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What do the most successful  
fitness professionals do that 

 others don’t?

They sell their service.

My biggest mistake—and probably yours—was  
believing that being the best fitness coach would 
make me the most successful fitness coach. So I 
studied planes of movement and energy metabolism. 
I drew graphs on the floor for my clients. I explained 
complex theories to them. Worst of all, I only read 
stuff that confirmed my faulty belief. You remember 
these, right?

“If you just keep your bathroom clean, they will 
come.”

“If you just love on your clients, they will bring their 
friends.”

“Treat them well, build up an emotional bank ac-
count and they will tell everyone about you.”

I wish those statements were true, but they’re not.

You can’t be a successful business owner without 
selling your service.

Maybe that made you shiver. It sure made me un-
comfortable—until I realized that “sales” doesn’t 
mean “trickery.” It doesn’t mean “slime” or “fooling 
people.” It really just means “helping people.”

There’s a lot of bait-and-switch in the fitness indus-
try. There’s a lot of slime. I hate that stuff. But that 
doesn’t mean I can avoid sales. So I wrote the book 
“Help First” to explain how I learned to “sell without 
selling,” and I hired top sales experts to teach gym 
owners how sell and feel great while doing it. 

In our mentorship program, our mentors analyze 
each gym’s sales metrics and then prescribe the 
exact actions that will drive the numbers up. They 
provide resources, they do role playing, and they 
provide accountability. 

I want you to make enough money to pay for that 
white-glove treatment, so I’m giving away sales 
secrets that will help you today. This ebook contains 
a wealth of sales knowledge—all tailored to the gym 
industry. You can literally use any one of these videos 
to make more money. 

The videos are grouped by theme. My advice: Watch 
a few videos and then take action. You won’t be able 
to absorb everything at once. After you’ve acted on 
the first videos, come back for more. 

And if you want to level-up faster, book a free call to 
find out more about mentorship.

THE SECRET TO SUCCESS 
IN THE GYM BUSINESS

https://twobrainbusiness.com/book-a-call/


When you place yourself in  
a client’s shoes and dare to ask,  

“What do I want?”  
you’re likely to figure it out.  

When you do, you’ll be the most 
expert marketer on the planet.  

You’ll find financial success. 

And you won’t have  
to sell a thing.

—From “Help First” by Chris Cooper

https://www.amazon.com/Help-First-Sell-Less-Profit-ebook/dp/B013ZMG12U/ref=tmm_kin_swatch_0?_encoding=UTF8&qid=1628020008&sr=8-1


GENERAL SALES TRAINING
You sell more by caring enough to change your clients’ lives.



The top-performing gyms in the Two-
Brain family book appointments with 
90 percent of their leads. Eighty-five 
percent of those leads show up, and 80 
percent of those buy. 

Do you your numbers look like that? If 
not, follow Jeff Burlingame’s advice and 
take these actionable steps to increase 
revenue. 

It all comes down to your sales process, 
salespeople and metrics. Is it easy for 
people to find and engage with you? 
Are you arguing or conversing? Are you 
preventing conversation from happen-
ing in the first place? Are you training 
and developing staff members? Are you 
tracking metrics and working to improve 
them? 

SIMPLE WAYS TO  
INCREASE YOUR REVENUE

HOW TO IMPROVE YOUR 
SALES PROCESS

What does the intro process at your 
gym look like? A free workout? A tour 
of the space? Unfortunately, neither of 
those things makes sales. At least, not 
high-value ones. 

Here, Certified Two-Brain Mentor Jeff 
Burlingame will tell you exactly what 
your intro process should include so you 
can close more high-value sales. He’ll 
tell you what to focus on in an intro 
session with potential clients, the right 
questions to ask, how to present your 
pricing, how to get to the client’s “hot 
button,” and more.

https://youtu.be/MBHapqy6PMY
https://youtu.be/r6He2qJmfmo


Most people have been conned at one 
time or another—especially by “profes-
sionals” in the fitness industry. So what 
sets you apart from the snake-oil sales-
people? 

You actually care—and you’re going to 
ask permission to make the sale.

Here’s exactly how to make sure you 
and your prospective client are on the 
same page.

GETTING LEADS  
TO SAY “YES”

HOW TO HELP  
CLIENTS SEE VALUE

What makes clients decide to buy? 

Whether or not they think what they’re 
buying is worth the money. That means 
you need to make the value of your 
service clear. 

“If there is no perceived value, there is 
no sale,” says sales expert Jeff Burlin-
game. 

Here’s how to increase perceived value 
with potential clients so you can make 
more sales.

https://youtu.be/4vgWe722W9I
https://youtu.be/jq9MinvAyAo


THE EASY BUTTON:  
CURRENT CLIENTS 

It’s easier to sell to people who have already  
bought something from you.

They already know, like and trust you.
You can sell more simply by helping  

your current clients more. 



The most profitable gym owners don’t 
make money from an endless stream of 
new clients—that’s not sustainable.

Instead, they upgrade their current cli-
ents to higher-value services. 

Sound too sales-y? It doesn’t have to 
be. Upgrading your clients simply means 
you’re offering the best services to help 
them reach their goals and become 
their best selves. This video will teach 
you how to do just that without feeling 
slimy or sounding pushy—and how to 
get your staff to help you do it, too.

HOW TO UPGRADE  
YOUR CLIENTS

https://youtu.be/qd5ZRkWIOHQ


THE MIND OF THE  
GYM SALESPERSON 

Helping people is all about them:  
their happiness, their progress and their wealth.  

If you see a person as a prospect, you can’t help that person.  
If you use a sales “technique,” the person will resist you. 

But caring enough to help always returns  
far more than the time you invest.



When a sale falls through, it’s tempting 
to say, “That person wasn’t a good fit 
anyway.” In other words, he or she was 
an unqualified lead. But that’s probably 
not actually true. 

Microgyms have been around long 
enough now that by the time someone 
books a call or appointment with you, 
that person knows what they’re getting 
into: a high-value fitness service. 

So instead of making excuses when you 
miss a sale, think about what you can 
learn from the experience.

THERE’S NO SUCH THING 
AS AN UNQUALIFIED LEAD

CHANGE YOUR MINDSET 
AND SELL MORE

Do you feel weird asking your clients to 
spend more money at your gym on extra 
services? You don’t have to. Selling is 
helping, and when you sell a program or 
service to a client, you’re helping him or 
her solve a problem. 

In this video, sales expert Jeff Burlin-
game breaks down how to change your 
attitude about sales so you can sell—
and help—more.

https://youtu.be/pNS_HQBzQKo
https://youtu.be/Eo71Or-11uM


Would you rather teach the squat than 
try to close a sale? Well, if you want a 
profitable gym, you need to do both. 
Selling might feel uncomfortable at first, 
but it doesn’t have to stay that way. 

Practice these five techniques to stop 
sucking at sales today.

5 TIPS TO NOT SUCK  
AT SALES

HOW TO FIND YOUR 
SALES RHYTHM

How do you feel when you walk into a 
sales meeting: Confident or nervous? 
Are you comfortable responding to the 
tough questions, or do you panic? How 
successful are you at closing the sale? 

It’s all about finding your sales rhythm. 
Watch this video to develop yours.

https://youtu.be/-bYyyLzbQoA
https://youtu.be/NMFTjuUiJDw


You get an email or a call from a pro-
spective client: “What are your prices?” 

What do you do? Do you tell them?  
You probably shouldn’t—at least, not 
right away. 

Here’s how to handle this “objection 
before the objections.”

“HOW MUCH WILL  
IT COST ME?”

HOW “WIN WIN WIN” CAN  
UNLOCK YOUR SALES POTENTIAL

Sales isn’t a game of “you vs. them,” 
even—especially—when a potential 
client presents an objection. 

It’s natural to feel defensive or to want 
to explain and justify yourself when a cli-
ent says “it’s too expensive” or “I don’t 
have the time,” but that won’t help you 
close the sale.

Instead, remember that you and the 
client are on the same team. Your goal 
is to help them find a solution to their 
objection. 

https://youtu.be/zR4UqaX6PCQ
https://youtu.be/w4CfMYkLXIY


How many high-value packages have 
you sold lately? If the answer is “not 
a lot,” you need to take a look at your 
sales process—specifically, how much 
time you’re spending with potential 
clients and what you’re covering in that 
time. 

Most gym owners and coaches spend 
too much time on the least important 
things: gym tours, trainer credentials, 
how awesome the community is. But 
that’s not what’s going to convince 
someone to drop hundreds or even 
thousands of dollars in your gym. 

Potential clients want to talk about 
themselves: what they want, why they 
want it and how they’re going to get it 
at your gym. 

FOCUS ON  
THE “WHY”

WHY YOU’RE NOT  
BAD AT SALES

You are not bad at sales. Really. 

You might just need more practice—and 
a better sales process. Watch this video 
to find out how you can improve your 
sales skills, increase confidence and 
close more sales. It’s all about educa-
tion, professional training and practice.

https://www.youtube.com/watch?v=69wqkDirv8M
https://www.youtube.com/watch?v=1DQgpOgAPX4


Terrified of coming off as a “pushy” 
salesperson? 

Remember: Selling is helping—especial-
ly when your prospect has sought you 
out. Here’s how to ask for the sale and 
still feel like a good person, maintain 
your moral compass, and find mutually 
beneficial, win-win solutions for you and 
your clients.

This video goes over the two most 
important topics you need to address in 
a sales consultation: What clients want 
and why they want it.

AFRAID TO ASK  
FOR THE SALE?

MAKING THE SALE:  
CONVERSATION ESCALATION

Do you know how to take a conversation 
from a lower form of communication 
(which places you at a disadvantage, 
especially when it comes to gym sales) 
to a higher form of communication?

You need to! Higher forms of communi-
cation are far more practical for estab-
lishing trust, building relationships and 
making sales.

https://youtu.be/BDTvcfN877s
https://youtu.be/yAz-0FgXw_4


You must think of yourself as a “sales 
athlete.” And what do top athletes do? 

Sure, they practice. But they also train 
their minds. They visualize the perfect 
shot in high definition, with every pos-
sible detail. They pay attention to their 
internal dialogue. They focus on the 
moment instead of ruminating on past 
mistakes. 

What could you achieve if you did the 
same things with your sales training? 

Watch this video to learn to activate 
your mental powers. Remember: Visu-
alization turns into reality. What mental 
images are you cultivating? 

SALES MINDSET TRAINING:  
PART 2

SALES MINDSET TRAINING:  
PART 1

We get it: You want to change lives, not 
be a slimy salesperson. But in order to 
survive, businesses have to make sales. 
Still, you don’t have to lie to get people 
to buy. 

Watch this clip to change the way you 
look at sales and at yourself as a sales-
person.

https://youtu.be/pty2AH-Via0
http://youtube.com/watch?v=AA_nCozwUZw


When’s the best time to try to close the 
sale? At the end of your sales script? 
When it seems like they’re “convinced”? 
When you’ve run out of things to say? 

It doesn’t have to be a guessing game. In 
fact, potential clients will tell you—even 
if they don’t explicitly tell you—when 
they’re ready to buy.

HOW TO RECOGNIZE BUYING  
SIGNALS AND CLINCH THE SALE

HOW TO GROW  
FRONT-END REVENUE

If the most expensive program you 
offer is a $150 group-class member-
ship, you’re missing a huge opportunity 
to grow front-end revenue: big-ticket 
items. 

Don’t think anyone would spend big 
bucks at your gym? The real obstacle 
is your mindset. This video contains 
three actionable strategies that will help 
you ask for more money, find out their 
“why” and practice handling objections.

https://youtu.be/XQ55eoxus38
https://youtu.be/WHmfdH600zM


OPERATIONS: 
THE ESSENTIAL DETAILS 

Be skeptical of “secret sales systems.”
But systemize your sales for more success.

 



If you’re waiting until the end of the 
month to look at your sales numbers 
and figure out what went wrong or 
right, you’re waiting too long. 

Instead, you should be having a weekly 
sales meeting with key members of your 
staff. The point isn’t to waste anyone’s 
time; it’s to stay ahead of the game. 

Check out everything that should hap-
pen in your meeting.

HOW TO RUN  
A SALES MEETING

SELL MORE  
WITH A PRICING BINDER

What do you do when it comes time to 
talk about pricing with a potential cli-
ent? Rattle off a list of prices? Write ‘em 
down on a Post-it? 

There’s a better way: the pricing binder. 
The pricing binder is more than an or-
ganizational tool; it’s a sales technique. 
Here, learn what you should have in 
yours and how to use it to close more 
high-value sales.

https://youtu.be/8riblt1cagE
https://youtu.be/v83eTMj49VI


Even if hundreds of people click on your 
ads, it won’t matter if you’re not doing 
the work that comes aftr they click. It’s 
called lead nurture, and doing it right is 
critical for booking clients and closing 
sales. 

In this video, we’ll show you what an 
effective lead-nurture process looks like 
from the moment a prospect opts in 
through the booking process right up 
until his or her consultation. You’ll learn 
about the power of the “double dial,” 
personalized text and video-text mes-
sages, and the importance of speed and 
repetition. 

LEAD NURTURE:  
PROTOCOL AND VIDEO TEXT MESSAGES

SALES METRICS  
YOU NEED TO KNOW

What would you do if a client came to 
you and said they weren’t seeing re-
sults? You’d probably ask them for some 
data, right? 

Evaluating your sales process is no 
different. Here, we’ll unpack the three 
most critical metrics you need to mea-
sure and explain how they work togeth-
er to tell the story of how well your sales 
process works. 

“The numbers never lie—unless you lie 
to the numbers.”

https://www.youtube.com/watch?v=cXLzenZEreI
https://www.youtube.com/watch?v=Xyh2QkS1zLo


The key to gym sales? Get your reps in. 

By studying sales tactics and then role 
playing—by yourself, with another, and 
in a group—you can catapult your sales 
into overdrive. 

Two-Brain Business Mentor Jeff Burl-
ingame explains the three-part system 
he’s developed to train a successful 
sales team and how you can apply it to 
your crew.

THE ULTIMATE GUIDE TO 
GYM SALES ROLE PLAY

DITCH THE GYM TOUR  
(AND WHAT YOU SHOULD DO INSTEAD)

Are you still giving gym tours to prospec-
tive clients? Showing off all your shiny 
things? And then wondering why they 
don’t sign up or stick around long if they 
do? 

Stop the gym tours! 

SkiErgs and big rigs don’t sell gym mem-
berships. Relationships do. Here’s how 
to develop them.

https://www.youtube.com/watch?v=hXqAosyJSQ0
https://www.youtube.com/watch?v=hZbUVd0_nMY


Are you calling prospects once? Twice 
maybe?

Watch this one to learn the ideal num-
ber of times you should contact a pros-
pect to your gym business. 

Spoiler alert: You’re helping people, not 
bothering them, when you reach out 
more than once.

HOW MANY TIMES SHOULD I CALL 
A PROSPECT? THE MAGIC NUMBER

STOP MEASURING FAT 
AT SALES INTROS  

(AND WHAT TO DO INSTEAD)

Assessments, workouts, fat measure-
ments—are these common practice at 
your gym? They have a time and place—
but that time is definitely not when 
you’re trying to sign on a new client.

These tactics can actually scare pros-
pects away, so we’ve got an easier, more 
effective alternative: The No Sweat 
Intro.

https://www.youtube.com/watch?v=Eq0q1USepgg
https://www.youtube.com/watch?v=_64FC2oxalY


Want a sales cheat code? It’s “pre-sell-
ing,” or the act of selling before you sell. 

It’s not as weird as it sounds. Potential 
clients are constantly discovering you 
through your website, social media, re-
views and word of mouth. Your job is to 
make sure no matter how they discover 
you, these potential clients walk away 
with the social proof they need to say 
“yes” to your service. 

Here’s what you need to do to make 
sure they come in saying “sign me up.”

HOW TO PRESELL  
NEW CLIENTS

GYM SALES: THE SURE-THING 
SALES-CALL SCRIPT

So your line got a bite: You’ve got a 
prospective client on the phone. Now 
what? 

If you’ve ever found yourself sweating 
and stammering when trying to book a 
prospect, this is the video for you. 

We’ll walk you through an effective 
sales script step by step. You’ll learn: the 
three key things you need to mention in 
your first sentence, how to use scarcity 
and urgency to get the prospect to stop 
procrastinating and book an appoint-
ment now, and how to build rapport. 

https://youtu.be/MSd036N2mRE
https://www.youtube.com/watch?v=QvWHPjgG6s4


SEAL THE DEAL WITH  
TOP-DOWN SELLING

What’s the first service or program you 
offer a potential client? The one you 
think he needs? The one you think she 
can afford? 

Both are mistakes. 

Here’s why and how to use top-down 
selling to land the grand prize. 

https://youtu.be/I6ABWJ_74ck


THINGS TO AVOID
We spend most of our time telling you exactly what to do.

But you should avoid a few things, too.

Don’t do this stuff.



Don’t say any of this in a sales meeting!

THE 5 WORST THINGS TO 
SAY IN GYM SALES

5 WAYS TO STOP SABOTAGING 
YOUR SALES PROCESS

Are you getting in your own way or un-
dermining yourself?

Here are the top five things gym owners 
need to do to stop sabotaging their sales 
and increase revenue.

https://www.youtube.com/watch?v=buQQJ1evhbI
https://youtu.be/-aPPe8gWnXc


HANDLING OBJECTIONS
Your value to clients is 100 percent equivalent  

to the value you create in their lives.
Changing their minds without a good reason will  

only create doubt and buyer’s remorse. 



“I can’t afford it” or “I’m too busy.” 

These are objections, and they’re a nor-
mal part of the sales process. Whether 
they make or break the sale, however, 
depends on how you respond to them. 

Check out this simple four-step system 
that will help you turn any objection into 
“Where do I sign?” 

HOW TO HANDLE  
OBJECTIONS  

(AND MAKE THE SALE)

MAKE THE SALE:  
EXACTLY WHAT TO SAY

You’re in a sales meeting with a prospec-
tive client. 

“I need to think about it,” the person 
says. 

What do you say? 

You need to be prepared for objections. 
This video will tell you exactly how to 
respond to objections so that potential 
clients feel relaxed, know you’re on their 
team and are more likely to buy.

https://youtu.be/8Jm1palM_Sg
https://www.youtube.com/watch?v=JANF_SLp578


What happens after a client says “that 
sounds great, but I need to think about 
it” at the end of a sales meeting? 

Here’s what doesn’t happen: The client 
is not going home and making a pros 
and cons list. Instead, the more time 
that passes, the less interested in your 
service they become. 

So what should you do when you hear 
that objection? Try one of these five 
clear, simple responses to turn “I need 
to think about it” into a sale. 

“I NEED TO THINK  
ABOUT IT.”

 — HOW TO TURN OBJECTIONS INTO SALES

OVERCOMING  
“IT’S TOO EXPENSIVE”  

(AND OTHER PRICE OBJECTIONS)

“I forgot my wallet.” 

“It’s too expensive.” 

“I can’t afford this.” 

Here’s exactly what to do and say when 
these objections come up if you want to 
sell more.

https://youtu.be/1pw3CjsORJk
https://youtu.be/BklmJZIJZuc


A prospect comes in for a No Sweat 
Intro. You try to close the sale, but they 
can’t decide right now. They’ll come 
back later, they promise. 

That client has boarded what we call the 
“Be-Back Bus,” and it’s a one-way trip 
away from your business. 

Here’s what to do when you’re facing 
the dreaded Be-Back Bus and why you 
should never let a prospect leave on a 
“maybe.” Use this solutions-oriented 
approach to make the sale.

HOW TO STOP THE  
“BE-BACK BUS”  

(AND MAKE THE SALE)

“I’VE GOT TO TALK TO 
MY SPOUSE FIRST”

The most challenging objection we face 
in sales is the dreaded “I’ve got to talk 
with my spouse first.” 

How can you argue with that? You don’t 
have to—but you don’t have to give up, 
either. 

We’ll teach you how to handle this 
objection—or rather, how to strategize 
with the prospect to help them over-
come this roadblock that’s getting in the 
way of a better, healthier life.

https://www.youtube.com/watch?v=wRtdrsGMpiY
https://youtu.be/gHVdewsk-50


STAFF TRAINING
Coaches also need to learn how to sell because they’ll be growing  

their incomes under your brand. 

They’ll need to sell personal training, nutrition or whatever their specialty 
programs might be. Training them to sell will help them increase their  

incomes—and yours.
 



How do you get better at sales? The 
same way you get better at anything 
else: practice. 

But you don’t want your staff practicing 
on live leads. Instead, use role-play to 
help staff members develop confidence 
and improve their sales skills in a safe, 
no-stakes environment.

Don’t know where to start? Here are 
three simple and effective tactics to take 
with your team.

HOW TO USE ROLE-PLAY 
TO KEEP STAFF ON THEIR 

A-GAME

HOW TO GET STAFF SELLING 
PERSONAL TRAINING

Good trainers know that personal train-
ing is the most efficient way for clients 
to get results. That’s because everything 
from the program design to the trainer’s 
attention is 100 percent focused on the 
client—and that’s why it’s valuable. 

But how do you get your staff to buy 
in? What if all they want to do is coach 
group classes? What if they don’t mind 
the training part of personal training but 
don’t want to be responsible for selling 
PT sessions? 

It might just be a matter of perspective. 
Here are five actionable steps you can 
take today to get your staff members to 
sell personal training.

https://youtu.be/obemWqYDQGc
https://youtu.be/JnryGtcZJz0


Podcast: Simple Sales Tips—How to Sell This Pen to Anyone

Podcast: The Exact Steps to Building a Sales Engine at Your Gym

Podcast: Sales Tips—Closing Cold Leads Who Clicked Facebook Ads

Podcast: Gym Owner: “I’m Bad at Sales. Change My Mind!”

Podcast: Chris Cooper on Clubhouse, Sell by Chat and Next-Level Sales

Podcast: Sales Secrets—Leads Leader Logs 75 Percent Close Rate

Podcast: Why Everyone Shows up for Free Intros With Pep Leppers

Podcast: Sales Secrets—Handling Objections, Building Value and Role Playing With Joe 
Marcoux

Podcast: How to Turn Prospective Clients Into Paying Clients

Article: The Absolute Best Way to Sell Personal Training

Article: How to Increase Your Value

Article: How to Sell Your True Value

Article: Actionable Staff Meetings: Engaging Former Members

ADDITIONAL RESOURCES

https://twobrainbusiness.com/two-brain-radio-sales-tips/
https://twobrainbusiness.com/two-brain-radio-sales-engine/
https://twobrainbusiness.com/two-brain-business-cold-leads/
https://twobrainbusiness.com/two-brain-radio-sales-mastery-workshop/
https://twobrainbusiness.com/two-brain-radio-cooper-clubhouse/
https://twobrainbusiness.com/two-brain-radio-andrus/
https://twobrainbusiness.com/two-brain-radio-pep-leppers/
https://twobrainbusiness.com/two-brain-radio-joe-marcoux/
https://twobrainbusiness.com/two-brain-radio-joe-marcoux/
https://twobrainbusiness.com/two-brain-radio-prospective-to-paying/
https://twobrainbusiness.com/building-pt-business-3/
https://twobrainbusiness.com/increase-your-value/
https://twobrainbusiness.com/true-value/
https://twobrainbusiness.com/staff-meetings-3/


MENTORSHIP: 
 The Shortcut to Sales Success

If you take nothing else from this guide,  
remember these three things:

We’ve presented a ton of information here, and it’s all 
based on data and best practices. Taken together, these 
videos, articles and podcasts can teach you exactly how 
to sell.

But all this can be overwhelming. 

That’s where a mentor comes in. 

Professional, certified Two-Brain Fitness Business 
Mentors can cut through the chatter and help you find 
success faster. They do this by talking with you, analyz-
ing the data from your business and then prescribing 
the exact plan for improvement. 

For example, a mentor might look at your numbers and 

see that you’re booking a lot of appointments but very 
few people actually show up. To fix the problem, the 
mentor will direct you to Two-Brain content that tells 
you exactly what to say and do to make sure people 
show up for appointments.

That’s just one example. 

Just remember that we have time-tested, data-backed 
solutions for every problem in the gym business, and 
we want to help you improve your business fast.

To find out more about mentorship, book a free call 
with a member of my team.

Coop

1. You aren’t selling. You’re 
helping people accomplish their 
goals by providing the services 
they need.

2. If you practice helping clients, 
you’ll get better at it.

3. We can help you improve your 
skills and sell more.

https://twobrainbusiness.com/book-a-call/
https://twobrainbusiness.com/book-a-call/
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NEED A PLAN TO GROW YOUR 
GYM?

A MENTOR CAN HELP.

BOOK A CALL
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