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Welcome to “The Client Magnet Blueprint: A 30-Day Guide For 
Coaches,” where we embark on a transformative journey to 

supercharge your coaching business. Over the next month, we’ll 
delve into the crucial art of client attraction, empowering you with 
the tools and strategies needed to thrive in the competitive coa-
ching landscape. 

In this comprehensive guide, we recognize the paramount impor-
tance of client attraction for coaches. Whether you’re just starting 
out or looking to expand your existing clientele, mastering this ski-
ll is essential for sustained success. Throughout the next 30 days, 
we’ll unravel the secrets behind effective client attraction, equip-
ping you with actionable insights to fuel your business growth. 

Get ready to embark on an enlightening journey filled with practi-
cal exercises, real-life case studies, and expert advice. Together, 
we’ll lay the groundwork for your coaching business’s success, 
one strategic step at a time. So, let’s dive in and discover what lies 
ahead on this exciting adventure of transformation and growth.IN

TR
O

D
U

C
TI

O
N



CHAPTER 1: WEEK 1 - LAYING THE FOUNDATION

CHAPTER 2: WEEK 2 - BUILDING YOUR PRESENCE

CHAPTER 3: WEEK 3 - MARKETING MASTERY

CHAPTER 4: WEEK 4 - CLIENT ACQUISITION TECHNIQUES

CONCLUSION

6

13

17

21

26

54

INDEX



76

From assessing your current situation and setting SMART goals to identifying your 
ideal client avatar and crafting a unique selling proposition, each day of Week 1 is de-
dicated to equipping you with essential tools and insights to build a thriving coaching 
practice. By the end of this week, you’ll have a clear vision, a solid business plan, and 
the confidence to attract your ideal clients and achieve your goals. 

As a coach or personal trainer diving into the world of entrepreneurship, it’s crucial to 
begin by taking stock of your current situation. This involves evaluating various as-
pects of your business, such as your client roster, revenue streams, marketing efforts, 
and operational processes. By conducting a comprehensive assessment, you can gain 
clarity on what’s working well and where there’s room for improvement. For instance, 
you might analyze your client retention rates, assess the effectiveness of your mar-
keting campaigns, and identify any operational inefficiencies. Armed with this infor-
mation, you’ll be better equipped to make informed decisions and chart a course for 
future growth. 

Here are some key steps you can take to assess your current situation effectively: 

By dedicating time to assess your current situation, you lay the foundation for infor-
med decision-making and strategic planning, setting yourself up for success in the 
days and weeks ahead. 

Review your client list and analyze trends in who your clients are, how much 
they spend, and what their personalities might be like outside of the gym. 

Evaluate your financial performance, including income, expenses, and profit 
margins. 

Assess the effectiveness of your social media, and other marketing channels 
in attracting new clients. 

Examine your operational processes, such as scheduling, communication, and 
client management systems. 

Seek feedback from your current clients to understand their needs, preferen-
ces, and areas for improvement. 

CHAPTER 1: 
WEEK 1 - LAYING THE FOUNDATION 

Day 1: Assessing Your Current Situation
Setting SMART (Specific, Measurable, Achie-
vable, Relevant, Time-bound) goals is crucial 
for personal trainers and coaches to drive 
their businesses forward. Start by defining 
clear, specific objectives that align with your 
vision and mission. For example, rather than 
aiming to “increase clients,” set a goal to 
acquire 10 new clients within the next three 
months. 

Ensure your goals are measurable by quan-
tifying them. Specify the metrics you’ll use to 
track progress, such as revenue targets or 
client numbers. Make sure your goals are re-
alistic and achievable based on your current 
resources and capabilities. Setting overly 
ambitious goals can lead to frustration. 

Your goals should also be relevant to your 
business objectives and values. Consider 
how each goal contributes to your long-term 
success as a trainer or coach. Finally, establi-
sh deadlines for each goal to create urgency 
and accountability. By setting SMART goals, 
you’ll empower yourself to focus your efforts 
and achieve tangible results in your busi-
ness. 

Example SMART Goal Organizer: 

Bad Goal: I want to make more money with 
personal training 

SMART Goal: I want to increase my annual 
income from my online personal training bu-
siness by $30,000 over the next 12-months 
by adding 3 new clients each month. 

 
Specific ___________________________

 
Measurable ________________________

 
Achievable ________________________
 
 
Relevant __________________________

 
Time-Bound _______________________

Day 2: Setting SMART Goals for Your Business 

Pro Tip: Check out our article on 
setting SMART Goals

Learn More

https://truecoach.co/blog/set-measure-achieve-goals-for-personal-trainer-and-client-success/
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Day 3: Identifying Your Ideal Client Avatar 
Understanding your target audience is fundamental to the success of your coaching 
business. By creating detailed personas of your ideal clients, you can tailor your ser-
vices to meet their specific needs and preferences. Let’s begin by exploring the steps 
involved in defining your ideal client avatar. 

By going through these steps, you’ll have a better idea of who you want to work with 
and how you can help them reach their fitness goals. 

Think about the people you already train. What do they have in common? 
Are they mostly a certain age, gender, or live in a specific area? 

Look at Your Current Clients: 

Take a look at other trainers in your area. Who do they seem to be training? 
This can give you an idea of who might be interested in your services too. 

Check Out Your Competition: 

Imagine your perfect client. How old are they? What do they like to do? 
What are their goals for getting fit? 

Think About Who You Want to Train: 

Make up a pretend person who represents your ideal client. Give them a name 
and write down things like how old they are, what job they have, and what they 
like to do for fun. 

Write Down What They’re Like: 

Think about what your ideal client might struggle with when it comes to fitness. 
What are they hoping to achieve by working with a trainer? 

Figure Out Their Problems and Goals: 

Imagine how your ideal client goes from wanting to get fit to actually reaching 
their goals. What steps do they take along the way, and how can you help them? 

Picture Their Fitness Journey: 

Don’t worry if you don’t get it perfect the first time. Pay attention to what works 
and what doesn’t, and be willing to adjust your approach as you learn more. 

Keep Learning and Changing: 

Your Unique Selling Proposition (USP) is what sets you apart from other trainers 
and coaches. It’s what makes potential clients choose you over someone else. In 
this section, we’ll help you identify what makes you unique and how to communica-
te that to your audience effectively. 

By following these steps, you’ll be able to create a compelling USP that effectively 
communicates your unique value as a trainer or coach. 

What are you really good at as a trainer? Do you specialize in weight loss, 
strength training, or injury rehabilitation? Write down your top strengths and 
specializations. 

Who are the clients you want to attract? What are their goals and pain 
points? Understanding your target audience will help you tailor your USP to 
their needs and desires. 

Take a look at other trainers in your area or niche. What do they offer? How 
do they position themselves? Identify gaps or opportunities where you can 
differentiate yourself. 

Based on your strengths, specializations, target audience, and competition 
research, define what makes you unique. What do you offer that others 
don’t? What value do you bring to your clients? 

Develop a clear and concise statement that communicates your USP. It 
should be memorable, benefit-focused, and resonate with your target au-
dience. Use language that speaks directly to their needs and desires. 

Once you’ve crafted your USP, test it out with your audience. Pay attention 
to their reactions and feedback. Use this information to refine and improve 
your message over time. 

Identify Your Strengths and Specializations: 

Understand Your Target Audience: 

Research Your Competition: 

Define Your Unique Value Proposition: 

Craft Your Message: 

Test and Refine: 

Day 4: Crafting Your Unique Selling Proposition (USP) 
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One of the most important decisions you’ll make as a personal 
trainer or fitness coach is choosing your niche and specialization. 
By focusing on a specific area of expertise, you can attract a more 
targeted audience, differentiate yourself from competitors, and 
ultimately, grow your business. In this section, we’ll guide you through 
the process of choosing the right niche and specialization for you. 

Take some time to reflect on your passions, interests, and 
strengths as a trainer. What aspect of fitness excites you 
the most? What type of clients do you enjoy working with? 
Write down your thoughts and feelings. 

Research the fitness industry to identify trends, gaps, and 
opportunities. Look at what types of fitness services are in de-
mand and where there may be underserved niches. Consider 
factors such as location, demographics, and competition. 

Who do you want to work with? Define your ideal client 
avatar based on demographics, goals, challenges, and pre-
ferences. Think about who you can best serve and who will 
benefit the most from your expertise. 

Analyze other trainers and coaches in your area or niche. 
What niches or specializations are they focusing on? Where 
do you see opportunities to differentiate yourself? Consider 
how you can carve out your own space in the market. 

Self-Reflection: 

Market Research: 

Identify Your Ideal Client: 

Assess Your Competition: 

Day 5: Choosing Your Niche 
and Specialization 

By following these steps, you’ll be able to choose a niche and 
specialization that aligns with your interests, strengths, and mar-
ket demand, setting yourself up for success as a personal trainer 
or fitness coach. 

Based on your self-reflection, market research, ideal client, 
and competition analysis, choose a niche and specialization 
that aligns with your interests, strengths, and market de-
mand. Whether it’s weight loss, strength training, nutrition 
coaching, or something else, commit to your chosen niche. 

Once you’ve chosen your niche, invest in furthering your 
knowledge and expertise in that area. Pursue additional 
certifications, attend workshops and seminars, and stay up-
to-date with the latest research and trends. Becoming an ex-
pert in your niche will help you stand out and attract clients. 

As you start working within your chosen niche, pay atten-
tion to what works and what doesn’t. Solicit feedback from 
clients and adjust your approach as needed. Continuously 
refine your niche and specialization to better serve your 
clients and grow your business. 

Choose Your Niche: 

Develop Your Expertise: 

Test and Iterate: 

Pro Tip: Check out our step-by-step guide to finding your 
niche in our article: How To Launch A Successful 
Coaching Business.

Learn More

https://truecoach.co/blog/how-to-launch-a-successful-coaching-business/


Day 6: Establishing 
Your Brand Identity 

Day 7: Creating Your 
Business Plan 

CHAPTER 2: 
WEEK 2 - BUILDING 
YOUR PRESENCE 
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Your brand identity is the essence of your personal training or 
fitness coaching business. It encompasses everything from your 
logo and visual elements to your messaging and values. Building a 
strong brand identity is crucial for standing out in a crowded market 
and attracting the right clients. When establishing your brand 
identity, consider elements such as your mission, target audience, 
unique selling proposition (USP), and brand personality. By crafting 
a cohesive and memorable brand identity, you can create a strong 
connection with your audience and establish trust and credibility. 
In this section, we’ll delve into the essential aspects of building a 
brand identity to help you define your brand and leave a lasting 
impression on your clients. 

As a personal trainer or fitness coach venturing into the world 
of online coaching, having a solid business plan is essential for 
success. A business plan serves as a roadmap for your business, 
outlining your goals, strategies, and financial projections. It helps 
you clarify your vision, identify potential challenges, and map out 
actionable steps to achieve your objectives. When creating your 
business plan, consider elements such as your target market, 
competition analysis, marketing strategy, revenue streams, and 
budget. By meticulously planning and strategizing, you can set 
yourself up for long-term success and navigate the competitive 
landscape of the online coaching industry with confidence. In this 
section, we’ll explore the fundamentals of creating a business plan 
to help you build a thriving online coaching business. 

Want to take a look at our Branding Guidelines? 

Get Your Free Custom Business Plan Template Here

They’re right here  

Welcome to Week 2! From building your online presence, to optimizing your social 
media and website to get clients coming to YOU (instead of the other way around), 
we will go through actionable strategies and tips for engaging with your audience, 
creating killer content, and learning how to use your network to max out your client 
list (and your waitlist). 

In today’s digital age, establishing a strong online 
presence is crucial for personal trainers and 
fitness coaches to attract clients and grow their 
businesses. Your online presence serves as your 
virtual storefront, allowing potential clients to 
learn more about you, your services, and what sets 
you apart from the competition. Key elements of 
building a professional online presence include 
creating a professional website, optimizing your 
social media profiles, showcasing your expertise 
through content creation, and engaging with 
your audience consistently. By leveraging digital 
platforms effectively, you can enhance your 
visibility, credibility, and authority in the fitness 
industry, ultimately attracting more clients and 
expanding your reach. In this section, we’ll 
explore the essentials of building a professional 
online presence to help you establish yourself as 
a trusted fitness expert in the digital realm. 

Check out our website here for best practices! 

Day 8: Building Your Professional Online Presence 

https://discover.truecoach.co/quiz/
https://truecoach.co/wp-content/uploads/sites/2/2023/11/TrueCoach-BrandGuidelines-10.2022.pdf
https://truecoach.co/
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Day 9: Optimizing Your Website 
for Client Conversion 

Your website serves as the virtual hub of your online coaching business, acting as a 
powerful tool to attract, engage, and convert potential clients. Optimizing your website 
for client conversion involves strategically designing and structuring your site to guide 
visitors towards taking desired actions, such as signing up for your coaching services or 
contacting you for more information.  

By implementing these strategies effectively, you can maximize the conversion potential 
of your website, turning visitors into paying clients and driving the success of your online 
coaching business. In this section, we’ll explore the fundamentals of optimizing your 
website for client conversion to help you achieve your business goals and generate 
tangible results. 

Key elements of website optimization include: 

Creating clear and compelling calls-to-action 

Streamlining the user experience 

Optimizing for mobile devices 

Showcasing social proof and testimonials 

Providing valuable content that resonates with your target audience.  

Day 10: Crafting Compelling Social Media Profiles 

Crafting a compelling social media profile is essential for personal trainers and fitness 
coaches seeking to establish a strong online presence and attract potential clients. 
Your social media profile serves as a digital representation of your brand, allowing you 
to showcase your expertise, personality, and unique offerings to your target audience. 
When crafting your profile, it’s important to choose high-quality images that reflect your 
professionalism and personality, write a concise and engaging bio that highlights your 
qualifications and services, and include relevant keywords and hashtags to increase 
visibility and reach. By optimizing your social media profile with these key elements, you 
can effectively connect with your audience, build credibility, and attract more clients to 
your fitness business. 

Get 30 made-for-you social media posts, a guide to get verified, 
and more in our free premium social media bundle.

Learn More

Day 11: Developing Content 
Strategy for Social Media 

Day 12: Engaging with Your 
Audience on Social Platforms 

To be intentional with your social media, start by identifying your 
target clients and understanding their needs, interests, and pain 
points. This will help you create content that resonates with them 
and provides value. Next, determine the platforms you’ll focus on 
based on where your audience spends their time and the type of 
content they prefer. Whether it’s informative blog posts, inspirational 
quotes, workout videos, or client testimonials, ensure your content 
is diverse, relevant, and authentic to your brand. Consistency is 
key, so establish a posting schedule and stick to it to maintain 
audience engagement and loyalty. Lastly, track your metrics (likes, 
comments, shares, saves) to measure the effectiveness of your 
content strategy and make adjustments as needed to optimize 
your social media presence and achieve your business goals. 

Engaging with your audience on social media is essential for building 
relationships, establishing trust, and attracting potential clients as 
a fitness professional. Start by being authentic and genuine in 
your interactions, showing your personality and passion for fitness. 
Respond promptly to comments, messages, and questions from 
your followers to foster a sense of community and connection. Use 
storytelling to share your journey, experiences, and successes, 
making your content relatable and inspiring. Incorporate interactive 
elements like polls, quizzes, and Q&A sessions to encourage 
participation and dialogue. Show appreciation for your audience 
by acknowledging their contributions, sharing user-generated 
content, and offering exclusive deals or discounts. Consistency is 
key, so maintain a regular posting schedule to keep your audience 
engaged and interested in your content. By prioritizing engagement 
and building meaningful connections with your audience, you’ll 
strengthen your online presence and attract more clients to your 
fitness business. 

Pro Tip: Want to go the extra mile? Check out our article on 
how to build an effective content strategy here 

Want to see it in action? Check out TrueCoach’s 
social media here 

https://truecoach.co/learning-resources/grow-your-business-with-social-media/
https://truecoach.co/blog/make-every-post-count-building-an-effective-content-strategy/
https://truecoach.co/blog/make-every-post-count-building-an-effective-content-strategy/
https://instagram.com/truecoach.co/


CHAPTER 3: 
WEEK 3 - MARKETING MASTERY
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Day 14: Exploring Collaboration 
Opportunities with Influencers 

Day 15: Understanding the 
Fundamentals of Marketing 

Incorporating video and visual content into your social media 
strategy as a fitness professional can significantly enhance your 
online presence and engagement with your audience. Start by 
creating high-quality videos showcasing your workouts, exercise 
demonstrations, and fitness tips to provide value to your followers. 
Use visually appealing images and graphics to grab attention 
and convey your message effectively. Keep your content concise 
and informative, focusing on delivering actionable insights and 
motivating your audience to take action. Experiment with different 
formats, such as live videos, stories, and reels, to diversify your 
content and reach a wider audience. Don’t forget to optimize 
your visuals for each platform’s specifications and audience 
preferences. By leveraging video and visual content strategically, 
you can captivate your audience, drive engagement, and establish 
yourself as a trusted authority in the fitness industry.

Two weeks in, and we’re well on our way to getting more clients on your roster, and 
more money in your pocket! Here’s where things get real, understanding how to 
effectively let people know you’re training, and how to get them to want to come to 
you. We’ll do the heavy lifting, so you can get back to focusing on what you love – 
coaching. 

Understanding the fundamentals of marketing is essential for any fitness 
professional looking to grow their business. Start by defining your target audience 
and understanding their needs, preferences, and pain points. This will help you 
tailor your marketing efforts to resonate with your ideal clients. Next, develop a 
compelling brand message that communicates your unique value proposition and 
sets you apart from the competition. Invest time in building a strong online presence 
through your website, social media channels, and other digital platforms. Utilize 
various marketing tactics, such as content marketing, email marketing, and social 
media advertising, to reach and engage with your target audience. Finally, track and 
analyze your marketing efforts to measure their effectiveness and make data-driven 
decisions to optimize your strategy over time. By mastering the basics of marketing, 
you can attract more clients, increase your visibility, and grow your fitness business 
successfully. 

Exploring collaboration opportunities with influencers and other 
trainers can be a game-changer for expanding your reach and 
growing your fitness business. Start by identifying potential 
collaborators whose values, audience, and content align with 
yours. Reach out to them with a personalized message expressing 
your interest in collaborating and highlighting the mutual benefits 
of working together. Consider various collaboration ideas, such 
as co-hosting events, creating joint content, or offering exclusive 
promotions. Be open to brainstorming and discussing creative 
ways to leverage each other’s strengths and resources. Keep 
in mind that successful collaborations are built on trust, mutual 
respect, and clear communication. By partnering with influencers 
and other trainers, you can tap into new audiences, build credibility, 
and amplify your impact in the fitness community. 

Day 13: Leveraging Video and Visual Content 

Learn More

https://truecoach.co/blog/marketing-your-personal-training-business/
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Day 16: Crafting Your 
Elevator Pitch 

Day 18: Welcoming 
New Followers 

Day 19: Strategically Following 
Potential Competitors 

Day 17: Creating Your Marketing 
Collateral (Brochures, Flyers, etc.) 

Crafting an effective elevator pitch is crucial for 
any fitness professional looking to make a lasting 
impression and attract potential clients. Start by 
clearly defining what makes your fitness business 
unique and the value it offers to clients. Keep your 
pitch concise, focusing on key points such as your 
specialization, target audience, and the benefits 
clients can expect from working with you. Use 
language that is easy to understand and relatable 
to your audience, avoiding jargon or technical 
terms that may confuse them. Practice delivering 
your pitch with confidence and enthusiasm, 
making sure to tailor it to different situations 
and audiences. Finally, be prepared to engage 
in conversation and answer any questions that 
arise, demonstrating your expertise and passion 
for helping others achieve their fitness goals. 
With a well-crafted elevator pitch, you can quickly 
and effectively communicate the value of your 
fitness business and leave a lasting impression 
on potential clients. 

It may seem cheesy, but in a day where more and more of us 
are working behind a screen, human connection can still mean a 
lot to people, and make a massive impact. Whenever you get a 
follow, taking 30 seconds to check out the person, and shoot them 
a message thanking them for the connection shows that there’s 
a human on the other end of the line – a human willing to help. 
Building initial trust, respect, and appreciation off the bat is a huge 
step in converting someone from follower to client, and the time it 
takes is miniscule in comparison to the lifetime value of income the 
client can put into you and your business. 

Strategically following your competitors on social media can provide 
valuable insights and opportunities for your fitness business. Start 
by identifying your main competitors and researching their social 
media profiles. Pay attention to the type of content they post, their 
engagement levels, and their audience demographics. By analyzing 
their strategies and content, you can gain inspiration for your own 
social media efforts and identify areas where you can differentiate 
yourself. Additionally, following your competitors allows you to stay 
updated on industry trends, new services or promotions they may 
be offering, and potential collaboration opportunities. However, it’s 
essential to maintain a healthy balance between monitoring your 
competitors and focusing on your own unique value proposition. Use 
the information you gather to inform your own social media strategy 
and improve your overall competitiveness in the fitness market. 

When creating marketing collateral such as brochures and 
flyers for your fitness business, it’s essential to keep your 
messaging clear, concise, and visually appealing. Start 
by remembering your target audience and their needs 
and preferences. Tailor your messaging to resonate with 
them, highlighting the benefits of your services and how 
you can help them achieve their fitness goals. Use high-
quality images and graphics that showcase your brand and 
create a professional look and feel. Keep the design simple 
and uncluttered, focusing on key information and calls to 
action. Include contact information and any relevant details 
about your services or special offers. Finally, proofread your 
collateral carefully to ensure accuracy and professionalism. 
By following these best practices, you can create effective 
marketing collateral that effectively promotes your fitness 
business and attracts potential clients. 

Hey [username]! Thanks for the follow     Anything at all 
you’d like for me to post about? I always want to make sure 
I’m putting out content that my followers are interested in, 
and would love your thoughts!

Try this copy-and-paste message:



CHAPTER 4: 
WEEK 4 - CLIENT ACQUISITION 
TECHNIQUES
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Day 20: Analyzing Your Marketing 
Efforts and Making Adjustments Day 22: Networking Strategies for Coaches 

Day 21: Rest Day 

Analyzing your marketing efforts is crucial for optimizing your fitness business’s 
success. Start by reviewing key metrics such as website traffic, social media 
engagement, and conversion rates to identify what’s working and what’s not. 
Look for patterns and trends in your data to pinpoint areas for improvement. Once 
you’ve identified areas that need adjustment, experiment with different strategies 
and tactics to see what yields the best results. This could involve testing different 
messaging, targeting different audience segments, or trying new marketing channels. 
Continuously monitor your performance metrics to track the impact of your changes 
and make further adjustments as needed. By adopting a data-driven approach and 
embracing a culture of experimentation and learning, you can continually refine your 
marketing efforts and drive greater success for your fitness business. 

Networking is a powerful tool for expanding your fitness business’s reach and 
building valuable connections. Start by attending industry events, conferences, 
and meetups to meet fellow fitness professionals and potential clients. Engage in 
meaningful conversations, exchange contact information, and follow up with new 
contacts afterward. Additionally, leverage your existing network of friends, family, 
and clients by asking for referrals and recommendations. Word-of-mouth marketing 
can be incredibly effective in generating new leads and clients for your coaching 
business. Finally, don’t underestimate the power of online networking through 
social media platforms, forums, and online communities. Join relevant groups and 
participate in discussions (that means leaving comments) to establish yourself as a 
knowledgeable and trustworthy authority in your field. By actively networking both 
in-person and virtually, you can effectively spread the word about your coaching 
business and attract new clients. 

It’s what you all came for! How to get more clients. How to grow your 
income. How to stop feeling the need to sell and start getting clients 
coming to you. From building referral programs, the power of word 
of mouth, and the benefits of offering a free trial, we’re spilling the 
beans on the secrets our coaches have used to build five and six-
figure businesses from the comfort of their couch (or gym, or office, 
you get the picture).  

You know just as well we do, the best laid plans often include time to rest. You’ve been 
working hard for three weeks. Take the day to relish in what you’ve accomplished 
and get ready for Week 4 – we’re going to start seeing those clients come flooding in.

Check out our article on the Do’s and 
Don’ts of Networking here! 

Learn More

https://truecoach.co/blog/networking-for-coaches-trainers-the-dos-and-donts/
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This is not a brand deal, it’s not a sponsored 
ad, this is firsthand experience coming from the 
coach writing this. When I discovered Bark.com, 
I thought it was too good to be true. In most 
circumstances I would say if it seems too good to 
be true, it probably is – but this is the exception.  

Bark.com is a service for individuals looking to 
hire a professional, which includes *ding ding 
ding* Personal Trainers (and Nutrition Coaches, 
Life Coaches, etc.) By purchasing a pack of 
credits, you have the opportunity to bid on people 
who are 100% looking to hire someone. Not a 
random on the internet, not a client you think you 
can coach better, someone who is desperate to 
find YOUR services. This is how I found probably 
50-60% of my clients, and their lifetime value 
far outweighs the money I spent to reach out to 
them.  

By being quick, personable, and targeted with 
who you choose to spend your credits reaching 
out to, Bark.com can be the much overlooked 
secret to doubling or tripling your client roster 
overnight. 10/10 recommend this platform if 
you’re steadfast on finding more clients. 

Which you are. Because you downloaded this 
guide. 

Offering free consultations and discovery calls 
is a powerful strategy for attracting potential 
clients and showcasing your expertise as a 
fitness professional. Start by clearly outlining the 
purpose and benefits of the consultation or call 
on your website and social media channels. Use 
compelling messaging to emphasize the value 
clients will receive from the session, such as 
personalized advice, goal setting, and insight into 
your coaching approach. During the consultation 
or call, actively listen to the client’s needs 
and goals, and tailor your recommendations 
accordingly. Provide valuable insights, answer 
their questions, and demonstrate your knowledge 
and passion for helping them achieve their fitness 
goals. By offering these free sessions, you not 
only build trust and rapport with potential clients 
but also have the opportunity to convert them into 
paying clients who are excited to work with you. 

Asking your current clients for referrals can be a highly effective way to expand your client base and 
grow your fitness business. Start by cultivating strong relationships with your existing clients and 
providing exceptional service to ensure their satisfaction. Once you’ve established trust and rapport, 
consider implementing a referral program where you incentivize clients to refer their friends and 
family to you. Make it easy for clients to refer others by providing them with clear instructions and 
resources, such as referral cards or a referral link they can share digitally. Additionally, don’t be afraid 
to personally ask satisfied clients for referrals during your sessions or check-ins. Highlight the benefits 
of working with you and how their friends can also achieve their fitness goals with your guidance. 
When done correctly, leveraging client referrals can be a powerful tool for attracting new clients and 
growing your business organically. 

Day 24: Offering Free 
Consultations and 
Discovery Calls 

Day 25: Utilizing Referral Programs and Incentives 

Day 23: The Secret 
of Bark.com

Pro Tip: Watch our webinar on Cringe-Free Selling here

https://truecoach.co/learning-resources/cringe-free-selling/
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Day 26: Launching Special Promotions and Offers Day 28: Measuring Your Client Acquisition Success 

Day 30: Congratulate 
Yourself 

Day 27: Partnering with Local 
Businesses and Gyms 

Launching special promotions, offers, and free trials can be a strategic way to attract 
new clients and generate excitement around your fitness business. Start by identifying 
specific goals for your promotion, whether it’s to increase brand awareness, drive 
sales, or encourage sign-ups for your services. Then, craft compelling offers that 
resonate with your target audience and highlight the unique value proposition of 
your services. Consider offering limited-time discounts, package deals, or free trial 
sessions to entice potential clients to give your services a try. Promote your offers 
through various channels, such as social media, email marketing, and your website, 
to reach a wider audience. Track the performance of your promotions to assess their 
effectiveness and make adjustments as needed. By strategically launching promotions 
and offers, you can attract new clients, retain existing ones, and ultimately grow your 
fitness business.

Measuring the success of client acquisition is essential for evaluating the effectiveness 
of your marketing efforts and identifying areas for improvement. Start by defining 
key performance indicators (KPIs) related to client acquisition, such as the number of 
leads generated, conversion rates, and cost per client who hires you. Use tracking 
tools like Google Analytics or a CRM software to monitor these metrics and analyze 
trends over time. Additionally, gather feedback from new clients to understand their 
decision-making process and identify any pain points in the acquisition journey. By 
regularly reviewing and analyzing your client acquisition metrics, you can make data-
driven decisions to optimize your marketing strategies and drive sustainable growth 
for your fitness business. 

You know yourself the best way to learn is by 
doing. Exclusively for you, take advance of an 
entire two-weeks free of TrueCoach, and then get 
your first month for just a dollar (yes, really) with 
code ONE24. Put these strategies we’ve taught 
you over the last four weeks to the test and see 
what your future can hold! We’ll still be here to 
help you every step of the way. 

You did it! This was a month full of hard work, 
dedication, and learning in order to build a 
system that gets clients flooding to your DMs (and 
website, and texts, etc.) We hope you keep up the 
hard work and dedication, and reap the results of 
owning your own fitness business. We are so very 
proud of you, and remember – TrueCoach is here 
to help you keep growing every step of the way. 

Partnering with local businesses and gyms can be a valuable strategy for driving 
clients to your fitness business. Start by identifying potential partners in your area, 
such as health food stores, yoga studios, or wellness centers, that share a similar target 
audience with your business. Reach out to these businesses to explore partnership 
opportunities, such as offering joint promotions or hosting co-branded events. For 
example, you could collaborate with a local yoga studio to offer a wellness package 
that includes both yoga classes and personal training sessions. Another option is 
to establish referral partnerships with nearby gyms, where you refer clients to each 
other’s services in exchange for a commission or other benefits. By forming strategic 
partnerships with local businesses and gyms, you can expand your reach, attract new 
clients, and create mutually beneficial relationships within your community. 

Pro Tip: Cross-Posting on social media can yield HUGE results 
for both partners. Check out how to turn your social 
media accounts into client-generating machines here

Get Started 

Day 29: Start Your Free Trial with TrueCoach 

https://truecoach.co/learning-resources/how-to-turn-your-social-media-accounts-into-client-generating-machines/
https://truecoach.co/
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Resources for Further Learning and Development 
– Keen to keep the journey going? Check out 
these free resources we’ve created, exclusively 
for coaches like you. 

Everything you need to take the guesswork out 
of social media. Start turning your followers into 
paying clients today. 

	 30 Made-For-You Social Posts 

	 Guide to Get Verified 

	 Decoding Instagram and TikTok 

	 Social Posting Calendar 

	 Learning Resources 

With our personal training quiz, get a free custom 
report tailored to your coaching business, no 
matter what your goals may be. Complete with 
custom resources, guides, and step-by-step 
instructions to achieve your goals, this report is 
guaranteed to help you take your business to 
the next level! 

Master your finances with the Ultimate Personal 
Trainer Income Calculator. Unlock your earning 
potential by combining your income from in-
person and virtual training, categorize your 
expenses, and discover your earning potential 
in minutes! 

Grow Your Business 
With Social Media 

Custom Coaching Business Plan 

Personal Trainer Income 
Calculator 

Learn More

Learn More

Try it!

https://truecoach.co/learning-resources/grow-your-business-with-social-media/
https://discover.truecoach.co/quiz/
https://discover.truecoach.co/personal-trainer-income-calculator/

