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Augmenting In-Person Business with Online Training
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How to Augment Your In-Person
PT Business with Online Training

Learning Objectives:
e Understand how offering online training as an in-
person trainer can benefit you and your business

e I|dentify strategies for transitioning to a hybrid business
model

e Develop and target a niche for your business



How to Augment Your In-Person
PT Business with Online Training

WHAT IS “Online Training?”

e “Online training is a new and exciting way for me to
offer my clients what they need, when they need it,
without the limitations and expenses of the gym so
that | can offer a better, and more cost effective,
service than an in-person trainer.” —Jon Goodman



How to Augment Your In-Person
PT Business with Online Training

Online Training is like a Concierge service

 No more waiting for appointments/ slots to open
e The client can now work out *whenever* they want to
e Ongoing communication between sessions

 Providing more regular check-ins, support, and
accountability



How can offering online training
as an in-person trainer benefit you
and your business?

What’s in it for you?

e Get back your time

e Better schedule

e Help MORE people and help BETTER
e Potential to scale (to a point)
 Make more SSS



How can offering online training
as an in-person trainer benefit you
and your business?

Define EXACTLY what you want your business to look like

How many hours per week do you want to work in the
gym? Set a cap for your max hours worked weekly

How are those hours split up daily and weekly? Do you
like training in the mornings? Mid days? Evenings?

When do you want your own free time?
How are you going to use that free time?

How much in person income will you lose when
transitioning some clients to online?



Identifying Strategies to Transition
to a Hybrid Business Model

What is a Hybrid Business Model?

e Consider it a “mix” of in-person and online training

* Clients that see you 2+ times a week are charged their normal
rates. Nothing changes.

e Clients who want to see you once a week or follow some sort of
more intermittent schedule (Jlou can make this up as you go
along *with* the client based on what they wants)have a
different fee structure.

e 1) normal session cost

* 2)Asecond, monthly charge to account for your N
communication, accountability, program updates, nutrition
planning (if offering this), check-ins, etc., in between sessions

* Make up an official sounding name. Jon Goodman calls it a
“Performance Plan” — but it can be anything. Relate it to your
business or niche if you can.



Identifying Strategies to Transition
to a Hybrid Business Model

Examples of a Hybrid Training Approach

A client with some level of experience buys 8 sessions.
For the first 4 weeks, they see you once a week. After
that, they see you once every 2 weeks for the

remainder of the sessions. At the end, they might buy
more sessions OR want to transition to online training

Another client wants to see you once per week, but
wants 4 total workouts per week

MAKE IT UP. As long as it fits within the constraints of
your schedule, brainstorm with the client and present
them with a plan that will serve them best based on
the information they gave you



Identifying Strategies to Transition
to a Hybrid Business Model

Develop an Online Training Package
e 2 key questions here:

e 1) What services are you offering?

e 2)How long does it take to do said service on average?



Identifying Strategies to Transition

to a Hybrid Business Model

Develop an Online Training Package

Services you can offer:

Custom program/training design

Nutrition Consulting

Private community discord/facebook group

*Any* assessments you might include in your training — body
comp/strength/endurance/flexibility etc.

Weekly email check-ins and support

Text support (unlimited, respond w/in 24 hours, etc. You make
the rules)

Bi-weekly or monthly phone calls

Something else that relates to your niche. My example would be
Gameday Coaching — that is, traveling out to my clients’
powerlifting meets (even out of state% and handling them for
their competition. It could be hosting a monthly run or event —it
could literally be anything



Identifying Strategies to Transition
to a Hybrid Business Model

Develop an Online Training Package

e Develop 1-2 packages that include some of the services
listed in the last slide. One package is meant to be a
little less hands-on and affordable, and one might be a
more premium option

e Example Package A: Monthly 15 minute phone call,
weekly email check-in, custom training (updated
monthly)

e Example Package B: Monthly 15 min phone call, custom
training and nutrition, video technique review, text
support (24-hour response time), weekly personalized
check-in video

e Again, make it up. Make sure to account for the average
time it takes to deliver each of these services and don’t
overpromise.



Identifying Strategies to Transition
to a Hybrid Business Model

What tools do | need to deliver the service?

e A calendar. Google calendar or Calendly work great.
This is for scheduling consultations or check ins

e Google Sheets or a Training App. Examples include Train
Heroic, True Coach, PT Distinction, Trainerize, etc.

e Nutrition Tracking: MFP, Cronometer, etc.

e Google Forms or Jotform for your coaching application
and intake form

e Payment Processor: Paypal, Stripe, Square, etc.

e If doing video review: Loom, Coach’s Eye (or similar)



Identifying Strategies to Transition
to a Hybrid Business Model

Where do | get my first online or hybrid clients?

Keep this simple.

1) Current clients. Chances are you have a client *right
now™ that is more or less autonomous and knows
exactly what you expect from them

2) Your network. Your network includes former clients,
friends, family, acquaintances, co-workers, etc.

Sit down and write a list of people that fit into each of
the above categories.

TALK TO 5-10 PEOPLE A DAY. EVERY. DAY. That’s your
assignment





















Develop and Target a Niche for
your Business

Why Niche down?

e *Every* local personal trainer in your city likely has the
same listing already: They can help with muscle
building, fat loss, strength gain, endurance, etc etc

e Oftentimes, clients are looking for a specific result. If
you can stand out by specializing in one or two things,
they’re much more likely to select you over someone
who does everything

e Having a specific niche narrows your target market —
you’ll get less leads, but those leads will be pre-
qualified and more excited to work with you



Develop and Target a Niche for
your Business

Develop your Niche
e Specific and/or narrow

e |t needs to serve a population that needs it within your
gym community (if targeting locally)

e What type of client keeps you up doing research at
night? What type would you help for free?

e |f you already have a decent client base: Survey or look
at the demographics of your current clients. This
includes: age, gender, training goal, common struggles
listed, why they came to YOU specifically, etc.



Develop and Target a Niche for
your Business

This content is used under license from Jonathan Goodman via the Online Trainer Academy and may not be
reproduced, transmitted, or otherwise used or reused in any way without the express written permission of the

owner. Copyright © 2022 Jonathan Goodman Inc. For more information about The Online Trainer Academy,
visit theptdc.com/ota
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Develop and Target a Niche for
your Business

Elevator Pitch

Step 1: | help (ideal client or client avatar and
description goes here)

Step 2: with (result here).

Examples:

“I coach lifters to get jacked, put 150+lbs on their total,
& dominate the platform in 6 months”

“Helping plant-based babes go from “skinny fat” to lean
and strong without giving up beyond burgers & fries”

“Parents come to me to stop yo-yo dieting, boost their
confidence, get stronger, and lose weight for life”

“Moms over 30 hire me when strict diets & brutal
exercise don’t work”



Develop and Target a Niche for
your Business

Social Media Strategy
e The goalis *NOT* to become an influencer

* Your social media strategy is an extension of your in-
person strategy — find the people within your niche, get
to know them, and build relationships



Develop and Target a Niche for
your Business

Update your Social Media Profile

1



Develop and Target a Niche for
your Business

Posts



Develop and Target a Niche for
your Business

Network Expansion

e There are literally millions of people online. How do
you get people to follow you that might potentially buy
your training?

e Pages to go to: Local gyms, other accounts that your
ideal client might follow, some of your clients’ friends,
etc

e Try to follow 10-15 people a day. Find a post you can
connect with them on, make a genuine comment, and
follow.

e Most important: INTERACT with these people.
Comment on posts, engage with them in their stories



Resources

e The Online Trainer Academy
e Jon Goodman - @itscoachgoodman

e Andres Allen - @disruptivestrength
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