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A NOTE FROM CHRIS COOPER
We started the Intramural Open at my gym, Catalyst, in 2012. 
Thousands of gyms have downloaded these guides and 
implemented the idea since. 

Last year, affiliates had the opportunity to run two Open 
competitions in one year. It was great: two opportunities for 
retention, revenue and peak moments in the gym.

But it also meant twice the amount of work. Instead of five 
weeks of dealing with extra classes, recruiting volunteers and 
running the hype machine, we had 10. It was tiring for every-
one—owners, coaches and members.

After operating the Intramural Open at Catalyst for more 
than eight years, we’ve learned a few things about avoiding 
burnout. That inspired us to create a new, leaner event we 
call the ReOpen.

The ReOpen presents the same opportunities for retention, growth and Bright Spots with just two 
weeks of extra work—not five.  

We’ve tested the ReOpen around the world at some of the best gyms in the Two-Brain family, and 
it’s been amazing. It’s the perfect mid-season event to run to inspire your members and build your 
business. We’ve even added a new scoring system to differentiate the competition from past edi-
tions of the Open and provide more opportunities for your members to win.

In this guide, I’ll tell you how to set up and run the ReOpen, how to generate revenue, and how to 
use the competition to make superstars out of your clients.

Let’s do this!

Chris Cooper
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SECTION 1—THE BASICS
As soon as the Open is over, all athletes share the same thought: 
“If I were just a little better at (insert skill here), I would have 
killed that Open!” The ReOpen is their chance to prove it.
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OVERVIEW
The ReOpen is a two-week, five-workout event that features a half-day internal competition. Three 
of the workouts are from previous Opens and two are new.  

Two of the workouts are released weekly as part of a Thursday Night Open event, while the other 
three are released on the day of the internal competition (or earlier if you want to use the work-
outs for revenue generation).

Before the ReOpen begins, the gym is divided into two teams. Each week, these teams will earn 
points for participation, spirit and individual performance—with a little wrinkle: The ReOpen uses a 
match play scoring system for each workout.  

In match play, each athlete receives a ranking for his or her team based on performance in that 
workout. The score of each athlete is then compared against the score of the athlete with the same 
ranking on the other team. Both athletes win participation points, but the athlete with the better 
score wins additional points for the team. 

Example: If the score of the 12th ranked athlete on Team A is better than the score of the 12th 
ranked athlete on Team B, Team A gets more points. We’ll go over this in detail later in this book.

This format means that every score matters regardless of an individual’s ranking. Even better, all 
participants receive points, and 50 percent of them get to taste victory each week.
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TIMELINE
When you run this competition is up to you, but we recommend spring. That is a nice middle 
ground between the 2019 and 2020 Opens. For the sake of creating a general timeline, we will 
assume April 25 is the internal competition finale. 

Adjust the dates according to your exact schedule.
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SET-UP ACTIVITIES
Before you open registration to your members, knock out a few set-up activities. They won’t take 
long but will ensure success down the road.

Set up Your Pricing

The ReOpen is leaner than the full Intramural Open, but it is still work and still delivers value to 
your members. We highly recommend you charge at least $20—the same fee as the regular Open. 

Select Your Captains and Team Names

Great captains make or break this event, so you need to identify the best candidates. 

They shouldn’t be the top athletes in your gym but rather the members or coaches you would 
describe as “most fun.”

We recommend selecting two captains for each team to minimize the workload and increase   
quality of captaincy.

As soon as the captains have been selected, have them choose team names.
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PRE-REOPEN ACTIVITIES
Create Divisions (Optional)

With match play scoring, divisions no longer matter—which can eliminate a lot of headaches for 
you. Regardless of divisions, an athlete wins performance points by besting the score of the athlete 
with the same rank on the opposite team.

But if you want to set up divisions, you can. Doing so won’t change the scoring method, but it does 
create an additional feel-good opportunity for individuals to sit on top of a leaderboard. Divisions 
add a layer of complexity each week and require additional leaderboards, but using them might be 
worth it for you.

ReOpen Registration

The ReOpen should take over your gym, and it all starts with registering as many members as 
possible. The best practice is to make the ReOpen visible to your athletes daily. In other words, use 
a whiteboard. By all means use software as your official sign-up tool, but copy the names over to 
a prominent whiteboard in your building.  If Joe is on the fence, he might just sign up because he 
saw his friend/nemesis Bob on the whiteboard.

Be sure to use your social-media channels, private members group and website to make sure  
everyone knows about the event. 

Drafting Teams

Once all your members are registered, it’s time to divide them into teams.

In the full Intramural Open, we kick things off with a huge draft day. You are still welcome to do 
that. In the spirit of keeping the ReOpen lean, we recommend one of two options:

1. Have the captains alternate picks behind closed doors.
2. Assign the athletes to teams yourself.

Peak moment opportunity: Unveil the teams live on Facebook!
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PRE-REOPEN ACTIVITIES
Members will be dying to know which team they are on, so create a media opportunity. For ad-
ditional drama, let each captain steal two people from the other team. One athlete can be chosen, 
and the other name must be pulled from a hat.

Recruitment Period

Not everyone will sign up before the draft, and that’s OK because recruitment time follows the 
draft.

Immediately after the draft, the rest of your gym membership is open for recruitment. In the Re-
Open, this is a little different from the Intramural Open. Now, members from each team can recruit 
additional athletes to sign up for the ReOpen. If they succeed in getting someone to register, they 
earn a point for their team.

Instead of the recruited athlete going to a particular team, he or she will go into a “recruited pool.” 
Right before the first workout is released, the captains will hold a second draft using these athletes. 
Or you can just assign them to teams at that time.
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THE REOPEN
Registrations are in, teams have been chosen and it’s time for the ReOpen to begin. Now we use 
our point system, events and prizes to keep the energy alive!

Points and Scoring

The ReOpen was built to increase participation and fun. Scoring reflects those goals:

1. Teams are given 3 points for every athlete who completes a workout.

2. Teams are awarded 2 points for every athlete who scores better than the identically ranked 
athlete of the other team in a given workout.  If two identically ranked athletes tie, they each win a 
point.

3. Teams are given 10 points if they win the Spirit of the Open award on any given week.

Team A Team B
Athlete Score Team 

Points
Rank Athlete Score Team 

Points
Tom 315 4 1 Joe 315 4

Jane 225 5 2 Peter 215 3

Mary 195 3 3 Suzy 200 5

Alex 185 5 4 Ali 0 0

Example:

*Jane, Alex and Suzy all earned 
5 points—3 for participation + 2 
for beating the person ranked the 
same on the other team.

*Tom and Joe, both ranked first, 
had equal scores, so they both 
received 1 point in addition to their 
3 participation points.

*Mary and Peter lost their matchup with the same ranked person, so they only received 3 participation 
points.

*Ali received no points because she didn’t enter a score or participate.
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THE REOPEN
In the section below on generating revenue, you will learn about the true power of points. Feel 
free to tweak the numbers as you see fit, but these point values work well to start.

Scoresheet

We’re excited about this innovative scoring method but know it can add some complexity. Our 
friends at Echelon helped us devise this method and are here to help. They created a free spread-
sheet template you can download for scoring.  

This scoring method will eventually be part of Echelon’s scoring software as they upgrade in prepa-
ration for the Open this year.  

Download the spreadsheet for free here.

Events

In addition to the internal competition event at the end, we recommend an announcement party 
for the first workout.

1. Really amp up the excitement as the first workout is released. Then have some members throw 
down right away. Play loud music and have some beverages. Even better, stream it all on Facebook!

2. Encourage teams to celebrate their spirit with shirts, noisemakers, etc.

3. Points can be awarded to encourage participation and fun.

Feel free to add a Friday Night Lights or Sunday Funday event as well. As you plan, remember that 
you’ll tie up the better half of a day at the end with your internal competition.

Prizes

Prizes can be anything you like—just make sure they reflect your budget and desired profit margin. 
We’ve found social events like free lunches to work best.

Hang a banner in the gym with team members’ names on it. Forever Fierce can print these for you.

https://echeloncomps.com/TBB
https://foreverfierce.com/
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THE WORKOUTS
You are welcome to choose your own workouts, but we’ve done the heavy lifting for you.  The 
workouts we chose are a good test of fitness, but, more importantly, they will help you set goals 
with your members and generate revenue for your business.

Olympic lifting, double-unders, pull-ups, muscle-ups and toes-to-bars are all movements athletes 
often need to work on, so you have lots of opportunities for PT, seminars and accessory programs. 

Week 1—20.5
Rx Scaled
For time, partitioned any way:
40 muscle-ups
80-cal. row
120 wall-ball shots (20/14 lb. to 10/9 ft.)

Time cap: 20 minutes

For time, partitioned any way:
40 chin-over-bar pull-ups
80-cal. row
120 wall-ball shots (14/10 lb. to 10/9 ft.)

Time cap: 20 minutes

Week 2—15.1
Rx Scaled
 9-minute AMRAP of:
 15 toes-to-bars
 10 deadlifts (115/75 lb.)
 5 snatches (115/75 lb.)

9-minute AMRAP of:
 15 hanging knee raises
 10 deadlifts (95/65 lb.)
 5 snatches (95/65 lb.)

Competition Day
Workouts 1 & 2 (new) Workout 3 (14.5/16.5)

Rx Scaled Rx Scaled
With a 14-minute clock:

Event 1
7 minutes to establish 1RM 
clean (any clean acceptable)

Directly into:

Event 2
7-minute AMRAP of:
30 double-unders
20 chest-to-bar pull-ups
10 cleans (135/95 lb.)

With a 14-minute clock:

Event 1
7 minutes to establish 1RM 
clean (any clean acceptable)

Directly into:

Event 2
7-minute AMRAP of:
30 single-unders
20 jumping pull-ups
10 cleans (95/65 lb.)

21-18-15-12-9-6-3 reps for 
time of:
Thrusters (95/65 lb.)
Bar-facing burpees

Time cap: 20 minutes

21-18-15-12-9-6-3 reps for 
time of:
Thrusters (65/45 lb.)
Bar-facing burpees (step over 
acceptable)

Time cap: 20 minutes
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THE WORKOUTS
Workout Release Schedule

Release Week 1 and 2 workouts just like they do in the Open: Thursday nights at 5 p.m.

We also recommend releasing the first two workouts for the in-house competition day several 
weeks in advance. This teases the big day and lights a fire under those needing help with certain 
movements.

Delay the release of the final competition-day workout until right before the athletes have to do it. 
By then everyone will know thrusters and burpees are likely, but confirming their suspicions will be 
quite a moment!
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SECTION 2—
GENERATING REVENUE
The ReOpen isn’t just about building up your members.  
It’s about building up your business. This happens before  
the ReOpen even begins.
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PRE-REOPEN SKILL WORK
During the Open, your members care more about a thruster, snatch and pull-up than at any other 
time in the year. In fact, a person’s ability/inability to do these movements becomes an emotional 
experience. This gives you a great opportunity to help your members.

For example, Catalyst runs a six-week Olympic lifting course that sells out in less than 48 hours. It’s 
capped at 10 people at a cost of $250 each. That’s $2,500 in immediate revenue, but all the data 
from the course is captured and used to market and sell another course after the Open.

Weightlifting is one example. The possibilities are endless, and you know what people need to 
work on—double-unders, pull-ups, chest-to-bar pull-ups, handstand push-ups, etc. Six-week 
courses can also be replaced by shorter courses, one-day clinics, accessory programs, private and 
small-group skill sessions, and so on.

Remember: You can release Workouts 1 and 2 of the in-house competition well in advance to gen-
erate interest for a course, seminar or clinic. You might also want to tease the other unannounced 
movements so you can schedule skill sessions to help clients who need instruction.

Retail

Gym competition shirts, protein and gear are in high demand come competition time.  At the very 
minimum, have Forever Fierce design shirts for you to sell to your members.

https://foreverfierce.com/
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PRE-REOPEN SKILL WORK
Jason Rule at Driven Nutrition can help you put together and market the perfect supplement 
packages.

Revenue tip: Get creative with your ReOpen name and sell more T-shirts. Consider calling it a 
ReOpen when positioning this two-week competition with members—“It’s a chance to retest to 
assess progress.” But call it Spring Showdown or something else to sell shirts.

Registration Fees 

Registration fees are a straightforward way to generate revenue during the ReOpen. 

A word of caution: We have seen blowback in gyms that combine registration costs and the price 
of a shirt to total in excess of $50. Our recommendation is to sell apparel separately of registration.

Point-Incentivized Activities

During the ReOpen, points become an amazing currency. You can use that fact to generate revenue 
and create marketing materials, all while helping your clients accomplish their goals.

Here are some examples of how you could award points for activities tied to revenue or marketing:

• Earn 2 points by scheduling a skill session.
• Earn 1 point by leaving a review on Google or Facebook.
• Submit a testimonial video of how the gym has changed your life—1 point for a submission, 3 

points for the best one.
• Check into the gym on social media or make a social-media post about the ReOpen for an entry 

into a weekly random drawing for 3 points.

Post-ReOpen Goal Setting and Prescription

Athletes always tend to have a stronger connection to their failures than their successes. Sally will 
remember Joan beat her because she messed up on her double-unders but will overlook the fact 
that she won a different workout. Once again, that’s your time to help.

While their experiences are fresh, have ReOpen participants schedule goal-setting sessions—and 
offer a point during the ReOpen for doing so. Help them set goals and give them the plans they 
need to get there (personal training, accessory work, etc.).

https://drivennutrition.net/
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SECTION 3—ELEVATE 
YOUR CLIENTS
The ReOpen creates a host of opportunities to increase retention 
and client satisfaction. Put your clients on podiums and make 
them feel like superstars!
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FOCUS ON THE PODIUMS
Events are a great way to keep the energy high, but so are the “podiums” you create around 
those events. 

At Catalyst, the Impact Awards were a hit. Each week, competitors could nominate an athlete who 
inspired them. The nominations were posted on a board for everyone to see, and doing so created 
more tears, hugs and smiles than anything else ever done in the gym.

In the ReOpen, you have a prime opportunity to celebrate your clients and make them feel special. 
Your gym might be the only place where they feel like superstars, and your actions will strengthen 
your relationships with your clients and improve your retention numbers. 

In general, look for ways to celebrate ReOpen participants and their accomplishments. Here are a 
few more examples of how you can do it:

• Build up to WOD announcements—Interview athletes on video after each workout is  
released and share them through the week. Talk about point spreads with “expert  
commentary.” If you see something done on the Games site, you can do it, too:  
client stories, interviews, commentary.  

• Copy HQ—Do a weekly ReOpen Review show in which your goal is to name as many athletes as 
possible. Do it on Facebook Live or record it to share on YouTube. 

• Use social media—Release “player profiles,” put up PR pics and tell stories about all the great 
things competitors accomplish. Stream a workout live and do the play by play. Take a ton of 
pictures during an evening and then link them all together in a highlight reel. 
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SECTION 4—FINAL NOTE
You’re in control.
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THE 2020 REOPEN: FILL THE VOID

With the official Open now in fall every year, gym owners have a prime opportunity to unite their 
communities with an in-house event in late winter or spring. Many people are used to a competi-
tion at this time, so your audience will be warm to the idea.

The best part about the ReOpen is that it can be streamlined to limit the work and time required 
to provide a great experience for clients and generate revenue for the gym. You can control all the 
elements and reduce the load on you and your staff. 

When you run the ReOpen, be sure to tag Two-Brain Business in social-media posts. We’d love to 
see how you use this competition to create podiums for your members. 

If you’re a Two-Brain client in our private Facebook group, be sure to share your experiences to 
help others create a great ReOpen competition. 

Good luck!

Copyright © 2020 Two-Brain Business
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READY TO GROW YOUR 
FITNESS BUSINESS?

A CERTIFIED  
TWO-BRAIN MENTOR 

CAN SHOW YOU HOW.

BOOK A CALL

https://twobrainbusiness.com/free-call-form/

