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December Is An Attitude

For decades there have been people cringing
at the thought of the “year end slowdown”
or the “December blues”. Conventional
wisdom says the holidays are a rough time
for the health & fitness industry, and that
people wait until January to begin their
exercise programs. We also hear that
suicides are highest around the holidays.
Perhaps many of them work in this
industry!

Well - neither of the above old adages is
true; the statistics simply do NOT support
this.

The mindset of your staff is the key to a
good December; there are no “magic
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December Is An Attitude continued. . .

Family Add specials, discounted training programs, advance enrollment on New Year
Boot Camp classes, and other internal promotions are just some of the ways to change
your employees’ mindset during the holiday season. Isuggest having a “blackout®
period on all guest passes from December 15 to January 29, which will slow down
the fraudulent use of passes by out of town guests and increase your guest fees
dramatically. December is a time when you should do favors (such as guest passes)
for members who truly help you throughout the year, whether by referring new
enrollees or by assisting with various gym activities. Extending a pass to an out of
town guest who pretends to be interested in membership not only deprives you of a
guest fee, but also wastes the time of the sales person assigned to this guest.

There are 30 selling days in December, assuming you are closed on Christmas Day.
Other holidays are of course just as important to your members and your staff, but
typically this is the day that the gyms are closed and the holiday that gets the blame
for a slump in sales. Our gyms are the opposite, I assure you - One of our clients in
Idaho is projecting 28% higher enrollments than last December, and we only took over
December 1%t. You may contact us if you have specific questions on how we do this,
but remember:

Your raise becomes effective when you do.

Follow us at www.basrev.com for updated
blog posts.
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