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You’re in the right place if… 

You’ve ever been frustrated that ‘booty’s and boobs’ are getting more 
clients than you. 

You want to make more money and help more people.

You want to attract clients you love. 

Marketing makes your head spin. 

You want to stand out and not sound like every
other trainer in the industry. 



The reason you’re here: 
You’re frustrated by what the fitness 
industry has become on social media 
(and you’re not sure how to compete). 



The reason you’re here: 
You don’t want to compromise your 
morals or values to be able to attract 
clients. 



The reason you’re here: 
You want to be able to attract the right 
clients - the ones you resonate with 
and love to help while being yourself. 



MYTH: You have you have a 
“BIG” audience to be able to 
make money or get new 
clients. 



False. 
You need an ENGAGED audience.

How do you engage an audience? 
- Relatability 
- Providing Value 
- Interacting with your audience  
- Have a strong offer/solution to offer them  

(NOT FREE TRAINING) 



MYTH: You have to sound 
like every other trainer out 
there to get clients. 



False. 
You need to connect with YOUR 
audience. 

How do you connect with an audience? 
- Be real and transparent - craft your voice. 
- Understand your audiences fears, wishes, desires
- Practice your copywriting skills 



MYTH: Sex Sells. 



True… if you want it to. 

False… if you don’t. 

You get to choose how you interact and 
engage with your audience, who you 
want to attract, and ultimately who you 
want to work with. 



Good News… You’re in the right place!

Built a multi-six figure business without 
posting ‘butt or boob’ photos 

Created a brand that transcends ‘fitness’ 

Started with no list to 200+ members

Attracted the right customers and staff 

Worked with 350+  clients I absolutely LOVE 



What we’re covering 
today

➔ How to attract customers 
authentically 
Know your core values and what feels 
authentic and inauthentic to you. 

➔ Marketing that feels REAL
Who do you want to attract? 

➔ Ideal marketing for your 
strengths 
How do you need to show up to attract 
the right clients?

 



But FIRST… 
Before we can even talk about marketing and how to 
make noise in the market place  there are two things you 
MUST know. 



You MUST Know 

1. Who you are 

2. Who you want to 
work with 



Uh - why does this matter..?

If you don’t know yourself you can’t attract the right clients. 

If you’re not clear on who you serve you’ll sound like the 
masses 

No plan = No strategy = No Clients 

If you’re doing what everyone else is doing… you’ll end up 
like everyone else. (*Hint - followers and likes does not always = 
customers) 



What you’ll need: 
➔ An Open Mind  

Get ready to become your BEST you to 
attract your IDEAL clients. 

➔ Pen/Paper/Computer 
Get ready to work! We’re creating 
strategies for you to implement 

➔ To Release Your Story 
You might have to shift your former 
beliefs to allow yourself to succeed. 

➔ To Take Action 
After today it’s up to you to put in the 
work to attract (and service) your dream 

clients. 



People buy from people 
they KNOW, LIKE, and 
TRUST. 

Risque fitness photos might get likes - but 
transparency builds connection. 

Before we can even talk about marketing there are two 



WHO are you? 
Do you know your core values? 

Do you know your mission? 

What are your strengths? 

What are you passionate about? 

What pisses you off? 



WHO are you? 
Core Values: 

Core values are your guiding principles. They determine 
how you make decisions and live your life. 

- What words best describe you? 
- What values do you live by? 
- What 3-5 words best describe the way you live your 

life? 
- What feels in alignment and out of alignment for 

you?



Example: 
Personal Core Values: 

Grace 

Vitality 

Empowering Others 

Experiences & Experiencing 
Beauty 

Responsibility & Stewardship 

Freedom/Flexibility 

Business Core Values: 



During your career your 
integrity will be 
challenged. 

It’s important to know 
what you stand for and 
what you stand against 
before you need to 
make difficult decisions.

Knowing yourself 
will help you craft 
your voice.  

Integrity 



WHO are you? 
Mission/Purpose: 

Having a written mission/purpose statement brings purpose and clarity to 
your life. It helps you make decisions and helps you stay inspired throughout 
life. 

- What are you here for? 
- What do you feel your unique purpose is? 
- What gifts do you have to give the world? 
- What impact do you want to make? 

Ex. I see the potential in others and help them to see it within themselves and 
then empower and energize them to take action to be their best selves. 



Knowing yourself is the 
beginning of all wisdom. 

- Socrates 



WHO are you in your work? 
Why fitness? 

What brought you into this field? 

What do you love about fitness? 

Why do you love being a trainer/fit pro? 

How has fitness shaped your life? 

All of these craft and shape your story - which is one of your 
most powerful assets. 

“Stories Sell” - stories connect others to you. 



Who do you want to work 
with? 
Discovering your ideal 
customer. 
Before we can even talk about marketing there are two 
things you MUST know. 



There is no passion to be found 
playing small - in settling for a life that 
is less than the one you are capable of 
living

- Nelson Mandela 



You attract what you put out there:  

Ever heard… 

“I don’t love the drama but the drama loves me” 

Ever thought… 

I have to be perfect if I want to attract clients.

I can’t get clients because I don’t have enough 

followers. 

The only way to get ‘likes’ is to post pictures of 
your body. 



You get to choose what you 
want, but you must get clear 
about what you want.

- Rhonda Byrne  



Are you READY for what you want? 

Mindset Mastery 

Do you believe you can attract your ideal clients? 

Do you have space in your schedule for them? 

Are you ready to service and serve them? 

You must first believe your vision is possible, and then decide 
and commit to your vision coming true. 



“I _______ commit to attracting my ideal clients 
to change lives and live out my vision” 

Let’s 
get to work! 



WHO do you want to work with? 
Who do you love to serve? 

What problems do you love to solve? 

What lights you up? 

What frustrates you? 

What breaks your heart? 



WHO do you want to work with? 
Think about your favourite clients…. 

Who are they? 

What do they have in common? 

Why are they your favourite? 

What if you could duplicate them and ALL of your customers 
were that amazing…. (guess what - you can!) 



Now that you know… 
1. Who you are 
2. Who you want to work with 

It’s time to understand your 
customer better than they know 
themself. ?



Know your customers inside & out.
Who are they? 

What do they think? 

What are their fears? 

What motivates them? 

How do they feel? 

What do they desire? 

What holds them back? 

These questions are IMPERATIVE to be able to market 
effectively to your audience. You want your ideal client 
to say… WOW, they get me. 
(Know. Like. Trust) 



And then DIG DEEPER. 
You want to know EVERYTHING about them. 

Where do they shop? 

How much money do they make? 

Where do they live? 

Where do they spend their time? 

What are their goals? 

What do they value? 



Now that you know 
your ideal customer and 
everything about them...

We can start (real)ly marketing. 

$



Marketing 101: 
What are your strengths? 

Where is your audience? 

Who does your audience trust? 

Bridge your strengths with where your audience 
spends their time. 

Examples: 

- Seniors 
- Parents 
- Businessmen/Corporate Executives 



Where is your audience? 
- Facebook: 

- Organic Facebook Posts 
- Facebook Ads 
- Facebook Stories 
- Facebook Live 
- Facebook Groups 

(own/others) 
- Instagram: 

- Organic Instagram Posts 
- Instagram Ads 
- Instagram Stories 
- IGTV

- Strategic Partnerships:  
- Leverage local 

businesses
- Networking 

Opportunities 
- BNI, WESK, etc. 

- Reviews
- Word of Mouth 
- Referrals 
- Google Adwords 
- Twitter 
- Blog/Podcast



Marketing 101: 
It’s not enough to just show up. You need to provide VALUE. 

W.I.I.F.M.? 

- What does your audience want to know? 
- What fears do they have? 

Intersect value and connection. 

How? 

TRANSPARENCY. 



Transparency Marketing: 
Transparency, honesty, vulnerability and honesty breed intimacy.

...when advertisers and companies include vulnerability and transparency in their marketing, it 
increases engagement.

 People don't want to connect with brands -- they want to connect with something human.

If your online presence lacks engagement, try getting personal. Tell your fans and viewers 
something vulnerable and transparent.

You don’t have to bare it all - but you do want your audience to know you’re human. 

Your stories set you apart - there are millions of personal trainers that can get results - people 
want a personal trainer/fit pro that they connect to. 

Entrepreneur.com



Who do they connect to?  
YOU.

When you are authentic, transparent, and real. 

HOW? 

Make your ‘mess’ your message. 

* share your stories and your struggles 

* include a teachable lesson or insight 

** You don’t have to air your dirty laundry or 
overshare - -  you just have to be real. 



Putting yourself out there can 
be frightening. 

What if people don’t like what I say? What if 
people ‘unfriend’ me? What if I annoy people?  

You must trust your message, your mission, 
and your desire to transform lives. 



Dig deep 
Your story 

Your struggles with discipline, 
perfection, nutrition, life before you 
were healthy/fit, etc. 

Something transparent or 
something that relates to your core 
values 

Teachable moments and lessons 
you experience. 

Struggling? Channel the 
emotion of your clients stories 
and struggles or something you 
witness: 

- mom unable to keep up with 
her children

- huffing and puffing climbing 
stairs  

- Exercising but not losing 
weight 

- Fear of failure (or success) 



Everything you post on social media 
impacts your personal brand.

How do you want to be 
known? 

- Lisa Horn



Finding your voice 
Exude confidence 

Trial and Error - You’ll know what feels right 
and what doesn’t - allow yourself to make 
mistakes. 

Track what resonates 

Put in the repetitions - like fitness, it takes 
time. 



What are your strengths? 
What sets you apart? 

What do you LOVE to do? 

Leverage personality tests 

- Gallup Clifton Strengthsfinder
- 16 personalities 
- Enneagram 
- Kolbe 

Don’t discredit your ‘weaknesses’ - they can become strengths with effort 
and time. 



What are your strengths? 
- Facebook: 

- Organic Facebook Posts 
- Facebook Ads 
- Facebook Stories 
- Facebook Live 
- Facebook Groups 

(own/others) 
- Instagram: 

- Organic Instagram Posts 
- Instagram Ads 
- Instagram Stories 
- IGTV

- Strategic Partnerships:  
- Leverage local 

businesses
- Networking 

Opportunities 
- BNI, WESK, etc. 

- Reviews
- Word of Mouth 
- Referrals 
- Google Adwords 
- Twitter 
- Blog/Podcast



How might this look? 

YOU DON’T KNOW WHAT YOU DON’T KNOW 

I had been working with a client for quite some time, let’s 
call her Sally. 

Sally was consistent with her workouts. She was exercising 
regularly but was constantly frustrated with her lack of 
progress. She was exercising, but nothing seemed to be 
changing. 

Sally became more and more frustrated. Weeks would go 
by that she wouldn’t lose any weight, and she would often 
over-indulge because of it… “Well I didn’t lose weight 
anyways so what does it matter - I might as well hit DQ and 
have a blizzard” only to feel guilty the next day and try to 
exercise it off. 

Sally continued this cycle over and over until she actually 
started to gain weight and came to me in tears. 

“I just don’t understand - I started exercising, but I’m even 
more weight than I was when I started” 

Here is the thing - you don’t know what you don’t know…..

Real Image (you, clients, etc.)  

P.S. with a CTA 

Compelling story that is  
relatable, includes a teachable 
lesson, or provides value. 



#1: ALWAYS lead them somewhere 
#2: Engagement exceeds 
#3: Consistent. Content. Constantly. 
#4: ALWAYS collect contact info 
#3: The fortune is in the 
        follow up

Focus First on your message. After 
you Master your Message….



Where do you want them to go?   
Hint: Tell them. (and make it easy) 

Use P.S. for a compelling CTA 

Leverage buttons 

Use bio’s/websites/link tree to take 
them there 



ALWAYS Engage  
If you’re not engaging you’re talking to a wall

Reply to every comment on your posts 

- communicates care
- increases reach 

Build  relationships (know, like, trust) 



Consistent Content Constantly 

DO’s: 

Repurpose your content 

Show up where your audience is 

Pay attention to what is working 

Positions you as the expert 

Be top of mind for when they are ready



Consistent Content Constantly 

DON’T’S

Post just for the sake of posting 

Use generic posts 

Make it all about you 

Positions you as the expert 

Violate your integrity and authenticity 



Capture contact information 
It’s hard to talk to people who can’t hear you 

Essential to build an audience 

Always ask for permission 

** Follow privacy and security laws 

Provide value in exchange for their info 

- Lead magnets, seminars, webinars, workshops, etc. 



List Building Strategies: 

Develop your list: 

- Lead magnets (landing pages, FB posts, etc.) seminars, 
webinars, workshops. 

Focus on the “list” you already have: 

- Warm market - Current Clients 
- Past Clients - Social Media  Audience 

Tip

If you’re not interacting 
with your audience… 

chances are someone 
else will. And it will be 
that person that gets 

their business. 



Fortune is in the Follow Up 
Are you leaving money on the table? 

48% of salespeople never follow up with a prospect 
25% make a second contact and stop 
Only 10% of people make more than 3 contacts 
2% of sales are made on the 1st contact 
3% of sales are made on the 2nd contact 
5% of sales are made on the 3rd contact 
80% of sales are made on the 5th-12th contact 

Every time you contact a prospect provide value in a new way. 

Make it personal 



Putting it all together: 
Practice 
Create two posts that you can share with your audience. 

□ Be transparent 
□ Teach a lesson/provide value 
□ Lead them somewhere 
□ Post it - and then engage!



Share: 
Share your stories 

Save posts you see online that you resonate with 

Screenshot ads you see  

Block time weekly for marketing 
(Set boundaries for your time) 

Learn more -  hire a coach, take a course, join 
toastmasters, read books, study others. 

Tip

It’s non-negotiable to 
be marketing in one 
way or another, You 

cannot not be visible 
and delivering value  



Be clear on WHO you are and WHO you want 
to work with - put out constant content 
consistently, and you’ll attract the clients 
you LOVE to work with. 



MYTH: TRUTH
Sex 
Sells. 

Authenticity 
 Sells.



True… if you want it to. 

False… if you don’t. 

You get to choose how you interact and 
engage with your audience, who you 
want to attract, and ultimately who you 
want to work with. 



Be clear on WHO you are and WHO you want 
to work with - put out constant content 
consistently, and you’ll attract the clients 
you LOVE to work with. 



Good luck!
I hope you’ll use these tips to go out and 

deliver an amazing service with courage to be 
yourself and confidence to serve others. 

For more (free) tips on how to authentically be 
yourself to live the life you deserve and 

desire, enrol in my 3 day confidence course at
bradyjohnson.ca





Resources 
https://www.entrepreneur.com/article/314599

https://blog.hubspot.com/blog/tabid/6307/bid/28472/the-5-critical-components-of-f
antastic-lead-capture-forms.aspx

https://blog.hubspot.com/sales/the-ultimate-guide-to-prospecting-how-many-touchp
oints-when-and-what-type

https://www.fastcompany.com/1843027/building-truly-transcendent-brand

National Sales Executive Association 


