


pain they want to overcome; they NEED your guidance and expertise to help them be successful.  As you’ll read later, this group aptly demonstrates the PAIN/PLEASURE THEORY, otherwise known as struggles and motivators.  This group also expects an outcome, which I call the FOUR KEYS:  Experience, Value, Education, and Results.  Experience – A unique experience needs to be given to each individual and also offer accountability.  Value – Regardless of the cost, their membership needs to give them something in return. Education – The club needs to serve as the leader/educator and be this member’s fitness expert.  Results – In addition to physical results, this member is joining for social connections, medication reduction, to de-stress, and to get more energy in their lives.

Category C has a failing attitude.  They have already determined they will fail and will not allow you to make them successful.  For instance...
 	
	 1 - A family joins your club because the mom wants to get fit, but the dad could care less.  Now, 	 each time the dad enters the club he has a “chip on his shoulder”.  
	
	 2 -  A  new member (overweight or underweight) has tried 100 different things to get desired	 results and nothing has worked.  Deep down, they think your club will just be their next failure. 

There is a need to talk to these members differently. They require continually being sold on WHY to get involved and will only become successful when they have an “Ah-Ha” moment.  It is through these moments that we can start to change their attitude. 

Members4Ever is designed to address the needs of ALL THREE categories.  While it’s a great program for the de-conditioned, it’s a perfect tool for those members who need a “refresher” or need to be pushed to the next level.  No matter the reason, all will benefit from being more involved in the club environment.  

The INDUCTION PHASE consists of four appointments:   
Success4Ever, Healthy4Ever, Fit4Ever, Results4Ever. 
 
	 1. The key purpose of Success4Ever is to build a relationship and conduct a “goals interview” 	 to assess a member’s reason for membership.  This appointment also describes the use of a	 food diary.

	 2. Healthy4Ever is about self discovery and lifestyle coaching. The fitness coach and member 	 will discuss challenges and obstacles.  

	 The first two appointments will comprise the Commit to FITTNESS contract to put in writing	 the relationship established between the member and the club.  It shows that your club 	 agrees to give 150% to help them reach their goals and in return, the member needs to 	 provide the commitment and effort.  The member is made fully aware of the 30-day 	 Guarantee Policy and its guidelines.  A member is accountable for 2-3 visits per week.  The 	 Commit to FITTNESS contract will keep them conscientious of attending each appointment. 	 It also allows the member and Fitness Coach to establish “7 day challenges” to help change 	 bad habits. 

	 3.  Fit4Ever allows for much more interactive communication, as the Fitness Coach 	 will ask more questions about the member’s Members4Ever experience.  IE:  “What do you	 like about the program?”  “Is your Success Plan working for you?”



	 4.  Results4Ever is designed to celebrate and praise any and all member successes while

	 encouraging them to continue.  

	 You will learn to use the Members4Ever Child2Adult Theory to ensure each member

	 experiences success. Fitness Coaches will interact with a members’ individual skill level. For

	 example, be aware that a member may have no awareness of specific muscle groups.  If

	 overlooked when describing a certain exercise, you can talk a member into complete

 	 confusion.  If the member has no idea what you are talking about, they will feel

 	 unsuccessful. Through the training process we will teach you to under-prescribe exercises.

	 With the Members4Ever program, it is not just about members obtaining results in a specific

 	 period of time, but helping members find a plan that will overcome and motivate.  It is about

	 creating an EXPERIENCE, generating VALUE, providing EDUCATION, and facilitating RESULTS.

The ForeverCelebration serves as a graduation of the Members4Ever program and promotes 

continued club involvement.   It is a perfect opportunity to introduce additional managers and staff, 

as these members may strive to reach higher goals.  For instance, highlight a group fitness class, 

personal training session, or a new piece of equipment.

The Total Fitness Evaluation will also be introduced during the Induction Phase. The TFE allows 

members to set new benchmarks and achieve higher goals with advanced Microfit® testing.  The 

program is designed to track progress with quarterly “check-ins”.  

The final stage of Members4Ever is RETENTION.  The Retention Program is an organized system 

that tracks members’ club involvement.  Furthermore, it provides instructions on when and how 

to check a member’s usage.  It also includes compensation guidelines for Fitness Coaches.  In an 

industry that has a true retention rate between 40-60%, I believe Members4Ever is the only program 

that genuinely addresses the individual needs of each member in every category.  Furthermore, I 

strongly believe the most successful way to improve your club’s retention is to tend to the needs of 

those categorized as a “B”. 

Eventually, you will notice another huge benefit of the Members4Ever system - the integration of 

members to other programs and resources at your club.  A member who completes the program 

has learned to rely on coaches, trainers, instructors, and programs; hence, you will notice improved 

participation in your personal training, group fitness, and other exercise programs.  Members who 

are more involved with effective exercise will experience an overall well-being and will feel more 

able to live the life they’ve always dreamed they were able to live.  

I personally welcome you to the Members4Ever program.  Everything you will learn during this train-

ing and apply at your club will change people’s lives.  Now, let the journey begin...  

In Good Health,

Thomas Kulp


