


This might have been your first year doing the Intramural Open, or it might 
have been your sixth. We've done it for almost a decade! We ran the 
Intramural as a test in 2012 before sharing it with other gym owners around 
the world in 2013.

If you ran it, I’m sure you loved it. I’m also sure you’re tired. But don’t shut 
down yet: Use this tidal wave of positivity to grow your business!

AFTER ALL, THAT'S THE REASON I PUBLISH THIS 
STUFF: TO MAKE YOUR GYM MORE PROFITABLE!

In the past, we've partnered with Echelon to enhance the Open experience. 

I’m really thrilled to work with Echelon to give you this guide. Mike 
LeJeune, Echelon’s founder, wrote the first section based on his experience 
at CrossFit SciCoh (say it out loud). I added the next two sections about 
what we do at Catalyst after the Open. Combined, they create a guide that 
will help you keep the Intramural spirit going until June.

Plan for the Re-Open in October! I’ll send you a new step-by-step guide for 
that one. In the meantime, here are your next steps, starting as soon as the 
Intramural Open ends.

Keep helping others!

Coop
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I want to show you how to use it 
to benefit your members and 
your business.

HEALTHIER MEMBERS 
& BIGGER PROFITS

MIKE LEJUENE, ECHELON

As the Open/Intramural Open ends, 
you temporarily have the most 
powerful tool you’ll have all year: 
emotional connection.

I want to show you how to use it to 
benefit your members and your 
business.

Over the last four weeks, your 
members experienced heightened 
emotions. They felt the euphoria of 
camaraderie as they celebrated 
personal success and their friends’ 
accomplishments. They also felt a 
stronger-than-usual sense of 
disappointment.

Every athlete in your gym wanted 
one more rep. Thinks they should 
have done better. Wishes they could 
do better.

Right now, your members have a 
heightened awareness of and 
emotional connection to the gaps in 
their fitness.

Crappy double-unders and toes-to-
bars two months ago were 
frustrating but not a big deal. In the 
grand scheme of things, scaling 
them in a random Friday workout 
didn’t matter much.

NOW IS YOUR 
TIME TO HELP!
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Crappy double-unders and toes-to-bars last week felt catastrophic. They 
prevented Sally from taking a podium spot and Joe from beating his 
archrival. A week later, George is still kicking himself because he would 
have dominated the 225-lb. squat clean but couldn’t get there because 
his toes-to-bars are still rubbish after three years of CrossFit.

Every single member experienced these emotions at some point in the 
Open—which means every single member is primed to accept your help!

Here’s how you can give it to them.

 WEEK OF MARCH 18: LOVE LETTER

Send a love letter that connects the emotions of the Open to the 
importance of goal setting. Mention the two-question survey they will 
receive the following week.

WEEK OF MARCH 25: GOAL SURVEY

Send out a two-question survey to all your members. You will get more 
responses to this survey than you would if you asked members to 
proactively set up goal-setting sessions. This will give you more data to 
inform your program design and more topics to pursue for add-on 
programs.

Question 1: Out of all the things you wish you could do, which would 
excite you the most? (E.g., your first pull-up, muscle-up, 400-lb. back 
squat, etc.)
 
Question 2: What is the biggest obstacle preventing you from 
accomplishing your answer to Question 1?

TWOBRAINBUSINESS.COM
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WEEK OF APRIL 1:  CREATE PROGRAMS
AND INDIVIDUAL ADD-ONS

Using your survey data, look for trends. Then, design programs in 
response to those trends. If you see six members wanting to improve 
Olympic weightlifting, you can count on selling out an Oly course in 
about 24 hours. Did five others mention toes-to-bars? They are primed 
for a few skill sessions and a toes-to-bar accessory program.

Once you’ve created services to address the masses, turn your attention 
to the individuals. How can you help? Perhaps Sally needs a nutrition 
plan and accountability. Dave might need a mobility program. Jennifer 
might just need a hug and a week of doing something outside the gym.

WEEK OF APRIL 8: PROGRAM ROLLOUT 
AND GOAL SETTING

Now that you know whom to help and how, go help!

Announce the dates of your programs to everyone, but also reach out 
individually to the people you know should be there.  

Here is an example:
“Hi, George!
Man, I’m still thinking about 19.3. You would have killed that 225-lb. 
barbell! I’m hoping that will be a repeat in October’s Open so I can see 
you do it.

Honestly, after seeing your performance and your survey, you were a key 
reason why I created the toes-to-bar workshop and accessory program. 
I’d love to have you as part of it!”

TWOBRAINBUSINESS.COM
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Next, reach out to individuals you know need add-ons and schedule a 
goal-setting session.

“Hi, Sally!
I saw your survey response and I have an idea for how we get you your 
first pull-up. I’d love to connect with you for 10 minutes so I can learn a 
little bit more about exactly where you’re at.

Do any of these times work for you? [Insert acuity link].”

I know you are tired from the Open, but throw back some coffee and 
rally. These next four weeks will be amazing for the health of your 
members and your business!

FIRST WEEK OF MAY: 
PODIUM WEEK

SUCCESS LEADS TO 
MOTIVATION—NOT THE 
OTHER WAY AROUND.

When your clients celebrate 
success, they're more likely to 
internalize joy and gratitude. So 
put them on a podium.

This year, we'll be celebrating Podium Week Dec. 12-18. It will help our 
athletes recognize and celebrate their progress, and it will show our 
community what really goes on at a CrossFit gym. And—I hope—it will 
help CrossFit gyms flood the internet with positive images of success.

TWOBRAINBUSINESS.COM
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Our Intramural Open plan has been adopted 
by hundreds of other gyms. It's my hope that 
Podium Week can help gyms as much as the 
Intramural Open has. Here's everything you 
need to get started.

1. Within your regular programming, find
podium opportunities. For example, in
Jackie, there are at least four opportunities
for athletes to do something they’ve never
done before (and I’m sure you can think of
even more):

Row 1,000-m faster than ever before.
Do 50 unbroken thrusters. 
Do 30 unbroken pull-ups. 
PR the overall workout time.

2. Before the workout, ask your client which
podium he or she will aim for.

3. Encourage the athlete to do so.

4. When the client hits the mark, write the
goal on a small whiteboard and take a
creative picture of the athlete holding it up
and smiling. For example: Stand him or her
on a plyo box with the whiteboard listing
their PRs and the hashtag “#podiumweek.”

5. Post the photo on your Facebook business
page and your personal page. Tag the
athlete. Make sure the post is public so the
athlete’s friends can see it.

TWOBRAINBUSINESS.COM
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1. It gets your coaches thinking about celebrating success.
2. It teaches the habit of internalizing small wins.
3. It presents a new way to approach old workouts.
4. It puts small wins in context.
5. It allows for mucho celebration. If you're using SugarWOD, the
fist-bumps will fly.

PODIUM WEEK IS HELPFUL TO YOUR GYM IN A 
NUMBER OF WAYS.

CHECKLIST:
1. It gets your coaches thinking
about celebrating success.

2. It teaches the habit of
internalizing small wins.

3. It presents a new way to
approach old workouts.

4. It puts small wins in context.

5. It allows for mucho
celebration. If you're using
SugarWOD, the
fist-bumps will fly.
 
 

Our business isn't "based on service." It is 
service. The best way to serve your clients 
is to show them the path to success—and 
help them celebrate when they get there.

TWOBRAINBUSINESS.COM
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WHAT ABOUT MURPH?
Murph is one of my favorite workouts of 
the year. Many of my great CrossFit stories 
revolve around doing Murph.

Unfortunately, I can no longer post “Murph 
Challenge” or “Memorial Day Murph” on 
my website. Or on T-shirts. Or on anything
—because the terms have been trademarked. 
And CrossFit affiliates are receiving cease-and-
desist letters for using them.

 
 

Memorial Day to Independence Day Weekend: RED

 

Longtime CrossFit gym owners have heard this before. Fight Gone Bad was the 
original fundraiser for the CrossFit Foundation, until Wounded Warrior Project 
trademarked the term. Ironically, the workout (named by B.J. Penn) was used to 
raise money for Wounded Warrior. But when CrossFit Inc. found out about the 
trademark, the relationship was quickly severed.

With some legal landmines around Murph, my suggestion is to raise funds and 
donate them elsewhere. Spread the love around. The Remember Everyone 
Deployed (RED) campaign will provide flexibility while also creating the long-
term event you want.

TWOBRAINBUSINESS.COM

W H A T  T O  D O

https://twobrainbusiness.com/


10

For example: 
Choose five Hero workouts. At Catalyst, we use these:

1. Michael.
2. Scotty—for local Master Cpl. Scott Vernelli, KIA.
3. Tillman—for Pat Tillman.
4. Nate.
5. Randy—the first CrossFit workout we ever did at Catalyst.

I strongly suggest that at least one of the five has local resonance. In our 
case, Master Cpl. Vernelli was a young man who was killed in action—you can 
read our annual tribute here if you need an example to copy.

The five workouts should all be scored on “time to completion”—in other 
words, they should all be for time.

Starting on Memorial Day, run your five Hero workouts for five consecutive 
weeks.

Encourage your participants to wear red clothing for each workout. If your 
gym would like to commemorate the RED campaign, order your shirts from 
Forever Fierce here. Donate the profits to a military charity. Here’s the 
pathway to RED.

OR, FEEL FREE TO SET UP YOUR OWN SERIES AND 
COLLECT FUNDS FOR ANY CHARITY YOU LIKE. YOU 

CAN EVEN SKIP THE CHARITY PORTION!

YOU CAN CHOOSE YOUR FAVORITES OR 
MAKE UP YOUR OWN.

TWOBRAINBUSINESS.COM
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Total your five workouts for a final RED score. 

Commemorate the participants who finished all five RED workouts. 

Put their names on a big banner in the gym beside your Intramural Open
banner.

TWOBRAINBUSINESS.COM
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For example: 
In the workout Michael, there are several opportunities to hit a PR.

The most obvious one is your 800-m run time. You could also aim to do the 
sit-ups or back extensions unbroken—or just complete one full round 
unbroken. You could attempt to PR the whole event.

Whatever your clients choose, make sure they have a podium to stand on 
afterward—and make them feel like they just won something. Put them in 
the news!

Every year after the Intramural Open, I think, “Man, I’d love to keep this 
feeling in my gym year-round.” We’ve tried a Summer League, Bingo 
Challenge and at least a dozen other events. 

TWOBRAINBUSINESS.COM
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THIS IS A GREAT OPPORTUNITY TO 
MAKE YOUR CLIENTS FAMOUS. 

CELEBRATE THEIR WINS, JUST LIKE YOU 
WOULD IN PODIUM WEEK.

CLASS PLAN FOR RED WORKOUTS: 
00:05—General group warm-up.

00:05-00:07—Workout introduction, including a story. Replace the usual 
“why” segment of your coaching with a short “who” segment.

00:07-:08—Moment of silence.

00:08-00:11—Set up for the workout. Then, “3, 2, 1, GO!”

Your clients won’t all finish these workouts together, but this is a time of 
camaraderie. If they can stick around and wait for the last-place finisher, 
great. If they can do the last mile or set with him or her, even better. 

mailto:https://twobrainbusiness.com/one-thing-you-must-do-daily-mycf/
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Of course, it takes a lot of energy to pull off these events. For this guide, 
I chose to focus on the things that you should be doing anyway:

Goal reviews with 
your clients

Specialty groups 
dedicated to their 

progress.

Making your 
clients famous, 

and letting them 
be part of 

something larger 
than themselves.

If you’re not doing those things yet, start with RampUp. Build a platform on which 
you can do all the right things for all the right people (and still get home for 
dinner.)

TWOBRAINBUSINESS.COM

W H A T  T O  D O

Think about how Spartan Race became the most popular OCR event: They 
focus on each athlete’s experience and race completion instead of focusing 
on the route. Other events focus on the obstacles, route or dropout rate—and 
they don’t see a fraction of the enrollment Spartan Race does. Spartan also 
has the highest number of veteran participants, which is a great sign.

Every year after the Intramural Open, I think, “Man, I’d love to keep this 
feeling in my gym year-round.” We’ve tried a Summer League, Bingo 
Challenge and at least a dozen other events. 

BUT WHAT MAKES THE INTRAMURAL OPEN SPECIAL 
IS THAT YOUR CLIENTS GET A CHANCE TO BE THE 
HERO. WHEN WE BUILD EVENTS OR CHALLENGES 

AROUND PODIUMS, WE WIN. WHEN WE BUILD 
CHALLENGES AROUND TESTS OR HARD-FOR-THE-

SAKE-OF-HARD COMPETITION, WE DON’T.

https://twobrainbusiness.com/incubator/
https://twobrainbusiness.com/



