


INTRODUCTION

Why do some trainers succeed, and others fail? Michael Alvarez has lived the successes and failures 
of the personal training industry. He’s used them to build his global business of high-end clientele 
who seek out his expertise for specialized results.
 
Now, you can quickly and efficiently put his same methods into place with his easy-to-follow 
guide, Train the Trainer. This book is written for women and men in the personal training industry 
who are ready to get to the next level of success, but aren’t sure where to start. His approach is 
straightforward and for the real world—so you can master your approach and find your edge.
 
More than just a book, Train the Trainer is an interactive experience. Sometimes, you’ll even be 
asked to stop reading and journal thoughts or answers to questions. It’s all so you can take a true 
assessment of where you are to get where you want to be.
 
If you want to command high dollars as a personal trainer for elite clientele, don’t wait another 
moment. Train the Trainer is the guide for you. 



CHAPTER 1: SUIT UP

What’s the worst thing that can happen to you as a trainer? Having to tell 
people that you are a trainer.
 
Personal training isn’t like a 9 to 5 job where you can dress up and perform 
for 8 hours then go about your day. You are your business from the moment 
you wake up until the moment you go to sleep. You’re a personal trainer 
when you’re in the grocery store, at a restaurant, picking up your kids from 
school—you get the picture.
 
Every business is built on a consistent look and feel. It’s how a brand is 
brought to life. Let’s look at the 2 of the most recognizable businesses on 
the market, and how they consistently use visual cues to communicate their 
brand:

VISUAL CUES:
Clean, defined, slick, upscale

How it makes people feel:
Trusting, prestigious, ahead 
of the curve. Apple’s clean, 
streamlined design makes 
users feel that they, too, are 
innovative, upscale, and on-
trend.

VISUAL CUES:
Bright, consistent, playful, 
intimate

How it makes people feel:
Emotionally connected, 
invested, trusting that they will 
have a quality experience every 
time. Even though Disney is a 
mass market brand, they are 
uniquely appealing to everyone 
while having something for 
everyone.

Question: Why 
does appearance 
matter?

Answer: You must 
represent what you 
are selling.

TIP



To completely “suit up”, you must 
address three key points: 

1. External
2. Internal
3. Aesthetic

1. External
Attire
To attract elite clients, you must look like a top-level trainer. Every person is 
a potential client, that’s why every person who sees you must assume you’re 
a personal trainer. The best way to do that is to dress the part.
 
·      Don’t: wear clothing that is dirty, sweaty, messy, too loose, wrinkled, or 
shows too much skin.

·      Do: wear recognizable, upscale, fitness-aligned brands that have 
the perfect trifecta of fashion, performance, and street cred. One of my 
favorites is Nike.

·      Don’t: feel like you must drop a fortune on clothing when you’re first 
starting out. I recommend a wardrobe allowance of $50-$100 per quarter 
when you’re first starting out. High-quality wear, plus attention to how you 
care for your clothes, will make these key pieces last.

·      Do: find a fitness brand that fits your personal style and body type. 
Just because you want to wear Lululemon doesn’t mean it’s going to 
complement your training style or body type.

I don’t pretend to know what it’s like to be a female trainer. However, I have 
first-hand experience insight into the unique challenges because my wife, 
Jayne, is an elite personal trainer, too.
 
Throughout this book, you’ll find exclusive tips from Jayne that are 
applicable to ALL trainers, with a special focus on how females can train 
elite clients of both sexes.

Female trainers may struggle to find a balance between dressing like a 
trainer and dressing appropriately, as to not give the wrong impression.
 

TIP
Question: As 
cliche´ as it is, your 
first impression is 
evrything.



Jayne’s go-to outfit includes Nike compression leggings, a clean, well-fitted 
(not tight) workout shirt, and a bomber jacket.
 
Jayne says: “Nike compression leggings are the best of both worlds: they 
make you look stylish and enhance your body shape without making you 
look unprofessional or like you’re putting your body on display in a negative 
way.”
 
Do a quick check of your shoes: are they clean? Are the laces straight? If 
you’re wearing socks, are they stylishly visible (or not visible)? No attention 
to detail is too small—you NEVER know what a client will notice.
 
No part of your appearance should be an afterthought, including your hair 
and nails. Messy, undone or un-kept hair gives you a messy, undone, un-kept 
vibe that your clients will pick-up on. Because you’re demonstrating moves 
and even guiding your clients with your hands, it’s important that your nails 
are manicured and clean.
 
You might be obsessed with a certain scent, but fragrances can evoke an 
even stronger reaction from a client than your appearance! Your safest bet is 
an unscented lotion and light, fresh deodorant.
 
 
I’m a huge fan of track suits: they instantly communicate fitness, look clean, 
and are easy to care for. And, the material doesn’t wrinkle—meaning you 
can keep a spare track suit with you and at any time, put it on and look 
polished.

You can also wear tops or track jackets that incorporate your business name. 
There are plenty of start-up fashion designers who are looking to work 
with entrepreneurs like you. Reach out to local design and fashion trade 
schools to find eager and passionate designers who vibe with your style and 
approach. Together, you can create completely unique, totally customized 
outfits that keep your attire consistent, polished, and professional.

Color cues are important. Think about what doctors and dentists wear: 
they wear white because it represents cleanliness, professionalism, and 
expertise. I always wear white to an initial consultation because of what it 
represents, and because it’s difficult to hide any imperfections! We all know 
black is slimming, and white is anything but. Wearing white subliminally 

TIP
Keep a spare 
training outfit in 
your car. 



demonstrates to your clients that you are confident in your body and you 
can get them to that same level of confidence.
 
When dressing for a consultation, consider the client you’re targeting. My 
recommendation: target clients from the age range of early 30s to late 60s. 
One of my favorite outfits to wear to a consultation is a tracksuit. It conveys 
my confidence in my fitness and my body. It also looks clean, trustworthy, 
and fresh.

Jayne
Says:
Female clients usually 
look up to their female 
trainers, so the goal 
is to make sure your 
physique motivates 
them. Be sure to 
wear an outfit that 
complements your 
current physique. 

Do go for a subtle and 
a natural look if you’re 
going to wear makeup.

Don’t forget about 
your hair and nails. 
Hair should be styled 
neatly and out of your 
face. Nails should 
always be clean and 
manicured.  

Don’t show too much 
skin, some clients may 
feel uncomfortable or 
distracted and won’t 
be able to focus on the 
workout.

Do opt for 
compression leggings, 
they complement 
female curves while 
looking professional. 
Most importantly you’ll 
want to be sure they 
aren’t see through!

Male Trainer 
Visual Example 

female Trainer 
Visual Example 



TIP
Feel like a top-
level trainer, you’ll 
instinctively act like 
one.

Transportation 
The car you drive is crucial to the consultation. Simply put, don’t pull up in a 
Honda and expect to command high rates.
 
Your goal isn’t to match your prices to what you have. Rather, you want to 
match what you’re prices to what you want. 
 
If you don’t have a nice car, make the investment of taking an UberBLACK 
or UberLUX to consultations and appointments. If you know someone who 
has a nice car, ask if you can borrow it. There are ways to represent yourself 
without taking out a loan to buy an expensive vehicle, rather, make an 
expensive vehicle one of your goals!

2. Internal
Education
Think you don’t have time for more training? Think again. I’m all about 
time management, so when I do cardio, I’m educating myself by listening 
to podcasts, watching videos of successful entrepreneurs, and even 
entertaining myself with business-focused shows like Billions and Suits.
 
Are you in your car a lot? Listen to a podcast about nutrition and 
maintaining low body fat. Don’t waste a minute when something you learn 
could help you make that connection to a new client, or to keep a current 
client. There’s always time to learn and grow, and the more you learn, the 
more you can share with your clients.

Social
Social now means 2 things: your presence online and your presence in 
person.
 
In person, you must be a bit of a social chameleon. Your opinions need to 
stay neutral, and your conversations need to stay positive and focused.

The moment a client gets offended by your views is the moment they 
stop gaining your trust as a trainer and ultimately stop working with 
you.

In all honesty, clients don’t care about your opinions. They care about results 
and the only opinion they want to hear is that you’re the right person for 
the job.



TIP

 
This doesn’t mean you can’t share personal details about your life, but keep 
them about fitness, health, and developing positive relationships. Religion, 
cultural beliefs, and political views have no place in personal training and 
will be an impediment to the success of your business.
 
On social media, the same rules apply: neutrality on hot-button subjects 
like politics, religion, and trending news stories. Whatever you tweet, share, 
retweet, or post reflects who you are. Just because it’s an open platform 
doesn’t mean you should be transparent about your views.
 
Some people feel they can create two social media feeds to keep their 
professional and personal lives separate. I strongly advise against this. 
It’s too easy to find and follow various accounts. And, having a private 
account can make your clients wonder who you really are, which isn’t a good 
reflection on your business.

3. Aesthetic
Aesthetic simply means paying attention to how you visually present 
yourself, and the goal is to present yourself as clean, professional, and 
positive as possible.
 
This is an extension of the previous exploration of what to wear. It’s worth 
saying again: you are a visual representation of your business, so you must 
always look the part. People should take one look at you and know you’re a 
dedicated, professional, top-level personal trainer.
 
It goes without saying that you should be fit. Of course, every person’s level 
of fitness is unique to their body type and abilities. But, let’s be honest: 
we all know the visual difference between someone who exercises and 
someone who doesn’t.
 
Be honest about your fitness level, and if it’s not up to par, then set some 
new goals.
 

Keep your religious 
and political 
opinions neutral in, 
business first!



TIP

Ask yourself the following to determine your fitness level. Be honest! 
You have nothing to lose and everything to gain.

·   Do you feel comfortable in form-fitting pants or dresses?

·   Do you hide your body by wearing “slimming” colors like black and 
blue?
·   Are you stronger with cardio or with weights? Why, and what can you 
do to be more balanced?

·   Are there any elements of fitness where you struggle, such as 
balance, flexibility, or longevity? What can you do to improve those so you 
don’t have any insecurities about your abilities?

·   If not, what can you do to get to a place where you’re comfortable 
and confident in anything you’re wearing?

·   How are you emotionally? Are you feeling stressed, nervous, or 
anxious about anything? What’s a tipping point for you, and how can you try 
to avoid extreme feelings so you can give your best self to your clients?
 
Take 5 to 10 minutes to write down some ideas in your journal.

Q & A: What’s Your Current Aesthetic? Are you:

 Clean shaven/trimmed/well-groomed
 Have a clean hairstyle
 Is your skin clear and healthy?
 Are your nails clean? Are your hands moisturized?
 Do you change your clothes between clients?
 Do you have a spare track suit or “training outfit” in your car?
 Do you have a kit in your car for emergencies (deodorant, perfume,  
 hair brush, hair ties, etc.).

Be honest, check the boxes above now!

Setting up good 
grooming habits 
is easy, and takes 
roughly 10 minutes 
2 times a week. 
You’ll look great, 
feel amazing, and 
your clients will 
appreciate your 
professionalism.



CHAPTER 2: 
To Take the Lead, You Have to Get the Lead

Would you train with you? It’s a legitimate question. You MUST believe 
that you’re the best trainer out there—if you don’t, why should your 
clients? Believing that you have something to give clients that NO OTHER 
PERSONAL TRAINER CAN GIVE starts in your soul. Believing this will give 
you the confidence to approach people—suddenly, your expertise as a 
trainer becomes less about you and more about what you can DO FOR 
THEM.
 
Generating leads is a source of anxiety for many personal trainers. I 
understand: if you wanted to be in sales, you’d have a regular corporate 
job. But, shift your perspective: you’re not selling something any more than 
someone who goes on a job interview. Rather, interviewees are encouraged 
to highlight what skills they can bring to the position for the betterment 
of the corporation. As an elite personal trainer, you’re doing the same—
highlighting the skills you have for the betterment of someone’s life.

To generate leads, you must consider 2 
key elements:

1. Approach
2. Funnels

1. Approach

Knowing how to read a potential client is essential. It’s a skill you need to 
build. Just like you give visual cues that you’re an elite professional trainer, 
people give cues as to what kind of approach they take to fitness, and 
what kind of trainer they need. Some need emotional support, some need 
a trainer who will challenge them, some need a trainer who will build their 
confidence before they ever build a muscle. That’s why you should always 
have two kinds of approaches (or pitches) ready.
 
Whether in person or online, my pitch comes in two forms: assertive (please 
note I did not say aggressive), and soft-sell.

·      Assertive: Not AGGRESSIVE approach. What’s the difference? Assertive 

Get leads like the 
life of your business 
depends on it. 
Because it does.

TIP



TIP

comes from a place of confidence, whereas aggressive comes from a place 
of force and can sometimes feel violating, interruptive, or disrespectful of 
personal boundaries.
 
The kind of client who responds to assertiveness likes hearing facts about 
your certification, proof of results, if you’ve been featured and where, and 
most importantly, what you bring to the table. You can think of the assertive 
approach as the art of the humble brag; fact-based and professional.
 
The assertive pitch is best for clients who love a challenge. They see what 
you have and they want it. This is your time to speak confidently about your 
credentials, achievements, and successes. It can even end with a challenge 
in the form of a question for your clients that functions as a call to action. 
For example: “Are you ready to conquer your body?”
 
·      Soft-sell: This is better for clients who take an emotional approach to 
personal interactions. They may be new to fitness, nervous about starting 
any kind of fitness routine, leery of personal trainers, or uneasy about 
“feeling forced” to commit to a program or financial investment. Ultimately, 
this client values relationships built on trust.
 
For the soft-sell client, I use words like, “let’s make a difference together,” 
and “together we can reach your goals.” A warmer approach can attract 
a new mom who wants to get back in shape, or a client that is timid. 
Keep your tone soft, but use the same imagery you would in the assertive 
approach.

2. Funnels

The key to leads: funnels. Remember, this is not about you, but about 
the client. Funnels can include what your client is looking for (strength, 
weight loss, etc.), and what tools they use to look for it (Craigslist, friend’s 
recommendation, etc.).
 
If you don’t feel comfortable writing your own ad, get in touch with a 
freelance writer. Many junior-level writers are affordable, talented, and can 
generate content for you that is succinct and sets the right tone. All you 
would have to do is tell them the goal of the ad, your abilities, elements 
you’d like to highlight, and even samples of other trainer’s ads that you like 
or don’t like.

Know when to be 
assertive and when 
to us a soft-sell 
approach, master 
both!



TIP

                                    
It’s a visual world, so photos are important! For example, if you’re creating 
a Craigslist posting, your photos should only be about fitness—NOT your 
lifestyle. It’s also beneficial to include transformation photos as testimonials 
that showcase your best work.

Location-based sites, local search services and crowd-sourced review 
sites:
Location-based sites help clients find trainers based upon proximity to 
where they live or work.
Sites like Craigslist, Thumbtack and Yelp are great sources for leads because 
they’re a free, trusted service that’s customizable to your location. Sign up 
for an account with all these platforms, and follow the assertive and soft-sell 
approach on each site.
 
Location-based sites can be a blessing and a curse. If you list your location 
in a lower income area, you won’t attract clients who can afford elite 
training. You can customize your location to a more desirable, or affluent 
area by listing an address that’s more affluent but still near you (for 
example, if you live in Los Angeles, you could list a city like Beverly Hills or 
Westwood).
 
No matter where you live, YOU MUST research the TOP 10 zip-codes in 
your area for high-income households. Once you find them, adjust your 
location accordingly.

It’s important to remember to NEVER REVEAL YOUR PRICES ONLINE. 
Save this for the in-person consultation.

Trainer-Based Websites
There are trainer-based websites such as “findyourtrainer.com” that list your 
pricing front and center. Unlike Craigslist, trainer-based sites are intended to 
give an in-depth look at your brand and image. Your profile IS your elevator 
pitch, as it skips over the phone call and consultation and takes you right 
into a pre-paid training session. This is your ONE CHANCE to make an 
impression before you close the deal. Remember, pricing is revealed up-
front, so your profile must quantify your prices.
 
Clients that hire you are already committed to paying for your services on 
these platforms. The benefits from these sites is you don’t need to setup a 

Research the TOP 
10 zip-codes in 
your area for high-
income households. 



TIP

consultation: just close the contract and start training!
 
Client reviews are essential, as future clients are looking to the results to see 
what others have invested for their results. Don’t be afraid to politely ask 
your current or previous clients to write a review! Real-world reviews are the 
norm for everything from restaurants to hair salons, and more people trust 
client reviews than any other source of information.

Networking and Events
Nothing beats a one-on-one connection. Joining a community with 
ambitious, lucrative, like minded professionals like as yourself can open your 
business to a world of bookings.
 
I recommend “A Small World:” this company hosts mansion parties and 
rents out high-level restaurants exclusively for members who are motivated 
to make business connections.
 
A simple Google search will reveal tons of networking companies in your 
area. They’re often membership based, and some require a fee. However, 
it’s worth trying to see if it’s a good fit for you.
 
Don’t rule out grand opening events, clubs, and even red carpet events in 
your area. Always look for a way to make a visible impression in front of 
open-minded, high-end professionals.

The Call
The goal of any lead is the next touch point: the phone call.
 
ALWAYS answer your phone calls. Even if you don’t have time to talk, 
answer your call and ask if you can call back in 10 minutes. You even say 
you’re wrapping things up with a client, and just need another 10 minutes. 
This “10 minutes” gives you time to get in the right mindset and remember 
the points of your pitch to trigger the next stage: the consultation.
 
Some clients feel more comfortable with an email or text. While it is critical 
to respect your client’s desires, I strongly recommend connecting via phone 
call for that first conversation. You won’t know if your potential client was 
motivated by your assertive pitch or soft-sell. Stick to a professional tone 
that is focused on booking the one-on-one consultation rather than trying to 
“read” your client’s tone over the phone.

Don’t be afraid 
to ask for client 
reviews!



TIP

Your goal is to setup the first in-person consultation (not a training 
session).
 
There are 2 important strategies to making this phone call a success:
 
1. Set up the in-person consultation within the next 24-48 hours so the client 
doesn’t lose their momentum or desire to meet with you.
 
2. Do not reveal your training fees. (This is with the exception that you’ve 
been contacted through a site like findyourtrainer.com where you go right 
into the pre-paid training session). This is tricky, but critical. Revealing your 
prices too soon will scare people off. Walking clients through the experience 
of training with you to give it value and make your pricing structure 
worthwhile. Clients will feel it is truly an investment, not an expense. And, 
your overall goal is to create that moment of “buyer’s impulse” that can 
only be created through excitement and one-on-one in-person interaction.
 
The phone connection leads to the consultation. This is the most critical 
step, and in the next chapter, I reveal my tips for making every free 
consultation into your financial success.

If generating leads is the job interview, then the consultation is the first 
date. Often, it’s a blind date, as you’ve never met your client in-person 
before. And, just like a blind date, you can’t control the other person’s 
history, personality, fitness level, or intent. But, you can control what you 
bring to the table: your expertise, your aesthetic, and the location of your 
appointment.

I like to keep these words in mind when I meet my clients for the first 
time: consultation, enthusiasm, and knowledge. You need to be part 
businessperson, part cheerleader, part expert all in one approachable 
package. It might take some time to find your approach, but these traits are 
where you need to ground yourself. 

Nothing in life is 
too expensive if it’s 
a priority.

CHAPTER 3: The 3 C’s 
Consultation, Commitment, Contract



TIP

Consultations that lead to clients are 
built on four key elements:

1. Location
2. Client Diagnosis/Assessment
3. Scheduling
4. Contracts and Payment
 

1. Location

While meeting at a local Starbucks might be convenient, it’s not practical. 
There are people, interruptions, noises, and spacing issues that are out of 
your control. You need a professional, clean space that is welcoming, free of 
distractions or surprises, and that you can move comfortably in.

Finding the right space will require some creativity. My condo has 
an executive conference room on the first floor that I book for my 
consultations. My clients also have the option to valet park for free. If you 
don’t have access to a similar type of space or office, do you know anyone 
who does? You can consider sharing the rent or treating an office space 
like a timeshare with friends or other like-minded entrepreneurs. Look for a 
meeting space that is easy to find and offers “amenities” like plenty of free 
parking or valet parking to make the consultation as easy as possible for 
your client to attend.

Before your client arrives, have everything you need within arm’s reach. 

Once your client arrives, make eye contact and offer a warm smile. Also, 
make physical contact with a handshake, and offer your client something to 
drink, like water, juice, or coffee. 

Remember, you’re a personal trainer. The key word is PERSONAL. You must 
constantly be assessing your client to determine what approach will work 
best. Personalized greetings are key.  

Would you greet a grandmother like you’d greet a teenager? Absolutely 
not! Don’t have a cookie-cutter greeting planed for your first interaction: 
however, you can be prepared going in. If you’re meeting a millennial, 
be prepared to offer a high-five or pat on the shoulder. If you’re meeting 

When a person 
with a experinece, 
meets a person 
with money, the 
person with the 
experience ends 
up with the money 
and the person 
with the money 
ends up with the 
experience.



TIP

40-something professional, greet her with a professional, respectful 
handshake.

Conference Room Example
 

2. Client Diagnosis/Assessment

The client diagnosis begins with the assessment form. Your client will fill out 
the basics: name, contact info, date of birth, allergies, physical limitations, 
and current injuries. But, it stops there. Unlike a form at the doctor’s office, 
you—not your client—will complete the personal assessment form by asking 
one-on-one questions. 

This may seem innocent, but if you ask the right questions, filling out the 

When conducting 
a handshake, make 
sure your hands are  
warm. Warm body 
tempratures create 
a sense of trust.



personal assessment form for your client can be the critical connection that 
takes you from stranger to trainer. Part ice-breaker, part assessment of your 
client’s past, present, and future, this is the ultimate conversation starter. 
You can even go so far as to think of yourself as a therapist: listen for cues 
that you can use to make a personal connection.

I’m including a copy of my assessment form at the end of this book to help 
inspire your own form. Use this as an outline when drafting your own form, 
and always leave plenty of room to make additional notes.

DEAL-CLOSERS
It can be hard to drive home your message during the initial consultation. 
One of the best deal-closers I’ve come up with relates to calorie burn. Fact: 
someone who has more muscle mass is burning more calories per hour than 
someone with less muscle mass, but clients don’t really relate to this unless 
you make it personal.

This question can work for any kind of client, depending on how you phrase 
it.

Aggressive venture capitalist who can’t resist a challenge: 
Your Tone: Challenging, commanding, superior.
“You know I’m burning more calories than you are in this very moment.”

New mom looking to burn off the baby weight: 
Your Tone: Positive, encouraging, supportive.
Question: “Did you know the more muscle mass you have the more calories 
you’re burning, even when you’re sleeping? We can get you to that place!”

Take 10 minutes to think of your own fact-based ice-breakers that really 
trigger that “a-ha” moment with your client. This a-ha moment will make 
closing the deal almost effortless.

3. Scheduling

Before you even think about the contract, you MUST talk schedules. You 
may have the ideal potential client, but if your schedules don’t align, your 
partnership with them won’t be a success.

To get the scheduling conversation started and minimize diversion tactics, 

Jayne
Says:
I focus on client 
retention: My goal 
is always to make 
sure that the client 
commits to training 
with me.

To keep the clients 
engaged the first 
thing I do is ask my 
clients for photos 
of their meals, this 
way they get the 
sense that you are 
already getting to 
work even when 
when you’re not 
training them.



TIP

ask your client, “When can you start?” This question demands a response 
from your client while also communicating your enthusiasm. Always ask 
about scheduling BEFORE presenting the contract. This eliminates the 
opportunity for excuses like, “let me check my schedule” because your 
client has already committed to a start date. 
 
Motivated clients will give you an immediate start date; others will use 
diversion tactics including family commitments and unpredictable work 
hours. Don’t take it personally. Many clients are distrusting of personal 
trainers or simply nervous to commit.

If you come across a client who’s making excuse after excuse, offer the 
“unlimited scheduling package.” This allows the option to reschedule 
workout sessions as many times as they want. I highly recommend offering 
this package ONLY with 6- and 12-month contracts.

What A Difference a Year Makes
My favorite contract periods are 6 months and 12 months, but not just 
because of the financial guarantee. Six-twelve month contracts practically 
guarantee results. 

Yes, you can change a body in 1 or 3 months with a committed client, 
but NOTHING redefines the body and the mind like a 6 to 12-month 
investment. Actions that may seem daunting become positive, involuntary 
habits when they’re consistent and on-going. As a personal trainer, I want 
my clients physical and lifestyle habits to be as instinctive as breathing for 
their own success, and mine.  

4. Contracts and Payment

The money’s not in until the money’s in. I say this because it’s critical to get 
a signed contract during consultation so you can secure payment as soon 
as possible. While it’s great to have a standard contract in place, no client is 
one-size-fits-all. If you remain flexible during the contract phase, your client 
won’t feel pressured, and will feel more like they’re being cared for. 

As a contractor, trainer or professional, you cannot be scared to ask for 
a commitment or money. Every client walks into a consultation ready to 
be taken advantage of. Your best way to get around this is to start with a 
standard contract. 

Always focus on the 
clients needs and 
wants.



TIP

Present your standard client contract first that reflects your standard prices. 
Always present the contract with the highest dollar amount. Assure your 
client that everyone is offered the same pricing tier, as this will help put 
them at ease. Now, make that work to your advantage: this is your time 
to be flexible and create a custom contract that matches your client’s 
expectations. 

Some ways to customize a contract:

 Offer a savings if they pay a certain percentage today.
 Offer a savings if they pay cash.
 Offer a savings if they refer a friend of family member.
 Offer a payment plan that starts today and bills every 2 weeks.
 Offer a personal challenge: if the client hits a certain goal by the end  
 of the contract, you’ll credit their account. 

If the client is ready to commit, but can’t schedule the first appointment 
until a later date, ask if they would be comfortable making a 10% to 13% 
deposit today to “secure their space” in your schedule. Be sure to let your 
client know that this deposit is non-refundable. It will be applied to their 
total balance once the first appointment is complete. If the client never 
shows for the first appointment, you at least got paid for your consultation.

Payment
Offer various payment methods: Cash, credit, debit, check, or via apps like 
Venmo and Zelle. 

If you’re struggling to develop your own personal assessment sheet or 
contract, don’t beat yourself up! Lawyers and paralegals get paid upwards 
of $500 to create customized contracts. 

Click on this link to unlock my very own client assessment sheet and 
attorney-verified contract. I’m making it available exclusively to you for a 
one-time payment at an incredible discount so you don’t have to pull from 
your savings to get your business started. 

Compassion 
and one-on-one 
interaction are 
essential during 
this phase: 
even the most 
successful client 
will be concerned 
about making this 
kind of financial 
investment. Listen 
carefully, speak 
calmly, and tread 
easily: gauging your 
client’s responses 
during this time 
can help you create 
a customized 
contract that they 
feel comfortable 
signing.

CONTRACTS



TIP

Success
During the writing of this book, I signed a client to a one year contract for 
$12,000. I’m not saying this to brag: this was hard work, and was something 
that took me a long time to achieve. I tell you this to show you that it can 
be done! Think about it this way: if I get 12 people to sign up for 1-year 
contracts, that’s 120,000 a year! And, that’s my next goal. If I expect my 
clients to be goal-setters, then I need to be one, too. 

Even if you sign 6 people, that’s $66,000. That’s on par with most average 
salaries where people work 40 hours a week—and you’re only putting in 6 
hours of work a week. 

These are the figures that I want you to experience, and you can experience, 
by following the strategies outlined in this book. You chose personal training 
because you’re passionate about fitness, but also because you’re unique 
and know the typical 9-5 job isn’t going to satisfy you. There’s nothing that 
says being a personal trainer means struggling financially for the rest of your 
life. Become the CEO of your business and turn your passion into financial 
success.

WHAT’S NEXT?

If you’re ready to put these strategies to work in your own business, but 
would love customized guidance. Bring your questions, concerns, business 
plan, ideas, and thoughts to the table, then let’s work together and build 
your business empire.

Be selfish in self 
development, 
but be selfless in 
helping others.

NEXT




