I understand 
that the GM was on his back, but that’s no excuse to push training on someone 
who doesn’t want it 
 
ESPECIALLY LIKE THAT 
 
And who wants to train a client who doesn’t wanna be trained? 
 
But to him, it was all about the numbers 
It infuriated me 
 
I was sick of that place and quit immediately… and my poor client, she had just 
bought a huge package of sessions from there, I sure hope they hooked her up 
with someone good 
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One thing that became clear to me shortly after I had started working there, was 
that none of the trainers there were making good money 
 
Most made less than $25K a year… A LOT LESS… you can make that working 
at a gas station 
 
And even the trainers who had a lot of clients had to work a lot of hours to make 
mediocre pay at best 
 
Their day looked like this: 
 

• 5:30am Train Client 
• 6:30am Wait 30 minutes until next client 
• 7:00am-9:00am Train Clients 
• 9:00am-12:00pm Go home and wait until noon client 
• 12:00pm Train noon client 
• 1:00pm Go home ( or site around gym) and wait until next client 
• 3:30pm Client 
• 4:30pm Wait until next client 
• 5:00pm-7:00pm Train clients 
• 7:00pm-7:30pm Wait until next client 
• 7:30pm Train Client 
• 8:30pm Go home and get to be early so can wake up at 4:30 to be at gym 

for tomorrow’s 5:30am client 
 
Starting at like 5:30 in the morning and going until 8:30 in the evening for 
lousy pay 
 
…With a few training hours followed by blocks of down time, followed by a few 
more training hours, followed by more down time, and on and on and on 
 
Making an 8 hour day take like 15 hours to get through… 
 
… And with the average trainer only making $15 an hour and only getting paid 
the hours actually trained.. 
 
This makes for around $140 before taxes for a gig that took up their entire day for 
a 15 hour day that works out to around minimum wage 
 
So even the “busy” trainers, the ones with 8 hours worth of clients a day, 
hardly make a thing 
 
Now, often times the good ones in situations like this move on and become self-
employed 
 
Their situation improves a little 
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However, they rarely make enough to support a family and have any kind of 
financial security 
 
Even the ones who make $25, $50 or $75 for one-on-one sessions only make a 
fraction of what they can make if they’d just make a few tweaks in the way they 
do things 
 
What works much better is… 
  
1. Switch over to the Group Personal Training Business Model 
 
2. Choose morning and evening blocks of hours 3-4 days a week 
 
Scrap any middle of the day stuff, middle of the day is for things like your own 
workouts, working on your business, naps, reading / studying and stuff like that 
 
Putting in middle of the day stuff like noon sessions is highly inefficient 
 
You can have groups of clients then, just pay someone else to train them 
 
Here’s an example of how I made this kind of training schedule work… 
 
I trained Mon, Wed and Thur 6-11am and 4-8pm … 
 
Meaning I trained 6, 7, 8, 9 and 10 in the morning 
 
And 4, 5, 6 and 7 in the evening 
 
… The hours before and after when most people go to work, and the soccer 
mom hours as well 
 
And I had another trainer I paid $20 an hour to do a few hours for me Sat 
morning ( like 8-10 or 11) 
 
You’d be amazed at how you can fit like 95% of people into these hours 
 
It’s not worth taking on the other 5% to screw up your whole schedule, pay 
someone else to train them for you 
 
This schedule allowed me to pull-in $200K per year 
 
Charging $39 to $59 PER PERSON for groups of six people at at a time… 
people who just did month to month paid $59 per workout and those who signed 
to 4 month open-ended EFT agreements paid $49 per workout 
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And those who chose 12 month open-ended EFT agreements paid $39 per 
workout 
 
It was pretty much split 50/50 between people taking the 4 month and the 12 
month… averaging it out to $44-$45 per person per workout 
 
Almost no one took the month-to-month, I only offered it to make the other 
programs look so affordable 
 
I averaged $270 per hour and a made six-figure annual income 
 
So almost double in one hour than your average personal trainer makes all day 
 
And using a few simple strategies, within a few months I was booked solid 
 
Now, a lot of trainers think that their one-on-one trainers would never go for a 
Group PT situation 
 
Many trainers have excuses in their heads like… 
 

• My clients want one-on-one training 
• They won’t like the groups because they want all my attention 
• I won’t know how to train that many people at once 
• What if they are on different levels of training? It’ll never work 
• I won’t be able to fill the groups 
• I just won’t be able to set up the times to fit everyone’s needs 
• I’m going to lose a lot of clients if I do this 

 
Truth is, people pay for results, not your individual attention to baby-sit them for 
an hour 
 
If you DO have clients that pay you for that, then you’re in the babysitting 
business and not the business of getting people into shape 
 
The “Getting People in Shape Business” pays WAY MORE than the “Baby-Sitting 
Business” 
 
So if you want more money, I’d switch businesses 
 
If you’re day is spread out all over the place and your currently making less than 
you know you deserve 
 
If you’re sick of only being able to make $15, $25, $50 or $75 a session with one 
on one training 
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Or if you’re on the opposite end of the spectrum and you have big boot camps 
but are sick of trying to cater to people looking for $5 boot camps 
 
If you’d like to make more per hour than most trainers make all day 
 
If you want financial security and freedom in your business 
 
Then seriously consider giving the Group PT model a go 
 
On top of having a TON of advantages over one-on-one, it’s also has a ton of 
advantages over boot camps 
 
Now, running boot camps is a MUCH better way to go than one-on-one PT, but 
it’s a distant second to Group PT 
 
Now, don’t get me wrong, I have nothing against the whole boot camp business 
model… 
 
I know trainers who are extremely successful at it and deliver top-notch results 
for their clients… a win/win for everyone involved 
 
HOWEVER… those trainers are the rare exception and definitely not the rule 
 
But even the trainers who are doin’ the massive boot camp thing the right way 
are irked big time at what’s been goin’ on in the boot camp market lately 
 
You see, for every one of the boot camps that deliver both top-notch-results for 
the clients, and good money for the trainers, there’s 20 crappy boot camps out 
there, many of them probably just right down the street from you… 
 
… Boot camps where it’s basically just a over-sized workout “class”, and all the 
trainer does is take the clients through the motions, with little thought for things 
like form, progression or results 
 
The turn em’ and burn em’ model 
 
And what do these boot camps typically compete on? … one thing… 
PRICE… 
 
…Charging as little as possible and then just packing a ton of clients into the 
same workout. 
 
Daily deal sites have boot camp instructors fighting for nickels and dimes 
 
And many big gyms are even GIVING away boot camps for free… 
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… Driving their value straight into the ground and dragging public perception of  
them so low in people’s eyes, that they hold about as much value as a Zumba 
class down at the local senior center 
 
In fact, the majority of boot camps right now are seen as the Walmart of the 
fitness training industry… nothing wrong with that, if you’re ok with attracting 
Walmart-type clients, who are shopping on price alone and looking to spend as 
little as possible … 
 
… But in my experience, training those types of clients can be a HUGE pain in 
the ass… but hey, someone’s gotta train em’ 
 
Another downside is that one-size-fits-all boot camps wreak havoc on people’s 
bodies, training 20 or 30 people at a time makes it SUPER tough to keep 
people’s form and posture in check… giving clients all kinds of nagging little 
shoulder, knee and back problems 
 
And progression usually isn’t even given a 2nd thought…  
 
Typically there’s just not enough individualization for people to get anywhere 
close to optimal results 
 
But boot camps DO beat what lies on the other end of the spectrum…  
 
… One-on-one private personal training… one of the worst business models in 
the entire fitness industry, at least if you wanna make a decent living 
 
One-on-One Private Personal Training is straight-out boring, not only for the 
trainer, but also for the client, and they just aren’t effective or efficient from a 
time, energy or financial standpoint 
 
Fortunately, like most things in life, there’s an ideal “balanced” approach 
that lies right in the middle of these two extremes…  
 
Taking the best of both worlds and dropping the rest… 
 
It’s Group Personal Training 
 
You can learn more about this model of training here: 
 
http://grouptrainingprofits.kajabi.com 
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Game	  Time 

 
Ok, so now you know what needs to be done to get from where you are now to 
owning a financially successful training business 
 
For resources going into many of these area deeper, be sure to visit: 
 
http://www.kickbacklife.com/resources-2/ 
	   
And there’s also lots of free info on the blog as well: 
  
http://www.kickbacklife.com/ 
 
Now, the big key is to put one foot in front of the other and do this stuff 
 
I can lay out this exact same information to every single trainer in the world who 
wants a more successful training business, however ... 
 
20% Won’t do a damn thing about it 
 
60% Will do a little about it, but not enough to get any kind of worth while result 
 
15% Will take a decent amount of action and make things happen with this info 
 
5% will move forward fast with everything in them and kick a ton of ass 
 
It’s just like when people hire a fitness trainer, same math 
 
The information is the here for you 
 
The differentiating factor is YOU 
 
Are you in the bottom 20%? 
 
The middle 60%? 
 
 Or the top 15%? 
 
 Or are in the top of the top... sitting in that 5%? 
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Hopefully you’re somewhere near the top 
 
Now, I’m here to tell you... 
 
You’ve been lied to and taken for a sucker, and chances what I’m about to share 
with you is negatively affecting your training business in one way or another 

In fact, for some trainers, it’s DESTROYING their business and causing them to 
feel forced to go out and get day jobs 

You see, after learning some HUGE lessons in my life… and I do mean HUGE 
LESSONS… the ones that come from some MASSIVE MISTAKES… 

BIG Mistakes… mistakes the size of that Big Ol’ Red Koolaid guy … life and 
death kinda stuff… and A LOT OF THEM… 

I’ve learned one or two funky little lessons along the way about life and business, 
and I’d like to share one with you that honestly can change the direction of your 
life forever… 
 
But I gotta warn you...  
 
... This stuff may not be the prettiest to look at, but the full beauty of life lies just 
on the other side 

And once the scam is exposed for what it is, you can choose to be free of it, or let 
continue to destroy your goals and dreams 

Hopefully I can save you a little of the trial and error I’ve had to go through 

You know, some people seem to be able to learn by seeing others touch the hot 
stove and then not going and touching the stove… 

That hasn’t always been the case with yours truly … 

For some reason it’s not until I’ve attempted to touch that scolding hot stove 73 
different ways and seared off the majority of my skin right down to the bone, do I 
learn… “Ok, so don’t touch the hot fricking stove” 

I have 2nd and 3rd degree burns on 15% of my body and spent 2 weeks in the 
burn unit at Parkland Hospital when I was 29 years to prove it 

What were the burns from? 

A pan full of hot oil on the stove, it started a huge fire, so I picked it up but the 
handle and ran outside with it, and it burned a huge portion of the skin off of my 
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hand, foot and some off of my leg and arm… ouch… I never knew you were 
supposed to smother a fire like that, not take off and do a 40 yard dash with it…  
 
Doh!!! 0= 

Finally I learned, and today I’m MUCH MORE CAREFUL around hot stoves 

I’ve had a life full of hot stoves, as well as mistakes… now there’s nothing wrong 
with a lot of mistakes, because usually if you’re not making them, you’re not 
moving forward 

But this one is different, and it affects more trainers negatively than anything else 
I can think it 

You see, after years of coaching fitness trainers with their businesses, and 
seeing the different reasons that some succeed and some don’t… 

After showing countless trainers how to build their business… and seeing some 
do it with amazing results, yet some others don’t, it’s apparent that there’s one 
big thing behind the failures of most trainer’s businesses 

The thing that differentiates the fitness professionals who succeed from those 
that do not 

Not only do the ones who succeed take action do the stuff their supposed to do… 
but they also do the funkalicious uncomfortable stuff 

The others do not…  
 
... Sure, they do the easy stuff, but they steer clear of the stuff that scares them… 
and this is one of the biggest mistakes we can make in our lives 

I’ve been a coward, and I’ve lived brazenly… balls to the wall and full speed 
ahead… 

And I can tell you that the scary stuff in life, the part of our to-do list we keep 
ignoring… that’s the stuff that you should be doing FIRST… cuz without it, the 
other stuff really doesn’t matter 

It’s like comparing pennies to hundred dollar bills, the comfortable stuff gets you 
the pennies, while the stuff that makes you shake a little at first gets you the 
hundies 

Upon first examination FEAR can appear to be a nasty old S.O.B… yet it’s really 
just like the wrapping on a present… sure… wrapping that might be made out of 
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a Michael Myers mask, but underneath it lies many gifts, and one of those gifts is 
owning your dream business 

However EVERYONE lets fear hold them back to some extent or another, even 
the big tough guys, who sometimes, actually, have the most fear… that’s why 
they project the image of being a big tough guy, to help shield and protect them 
from the world 

Think about this for a minute… if you went and talked to 100 people a day for 
50 days about training them… your business would be set… you’d have more 
clients than you could handle 

All you would need to do is get 2% of those people to train with you… that’s just 
100 people out of 5000… you’d have 100 brand new clients… and even if you 
only charged $100 a month, that’s a $10,000 per month income 

But no one does this … NO ONE! 

Why? … Well it’s not lack of time, because even if you had the time, you still 
wouldn’t do it 

The reason is Fear 
 
And it’s not the healthy kind of fear like what happens to you when you come 
face to face with a bear, or are being chased by a tornado… 

It’s actually something MUCH WORSE than bears and tornadoes … 

It’s Dragons… 

Dragons you say? 

Yeah Dragons… cuz just like dragons it’s all make believe fantasy … it’s all in 
our heads! 

And what is the main dragon we need to slay? 

Fear of what other people might think about us if we do this, that, or the other 
thing. 

Fantasies in our head about what MIGHT be goin’ on in their heads if we act out 
of line and God Forbid, try to sell them on some personal training… something 
that could save their LIFE! 

Fear of what others might think holds more trainers back than anything else 
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It’s not lack of certs, lack of skill, being too fat, too dumb, too ugly 

It’s that low level hum of anxiety that many people feel on a regular basis 
cranked up a few thousand notches 

It’s fear of what others thoughts are about us… 
 
... That they might not like us or heaven forbid maybe they’ll reject us 

And maybe they’ll think we lack certs, lack skill, are too fat, too dumb or too ugly 

It’s OUR thoughts about THEIR THOUGHTS… and not even their REAL 
thoughts, what imagine might be their thoughts 

A woman who gives a lot of insight into the B.S. storyline we’re constantly telling 
ourselves is Byron Katie… 

She often talks about there being three kinds of business 

1. God’s business…. The weather, the war, the traffic 

2. Other people’s business… what others think and do 

3. And our business… what we think and do 

Misery is caused by not being in our own business and being mostly in other 
people’s business 

We completely ignore where our focus should be, in the present moment 
watching our own thoughts, feeling and actions and are concerned with other 
people’s business… hoping they won’t disapprove of us or reject us 

Living in fear of what “They” might think about us 

What he or she or that dude over there thinks about me is NONE of my business 

What I think about him and her and that dude over there IS my business 

If I want to be happy, I need to stay in my own business and not get caught up in 
worrying about what “They” are thinking over there 

And what’s really funny is, the more I worry about what they think about me, not 
only do I paralyze myself from taking positive actions, but THEY tend to judge me 
and dislike me more 

And the less I care, the less they judge and the more they’ll tend to like me 
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We live in a society full of overgrown adolescents walking around seeking 
approval 

It’s true 

I’m amazed by how I can help a new coaching client with their business plan, and 
if belly-to-belly marketing is one of the strategies we mutually decide they should 
be doin’, on the phone they’re all rip-roaring ready to go approach people 

But then when I talk to them two weeks later, guess what happens? 

They didn’t approach a damn person…. 

That’s because the fear increases with our proximity of that thing we’re 
afraid of 
 
And on the phone with me they were nice and safe and it all sounded like a good 
game plan, but when it comes to getting off the coach ( or treadmill) and doing it, 
they keep putting it off another day 

Much safer to do it tomorrow, much too scary today 

“A person’s success in life can usually be measured by the number of 
uncomfortable conversations he or she is willing to have.”  - Timothy Ferriss 

I know a lot of dudes who are players in their mind… big time ladies men… 
tomorrow that is… today, sober, they’re scared shitless of approaching a female 

But tomorrow they’re gonna score… at least after they get a nice buzz goin’ on 

One way Pick-Up Artist Gurus teach men to become more comfortable with 
picking up women is to go approach 100 women in one day and ask them for 
their phone numbers 

And they have what’s called the 3 second rule… 

You need to do it within 3 seconds of seeing her… otherwise you’ll freak yourself 
out and talk yourself out of it 

Your mind will create all kinds of storylines… full of lies and total bullshit… all so 
you can stay in your comfortable little shell 

That 5’5″ 120lb female becomes a 14,000lb fire breathing dragon to these guys 

But by just goin’ up and doin’ it, it becomes easier and easier, not saying it’ll ever 
become the most comfortable thing in the world to do, but it gets easier 
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The freedom comes from Action 

Action breaks the shell wide open and exposes it to the light... 
 
... Where you can see the lies for exactly what they are… nothing but lies, stories 
in your head to keep you safe from judgment, rejection and get this… even 
success. 

Now, typically after a dude has done this for one day, approached a HUGE 
amount of women (sober) … he’s way less freaked out about approaching 
women he’s attracted to 

He realizes he didn’t die, didn’t get beat up, didn’t get laughed at, and it’s all no 
big deal… and he probably even got some numbers! 

It may never get easy, but it gets EASIER 

We MUST walk through the valley of our fears and slay the dragons that 
hold us down...  
 
... WE MUST, or we never get the chance to fully live 

It’s no secret that the people who allow their fears to paralyze them have the 
shittiest lives… most of it involves watching others on the television set fully live 

The people who enjoy the most full and passionate lives live on the edge, taking 
calculated risks and not allowing the fear of what others think about them hold 
them back 

Most successful entrepreneurs are like this… going for what they want not letting 
their fears hold them back… 

While a large portion of the cubicle dwellers who hate their job and think their 
boss is an asshole are just too damn scared to do anything worthwhile with their 
lives 

FACT: Those who don’t give a fuck change the world. The rest do not. 

What it takes to move past anything is to simply realize that your obstacle is 
unimportant, and that it can be dismissed. This is true whether you’re running a 
marathon or trying to get to Mars. 

If you dismiss the things that do not matter; if you remove those things from your 
mind and focus on what must be done; if you understand that your time is limited 
and decide to work now; only then will you be able to get to the finish line. 
Otherwise, you will be dissuaded into living a life you aren’t interested in. 
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- Julien Smith 

When I first started my training business I approached TONS of people about 
training them for free in exchange for referrals… keep in mind, I wasn’t even try 
to sell them training, I was offering to give them the gift of fitness and if they like 
the results, they’d get me referrals, a total win/win situation 

But I gotta tell ya, at first, it really tripped me out, I could feel my gut get tight, the 
shaking deep inside and I’d get all sweaty and talk a million miles an hour… but 
the more I did it, and the more clients I got, the easier it became 

But I just kept trudging forward and doin’ it… and it got better and better, the 
nerves never fully went away, but it’s like I transmuted them into raw energy and 
passion for what I was doin’… and that’s all anxiety really is, just raw energy 

My anxiety turned into excitement and passion for what I was doin’… I was 
on a mission 

I literally talked to HUNDREDS of people, and I simply began to look at every 
rejection as just a percentage of my next “Yes”… that’s all the rejections meant to 
me… 

I had about 1 in 10 people say “Yes”, so I just figured each rejection was 
10% of my next “yes”, but these rejections were mandatory, cuz without them, I 
wouldn’t be able to get the yeses 

In the book ‘Feel the Fear and Do It Anyway’ by Susan Jeffers, Susan talks about 
how we all think that the most successful people have no fears, not true, they just 
act IN SPITE of their fears 

They feel the fear and do the things they are scared of anyway 

Anxiety is a natural feeling, it’s there to help us survive, go on and move forward, 
but it’s when we let that anxiety create a storyline in our head…  becoming 
fortune tellers about the bad shit that might happen in the future… that it works 
against us… to the point of robbing us of a life worth living if we let it 

F.E.A.R. – False Evidence Appearing Real... Nothing But LIES 

People let these storylines control their future and their fears paralyze them, 
opting for the more comfortable route of usually doin nothing… which leads to a 
life of complete mediocrity at best 

When people make to do lists, they almost always do the easy shit, and keep 
putting off the stuff that gives them anxiety as long as possible, often forever 
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But it’s that stuff on the “to-do” list that makes us shake a little inside and makes 
our gut curl, where the juicy stuff is 

Because on the other side of those tasks there is liberation 

Freedom exists just on the other side of doin’ the things we fear 

Strength, Freedom and Amazing Experiences… 

But there is no way AROUND these things we fear, if we are to really live life 
fully, the only way is THROUGH 

Not around, over or under, only through 

Action Alleviates Anxiety 

But remember this my son…. the people who succeed aren’t the ones who opt 
for just doing the comfortable tasks… because those tasks typically offer little 
payoff 

It’s the ones who go out and do the real gnarly shit 

It’s easy to just put a few ads up on Craigslist or throw together a daily deal 
promotion for the bottom-feeding deal hoppers, but rarely will those ads pay off 
as much as goin’ and talking to a bunch of people in person 

If you went out and talked to EVERYONE in your local area about the amazing 
gifts you have to offer the world, and what they can do for people, you’re success 
would be inevitable 
 
And don’t forget the awesome news… once we walk through the fears, facing 
them head on… those things that scared us become less and less scary and no 
longer control us, we are now control, and move from the passenger seat to the 
drivers seat 

Many famous musicians, public speakers and comedians still suffer from some 
level of stage fright, but they get up there and do what needs to be done.… 

They could be shaking like a leaf on the inside, but they don’t let it hold them 
back, otherwise they’d never be living their dream life… they’d probably be 
working some normal job-type-job that they would HATE… 

Sitting there in their cute little cubicle dreaming about being a musician or a 
comedian or a successful personal trainer… instead of actually doin the 
awesome thing they do and sharing it with the world 
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Once we step out of our normal comfort zone, it expands a little… 

We keep stepping out, it keeps expanding… 

Sometimes we may never be fully comfortable doin those things we currently 
fear, but the fear stops having power over us… 

We act in spite of it, it no longer paralyzes us, for we have risen above it… and 
now we have the power instead of the fear having the power over us 

The magic never happens in our current comfort zone, it’s always just outside of 
it, the treasure is right on the other side of the dragon, the dragon we need to 
either slay or become friends with, but we must approach the dragon head on, 
feel it’s fiery breath and do what needs to be done 

Hey I love watching my favorite TV shows at the end of a days work… 

But what needs to be done never happens sitting on the couch watching other 
people face their fears on the television screen, even if their slaying dragons… 
because we need to go out their slay our own dragons, and no one else can do 
this for us 

So how much longer are you gonna let your fears have power over you, keep 
you paralyzed and hold you back from having the life and business you TRULY 
want? 

The choice is yours my friend 

Action Alleviates Anxiety 
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Alright, well that about sums up the basics, for more information about building 
your fitness training business, be sure to visit my site KickBackLife.com on a 
regular basis where I’ll be bringing you all kinds of cool free info on the reg to 
help you grow your fitness training business to where the level you deserve it at it  
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For	  more	  success	  stories	  like	  these,	  visit	  	  
http://www.kickbacklife.com/success-‐stories/	  	  
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Disclaimers:	  
	  
1.	  These	  strategies	  aren’t	  the	  magic	  bullet,	  this	  stuff	  takes	  work,	  you	  need	  to	  get	  off	  
your	  butt	  and	  get	  to	  work	  if	  you	  wanna	  get	  results	  
	  
2.	  If	  you	  click	  links	  in	  this	  ebook	  I	  may	  make	  a	  profit,	  and	  some	  of	  these	  links	  may	  be	  
affiliate	  links	  to	  other	  people’s	  programs,	  if	  you	  click	  a	  link	  and	  buy	  someone	  else’s	  
program,	  I	  may	  make	  a	  profits	  on	  those	  too,	  HOWEVER,	  I	  ONLY	  promote	  things	  I	  
truly	  believe	  will	  help	  you	  and	  your	  business	  
	  
3.	  This	  ebook	  is	  for	  informational	  purposes	  only	  
	  
4.	  I	  am	  not	  a	  lawyer	  and	  please	  don’t	  take	  any	  of	  the	  advice	  in	  this	  ebook	  as	  legal	  
advice	  
	  
5.	  Smile,	  life	  is	  a	  game...	  and	  a	  SUPER	  FUN	  one	  if	  choose	  for	  it	  to	  be	  (=	  
	  
	  


