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Implementation Check List

	6 Week Transformation Challenge Blueprint



Short-Term, Specific, Results-Based Programming That Leads to BIGGER Profits

The 6-Week Transformation Challenge is a very powerful front end offer. I’ve seen a lot of fitness pros running these types of offers with great success.
    
Lose 20 lbs. in 6 weeks
Lose 12 Pounds in 21 Days
Lose 20 lbs. in 6 weeks and it’s Free
Lose 20 Pounds in 6 Weeks and I’ll Send You to ______________________

This offer has done really well for the people who’ve executed it at a high level.

This promotion/offer gained traction with several of the top fitness pros, and others have tried to model it. 

Why? Because it works!

But you MUST be willing to do it right!

It’s not uncommon to see fitness pros put as many as 25-100 people in a paid group (FEO) with an investment of $79-199, then converting a higher than average percentage of those participants into longer-term core offerings.

I particularly like the fact that it provides a higher-end front end offer. In my own experience, this offer has been a great way for me to pre-qualify prospects regarding the cost factor and affordability. 

One of the greatest frustrations I’ve heard from fitness pros is that they have troubles converting prospects on lower end FEO’s because of “sticker shock” and the “I can’t afford it” objections.

When a prospect enrolls in a FEO that is very low cost and later you sit down to sell them on a long-term program that is considerably more expensive, it can very quickly become a challenge convincing them to enroll in a program that for all intents and purposes is effectively the same thing they just paid considerably less for.

My recommendation is to charge AT LEAST the one month cost of your long-term core offering for the challenge. For example, if your 6-month agreement for group training is $149/monthly, then charge a minimum of $149 for the 6-week challenge.

By doing so, you are effectively letting the prospect know the value of your program AND for the most part you have eliminated cost as an objection.

TRUTH BOMB: If you follow this pricing structure for your 6-week challenges and the prospect doesn’t continue into your long-term program, the problem isn’t price. 

The problem is that YOU didn’t prove to them that your program is worth their investment.

Here’s why I believe this FEO has been working so well from what I have experienced and what fitness pros have shared:

· There’s a specific benefit to the client, one that they understand and want. (Lose 20 pounds)

· There’s a deadline—they can get the benefit they want in a defined (short) period of time. (6 weeks)

· The cost is relatively low for the benefit they receive. (It’s perceived as a great value!)

· The program is short.

· It offers a strong, enticing incentive… “Lose 20 lbs. in 6 weeks and we’ll give you your money back,” which gives the client even more motivation to stick with the program.

· If someone is having success, they’re more likely to stick around for a longer-term program.

· It’s easy to market—you have a definitive start and end date, and you can share it very easily via email, Facebook, direct mail.

· You can accumulate social proof very quickly to use in future promos. THIS ONE IS HUGE!

This offer is strong for sure. If you employ it, it will be critical that you make sure you have a solid plan to convert participants.

	Process/Structure – 5 Steps



1. A Solid Marketing Campaign
· Facebook posts
· Email campaign
· Opt in page or wufoo form
· Auto-responder series
· This is for folks that have NOT signed up yet (Mine sends out 10 messages over a 14 day period)
· See Prospect Emails included
· Follow up phone call – HUGE!
· Phone script
· Within 24 hours of opt in
· Call them while they’re HOT!
· Pre-qualify
· Tell them exactly what they are getting during the program
· Guidance
· Motivation
· Accountability
· Workouts
· Individually-customized meal plans
· EVERYTHING necessary to be successful
· Set up appointment

DON’T HIDE BEHIND TECHNOLOGY! YOU MUST GET PERSONAL WITH YOUR PROSPECTS! Face-to-face selling is STILL the most powerful way for fitness pros to convert prospects to clients.

It’s called PERSONAL training, so get personal with them from the very beginning and build a relationship that will last.

2. Solid Conversion System
· Appointment
· Ask questions – Find out about them
· Why they’re here?
· Why today? Why not 6 months ago, or 6 months from now?
· Feel, Felt, Found – Align with the prospect and provide the solution
· I know how you feel
· I’ve felt that way before
· But this is what I found…
· Sales Agreement
· Terms of the program
· Waiver of liability form
· Questionnaire that elicits emotional triggers
· Non-intimidating
· REAL reason they are there
· What they expect to happen
· What they DON’T want to happen
· Any injuries
· Fast Action Bonus
· While they’re hot!
· Give them an incentive to commit long-term
· Add them to new auto-responder
· Different message for folks that have purchased
· This auto-responder series should begin on the first day of your challenge
· See Motivational Emails included
3. RESULTS DRIVEN training program
· Implementation
· Orientation
· Explain agenda
· Create excitement
· Explain Fast Action Offer again
· Answer all questions
· Desk Date / Success Session that occurs at the 3-week point in the program.
· What are you struggling with?
· What is working well for you?
· What more can I do to help you? This one is MASSIVE!
· Follow up with people that did not take the Fast Action Offer
· At this point I will typically covert 50% of the people that didn’t accept the Fast Action Offer during the orientation
· Why?
· Because they find out they like the program
· They find out how cool of a guy I really am!
· Who wouldn’t want to continue with a program they like and with a bad ass guy like me? 
· Program
· Style not as important as delivering an exceptional EXPERIENCE
· Before pics and initial weigh in on Day 1
· Accountability
· Weekly Weigh ins 
· Emails (See Motivational Emails included)
· In person
· Phone calls
· NUTRITION!!!
· This one will make or break your challenge!
· Most important factor for a successful transformation challenge
· Where most programs fall short
· The day of one-size-fits-all cookie cutter meal plans are gone
· You better be delivering them something that no one can re-create or you will be dead in the water.
· [bookmark: _GoBack]You can’t be considered a category of one if you are providing the same cookie cutter meal plans as everyone else.
· The value/importance of Pro Diets in my challenges
· RD-designed meal plans
· Individually-customized
· Easy to implement
· Added accountability
· Category of one or one of the many
· Deliver a great experience!
· Final weigh in on Day 42
4. Reward
· Strong, enticing incentive that gives the client even more motivation to stick with the program.
· “Lose 20 lbs. in 6 weeks and we’ll give you your money back,” 
· “Lose 20 lbs. in 6 weeks and we’ll send you on a trip for two to Las Vegas.” 

5. Testimonials
· Seeing is believing, 
· Well-produced testimonials are a powerful way to show people that we make what they believe to be impossible, possible.
· This is where the magic happens
· This is where your challenge program gains traction and how future challenges become much easier
· IMMEDIATELY after the final weigh in is when you take the person’s after pic and record their VIDEO TESTIMONIAL
· They are excited about their results
· They are ready and WILLING to tell the world!
· Create a video template that you place the before/after pics in the video alongside the testimonial
· THIS IS POWERFUL SOCIAL PROOF THAT YOU USE TO PROMOTE YOUR NEXT CHALLENGE VIA SOCIAL MEDIA!
· Critical Elements of the Social Media Post
· The post should be about the client, NOT you!
· Tag the client in the post
· Their social media network will see the post and comment on it – perfect opportunity to invite them to join their friend!
· Ask everyone to share the post with their social network.
· And finally… Say THANK YOU!
· You can’t imagine how much impact those two words have on people!
· A person that feels appreciated will always do more than expected.

	Success Sessions for Selling



For a while it seemed like fitness professionals were getting away from really selling. They were hoping their website or an autoresponder sequence would do the selling for them, or they just hoped people taking part in a front-end offer would just decide to stick around.

THAT IS SIMPLY NAIEVE!!!

Well, it appears this trend is finally reversing itself, and fitness pros are actually sitting down and selling prospective clients again. Here is a summary of what seems to be working:
    
· Scheduled face-to-face Success Sessions early in the relationship, ideally 60 minutes long.
· If you’ll notice in my process, I actually have 2 Success Sessions built into my program:
1. The initial appointment when I sign them up
2. The second one which I call a “Desk Date,” that occurs at the 3-week point in the program. During this second meeting I have three questions for the client that leads the entire conversation:
a. What are you struggling with?
b. What is working well for you? 
c. What more do you need me to do for you?
i. This question is HUGE! This is when they will tell you EXACTLY what they want from you.

Those three questions allow you to really align with the client and also shows them that you care about them and their results.
    
· Strong rapport building and questioning to connect with the prospect and learn what they want and why they want it.
    
· Value building through forward pacing (describing what will happen when they train/continue to train with us), specific descriptions about why my program is a fit for the prospect’s goals, and some sort of “on the floor” activity—either an assessment or some sample movements. And all of these have to specifically relate back to the prospect’s goals.
    
· A program presentation that is confident and only offers a couple of options.

· That is all really normal for face-to-face selling, but the difference is that it seems to be getting applied more now than in the past couple of years. 

Fitness is a SALES BUSINESS that provides a service, NOT a service that you sell!

When you understand and ACCEPT that fact, your fitness business will instantly be positioned to become a better organization!

No Sale = No Business = Can’t Help Anyone

SO YOU BETTER LEARN TO SELL!
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