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Welcome to the HIT Business Membership presentation for June 2022. My name is 

Lawrence. I’m the founder of High Intensity Business. Thank you for taking the time to 

watch today. The presentation today is how to generate lots of great leads with 

Bark.com.  

 

We do presentations like this every single month. We normally focus on either something 

related to business or personal training. And we always bring in the best experts from 

the high intensity strength training space, the people that we think are going to really help 

you grow your strength training business so that includes Discover Strength CEO and 

Founder Luke Carlson, Body by Science authors John Little and Dr. Doug McGuff, 

biomechanics expert like Bill DeSimone, and many, many more.  

 

I’m really excited to bring in this presentation today. Bark has been very, very valuable to 

our business and I’m excited about what it’s going to bring in the future.  

 

What is Bark exactly?  

 

Well, basically it is a website where people can post adverts to find the best local service 

professionals online. It’s a fast way for people to curate and present their needs to a 

marketplace of different types of professionals so they can find what they are looking 

for. This type of professionals include home and garden services like landscapers and 

cleaners for example, health and well-being so personal trainers, weddings and events, 

and business services so that could be things like website development for example.  

 

https://highintensitybusiness.com/members/index.php
https://highintensitybusiness.com/
https://www.bark.com/en/us/
https://www.discoverstrength.com/
https://www.linkedin.com/in/luke-carlson-9769816/
https://www.amazon.com/Body-Science-Research-Strength-Training/dp/0071597174
https://www.amazon.com/John-R-Little/e/B001H6GH4Y/
http://drmcguff.com/
https://www.linkedin.com/in/bildes/
https://www.bark.com/en/us/
https://www.bark.com/en/us/
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Interestingly and perhaps this is the same for lots of different marketing tactics, this 

doesn’t seem to work great for everyone. Now my sample size isn’t huge but I’ve spoken 

to a couple of people in different businesses who have not had success on Bark. I spoke 

to someone, the person who actually told me about Bark at first actually, who is the owner 

of a cleaning service business. He mentioned it to me because he thought it would be a 

good fit for personal training but he had limited success. And then I spoke to someone 

today who provides website development services and he also found it to be not very 

productive and found that the quality of the leads to be poor. That’s interesting because 

in personal training we’ve seen the complete opposite. I’ve seen really high quality. Not 

only I’m seeing that but few of our colleagues are having success with it as well which is 

why I decided to do this presentation. Because I have enough evidence now that I think 

is a really good marketing tactic for you to test to drive more leads into your business.  

 

This business, Bark.com, has apparently been around since 2014 but I’ve only heard 

about it lately. I’m guessing they’ve only really broken through lately in terms of 

generating much more awareness. That makes me think that we might be quite early. 

And if we are early, then we probably need to make the sun shine and double down 

because it might get a little bit more saturated with more personal trainers. At the 

moment I find we are getting 3-4 leads per day and I’ll get into how that works in a 

moment. But quite a lot of those I have the opportunity to be the first to respond. 

Obviously, if you are fast, if you respond first you are much more likely to get the 

business. Also, I guess I talk about it from the consumer side so consumers can come 

on and advertise their requirements. Obviously, from a business point of view you can 

create a profile and then you can purchase credits to access leads. The way it works is 

https://www.bark.com/en/us/
https://www.bark.com/en/us/
https://www.bark.com/en/us/
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you might invest. You will probably get credits for a free trial when you first login actually. 

But after you’ve used those then you spend $100 and for that you might get 60-70 credits. 

Each lead cost a different number of credits. If that lead is ready to buy and they made 

that explicit it might be 8 credits, if they are planning and researching it might be 5 or 6 

credits. That’s how it works.  

 

Why should you consider Bark?   

 

Well, the key reason is that the leads are really high quality and you know that they are 

well qualified. The types of leads we are seeing include business owners, we are talking 

medium to large businesses; medical consultants so medical professionals, doctors, 

financial controllers, and C-level executives and more. Really good stuff. These are the 

type of people that occupy most of our target markets so they are an excellent fit and 

they are really well qualified. You can see on their advert on Bark their desired workout 

frequency – how many times they want to work out a week, what their age demographic 

is. You can see what their goals are specifically whether that is aerobic fitness or muscle 

strengthening or firming and toning. That’s all there. There’s lots of criteria. They can say 

if they decide to work with a male or a female, if they are happy to work online for virtual 

training, what their previous experiences of exercise are. You get a lot of information 

before you have to actually commit to buying a lead. You can see lots of stuff so you can 

make an informed decision on whether or not a lead is worth using your credits for. That’s 

great, right? You are getting high quality and you are getting lots of information about it 

for qualified leads.  

 

https://www.bark.com/en/us/
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The next thing is active buyers. People are on this platform because they are looking for 

personal trainers. They are looking for professional services and so this is very much 

poor marketing with strong buying signals which makes it a lot easier to find people and 

convince them to participate in your free workout for example. You’re worried about cold 

calling or upsetting people that should not happen very often on this platform. I’ve already 

talked about the credits. Depending on how warm a lead is it will be more expensive in 

terms of credits. That’s a great way of saying using your credits wisely.     

 

The next topic really to talk about is how measurable this is. One advantage of online 

marketing is it’s typically very easy to measure return on investment which I think is really 

important for all of your marketing. As I said already, you invest money, you buy credits, 

and you use these credits to acquire leads. When you are working on your return on 

investment you are simply looking at your return in terms of clients you have converted 

into customers and how much money that is less credits purchased less your time to 

make those calls, right, and that’s your return on investment. I think that's an important 

calculus to do when measuring the effectiveness of different marketing tactics. So that 

is something you definitely do if you decide to move forward with Bark. For us, we are 

very happy with the return on investment. We’ve acquired two customers – virtual 

training clients. Approximately $800 in monthly recurring revenue. And so if you consider 

that lifetime value is probably €5,000-€10,000 per client, that's an enormous return on 

investment.  

 

You might be thinking, “Lawrence, that’s not a huge amount of success on Bark. It seems 

you are jumping the gun a little bit.” I think that’s a fair comment. But there are a few 

https://www.bark.com/en/us/
https://www.bark.com/en/us/
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factors that persuaded me to produce this content and why I'm convinced this is a great 

opportunity. I’ve had a whole bunch of members in the Membership and colleagues of 

mine have had success with Bark since I’ve told them to use it. The evidence is piling up 

that this is a great platform for us. Moreover, we’re based in Galway which has less than 

100,000 people. If we can make it work in a small city like Galway obviously it is probably 

going to be way more effective if you are in a more densely populated area. We’ve had to 

widen the net with our qualification criteria on Bark in order to get more leads. But 

because we are very happy and passionate about delivering virtual personal training 

that’s fine so we are happy to serve people outside of Galway and with virtual training as 

well. Another cool thing about the criteria is that the consumer can advertise if they are 

interested in online training as well. We are not wasting our time trying to sell virtual to 

people who aren’t interested in virtual. So I talked about good ROI. 

 

The last thing is this got a really nice user experience. I don’t use the app because I’m old 

fashioned and a laggard. But I’m sure the app is great. You might want to try that out. I 

just use the desktop. I find the desktop very, very easy to use, very easy to manage the 

leads. It basically becomes a CRM. I don’t really use Google Sheets for this anymore. I 

used to have a complicated Google Sheet for sales and marketing. Now I just use their 

own platform for managing the leads. It is just a whole list of responses and you can 

track activities so you can track phone calls you’ve made, emails, text messages. You 

can also track any notes as well.  

 

Let’s move on to the how. How do we make our Bark experience very successful? 

https://highintensitybusiness.com/members/index.php
https://www.bark.com/en/us/
https://www.bark.com/en/us/
https://www.google.com/sheets/about/
https://www.google.com/sheets/about/
https://www.bark.com/en/us/
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The first thing is you need to build a great profile. You want a great profile that triggers 

people to actually contact you and request information. And a profile that is impressive 

such that when you do contact a lead they see your profile and they are more likely to be 

converted. You need to do a little bit of homework before you can create a great profile. 

I think there are three things you must do in order to make your profile really great. 

 

The first thing you need to do if you haven’t done this already is to identify your strategic 

niche. Your strategic niche is the intersection between three important circles. If you look 

at this it is like a Venn diagram. The first one would be, what are you passionate about? 

What drives your economic engine? So that’s the second one. The third one is what could 

you be the best in the world or the best in your region at. I believe this is a concept 

popularized by Jim Collins in one of his many successful books. What this does is it gives 

you the focus for your business. If you look at a lot of the fastest growing successful 

businesses out there today, they usually focus on being great at one thing. If you look at 

Victoria Secret for example and they are very successful selling fancy women’s lingerie. 

They made a conscious choice not to do anything outside of that. It is very common in 

business to be pulled into doing lots of things because consumers will typically ask you 

to. But it is probably the death of a lot of businesses. It is a huge mistake to make 

because you become very overwhelmed by the complexity and then it becomes very 

challenging to be great at any one thing if you are pulled in lots of directions. Also, the 

customer is not going to be able to remember that you are great at all those things. They 

are typically going to associate your brand of being good at one thing. If you’re not 

focused on being great at one thing they are only going to see you as being perhaps less 

than great at lots of things. That’s going to make it very hard for you to create a business.  

https://en.wikipedia.org/wiki/Venn_diagram
https://www.jimcollins.com/
https://www.victoriassecret.com/us/
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The other benefit of having a strategic niche is it just makes you really focused so that 

you only consider things that are in line with that strategic niche in terms of opportunities 

or ideas. It helps to remove and reduce a lot of overwhelm and it helps decision making 

to be much much easier. For example, our strategic niche at Optima Strength is tailored 

strength training. We are only obsessed with tailored strength training. We are not 

interested in doing cardio, or stretching, or having infrared sauna, or anything that is not 

related to that particular niche. That helps our decision process tremendously and it 

enables us to be very focused and focus all of our activities around being great at that 

one thing. Similarly, Discover Strength’s strategic niche is personalized strength training. 

It is basically the same thing. You can even be more niched than that. You could choose 

1-on-1 strength training so that means you wouldn’t be interested in small groups. You 

just want to be the best in the world at 1-on-1 strength training. I think this is really 

important for the reasons I’ve already discussed. You need to come up with your strategic 

niche and it’s going to help you make a great profile on Bark.  

 

The next thing is you’re going to need three uniques. These are three things that make 

your business different. It’s really hard to communicate that you’re better than other 

businesses at various things. It’s almost impossible to prove that. But it is much easier 

to articulate or express how you’re different from other businesses.  

 

Let me give you an example. If you have a room of personal training business owners 

and you ask everyone in that room, “What makes your business different?” One hand 

goes up and a business owner will say, “We have great customer service.” If you then ask 

the rest of the room, “Who else has great customer service?” 99% of that room is going 

https://optimastrength.com/
https://www.discoverstrength.com/
https://www.bark.com/en/us/
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to raise their hand. They’ll say, “We’ve all got great customer service.” You can’t prove 

that on paper, right? It’s very hard to quantify that. Conversely, if you ask the same room, 

“What are one of your three uniques?” Someone raises their hand and says, “One of our 

uniques is that we are efficient. We only do 30-minute workouts.” And then you say to the 

room, “Who else is efficient and who does 30-minute workouts?” Maybe you’ll only get 

one or two hands go up because other people do 1-hour workouts. Some people do 45-

minute workouts and they don’t really promote themselves as being efficient because 

maybe they are serving a target market who doesn’t value their time as much. So that’s 

an example of a real unique. Something that is different on paper.  

 

You need to come up with three of those. And to help you I’ll just explain what our three 

are. Our three are evidence-based - we are only going to do exercises, programming that 

is aligned with the peer-reviewed research and supported by that; efficient - we only do 

30-minute workouts once or twice a week; and safe - we only use a slow speed of 

movement and we select exercises that are congruent with muscle and joint function. 

The third one is safe is another example where someone else in that room again, a 

personal trainer might say, “Well, you know…” They might consider themselves safe but 

they are not using a slow speed of movement. Maybe they are in cross fit and maybe 

they are using ballistic or explosive movement for example. Hopefully that is clear in 

terms of how you define what your three uniques are. Again, you are going to need to 

those for building your profile  

 

The third one is you’re going to need a one liner. This is a concept from Donald Miller in 

his book Marketing Made Simple. This is excellent. This is your elevator pitch. This is the 

https://twitter.com/donaldmiller
https://www.amazon.com/Marketing-Made-Simple-Step-Step/dp/1400203791
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thing that you respond with when you are at a networking event and someone says what 

do you do? This is something that you can repurpose in so many different platforms, in 

your ‘about’ in so many different websites. This is a very quick way of articulating how 

you help your customer get results. How do you create with your one liner? Say you just 

start off with the problem. Start off by stating the problem or pain point that most of your 

clients face. This is one of the biggest mistakes people make is they provide the solution 

first. You want to start with the problem. The problem is going to resonate with the 

person you are talking to and it’s going to trigger that curiosity. The second phase is the 

solution and talk about the solution to that problem. This is where you might be able to 

weave in some of those three uniques to explain how you deliver that solution. The third 

bit is success. This is how you finally talk about how you get success for your customer 

and what success looks like.  

 

Let me give you an example of this. This is actually our profile on Bark. You can see our 

one liner just under the ‘about’ section. I’ll read it out here. It says, “You don’t have time 

to waste on workouts that don’t work. Optima Strength delivers safe, evidenced-based, 

tailored strength training with an expert trainer for just 30 minutes twice per week. You 

can feel and look your best in a fraction of the time.” And this is just another line at the 

bottom there, “We deliver personal training in our Galway studio or online via Zoom.” I 

should thank Discover Strength because I did actually steal much of the inspiration from 

this one liner from Discover Strength who do a great job with theirs. Theirs is probably 

even more succinct than this. This is the kind of thing I’m talking about. You see the first 

line is the problem, “…you don’t have time.” Time is the biggest barrier to working out. 

The next part is how we deliver our solution, “…evidence-based, tailored strength 

https://www.bark.com/en/us/
https://optimastrength.com/
https://www.discoverstrength.com/
https://www.discoverstrength.com/
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training.” And the success is how you’re helping your customer get the result they are 

after, “…feel and look your best in a fraction of a time.” This is the kind of thing you need 

to come up with.  

 

Let me see here. On the next slide, this is another part of your profile which is the Q&A. 

You can see here these are a bunch of questions that you need to answer on your profile. 

So when you’ve identified your strategic niche and your three uniques, it is going to be 

much easier for you to be effective at answering these questions because you’re going 

to be able to provide responses that really resonate with your target market, and are all 

consistent with one another. I should have said it earlier. But one of the biggest problems 

in fitness and a great opportunity for you is that fitness businesses are all the same. They 

are all doing the same thing. They are all doing a bit of strength training, a bit of cardio, a 

bit of nutrition. The problem with that is what’s called homogeneity in fitness. They just 

all blur into one. The consumer can’t pass out one from the other very easily that’s why 

they really struggled to grow their brands. It is such a huge opportunity if you can identify 

three things that make you unique and have a strong strategic niche that you focus on. 

It’s going to make you more successful, and it’s going to make your marketing more 

successful, and your Bark profile much more effective. You can see here I’ve got, “How 

do you help clients achieve their fitness goal?” That’s just the solution so I just repeat the 

solution there. And you can read that.   

 

Alright. So more about how we get the most out of Bark. You want to make sure that you 

align your lead criteria with your target market. What I mean by that is when you create 

your profile on Bark, before you start getting leads to purchase with credits, Bark will ask 

https://www.bark.com/en/us/
https://www.bark.com/en/us/
https://www.bark.com/en/us/
https://www.bark.com/en/us/


 
 

June 2022 – Lawrence Neal – How to Generate Leads with Bark  

 

Page 11 of 20 
 

you what types of customers you’re interested in. This is where you can select different 

age demographic brackets, different desired frequencies for exercising, specific goals 

people are after. For example, if you are a business like ours, you are not interested in 18-

29-year olds who want to work out 6x a week. You can filter for that in your criteria. This 

is great, right? So you want to know who your target market is and who is your ideal 

customer? A great way of figuring out who your target market is if you already have lots 

of customers is to look at the customer in your client base who is just a wonderful 

customer, who buys everything you sell, who trains with the highest frequencies, spends 

the most money, who raves to all their friends, who shares all your social media content 

and emails with their network, who always gives you great feedback. That is usually a 

good person to model your target market around. That’s who you should be thinking 

about when creating your criteria on Bark. Okay?  

 

The next thing is you want to make sure that you are blocking time for using Bark. This 

is just great to have in your business. Some people don’t enjoy sales. In fact, a lot of 

people hate sales. It’s good to have some discipline around blocking out time and 

dedicating that time to sales because it will actually help you to do the task. What I tend 

to do is block out maybe 1-2 hours to just do sales calls. I’ll block that ahead of time in 

my calendar. And obviously you need to look at the context of your life and understand 

what frequency makes sense for you. In an ideal world if you are getting a lot of leads 

you probably want to do this daily or at least have someone in your team block out time 

daily to respond to leads on Bark. Ideally, you want that time to be recurring at the same 

time.  You don’t think about it. It’s already in the calendar.  

 

https://www.bark.com/en/us/
https://www.bark.com/en/us/
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I’m going to talk about a few tactics here. The first thing to do is I think it is important to 

do your calls first then admin. What I mean by that is if you have a call and it goes really 

well and the next step is to book that person for a free workout, don’t book it straight 

away. Just do the next call. Make a note on that call. Make notes to do that task but do 

all your calls first. Deliberately batch the calls and then do the admin straight after. 

Everyone can wait 30 minutes or an hour until they get that confirmation through an 

email. Nothing is going to happen. You are going to be way more efficient and effective 

at just doing the calls first. If you are chopping and changing, if you are changing your 

focus at doing calls and admin, you are going to get less done. It is way more productive 

if you can batch the calls, make all the notes on a pad. Let’s say you make 20 phone calls 

and you get five free workouts you can then finish the calls and then book all of the 

workouts straight afterwards. Obviously, this is different if you’ve got a really busy 

schedule and different people booking in and you want to secure a slot for someone. 

That’s probably one exception to this. But that’s not where we’re at and so I do it this way.  

 

The next thing and one thing I discovered, and not just myself but some of my colleagues 

as well, is that SMS, text, and email doesn’t work through Bark. It just doesn’t seem to 

work that well so might just stick to phone calls. Get someone on the phone. The 

likelihood of you converting that person is much greater. I would really utilize Pareto 

principle here 80/20 and just focus on making phone calls rather than other activities. 

You can create one click templates for text and email. At the very most what I would do 

is create a template and every time you make a call I would send a text through an email 

to that person through that one click feature because that’s very efficient and doesn’t 

take much time.  

https://www.bark.com/en/us/
https://en.wikipedia.org/wiki/Pareto_principle
https://en.wikipedia.org/wiki/Pareto_principle
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If you’re not great on the phone or even if you are actually, you usually want to have a 

phone and voicemail script. I use script pointers which are more like bullets so I don’t 

sound like a robot when I’m on the phone. I mean, the sales call is really straightforward. 

You are literally calling and saying, “Hey, my name is Lawrence. I’m calling from Optima 

Strength. I saw your interest on Bark. I just wanted to see if you are interested in 

scheduling a free introductory workout.” That’s basically what I say. And then that usually 

develops a conversation. Maybe they have some questions about the business. Maybe 

they want to tell me more about their particular goals. And obviously I use that 

opportunity to listen and then be able to respond with why I think we are or not a good fit 

for them. My call is very much just focused on booking in that free workout because they 

have already been pre-qualified. I already have all their criteria on Bark. I wouldn’t have 

bought the lead if they weren’t. But I do still use a script pointer. I’ll share that in the thread 

in the Membership under this presentation so you can see our script pointers and how 

we handle certain objections as well. It’s very handy to have that for you and your team 

to have that at hand. It just helps as a crutch to make your phone calls a little bit more 

productive.  

 

And as well as that we have the voicemail script pointers as well. This is one that might 

not even require a script because it is so straightforward. Hannah Johnson over at 

Discover Strength was very generous in sharing her script with me in terms of how she 

leaves very productive voicemails. Essentially what that is is it is keeping the voicemail 

really brief and not making it long. People don’t have time to listen to you talk for a minute 

or two minutes of voicemail and just leave the company name, your name, and then 

phone number 2x or 3x. But I’ll leave the script in the Membership thread for this.     

https://optimastrength.com/
https://optimastrength.com/
https://www.bark.com/en/us/
https://www.bark.com/en/us/
https://highintensitybusiness.com/members/index.php
https://www.linkedin.com/in/hannah-johnson-67944836
https://www.discoverstrength.com/
https://highintensitybusiness.com/members/index.php
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Now you want to respond quickly. Again, at this stage there doesn't seem to be a lot of 

personal trainers on this platform at least in Galway. By saying that maybe where you 

are, maybe if you’re in New York or somewhere like that maybe there are a lot of 

competitions. This is really going to vary depending on your area. Needless to say, 

wherever you are you are going to want to respond quickly. If someone checks at your 

profile, sends you a request for information, or a request for a quote, assuming they are 

a good fit for you so you want to qualify them and look at their information, you should 

respond as quickly as you can. Also, when new leads come up on your system which is 

what happens on every day the system will just feed new leads into you, you can decide 

then whether you want to purchase them or not. It will tell you if you are the first to 

respond or not. If you are the first, you want to get in there quickly. First bird gets the 

worm if that’s the saying. But you are going to be far more likely to be successful if you 

can just contact someone first. That’s why you probably want to batch and block out time 

to do this on a daily basis or at least have your team do it on a daily basis.  

 

The next thing is focus. I think we are all guilty of being unfocused in our business and 

trying lots of different tactics all at once. As I said, I think if this works for you, if you run 

this test and you get a good response, and good ROI straight away then it’s time to double 

down, right? It’s not time to do Google Ads, networking, and lots of other things which 

are going to take away from Bark where you could have a much higher return on 

investment. Obviously, you need to do the calculus. You need to measure it in order to 

understand if that’s true for you. But if it is, you should really be focused. I think, again, 

we are so guilty with trying to do lots of things because we think doing more things is 

going to produce better results. But you are probably going to get more leads and have 

https://ads.google.com/home/
https://www.bark.com/en/us/
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more success if you can be more focused. At the moment, for example, we literally just 

do Bark and just focus on the workout. I’m going to go into the workout and referrals at 

the end of this as well because I don’t want us to lose sight of the importance of that 

when we are testing new tactics.  

 

Let’s go into some objections that you might be thinking about or some things you are 

concerned about. Shit leads. Sorry. I say that at the beginning of this I talked to a few 

businesses who had used Bark and did not have success so I thought that was really 

interesting. Obviously, that’s a small sample size so we have to take that with a grain of 

salt. But you are going to get some shit leads. You are going to buy a lead. You got to call 

the person and they are going to say, “Who the hell are you? I never meant to list my 

interest on this website.” You are going to make another phone call and it’s going to go 

to the wrong number. That happens, right. It is a little bit of a numbers game. You are 

definitely going to get some crap. What we found is when you compare it to anything else 

like this the quality is still really great overall. We’ve had a few like that but most of the 

time they are real people with real needs that fit our target market.  

 

The second thing is what if you’re not good on the phone. Well, let me just see here. If 

you are not good on the phone I guess the first thing you can do is delegate. You could 

delegate to someone in your team that is really great on the phone. Or you can practice, 

right? You can get good with script pointers and just practice. Get your reps in. Have a 

few phone calls. Screw it up. It doesn’t matter. There’s probably plenty more leads on the 

way. It is a really easy phone call. It is not a cold call. You are not contacting somebody 

who is not interested in personal training. I mean, they have already advertised their 

https://www.bark.com/en/us/
https://www.bark.com/en/us/
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interest. If you have a good offer, if you lead with value, which I think we all should be 

doing, which is to lead with an introductory free workout to demonstrate value before 

people commit, you’ve got a really powerful proposition that should be much more 

effective at converting people. If you think about it like that, well, I’m offering a free 

workout. I’m giving someone a no risk opportunity to try what we do. I’m solving huge 

problems in terms of helping people reverse metabolic syndrome, improve their self-

esteem and appearance and mood, and just transforming people’s lives. I think if we truly 

believe that then the sales call becomes far easier to do. As I said, these are warm phone 

calls. They are not cold. I think most of us can actually get quite good at this and still 

have success. You don’t have to be some pro Wolf of Wall Street cold caller to make this 

work. But I guess if you are really uncomfortable with this and you have someone on your 

team who is an excellent salesperson and great on the phone then obviously you can 

delegate this to them.  

 

The last thing is what if I’m not in a big city? Well, I’ve already told you that we are in a 

very small city here in Galway. We’ve had tremendous success selling virtual outside of 

the city. Now, we’ve had leads in the city. We had a studio lead which hasn’t yet been 

converted and we are working on that one. There’s a few others in the pipeline as well. 

We weren’t even expecting much in the way of local leads to be honest with you because 

of the size of Galway. The fact that we’ve had a few is great. We suspect that we’ll 

continue to get both - non-local and local leads, and obviously continue to get great 

results. But if you are cynical, which you should be. You should be skeptical at everything 

or most tactics like this then just test it cheaply. In fact, I’ll have to check this, but when 

you log-in I’m pretty sure you get some free credits to use straight away. There is really 

https://en.wikipedia.org/wiki/The_Wolf_of_Wall_Street_(2013_film)
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no risk if that’s still available. At the very most you can probably spend 100 quid or 50 

quid or $100 or $50. Just test it and see if it makes sense for you.  

 

If you have to spend money and there isn't a free trial, I would probably look to get at least 

70-80 credits because that then gives you about 10 leads to see if it works. Obviously, if 

the first three phone calls you make are shitty leads, well the numbers are incorrect. It 

might just be bad luck. You need a bigger sample size to make an informed decision. 

Now, just to be very clear I’m not compensated by Bark in any way. I should have probably 

said that at the start. I just think it is a fantastic service so far so I’m happy to promote it. 

I think it’s going to help all of us grow our businesses.  

 

Final slide here of the presentation. Don’t forget to deliver an amazing free workout 

experience. I’m going to link up any resource that I can find on the thread in the 

Membership to this on how to create a great free workout experience. I did a podcast on 

the public show awhile back with a PDF checklist actually which I will link too. Because 

this is really important, right? You can generate loads of leads through Bark. But if your 

sales process, if your free workout experience is poor then you are not going to convert 

these leads. You really want to make sure that this is practiced, it is intentional so you 

actually have a process. A step by step process for delivering a great free workout 

experience to optimize conversions. 

 

The other thing as well if someone doesn’t convert and they have a great experience, they 

are more likely to remark it to others which is then obviously going to generate more 

leads for free workouts. At the very least you will capture that person’s email and then 

https://www.bark.com/en/us/
https://highintensitybusiness.com/members/index.php
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that’s really important too. You want to be capturing email addresses and then sending 

out weekly newsletters providing free education, free value, and call to actions. Call to 

action being a trigger for someone to engage in our business. Maybe that’s a button for 

a free introductory workout or button to buy a service from us. Maybe that person has a 

free workout but they are not ready to commit then. If you add them to the email list, 

maybe they are ready to commit in a few months after they’ve been seeing your brand 

every week on email and also getting a lot of value from you in terms of education 

through a newsletter. That’s what you’re going to be thinking about when you are thinking 

about the free workout. You are not thinking about whether I need to convert this person 

right now. You should be more process driven. I’ll deliver a great experience. I’ll tick all 

the boxes and I’m going to maximize my chances for all these other successful 

byproducts.  

 

Also, don’t forget about the importance of referral. I know I go on about this. Some of you 

might be sick of hearing it because Luke and I have spoken about it at length in the 

content in this Membership. But I think it is really important to make sure that… Anyway, 

let me pause there. I’ll just get into some of these quotes. There’s a couple of quotes I 

want to start with. “Advertising is a tax paid by unremarkable businesses.” This is a quote 

by Jay Baer who wrote a book called Talk Triggers I believe. That’s a really powerful 

quote, right? It’s something that I think a lot of businesses don’t want to hear because a 

lot of businesses advertise because they can’t generate referrals and it is probably 

because their businesses aren’t that remarkable and their products aren’t that great. It’s 

one of those things that it is not always nice to hear but very valuable.  

 

https://www.linkedin.com/in/luke-carlson-9769816/
https://highintensitybusiness.com/members/index.php
https://www.jaybaer.com/
https://www.amazon.com/Talk-Triggers-Complete-Creating-Customers/dp/0525537279
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And then Luke produced a great course a while back called How to Build a Million-Dollar 

Training Gym. That’s something that we don’t provide in the Membership. But if you are 

interested in purchasing that course you can do so and I’ll put a link in the thread for this 

content. It is a fantastic course by Luke on how to build a million dollar training gym. It’s 

a 3-hour presentation. I have watched it 2-3 times. It’s fantastic. And in there he talks a 

lot about marketing and various aspects like going to grow the business. In that 

presentation there is a quote and the quote is preceded by a line that says, “A quote that 

kills gym and studio operators.” And that quote is “We have the workout down. Now we 

just need to learn how to market to bring people in the door.” Luke will argue that if you 

don’t have people come in through the door, it is not because you’re not good at 

marketing. It is because you don’t have the workout down. Your workout and your 

customer experience is just not good enough. Again, it’s painful for people to hear but it 

is probably true. If you are not generating some leads through referral then that’s 

probably the issue. I bring that up because what I don’t want to happen is everyone 

neglecting their operation and just go full-bore on focusing on Bark, get loads of leads, 

and then not be able to convert and be able to retain those customers. I think if you can 

funnel them into an operation that is already great and you’ve already spent the time to 

actually make sure that your workouts are great, then it’s going to make for a much more 

successful experience when you use Bark for growing your business. I don’t want us to 

lose sight of that. Frankly, if you’re not generating referrals… And that’s the litmus test. 

Do you generate referrals? If you do, great. Maybe you’ve got a great workout experience 

that’s fantastic. If you don’t, get the workout down first, improve your workout experience, 

and then consider something like Bark.  

 

https://www.linkedin.com/in/luke-carlson-9769816/
https://highintensitybusiness.com/how-to-build-a-million-dollar-training-gym-v1-1
https://highintensitybusiness.com/how-to-build-a-million-dollar-training-gym-v1-1
https://highintensitybusiness.com/members/index.php
https://www.linkedin.com/in/luke-carlson-9769816/
https://www.linkedin.com/in/luke-carlson-9769816/
https://www.bark.com/en/us/
https://www.bark.com/en/us/
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There’s two actions that I want you to take. Firstly, if you are looking at… Well, it’s one 

action primarily. If you are looking to add more to your funnel, generate more leads for 

your business, you’ve done everything you can to optimize the workout experience, then 

sign up for Bark.com. Just test $100 or if they give you free credits that’s fantastic. Do 

that. Create a profile and start making calls. Start calling leads. Don’t worry about SMS 

and email. Just start calling. Create that very basic script. Again, all the resources I’ve 

mentioned during this presentation are all going to be listed in the thread in the 

Membership. Hopefully you’ve found this useful. I’ve really enjoyed doing this. I’m really 

excited about Bark. As I said, there’s lots of personal training business owners in our 

space who are having a lot of success converting leads through Bark. This could be a 

great marketing tactic for us now and in the future. But I think you really have to double 

down now assuming you get really good results and make the most of it.    

 

Again, thanks for taking the time. And much more in the way of content like this to come 

in the future. Thanks for being a member. I really appreciate it. If you’ve got any questions 

about Bark or about generating leads, please do leave a post under the content for this. 

Please do share your thoughts. If you’ve used Bark already and had success or you’ve 

had disappointment I’d love to know. Please share that as well and that will be really 

helpful to myself and members. Thank you and talk to you soon.   

 

https://www.bark.com/en/us/
https://highintensitybusiness.com/members/index.php
https://www.bark.com/en/us/
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