


The Challenge of Generating Referrals

Despite your investment in top-quality equipment, skilled trainers, and an unmatched workout
environment, attracting new clients remains a struggle.

Referrals are crucial for growth, yet they seem elusive. We know the frustration of seeing your
passion and superior services unrecognized.

Many in the fitness community share this experience. But there's hope—we have a proven
solution to share with you.

The Power of a Reliable Referral System

Without consistent referrals, financial strains could surface, from covering overhead to retaining
staff, possibly resulting in client losses to competitors.

However, with effective strategies, your HIT business can thrive as a referral powerhouse. Our
guide, inspired by Luke Carlson of Discover Strength—a leader in profitable, studio HIT
training—details proven tactics to build your referral success.



The 4-Step Referral Machine Blueprint

1. Leverage Professional Networking Groups (like BNI)

Networking is a potent tool for generating referrals, with Business Network International (BNI)
standing out as a particularly effective organization. BNI has consistently driven new client
growth for Discover Strength and other HIT businesses.

Steps to Implement:

1. Join a BNI Group: Find a local BNI group and become a member. This will give you
access to a network of professionals from various industries who can potentially refer
clients to your business. Seek out a group that consists of at least 20 busy professionals
who align with or closely resemble your target market.

2. Build Relationships: Attend regular meetings and actively participate. Build strong
relationships with other members by showing genuine interest in their businesses and
offering help where you can.

3. Educate Your Network: Use your time in BNI meetings to educate members about your
business. Explain your service, its benefits, and who it's suitable for. The more they
understand about your business, the better they can refer the right clients to you.

4. Ask for Referrals: Don't be shy about asking for referrals. Be specific about the type of
clients you're looking for to make it easier for members to refer the right people to you.

Here’s a powerful 60-second business presentation script, which you can use in your first
meeting to generate referrals straight away. We used this to generate multiple referrals
immediately for our HIT business, Optima Strength, in Galway, Ireland:

Good morning everyone, I’m [Name] from [Business Name], a personal training business in
[Location].

At [Business], we know that you want to realize your potential. In order to do that, you need a
smarter workout. The problem is you don’t have time for ineffective workouts, which makes you
feel frustrated. We believe that your workouts should be as smart as everything else you do.

So here’s how we do it:

1. You’ll work 1-on-1 with an expert personal trainer.
2. We use an evidence-based approach to exercise focused on strength training.
3. You only workout once or twice per week for just 30-minutes each.



So schedule your free introductory workout with us today, so you can stop wasting time in the
gym and start to rapidly transform your fitness, health and appearance.

We would love an introduction to a busy professional female who knows they need to workout
but has no time.

[Name] and [business Name]
[Insert tag line]

Final tip: As a BNI member, you can visit other local chapters with no direct competitors to
boost referral generation. Additionally, you have the option to attend any chapter virtually,
allowing you to gain virtual clients and referrals from BNI members worldwide.

2. Listen and Ask

Listening to your clients and asking for referrals is a simple yet effective strategy. This works
much better than giving a referral card, asking for a referral with no pretext, and frankly most
referral ask based tactics.

Steps to Implement:

1. Listen to Your Clients: Pay attention to your clients' feedback and comments. They
may mention friends, family, or colleagues who could benefit from your services. For
instance, if a client mentions a friend who is struggling with their current workout, this
could be an opportunity for a referral.

2. Ask for Referrals: If a client expresses satisfaction with your services, seize the
opportunity to ask for a referral. You can say something like, "I'm glad you're enjoying
your training sessions. Who else might be interested in a free introductory workout?"

3. Make it Easy: Provide your clients with referral cards or a simple script they can use
when talking about your business to others. This removes the burden from them and
makes the referral process straightforward.

4. Engage in Team Roleplay: This is arguably the most crucial aspect of this entire
process. By roleplaying common client scenarios with your team, you can collectively
hone your skills in securing referrals. This practice not only prepares your team for
real-life situations but also fosters confidence and proficiency in navigating conversations
that lead to valuable client referrals. Schedule team roleplay at least once per week for
15-minutes.



Email/SMS template script:

Hi [name], you mentioned you're struggling with [insert exercise problem]. I've been training with
[your name] at [your company] for the last 2 years, which has really helped me improve strength
and well-being. They focus on 30 minute strength workouts just twice per week. Can I get
[name] to set you up with a free workout?

Listen and Ask example #1:

Client: You know, I’m really starting to see my strength improve. I was lifting the groceries out of
the car the other day, and it was much easier.

Trainer: Wow, that’s so great to hear Jane. Isn’t it great how quickly strength improves with this
training? Where else are you seeing strength make life easier?

Client: Oh well, it’s certainly easier to get up and down the stairs and I just feel a lot better.

Trainer: Thrilled to hear that. Hey Jane, our best clients come via referral and we want to help
more people realize the benefits. Do you have 5-minutes after the workout so we can ask a
friend of yours to come in for a free workout?

Client: Sure, I can spare 5-minutes.

Trainer: That’s great Jane. Now let’s get back to your workout.

Listen and Ask example #2:

Client: My husband hurt his leg exercising at a local gym.

Trainer: Gosh really? I’m sorry to hear that Jane. Is he ok? What was he doing?

Client: He’s fine. Just a bit of swelling. He was doing some silly circuit training.

Trainer: I see. Well, he can still workout the rest of his body and realize benefit, and rehab the
ankle when the acute inflammation has subsided.

Client: That’s true but I doubt he’ll do anything.

Trainer: Jane, I have 5-minutes after the session. Why don’t we schedule your husband in for a
free workout here so we can help him. There’s no obligation and if you need to cancel it later
you can.

Client: Sure, that sounds great.



Trainer: Ok, let’s get back to your workout.

3. The Four Referability Habits

Entrepreneurs often overlook simple habits, mistakenly believing that solutions must be
complex. Avoid this pitfall. By taking the 4 Referability Habits seriously and establishing a
consistent process, you can significantly increase your referral generation.

Steps to Implement:

1. Be On Time: Show respect for your clients' time by always being punctual for training
sessions. This demonstrates professionalism and respect.

2. Do What You Say: If you promise to do something, make sure you follow through. This
builds trust and credibility. For example, if you promise a client a personalized workout
plan, ensure it's delivered as promised. Furthermore, if your brand promises a 30-minute
workout, then deliver a 30-minute workout. If you promise expert trainers with degrees in
exercise, then only hire expert trainers with degrees in exercise. Avoid a Say-Do gap.

3. Finish What You Start: Complete all tasks and projects you start. This shows
commitment and reliability. If you start a new training program, see it through to the end
as prescribed.

4. Say Please and Thank You: Basic manners can go a long way in making a positive
impression. Always say please and thank you to your clients. This could be as simple as
thanking them for their hard work at the end of each session. You must make this a
consistent process.

5. Establish Systems: Don't underestimate the power of these four points. Cultivate a
culture and set expectations within your business, hold people accountable, and
establish processes to ensure these steps are consistently followed. For instance, to
systematize the 'Say Please and Thank You' step, you could implement a detailed
workout procedure that begins with a handshake and a personalized greeting, and
concludes with positive feedback and a heartfelt thank you to the client for their effort
during the workout.



4. Talk Triggers

These are unique aspects of your business that get people talking and generate word-of-mouth
referrals.

Steps to Implement:

1. Identify Your Talk Triggers: Think about what makes your business unique and what
aspects clients often remark on. This could be anything from the intensity of your
workouts to the professional attire of your trainers.

2. Promote Your Talk Triggers: Once you've identified your talk triggers, make sure
they're consistently implemented in your operations and highlighted in your marketing.
For instance, Discover Strength found that their trainers wearing shirts and ties was a
talk trigger. Despite it not being necessary for the workout, it was a unique aspect that
clients often remarked on.

3. Monitor and Adjust: Keep track of what talk triggers are most effective in generating
referrals and adjust your strategy accordingly. For example, if you find that clients are
frequently talking about the intensity of your workouts, consider ways to further highlight
this aspect in your marketing and client interactions.

4. Create Remarkable Experiences: Consider ways to create unique, remarkable
experiences that clients will want to talk about. For example, a theme park found that
offering free soda was a talk trigger that led to positive word-of-mouth referrals. In the
context of a HIT business, this could be something like offering a free pre-workout coffee
or using a client’s first name and shaking their hand at every visit.



Leap or Lose: The High Stakes of Action vs. Inaction

Without a robust referral system, your business could stagnate or even decline. But by
implementing the strategies in this guide, you can create a steady stream of referrals that fuels
your business growth. Imagine the satisfaction of seeing your client base expand, your
revenues increase, and your business thrive—all thanks to the power of referrals.

Don't wait for referrals to happen by chance. Take control of your business growth by
implementing these proven strategies today. Start by joining a networking group, listening more
closely to your clients, cultivating the four referability habits, and identifying your unique talk
triggers. Remember, every successful referral is a testament to the value and quality of your
services. So start building your referral machine today and unlock the growth potential of your
high-intensity training business.

Watch the full video training with Luke Carlson

Here's three ways I can help you:

1. Apply for 1-on-1 HIT Business Coaching with Pete Cerqua
2. Apply for 1-on-1 HIT Business Coaching with Lawrence Neal
3. Build a Profitable HIT Business with you join HIT Business Membership

https://youtu.be/XjRBcTxtkus
http://highintensitybusiness.com/coaching
https://highintensitybusiness.com/HIT-business-intensive
https://highintensitybusiness.com/join

