
 
How to Manage a Toxic Partnership, Theft, and Massive Debt with Dwayne Wimmer


Lawrence:	 Dwayne, welcome to the membership.


Dwayne:	 Thank you for having me today.


Lawrence:	 You're most welcome. It's great to talk to you again. I don't think we've 
really spoken much since ... Actually, I think we have spoken since rec 
2019, haven't we because we did the podcast with the MedX people.


Dwayne:	 Right, right.


Lawrence:	 Which was good. And if anyone's interested in learning all about MedX 
machines from a practical exercise standpoint, and also a business model 
perspective, then check out that round table I did with ... I think it was 
Dwayne, Mike, Bill, and I think James Fisher was going to attend but 
couldn't.


Dwayne:	 Yeah.


Lawrence:	 But, it was really productive all the same. And I'll link to that, because it 
was a great episode. And so, really grateful for you, carving out this time 
in your busy day Dwayne. I know that you're often training 20 plus 
sessions a day, so I know that this is valuable time. I know that ... One of 
the things I think I'm most excited about talking to you about is 
endurance. I've done a lot of podcast on the public podcast and all in the 
membership about building systems and strategies and tactics and 
principles for success in this business. But I rarely talk about some of the 
hard times that, I guess one has to go through being an entrepreneur. And 
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how you get through some of those hard times, how you deal with stress, 
all those kinds of things.


Lawrence:	 I think, being an entrepreneur, it's kind of inevitable, regardless of what 
business you get into, you're going to have hard times, and you have to 
be able to bounce back. And you were awarded for the Grit award. I'm 
sorry the Grit award to say that clearly. In Rec 2019. Because you've got 
an incredible story where you had a massive challenge in your business 
and bounced back. So, can you just share that story with me here on The 
Membership, and I might ask you questions as we go?


Dwayne:	 Sure, sure. Well, I'll start with when I started Vertex Fitness. It was 2001. I 
started with a business partner. We had been colleagues as strength and 
conditioning coaches at Villanova. I had left Villanova almost two years 
before that, and did personal training as a subcontractor, and decided to 
open my own business.


Dwayne:	 This person contacted me to get involved with what I was going to be 
doing, and it was about ready to open, they came in and then we became 
partners. We were partners for five years. About halfway through I realized 
we weren't really pulling in the same direction. And then I decided to 
dissolve the partnership, and do it on my own, or sell it. I'll tell you what, 
the biggest advice I can give anybody if they're going to be partners with 
somebody. Have a really good partnership agreement, and a really good 
buy, sell agreement. We didn't have either of them and it was a nightmare.
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Dwayne:	 It took us 18 months from the day I said that I wanted to dissolve the 
partnership until it was completely done. And about nine months of that 
we were actually continuing to work in the same facility which is just 
horrible. So, with that I decided to take on additional space in the 
business because I had heard my partner was looking to take the space 
out from under me. So, to ensure that, I took on additional space, so the 
landlord would keep me in there as the person renting the space. And in 
doing so I took on a bigger monthly nut.


Dwayne:	 When I did that I expanded, and this is part of what I wanted to talk about 
today. I'm sure we'll get into this later, but I expanded into other programs. 
I expanded in, I had my high intensity business that had been going for 
five years. Then I added massage therapy and Pilates. I looked at that as 
these are things that could work together real well with my business. 
Expanding into those areas means that I had to take on some debt. I had 
to expand the business, I had to do the build out, I had the buy 
equipment, and all that. So, there's a go $100,000 dollars worth of debt I 
had to take on just to expand that, and then to find the right staff and so 
on.


Dwayne:	 So, that's all part of where I'm leading up to. That was in 2006, 2007, 
finally got the construction completed. Tried to build these new programs. 
They weren't my market. That wasn't what I'm good at, and I was thinking 
I'd find someone to just run those departments, and they would make us 
money. Well, needless to say that didn't happen. And realize also 2006, 
2007, 2008 what's happening to the US economy is we're going deep into 
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a recession. So, by 2009, 2010, I'm now a half a million dollars in debt. 
Business isn't as good as it once was. I'm in this larger space. I'm 
spending now ... Let's see my rent at that point was over three times what 
it was when I originally started. So, I'm basically hemorrhaging money.


Dwayne:	 So, half a million dollars in debt, this new space ... I really didn't know how 
I was going to make my bills every month. I had a business consultant I 
was working with and my accountant, both tell me at that time, around 
2010 that it might be impossible ... The possible thing to do to get out of 
this would be go bankrupt. And I never ... That to me, it's not a card in my 
deck. It's the thing you do when there's just nothing else you can do.


Dwayne:	 So, I negotiated with the landlord. I said, "You know, this is where I am." 
Because I'm behind on rent, and this is just not me. I pay everything on 
time. I'm behind on rent, I'm behind on other bills. I negotiated a new 
lease with the landlord, that I would give back, or not use the additional 
space that I took on a few years before, and in doing so I'd reduce the 
monthly rent. And the back rent that I had which was probably close to 
$20,000 dollars at that time. I negotiated with them that I would pay that 
off over time with interest and so on.


Dwayne:	 I'm now putting things in place to where I can get past this. 2010, that's 
when I did that. 2011 I got a note from the landlord that I'm going to need 
to move because they're going to be tearing down the building to expand 
it and build a new shopping center. So, now I have to find a place to move 
my business, and it was ... I had about 12 to 18 months to find a place. I 
kept looking I didn't really have any space. The first place I looked is 
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where I am right now. The rent was about what I just negotiated down 
from and I couldn't do that. Looked at a bunch of different places, came 
back to this landlord and said, "You know, it's still unoccupied. How about 
I give you this for rent on a monthly basis?" They took it.


Dwayne:	 So, now I'm at a nice monthly rent and I'm in a space that's bigger than 
the space I was working out of before. I was about 1400 square feet, now 
I'm about 2800 square feet. And moved February 2012, and I've been 
here since.


Dwayne:	 Now in between all of that when I had my business partner, we had a staff, 
we had up to 10 trainers. At one point I figured out, my bookkeeper said 
that things didn't look quite right. And we went back with a fine tooth 
comb, went through all the books, and found out we had trainers 
embezzling from us. I had one trainer that we figured out took about 
$40,000 dollars from it over the course of two years.


Dwayne:	 Some of it was honest mistakes, and then I think some of it was, "Hey, I 
realized these mistakes happened and they didn't catch, and then let's 
figure out ... We'll just take more money." So, basically what they did is 
they charged for sessions that never happened. And the way we were 
tracking things at the times we didn't have very many checks and 
balances. So, we were just going by what they were telling us.


Dwayne:	 We had 10 trainers, we were making money, so we didn't take a real close 
look at that, until the bookkeeper came back and said, "You know, things 
don't look quite right." Went back and over a course of about two years, 
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two and a half years, we were down about $80,000 dollars of money that 
was due to us, that were services that were provided, it's on the book, 
that were never paid for.


Lawrence:	 Right.


Dwayne:	 So, I mean there's lots of things we could talk about through that story. 
But basically, what it was is it's perseverance, and believing in what you're 
doing to a point where you're not willing to give it up. That's basically 
where I've come from.


Lawrence:	 That's awesome. That was a great story, Dwayne, and thanks for sharing 
some of that. I've got a few questions I just want to basically dive deeper 
on some of those things you said.


Dwayne:	 Yeah, yeah.


Lawrence:	 So, to do it in kind of a chronological order, right back to the start. You 
mentioned that you and your business partner weren't pulling in the right 
direction. How so? What direction was he going versus the direction you 
wanted to go in?


Dwayne:	 Well, they were comfortable. They were just comfortable just churning 
away, doing the day to day stuff. And I wanted to do something, continue 
to grow. The thing about my personality is I'm never happy, never content 
with where I am, and I want to grow, I want the business to grow, and the 
people around me ... Sorry about that.


Lawrence:	 No problem.
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Dwayne:	 I wanted the business to grow and I wanted the people around me to 
grow. So, the whole thing was they were content with just making money, 
and just leaving things the way they were. And I just wanted to constantly 
fine tune, and just like my workouts. I'm constantly trying to figure out how 
to make every exercise more efficient, more effective and get more out of 
the time I'm spending. The same thing with the business, and they were 
content with what it was.


Lawrence:	 Got it, okay. And the next thing you mentioned, which I 100% agree with 
is the importance of having an agreement in place before you go into 
business together. And you mentioned that you had no agreement, 
nothing set in stone in terms of what would happen if you decided to sell 
the business or part ways. And as a result of that it took you 18 months I 
think you said to depart officially. And nine months of which you were 
working in the same place, and that was probably very, very toxic I 
imagine.


Dwayne:	 Oh, incredibly toxic.


Lawrence:	 I actually only recently really learned ... Well, I've been in, obviously as you 
may know Dwayne, before or sometimes during this high intensity 
business journey, I was in technology sales, so I understand of the 
importance of contracts, and things like service level agreements, and all 
these things. A big part of the sales process would be sitting there with 
legal counsel from both parties, and putting these contrasts together.
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Lawrence:	 But, I've only recently become more knowledgeable with the process of 
coming up with contractual agreements for sort of a start up partnership, 
which you were obviously in. I just feel so grateful to have this knowledge 
now, and to be able to put words in that contract to handle situations that 
we hope don't ever happen, but at least we've got some kind of plan in 
case they do.


Lawrence:	 I just can't understate the importance of having a contractual agreement. 
If members of [inaudible 00:14:18] are looking to go into a partnership for 
a studio business, do have a contract or some kind of agreement. Have 
an independent lawyer review that. Make sure it's, refine it, and make sure 
it meets all the requirements before you go into business.


Lawrence:	 And Dwayne, I'm guessing based on your experience, you'd completely 
agree with that.


Dwayne:	 100%. Think of it like a relationship. You're all happy and things are good 
now. Protect yourself and protect the person you're with. That's the 
biggest thing is when you're in a good place, it's easy to do the right 
thing. When you're in the process of dissolving a relationship, you're then 
defensive, and you're not ... And a lot of people are not thinking that they 
want to do the right thing, they just want to do what's best for them.


Dwayne:	 And basically that's the bigger picture. You want to protect yourself long 
term, but you want to do the right thing, because you're in a good 
relationship. You want to do the right thing for that person too, if it ever 
gets to the point where you're not going to move forward in the same 
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direction. Do the right thing, be the person you are when things are good, 
when things aren't good.


Lawrence:	 Yeah. You articulate that much better than me.


Dwayne:	 Well, I've been through it.


Lawrence:	 You said it really well there. It's really easy to look at things when they're 
all rosy at the beginning, and you're all really excited and you think, "Oh, 
that will never happen." But, I think I remember reading a stat that most 
partnerships don't work out.


Dwayne:	 Yeah, most relationships don't.


Lawrence:	 Sorry, yeah. Most relationships, right. And like you say, you have to factor 
that in. And who knows, you might change what you want, they might 
change what they want in a couple years time, and you need to obviously 
have things put in place to handle that. So, yeah, I think that's awesome 
that you point that out.


Lawrence:	 You mention that your personal, in terms of your personality, your 
character, your ... "I'm not going to give up, I'm not going to declare 
bankruptcy, I'm going to find a way." I think that that's part of your DNA. I 
don't know whether that's something you either have or you don't. You 
know, nurture versus nature. Is there anything that you can call on that 
helped you cultivate that skill, that ability to do that, or is that just part of 
your DNA?
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Dwayne:	 I think it's part of who I am. I go back to when I played sports. How do I 
want to say this? From a genetic standpoint when it comes to most 
sports. Coming out of high school I was just at six foot, 185 pounds, 
playing football. Playing sports I always figured out to lift weights to get 
the most out of who I was and what I did.


Dwayne:	 So, I went to college to play football, and I was small for what I wanted to 
do. I actually went to college to play wide receiver, so for that position I 
wasn't small, but then I wasn't fast either. I took whatever I had and made 
the best out of it. Worked hard, and just squeezed every last drop of 
whatever it was I could get out of who I am.


Dwayne:	 So, when it comes to business it's sort of the same type of thing. I don't 
want to leave anything behind. I want to make sure that no stone is 
unturned. If I have to close, I want it to be on my terms, not external 
forces, you know. Does that make sense?


Lawrence:	 It does. It does, absolutely. So, before we started recording, I said to you 
how I really wanted to have some real talk about the real challenges we 
have as entrepreneurs, as starting, growing a high intensity training studio. 
And it just so happened that I had an email from someone very high 
profile in fitness, shall we say. Whose name will remain anonymous with 
some of these questions. Questions that people don't necessarily like to 
answer because they're quite ... I don't know controversial, or I don't 
know, just uncomfortable to answer. And so if any of them are, we can 
obviously skip Dwayne. I'm 100% happy to do that.
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Dwayne:	 Okay.


Lawrence:	 But one of them you alluded to already, so I'm sure you'll be fine with this. 
But one of those was you've had experiences where you've had trainers 
deliberately or sometimes accidentally embezzling money. That was 
obviously a huge issue for you. It resulted in $80,000 dollars you said 
there of debt, or money that was rendered. Or services that weren't 
rendered, sorry.


Lawrence:	 And so, looking back what did you do to rectify the situation. And what 
systems did you put in place to prevent it from happening again?


Dwayne:	 Well, every trainer has ... We have an agreement with every trainer. And in 
the agreement ... All my trainers are also employees, okay. So, you have 
more control at that point. Some places the trainers are subcontractors. 
You have a lot less control in those situations. But, in my case 
everybody's an employee so you have a lot more to go back on.


Dwayne:	 In the employment agreement, it states right in there, if there's any 
discrepancy in the billing, that they're responsible for that. Because, 
they're the ones responsible for collecting for the services they're 
rendering. So, if they end up not collecting or they're getting paid for a 
session, they owe for that session if they're not willing to go back to the 
client and ask for the money.


Dwayne:	 The one person who was $40,000, they got fired right away. I mean we sat 
them down and we had the discussion with them, and they got fired.


	 Page  of 
11 33

https://highintensitybusiness.com/members/index.php?threads/how-to-manage-a-toxic-partnership-theft-and-massive-debt-with-dwayne-wimmer.734/#post-2100


 
How to Manage a Toxic Partnership, Theft, and Massive Debt with Dwayne Wimmer


Lawrence:	 Were you able to recoup any of that?


Dwayne:	 No, not from that person. The others, we sat them down and said, "I don't 
know if this was deliberately done, or if it was a mistake, but this is where 
we are. These people owe this amount of money for services rendered. 
You have two ways of handling this. If you feel comfortable going to the 
client and asking them for the money, otherwise we're going to take it out 
of your paycheck over a period of time to offset the difference.


Dwayne:	 So, out of the $80,000 dollars, we probably recovered $30.


Lawrence:	 Right, okay. So, that obviously smoked out where some of the lies were 
right? So, if some of it was genuinely services that weren't yet rendered, 
then that would motivate the trainer to get that money from the client.


Dwayne:	 Right.


Lawrence:	 It would also reveal where they were just deliberate.


Dwayne:	 Yep.


Lawrence:	 Just liars essentially, just stealing from the business. Have I understood 
that correctly?


Dwayne:	 Yeah, yeah. Basically. But also, [inaudible 00:22:35] uncomfortable at 
times. "Hey, I'm sorry. I made a mistake in your billing. Our billing is by 
sessions. We don't do a membership. We do 10 sessions. You pay for 10 
then you pay for 10 more. So, hey I forgot to ask you for a check at the 
end of your last 10, you're now 20 sessions in, could you pay for 20 
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sessions now instead of 10 sessions?" So, at that point it's a little 
uncomfortable sometimes. Now honestly, 99% of the clients know that it's 
happening and they have no problem if you have to guts to go and ask 
them for it. But a lot of trainers just don't have that ... Don't have it to ask 
for it.


Dwayne:	 So, there were times that we would get involved and help them with ... 
And I actually lost a couple clients because of it because their mindset, 
"Well, if you can't keep track of your books, I shouldn't have to pay for it." 
I'm like, "You used the services. You know, I apologize-


Lawrence:	 Yeah, that's unreasonable.


Dwayne:	 "We can work with you to make payments, or whatever." But it's 
unreasonable. And at that point you realize you know what, they're 
probably not clients you want anyway longterm.


Lawrence:	 Exactly.


Dwayne:	 So, yeah. It's nice to have their money when you can, but they're going to 
cause problems at some point. So, hey here it is. Collect what you can 
from them and get rid of them. So, that's how we handled that. Now I 
have many more checks and balances in place that it won't happen again.


Lawrence:	 Yeah, I was going to ask you about that. So, when of the things that I 
learned off one of my business mentors is the importance of just tracking 
PNL regularly. Maybe weekly, maybe biweekly, or monthly so that you can 
really get a handle on, obviously checks and balances. Is that what you've 
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set up in terms of the systems you have in place now? How do you have 
that set up now then to make sure that you mitigate against that?


Dwayne:	 Yes. Basically I outsource things to people that were just ... To a 
bookkeeper who was just basically data entry, and just putting stuff into 
our Quick books. At some point it got way out of whack and that's when 
they realized it. But now what I do is ... And I still do block the sessions, 
and that's something we can talk about later on in the conversation.


Dwayne:	 I have multiple checks basically on the workout chart. It tracks how many 
sessions. What session are you today? I can always tell the client where 
they are. Then in our QuickBooks that has to match up with the sessions 
on the chart, and then we can always go back to the schedule to make 
sure the schedule matches the chart and matches QuickBooks.


Lawrence:	 Excellent. That answers the question really well. Great. So, I've got a few 
other questions. I've called this category horror stories, and I'm guessing 
you've been through some of these. Again, sensitive one, so if this is not 
appropriate, just tell me Dwayne. Have you ever had an experience where 
a client has passed away after a workout, or has had a traumatic health 
event like a stroke or heart attack, and if so, how have you handled that 
situation?


Dwayne:	 Obviously I've been in the industry for 30 years. I've seen people, I've had 
clients who are no longer with us. But never because or right after a 
session. So, I guess I'm lucky in that aspect of things. Yeah, I've never 
had to deal with that.
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Lawrence:	 Fair enough. I know one individual who has had that happen, and it turned 
into a big legal dispute. I don't want to identify this person on this call, but 
you probably know who I mean, and I may ask that person about that on 
another podcast, or more like a private membership podcast where we've 
got this tight community of entrepreneurs. As it may be a little bit more 
appropriate for that type of format.


Lawrence:	 Okay, so what about when it comes to ... I mean, you mentioned there 
about, obviously you had to fire the individual that was embezzling a lot of 
money. So, how do you handle that? When you have to fire someone in 
your organization, when you have had to do that. How do you do that? 
How do you make it go as smoothly as it can go?


Dwayne:	 Well, when it gets to the point of having to fire someone, there's usually 
been a number of warning signs, a number of conversations before that 
happens. And typically, they know it's coming. I try as hard as I can. I 
figure they're here, I want to make it work, but at that point when they 
have to go it's really, we're not pulling in the same direction. They know 
that and it should be a fairly simple process, but honestly it never is.


Dwayne:	 It gets to that point because someone feels like they're not getting what 
they should be getting. That they're being taken advantage, or so on. So, I 
document everything, and I make sure that they know what's expected all 
the time, and when it comes down to it they really have no recourse. 
Because they know what's expected and they're not living up to their 
expectations. But they always complain. They always feel that it's unjust, 
and that it's not right. And honestly, I don't know how it is where you are, 
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they always go and try to collect unemployment, and I've never been able 
to win one of those.


Dwayne:	 You fire them for reasons that are laid out in their employment agreement 
that they're not fulfilling, and yet they're still collecting unemployment on 
you. That's the crazy thing about the system here.


Lawrence:	 Right. I don't know how it would differ here to be honest. It's not 
something I'm experienced in, but I'm sure I will obtain experience in that 
in the future at some point unfortunately. Okay. So, I want to move onto 
some other questions. Wayne Falco who's one of the members had a list 
of questions which look very familiar. I think he asked similar questions to 
Skylar when we did a public Q&A on high intensity business.


Lawrence:	 And we've done podcasts on this before Dwayne, and I think it was 
episode, I want to say 141, so back in the day. Although that was 
probably only, I don't know, just over a year ago, something like that, 
where you talked all about business strategy and tactics. And so there 
may be some overlap. That's okay. But it would be interesting to hear how 
your mindset may have changed, what you've learned and I guess how 
things have changed in your business since then.


Lawrence:	 So, the first question that Wayne had is what has been the most effective 
way for you to get people through the door in your business in recent 
times?


Dwayne:	 A really good website, and good SDL. All of my good leads come from my 
website, because they're already looking for something and they found 
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you. And if they're willing to either put their information into your website, 
to get some more information, or call you, they're looking for ... There's 
already something that's sparked interest in their eyes for what you're 
doing. So, the website is honestly my best source of leads.


Dwayne:	 The other thing is, is always be out there in the public. Especially when 
people are starting their business. I say this all the time. When you first 
start in business, the thing you have an abundance of is time. You don't 
have a lot of money, you can't advertise a lot. But if you don't have a lot of 
clients, you have time. So put yourself out there and offer complimentary 
sessions. Get new people through the even if they're not going to be a 
client. That's another person who knows about you and can refer people 
to you.


Dwayne:	 So, at the beginning of starting of business, get as many people doing 
what you do so they can tell other people about it. I've been a member of 
the chamber of commerce. I do a lot of networking in different groups, so 
a lot people know who I am. Also, you know how every town has the best 
of, get yourself out there and make sure that the people that run those 
best of categories know who you are and that you can get votes and win 
those.


Dwayne:	 Because believe it or not, even though a lot of times they seem cheesy or 
fixed, if you can win those, that separates you from other people, and it 
gives you credibility. But it's really people, the best clients are those who 
seek you out and find you.
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Lawrence:	 Right, yeah. The highest quality clients, right?


Dwayne:	 Yes. But get people through the door. That's the biggest thing. No one 
knows who we are or what we do. This is the thing ... The hardest thing to 
do is to try to sell somebody on what we do without them actually doing 
it, because they only know what they know. And they don't know how this 
is different from what they know until they actually do it.


Dwayne:	 So, I tell people, you know what a car does. It has four wheels and it gets 
you from A to B, but do you know the difference in the feel of the drive 
until you get in it and test drive it. So, not every car is the same but the 
end result could be very similar so you've got to get in and test drive it.


Dwayne:	 So, the same thing is with this. People don't understand high intensity 
training. They don't know it, and if you tell them it's high intensity training 
it's going to scare them. So, you get them in the door and show them how 
efficient it can be and how safe it can be and they'll more than likely they'll 
buy from that, than you trying to explain to them how it works.


Lawrence:	 You know one of the things ... Obviously, a lot of what you mentioned 
there, like you said, you've got a surplus of time in the beginning. You 
have to get people through the door. I agree with a lot of that. What about 
if you are an absentee owner? You have a full time job but you've invested 
in a studio, and equipment, and maybe you've got people to help run that. 
How would you go about ... If you were starting out right, Dwayne, if you 
starting out and you couldn't be there, or you couldn't do the business 
development yourself because you've got other commitments, what 
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would you do to get people through the door? What would be the tactics 
that you might employ?


Dwayne:	 That's tough, because I'm 180 degrees from that. So, it's really hard for 
me to even imagine being an absentee owner of this type of business 
because there's so much that I'm observing every day, all day long that 
my hands are constantly in the mix. I guess, if I was to say is to put 
someone in charge who has your best interest. You have to have some 
type of agreement with them, too. That person in charge has to have your 
back, and would have to be you. You on that level. I don't know.


Dwayne:	 I honestly, I don't know that I could run a business that way, because I'm 
too much of being hands on and being a part of the process.


Lawrence:	 Yeah, I completely appreciate that, and yeah, it would be very difficult I 
think to be able to generate leads in that position. You know, I mean 
obviously there's another school of thought where if you become quite 
savvy with direct marketing, online digital marketing, you might be able to 
find a way ... Josh Jerra, over at Quantify Fitness has a good method for 
creating Facebook adds that drive cheap leads, which I think are fairly 
high conversion into his business. Where is he? Nashville, I want to say. I 
could be getting that wrong.


Lawrence:	 So, you could do something like that, but I think, I guess to your point 
Dwayne, I think it's difficult to really understand your customer without 
actually putting yourself out there, and like you said, going to networking 
groups, talking to people, having people come in for a session, even if 
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they don't join but maybe they become a referral. Just being in that 
environment is incredibly valuable, and in the beginning, it may be what 
one needs to do to really start to acquire clients in the beginning.


Dwayne:	 Yeah, I agree. Yeah.


Lawrence:	 Yeah. Okay, so moving on to retention. Again, something we've covered 
previously, but it doesn't matter. I'm not concerned with overlap, and 
anything. Mindset and approach is move on. Or some of it does anyway. 
What kind of things do you focus on now, or systems do you have in 
place to improve your client retention there at Vertex?


Dwayne:	 The best thing you can do to retain clients is constantly give them a good 
service. Give them service that they're willing to pay for. I don't do 
anything, I don't ... Occasionally in the past I would do customer 
appreciation type things. People liked them, but most people didn't show 
up. The thing that's going to keep the client that you want is to constantly 
give them more than they expect. So, my mind set is that every time a 
client is in front of me, they should progress in some way. And most of the 
progression isn't necessarily in numbers or strength. It's in knowledge and 
understanding.


Dwayne:	 So, I'm constantly teaching, and constantly trying to get them to another 
level of understanding what it is we're doing, why we're doing it, and how 
we're doing it. And realizing that all of that comes back to better results 
long term. So, the idea is to think of things on a constant continuum. 
There is no end to this, and it's easy to understand in our modalities, and 
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understand that we have a genetic potential that we'll never reach. We 
understand that, but the clients don't. They don't understand why they 
can't lift X amount of weight. Well, you have to explain to them and get 
them to slowly understand things to your level.


Dwayne:	 If you're not constantly teaching and constantly getting them to 
understand the where what and why's of things, I think you're just going 
through the motion and you're going to lose clients. Whereas, if they 
constantly go away feeling like they are progressing in one way or another, 
either from strength, numbers, or in most times, it's just the knowledge of 
what they're doing, and why they're doing it.


Lawrence:	 I absolutely love that. I've not heard it said like that before. Because I think 
there obviously does come a point in a trainees journey where they're not 
progressing that much, or at all in some cases in terms of strength 
measured by [inaudible 00:40:16] or resistance.


Dwayne:	 Right.


Lawrence:	 And that can be quite demoralizing to people.


Dwayne:	 Right.


Lawrence:	 But, to know that they walk out that door with the requisite transient 
hypertrophy and pump, but also understanding a little bit more about the 
benefits of what they're doing. That is huge. So, just on that then ... Again, 
I just want to echo. This is a common theme among successful, high 
intensity training operators, this type of thing. How do you do that? How 
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do you ... My understanding is you don't want to overwhelm trainees, 
right, with information. So, what's your tactics for teaching people stuff 
that they're actually going to find interesting and remember?


Dwayne:	 You have to teach to the individual in front of you. Everybody's at a 
different level, and everybody's at a different level every time they come 
in. So, you have to know what you know so well, that no matter who's in 
front of you, you can teach that to them. So, that's sort of like being a 
professor at the doctorate level, being able to teach kindergarten. So, you 
have to be able to teach every level in between. You've got that new client 
who's a clean slate. You have to teach them what it is your doing, why 
your doing it, and how you're doing it.


Dwayne:	 If you look at my average clientele, most of them have ... If I took an 
average of how long my clients have been with me, it's probably around 
10 years.


Lawrence:	 Wow.


Dwayne:	 So, those people have been with me for three or four years, or longer, 
they're not seeing a lot of progression anymore. And they're doing it for 
the health benefits of being strong and active. So, you have to keep them 
coming back, because eventually they're going to ask you, "Why am I 
doing this anymore?" You have to constantly teach. The way I do what I 
do, it's to a level of detail, when you've been with me for a few years I'm 
still correcting your form. I'm still constantly showing you how you could 
make that repetition more effective.
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Dwayne:	 So, that's the ... And then there is no set ... My point is there is no set 
curriculum for a person coming in and working with me. I teach to that 
individual, because I know what I'm doing to a level that they'll never 
reach.


Lawrence:	 Yeah, well said. I was just thinking that, and one of the things I forgot to 
ask you about earlier on when you said about how SEO, and how your 
website has been really effective for you for getting well qualified, good 
quality customers through the door. Just on that, how have you been able 
to improve the SEO for your website?


Dwayne:	 Well, it's been better and worse at different points. Right now, it's not as 
good as it has been. But the best thing to do, that I've found is to drive 
traffic to your site. No matter where it's from drive traffic to your site. Even 
if they're never filling out any forms or anything, just get traffic to your site 
because that ranks you higher in the search engines. And then if you rank 
higher in the search engines, the people who are looking at you, you'll 
come up first or in the top of that.


Dwayne:	 Basically, writing blogs, and then you have to do the research, and how 
long the blog should be. Make sure the keywords are in there, and that 
thing. Write these blogs and then send them out via social media so 
people click on your blog and go to your website, drive traffic, and if it's a 
good written blog, people will want to hear more of what you're saying. So 
they're going to click around on your website, which the more pages they 
click on the better things are. In the blog itself, have links to other pages in 
your website so that people are all over your website.
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Dwayne:	 And then, what that does is it just increases your ranking, then those 
people that are actually going to be looking for you are going to find you.


Lawrence:	 Right. So, what are these people that are finding you through search 
engines, what are they typing, do you know?


Dwayne:	 Personal trainer near me. Personal trainer main line. That's the area I'm 
on. Personal trainer Brynmar. They're not really looking for strength 
training. They're not looking for high intensity training. They're looking for 
personal trainer.


Lawrence:	 They never are.


Dwayne:	 No. They don't know. You got to realize the general population is ignorant. 
We can't market to them with really what we do. We have to market to 
them with what they're looking for. They're looking for a personal trainer. 
They don't know the difference from me to the guy down the street. My 
job is to show them the difference between me once I get them in the 
door. You've got to market to what they're searching for, not what you 
want them to search for.


Lawrence:	 Yeah, this all makes sense. And when it comes to the actual content of the 
blogs, the articles, are you typically creating content around value to the 
prospect? So, for example, if they come across your website. And I know 
like you said earlier, it's partly for just improving your page rank so that 
when people do search personal training on the mainline, whatever, you 
pop up. But you also want it to be utility in the article itself for the 
prospect. So, do you generally write stuff around how they can improve 
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their results, how they can get more from their strength training, how they 
can improve their diet ... Things like that, or not?


Dwayne:	 My blog is mostly to drive traffic to the site. People who ... Anyone. So, 
my prospects probably aren't coming from my blog. They're coming from 
the search engine. Where they go to first is the testimonial. In the website 
itself, the blog is probably not highly trafficked by prospects. It's trafficked 
by you, and other people who I know on the internet. So, I'm throwing 
information out there that's going to attract a lot of traffic so that my 
website then ranks higher, and then that person looking for a personal 
trainer will click on it, go to the testimonials, and then click on, "Oh, this 
person sounds like me, so let me go try one of these complimentary 
sessions."


Lawrence:	 Yeah, got it. Okay. How much of this do you do ... Do you do this all 
yourself? Or do you have a third party manage your website and SEO for 
you?


Dwayne:	 Yes. A little bit of all that. I do most of it myself. I've had ghost writers 
writing with me, but most of the backend stuff I do myself. I sourced out 
some stuff when I have to update the thing ... When there's big things that 
I don't want to mess with because I don't want the site to be down. I'll 
have other people to do that. Or if I'm doing a redesign I'll for that. But the 
actual content and and the social media stuff, I do that in house.


Lawrence:	 Yeah, cool. Okay. All right, so moving on to services. We've got just a few 
minutes here. Just wanted to ask you a couple quick questions around 
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services. I was chatting with Luke, prior to this Dwayne, as you know, and 
he was saying that you've had ... Looking at the high intensity training 
business as a whole, you're one of those that stands out as having 
success charging slightly higher rates for your personal training services. 
There's obviously a fair amount of operators out there who don't always 
have the confidence to charge past what they should be, and may be 
undercharging. That's certainly what I've heard and what I've experienced.


Lawrence:	 So, do you want to just talk about your services, how you've priced those, 
and how you justify that, and how you might overcome objections to 
pricing and things like that?


Dwayne:	 Let's start backwards. How you work with objections of pricing. If they're 
objecting on your price, they're not going to be your client. If you have to 
work really hard to sell somebody they're not going to stick around long 
anyway. So, you as a high intensity trainer, you are not all to all. Most 
people aren't going to want to work as hard as you're going to train them. 
Most people don't want to do what you're going to do.


Dwayne:	 First of all, in the United States there's only about 18% of the population 
that go to a place to work out on a regular basis. So, out of that 18% we 
have a really, really small sliver of that. So, realize that. Don't try to be all 
to all. And then realize you're worth whatever your market can bear. When 
I started doing training it was just sort of a side thing when I worked at a 
health club, and I charged $10 dollars to work out. From then on I started 
doing it on my own as my own business. I started working up, working up, 
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and when I opened this business we were at $50 dollars a workout if you 
buy 10 and $60 if you buy one at a time.


Dwayne:	 Now I'm at $90 dollars a workout and $750 if you buy 10. And I need to 
increase the prices from there because I'm worth it. And if you don't 
believe you're worth, do whatever you need to do to make yourself worth 
it.


Lawrence:	 How have you increased your self belief to the point it is now in yourself? 
I'd love to hear your mindset around that, and what you've done ... I just 
know that this is a really common issue. They just don't quite believe it.


Dwayne:	 Well, the first thing is you're not selling to yourself. And that's the thing 
people think of. They think, "Well, I couldn't afford this if I was buying 
something." Well, you're not selling to yourself, you're selling it to your 
clients. And who are your clients? If the people and the population you 
want to work with cant afford you then you can't charge more. But my 
population, this area is a well to do area. They can afford it so I'm going to 
price myself for the area I'm in. I can't out price myself, but the hardest 
thing to do is increase your prices, so price yourself higher than you 
believe you're worth, and you'll be surprised how many people will find 
the value in it.


Dwayne:	 And then, that goes back to what I said earlier, always give value in every 
session. A client then leaves and says, subconsciously says to themself, 
"That's worth more than what I'm paying."
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Lawrence:	 Yeah, and I guess it's easy if you look at a lot of the legal professions and 
how much they might charge per hour, you can quickly see that $90 
dollars an hour is not much compared to what some of those individuals 
are charging. If you've got as much experience and knowledge as 
someone like you have Dwayne and the value of the service you can 
provide to that client ... Not just in terms of the workout, but in terms of 
the knowledge you are passing on to them. That is worth a lot. I can 
completely understand where you're coming from. You mentioned now 
you're demographic is quite well to do. Do you know what the average 
income of your demographic is? Because that will perhaps give context to 
people, if you're charging $90 dollars a session, what's the average 
income? Is it well in the six figures or something?


Dwayne:	 Yeah, it's even more, a lot of them. But I do then have clients who this is a 
big part of their paycheck, and they see the value in it. Those are the ones 
that are most dedicated. I have a no show policy. If you don't show up for 
a session, at the last minute you cancel ... If it's not because you're sick or 
your kids are sick, or the weather's bad, you get charged for that. They 
know that, and I do that. And some people, the $75 bucks is not worth 
getting out of bed sometimes.


Dwayne:	 The ones that really value that $75 dollars are the ones that never cancel.


Lawrence:	 Yeah, yeah. Dwayne, we're coming up to the end of the session. And, I 
just want to say I really appreciate you taking the time and being so open 
about some of the more sensitive topics, that again, have not really been 
talked about that much in the Membership. I think there's definitely rom to 
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talk about more of this type of stuff, because I know that it's a lonely 
business. It is still obviously a very niche business. And in the face of the 
rest of the fitness industry, which really isn't going in the right direction, 
which is certainly the belief of obviously myself, and maybe you Dwayne, 
and many of our colleagues. It can be quite frightening, and intimidating. 
And so, it's always been my objective with the podcast and the 
Membership to give people a place to go where they can feel a little bit 
more at home and be surrounded with that network and that support that 
we all need.


Lawrence:	 So, thanks again for joining me. I really appreciate it.


Dwayne:	 Yeah, you're welcome. You know, final note is just to do what you do and 
do it because you love it. And because you love it so much you can sell it 
and you can sell it to the right people. It's not just a business, it's not just 
an investment. This is your passion, and you're making money on your 
passion. So, that's been my approach all along.


Lawrence:	 Awesome. And what's the best way for people to find out more about you 
Dwayne, if they want to go down that rabbit hole?


Dwayne:	 Well, driving traffic to my website would be great, so vertexfit.com. Or 
they can find me on social media. I'm Dwayne Wimmer, or Vertex Fitness. 
Those are probably the best ways. And then I answer emails to social 
media. I'm on all the platforms, so if someone wants to chat with me, 
reach out and I'm more than happy to talk with you.
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Lawrence:	 Well, I'll definitely link to you from the Membership. I will say, it's quite 
funny actually, because I don't think my membership is indexed for SEA 
because it's a private part of the website. So, apologies Dwayne, I don't 
know if that will help with your page rank. But, what we'll have to do is 
we'll have to have you on the public show again at some point. Because 
highintensitybusiness.com is actually quite well now, and we get a fair 
amount of organic traffic.


Lawrence:	 It's quite funny, the other day I was just sorting through some old 
domains, deleting some old domains that I don't use anymore, and I 
looked at the estimated value for highintensitybusiness.com, and 
corporatewarrior.org, and various others. These are domains that I bought 
for like 10 pounds, or sorry, 15, $20 dollars, something like that for like a 
couple years. Some of these are worth over $1000 dollars now, which is 
crazy.


Dwayne:	 Here's my advice to you is don't delete them, just redirect the traffic. No 
redirect the traffic, because-


Lawrence:	 Yeah, that's what I've done.


Dwayne:	 Someone might find corporate warrior and redirect that traffic to that new 
website so that you're getting traffic. You're still getting traffic.


Lawrence:	 Oh, yeah. No I have.


Dwayne:	 Okay.
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Lawrence:	 But I appreciate you saying that. Obviously, I've gone through a couple re 
brands. One site had corpwarrior.com, and then I had corporatewarrior.co, 
.org, I have them all and they all redirect to high intensity business. Some 
I'm still getting that SEO juice. A lot of the time people talk about SEO, like 
how do you hack SEO. And obviously there are things like best practices 
that we touched on, and our link to a membership podcast I did with Amy 
Jordan who had a brief time at DS, and is an expert in SEO. Sorry DS is 
discover strength.


Lawrence:	 And so there are things you can do to accelerate SEO, but a big part of it 
is just being around for a long time and hard work, and just putting out 
valuable content week in, week out. And once you've done 250 podcasts 
like I have, the SEO does really start to ramp up. I think we get in the 
region of ... I want to say ... I don't know, 10 to 15 thousand hits a month, 
maybe more. I have to check.


Dwayne:	 That's awesome.


Lawrence:	 No, it's great. And many more downloads. It's actually funny, I get more 
podcast downloads I think than I do web traffic, which I would never 
thought would be a thing, but there you go. Dwayne, thanks again. Sorry, I 
interrupted you there.


Dwayne:	 No, no. I was just laughing. At your downloads. That's crazy.


Lawrence:	 Yeah, I know. Well, yeah it is. It's all going in the right direction, so it's just 
good stuff. But, yeah. I guess with the theme of this podcast, a big part of 
it is endurance. It's finding what you love, because if you find what you 
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love, and you find your passion, you're always going to beat someone 
who's trying to succeed on the same niche, but is only driven by the 
money. If they're only driven by the money then you're going to endure 
way beyond them.


Dwayne:	 You're going to totally.


Lawrence:	 And you're going to make the money at the end of it. Yeah, right.


Dwayne:	 Yeah, totally. The endurance comes from the heart, not from the wallet.


Lawrence:	 What was that last bit, for the wallet, yeah. That's it.


Dwayne:	 Yeah, it comes from the heart, not from the wallet.


Lawrence:	 See, again, that was way more succinct and articulate than what I could 
say. But I'm blaming the newborn baby and sleep deprivation.


Dwayne:	 Congratulations on that too by the way.


Lawrence:	 I appreciate. I guess one last thing before we wrap up Dwayne. You're 
going to beat resistance exercise conference in March this year?


Dwayne:	 Yes, yes. I will be there.


Lawrence:	 Great, excellent. And for those who are interested in that, I will be there as 
well along with Dwayne and many of the members in the membership, 
where we are going to be getting some excellent keynotes from Luke 
Carlson and James Fisher, Stewart Phillips PhD, and also Bente Klarlund 
Pedersen, who's an expert in myokines, and I'm super excited about all 
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that. And so, I'll put a link there in the thread, so people can check out the 
d e t a i l s f o r t h e c o n f e r e n c e . T h a t ' s o v e r a t 
resistanceexerciseconference.com.


Lawrence:	 So, anyway Dwayne, it's been a pleasure. Thanks again for taking the 
time. I really appreciate it. And I will talk to you soon.


Dwayne:	 All right, I look forward to it.


Lawrence:	 All right. Cheers, Dwayne.


Dwayne:	 Bye.


Join Dwayne, myself, and the rest of the HIT community at the Resistance Exercise 
Conference
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