
Eight Hot Tips for Improving and Streamlining Your Health Club Sales

Increasing revenue is the goal of every health club and their managers. The more effective you and your sales staff can be in sales follow up, 
the better it is for your bottom line.

Based on our years of experience in health club lead management, InTouch has some suggestions for making your sales process more effective.

Leads may leave without signing up immediately, 
but don't let too much time pass. Your best 
window of opportunity to get them back in the 
door is about 48 hours. Use email, text and phone 

follow-ups to keep them interested.
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Strike while the iron is hot.

Some people need time to think over an 
offer. Be sure you have brochures, thumb 
drives or other materials both online and 
offline that they can look at to reinforce 
your value proposition and keep the sales 

conversation going.

Remember the social side of club mem-
bership. Often, allowing a prospect to 

meet a member or two who you know are 
devoted fans of your club will be a 
stronger sales tool than anything your 

staff could say.

Don't simply repeat boilerplate sales pitches. 
Really listen to what the lead is saying and figure 
out their motivation. Bigger muscles? Losing 
weight?  Health related?  Find their "hot button" 
and appeal to it. Your sales tracking software 
should allow you to record this information for 

later reference.

Have plenty of 
documentation on-hand.

CRM automation is known for saving time and 
effort in converting leads. A software package 
such as InTouch Follow-Up provides you with 
all the tools you need to add, track and 

manage your leads. Smart software systems 
keep in touch with them and 

consistently provides more reasons for them consistently provides more reasons for them 
to choose your gym.

Employ Software 
Automation Systems

Focus on their needs.

Just like when working out, tracking your 
successes is key to greater success in the future. 
When you have an easy sale or successfully 

convert a difficult lead, dig into why it went so well 
then look to apply that to future sales efforts.

Track your successes.

Know your most 
enthusiastic members.

Don’t just get their email and phone. 
Encourage or incentivize them to add you 
to Facebook\Twitter\etc. This will give 
them a steady stream of new encourage-
ments to join with every post you add to 
your social feed. Also, social media is great 
for posting pictures of your success stories, 
one of the best possible sales pitches.one of the best possible sales pitches.

Engage on social media.

Not every person is going to be an ideal prospect. 
Learn to spot those who lack the right enthusiasm or 
interest as well as those who simply ignore your 

follow-up communication attempts. Have your sales 
team focus on your best leads and let your InTouch 
Follow-Up sales CRM automatically warm those 

less-than-hot prospects.

Recognize poor leads quickly.
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Eight Ways to Maximize Your Membership Conversion Process


