Completion Plan: Bring Your Inactive Clients Back to Life!
[bookmark: _GoBack]
1. Create a GENEROUS Offer that is irresistible and demonstrates how much you appreciate and miss your inactive clients. Client “Back to Life” Campaigns are recommended quarterly and try using different types of offers: Big Discounts/Gift Cards or low barrier like 2 – 3 personal trainings, a Free Week at your  Fitness Facility 
2. Always add in a Few Bonuses – Healthy Slow Cooker Recipes, Try our Brand New Jacobs Ladder, or we have a new Body Fat Testing machine, a Free Therapy Roller, etc.  

3. Jump Start the campaign with mailed letter in a colored envelope, catchy stamp, hand written. Get help if you can to stuff & mail the envelopes!                                                       

Hot Tip: Plan on executing the Campaign a minimum of 10 days but no longer than 14 days

4. Utilize all Marketing Mediums – Snail Mail, Sequenced emails, Personal Phone Call/Text

Hot Tip: Use a calendar to make sure all mediums are spread out. Email one day, call 2 days later, another email a few days later, etc .

Super Hot Tip: On the last 2 days, send emails in the am & pm creating the Last Chance urgency. Subject lines are KEY – ONLY 3 Hours Left! Last Chance! 

5. Remember: Use a Deadline, Limited #, or Both. This for the first 3 Clients that accept my offer by June 21st, 2017! 

6. Tools of the Trade – Fitness Gift Cards http://fitnessgiftcards.com/

Turn Key Email Automation for Fitness Facilities http://ultimatefitnessmarketing.com/fitness-marketing-products/uf-marketing-tools/

7. Use the Jump Start Letter for future emails and slightly change the beginning & end. 

8. Keep it Personal! When you call and/or text say something that only you would know about them. Your former Clients LOVE You! Be excited to reconnect and Get’em Back!
