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SESSION PLAN & OBJECTIVES

✓Introduce REX Roundtables for Leaders
✓Explain the difference between trends and fads
✓Share innovative ideas from REX Members
✓Explore outside the industry experiences
✓Highlight PT successes from REX Members
✓Understand today’s employee needs
✓Review professional development tools 
✓Invite you to REX Leadership Academy



Improving the Performance of your Business 
and the Quality of Your Life

27 REX ROUNDTABLES 
WORLDWIDE

www.REXRoundtables.com

18 REX Roundtables 
in North America

5 REX Roundtables 
in Australia

4 REX Roundtables 
in Europe

Over 250 US
REX Members

Over 350 REX 
Members 

Worldwide
Over 3,000+ Clubs



The REX Team
 Our Chairs have all been members of a REX Roundtable and 

experienced the benefits



WHAT HAPPENS AT A REX MEETING

• Business Updates

• Personal Updates

• Million-dollar Nuggets

• Solving Business Challenges

• Visits to Member Clubs

• Field Trips to Outside of Industry 
Businesses

• Helping Each Other Get Better



5 REASONS WHY REX
 Gain a team of consultants and peer board of 

directors
 No competitors
 Improve quality of life and business
 Complete confidentiality to ensure open and 

honest conversation, sometimes brutal honesty
 Money back guarantee



And just a few 
resources at our 
fingertips to help 
you

WHY REX ROUNDTABLES 
IS SO UNIQUE

www.REXRoundtables.com

Enhancing the quality of 
your business and life



REX RETENTION STUDY 
by The Retention Guru, 
Dr. Paul Bedford
Top Takeaway:
 Average membership in a REX 

Member’s club = 14 to 24 months
 Average membership in a NON-REX 

Member’s Club = 7 months



What’s the 
difference 
between trend 
and a fad?
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Your Competitors

Your Team

You: The Business Leader



I’m going to share:
• Out of industry trend – 

User generated 
marketing

• In industry trend – 
knowing the buying 
cycle
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Marketing 
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Doritos Crash the 
Super Bowl 



#ShotOniPhone



Most 
Underutilized 

Marketing 
Strategy In 

Our Industry



Transform members 
into marketers:
Instead of telling 
people how great 
your gym is, let your 
members show 
them.



MEMBERSHIP BUYING CYCLE

Prospect becomes a member

Prospect sits as a lead

Prospect Is Toured





Most 
Underutilized 

Marketing 
Strategy In 

Our Industry

US Data
410 membership inquiries to North 
American Gym Operators by Keepme

 58% didn't reply to email inquiries. 
Those that did took an average of 4hrs 
to reply

 61% did not respond to Facebook 
inquiries. Those that did took >17hrs to 
reply

 52% did not respond to Instagram 
inquiries. Those that did took an 
average of 37hrs to reply

Australian Data
500 membership inquiries to Australian 
operators by 
MysteryShoppingForFitnessBusiness.com.au 

 43% didn't reply to inquiries made via 
calling, emailing or social media

 12% did not call (despite the request to 
call & the number given) and they kept 
communicating on the initial platform of 
enquiry

 5 hours and 22mins was the average time 
to reply to an online inquiry

  When they did contact inquiry, 58% 
scored less than 50% in quality of call



Most 
Underutilized 

Marketing 
Strategy In 

Our Industry

MEMBERSHIP BUYING CYCLE

Prospect sits as a lead

How long is this 
time in your 

business?

Prospect 
Is Toured

Prospect becomes 
a member
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INNOVATION STRATEGY
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Tara HummelTara HummelTara HummelTara Hummel Thursday, February 13, 2025 at  06:55:20 Mountain Standard TimeThursday,  Februar y 13,  2025 at 06:55:20 Mountain Standard TimeThursday,  Februar y 13,  2025 at 06:55:20 Mountain Standard TimeThursday, February 13, 2025 at  06:55:20 Mountain Standard Time

Subject:Subject:Subject:Subject: Fwd:  Flash Sale: Exclusive Personal Training with Brent – Limited Spots Available!

Date:Date:Date:Date: Tuesday, February 11, 2025 at 6:14:07 PM Mountain Standard Time
From:From:From:From: Brent Darden
To:To:To:To: Tara Hummel
Attachments:Attachments:Attachments:Attachments: image002.png

Please convert below email - photo and script to PPT slide.

Begin forwarded message:

From: Al Noshirvani <al@getalta.com>
Subject : FW:  Flash Sale: Exclusive Personal Training with Brent  – Limit ed Spots Available!
Date: February 11, 2025 at 9:28:37 AM CST
To: Darden <brent@brentdarden.com>

 

 

Dear {first name}

We noticed you’ve trained with us before, and we’d love to see you back! For the next 3 days only3 days only3 days only3 days only, we’re offering an exclusive flash saleflash saleflash saleflash sale on 

personal training sessions with our Master Trainer Brent EmmisonMaster Trainer Brent EmmisonMaster Trainer Brent EmmisonMaster Trainer Brent Emmison – but spots are limited and filling fast! Click here t view Brent’s availability and 

save 50% of his regular rate of $125 per session

 Special ORer:Special ORer:Special ORer:Special ORer: Discounted rates on Brent’s available sessions through [insert date]

 Why Book Now?Why Book Now ?Why Book Now ?Why Book Now?

 Personalized coaching tailored to your goals

 Expert guidance from one of our top trainers

 Limited availability – once these slots are gone, they’re gone!

 Check Availability & Book Now:Check Availability & Book Now:Check Availability & Book Now:Check Availability & Book Now: [Insert Booking Link]

Don’t miss this opportunity to get back on track with your fitness goals at an unbeatable rate. Book your session now before Brent’s schedule fills up!

See you in the gym,

Online 
Flash Sale 
for 
Personal 
Training







Outside the Industry Experiences













Glacier National Park - 
Montana 
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Marketing 
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Our Industry

1967
Tiny packages… 
big ideas!
       









REX PT SUCCESSESMichelle Kautzman
Vice President of Operations



INVITING SPACES



Burch Valldejuli
Owner



TRAINER RECRUITMENT

Dayton McPherson 
Assistant VP of Fitness

1) Job Posting

         Personal Trainer

        PT & Stretch Coach

                   PT & Nutrition Coach

2) Multiple revenue streams

3) Come “Grow Your Business”

4) Healthtrax University

5) POS – coaching session or assisted 
stretching session

January 2024 - 
63% Closing on 
all consultations



TRAINER EDUCATION

Matt Mallard
 Director of Personal Training and 

Director of Education

 Personal Training Mentor

 Dedicated mentor team

 5-6 on team

 5+ years experience

 2,000 hour of training

 Paid very close to training rate

 1-2 hours/week with new trainers

 Mock Clients – from parking lot to exiting 
club

2024 – 93% Retention Rate in PT



PT DATA – Club Revenue

Brian Kaddis
Director of Sales

 Data Driven - Dashboard

 Accountability – live insights

 Touchpoints – lots of calls

Clubrevenue.io





PROFESSIONAL DEVELOPMENT

Sarah Stille
Assistant General Manager



TRAINING & DEVELOPMENT 
BEST PRACTICES
 Micro-learning
 Self-directed
 Specific to individual
 Colleagues create 
 Leaders care for “human”

Personalized Staff Training
Retention by 94% 
Engagement by 15%
Productivity by 14%



Feel
Seen

Feel 
Heard

Feel
Valued

The most coveted skill in the future of work 
will be making the person in front of you:

Just 35% of leaders say their organization provides 
training and evaluation on relational skills



Truly great leaders 
(now and in the future) 

don’t spend time 
fixing what’s wrong 

with people

They spend their time 
revealing & then 

cultivating what’s best 
in their people



FREE ONLINE ASSESSMENTS MOST POPULAR PAID ASSESSMENTS

Are You an Introvert, Extrovert or 
Ambivert? – most important thing you need 
to know about yourself

CliftonStrengths (formerly 
StrengthsFinder) – find your natural talents 
and how to maximize your strengths; 5 top 
talents; $59.99

Are You a Highly Sensitive Person? – A 
misunderstood trait; not emotionally 
sensitive

Strengths Profile – easier to understand; low-
budget; $18 

Sparketype – simple quiz; find out your 
archetype for what truly sparks you and what 
really drains you

Myers-Briggs Type Indicator (MBTI) –
spectrum of important temperament ranges; 
career direction; $59.95

5 Love Languages – self discovery; clarifying 
how you relate to others; a great tool for 
couples, friends, or colleagues to understand 
each other better

Enneagram (9 Personality Types) – Use the 
(low-cost) paid version for accurate results; 
professional interpretation, $40

VIA Character Strengths – classic strengths; 
character and values; great for self-
awareness and career/life decisions

ASSESSMENTS

https://valnelson.com/resources/introvert-extrovert-quiz
https://valnelson.com/resources/introvert-extrovert-quiz
https://www.gallupstrengthscenter.com/Purchase/en-US/Index
https://www.gallupstrengthscenter.com/Purchase/en-US/Index
http://hsperson.com/test/highly-sensitive-test/
https://www.strengthsprofile.com/en-us/products/profiles
https://sparketype.com/
http://www.myersbriggs.org/my-mbti-personality-type/
http://www.5lovelanguages.com/
https://tests.enneagraminstitute.com/
https://www.viacharacter.org/survey/account/register


SWOT
Strengths

• What you do well
• What do other people 

ask for your help
• What is unique to you
• Greatest achievement

Weaknesses
• Weak area
• Tend to defer
• What areas do you have fewer 

resources
• Areas others avoid asking for your 

help

Opportunities Threats
• How and where can you 

leverage strenths
• Opportunities open to you
• Who could support you

• What others do better than you
• Any weakness that is limiting
• Is there something you need to 

address right now



Most 
Underutilized 

Marketing 
Strategy In 

Our Industry
Big Life Plan



STAFF TRAINING

Babs & Chris Adams
Owners

1) Frequency – Daily, Weekly, Monthly & 
Quarterly

2) Top Leaders Training, Monthly:

 - How to be a Leader

       - Positive Motivation for Yourself & Team

3) Money Team, Training Twice a Month:

       - No Debt; Profit First System

       - Long Term Investing

       - Trading ETF’s, Stock Options & Crypto

4) Women’s Group

5) Marriage and Family Guidance

6) Time Management with Daily Planners



WALK IN MY SHOES

Tavia Patusky
Wellness & Fitness Director

 Developed by staff

 Opportunity for staff to be a role 
model and mentor

 Staff develop a lesson/coach plan 
and are paired with a team member 
interested in that topic

 Sessions are between 1-4 hours and 
can be on any topic the staff feels 
would benefit a peer

 Topics include

 -  Time Management

 - Presentation Skills

 -  Creating Connections



LEARN MORE
TODAY AT 
1:30 PM



• Club & Studio Owners

• Club & Studio Managers

• Department Managers

• Aspiring Business Leaders

Who Should Attend:
Optional Guided 

Club & Studio Tours: 
July 17-18 in New 

York City



THANK YOU For a copy of slides & 
to save $100 off registration 

by March 21, 2025:

Eddie Tock
CEO & Chair

REX Roundtables for Leaders
Eddie@REXRoundtables.com

914-643-3207

mailto:Eddie@REXRoundtables.com
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