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H I ,  I ' M  L A U R I E

A N D  I  H A V E  D O N E  A  S A L E  O R
T W O  I N  M Y  T I M E

Like many of you,  I  wasn't  natural ly drawn to sales in the
f itness and wel lness industry.  I t  fe lt  l ike a tough,  necessary

part of  the job,  something far from my comfort zone.  But
here's what I 've learned – sales is a ski l l ,  and l ike any ski l l ,  i t

can be mastered.  This guide is a ref lection of my journey,
from viewing sales with reluctance to understanding its true
power.  I t 's  about the art  of  communication,  connecting what

we offer with our cl ients '  needs.  I f  I  can learn this ,  so can you.
It ’s  not just about making transactions;  i t 's  about making

genuine connections.

This guide demystif ies the sales process in the f itness and wellness industry,  covering
everything from initial  engagement to the f inal  deal .  It  offers vital  strategies that

blend your f itness passion with effective sales techniques,  transforming sales from a
daunting task to an integral ,  rewarding part of  your work.  Think of  it  as a practical

roadmap, turning theory into action,  and apprehension into confidence.

My Website

http://www.nogamovement.com/
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 Hey there! I'm just like you, someone who loved fitness enough to make it
my life's work. After ditching the corporate gig as a fitness director, I dived
into the online world and haven't looked back since. From running my own
Zoom fitness classes to starting a digital media business, I’ve been there,

done that, and loved every sweaty, challenging minute of it.

Now, let's talk about the wins. My online studio? It's a buzzing hub of
fitness enthusiasts who've transformed their lives from their living rooms.
The digital media business I mentioned? My expertise lies in simplifying
the complex, a skill I honed in the fitness world and now bring to digital
marketing. Whether it's building websites, optimizing SEO and Shopify

stores, managing social media, developing sales funnels, or offering
mentorship, I make digital success straightforward and achievable for

everyone. And those online programs and memberships I created? They're
thriving, packed with people getting fitter every day. The blog I started
from scratch? It’s now hitting over 10,000 visits a month, and let’s not
forget those incredible Facebook communities where fitness lovers

connect and grow. These aren’t just numbers; they're real impacts, real
changes in people's lives.

But hey, it’s not just about me. This journey has been full of lessons that I
believe can help you too. Think of me as that gym buddy who’s always got

a tip or two up their sleeve. Whether it's launching successful
memberships, growing a blog that actually gets read, or creating Facebook

groups that people love to be part of – I've navigated these waters, and
I’m here to help you do the same, and hey, maybe even outshine me!

The truth is, we all start somewhere, right? I remember the days of
questioning whether I could make it. Now, having certified over a thousand
instructors, I've seen what lifts people to success and what weighs them

down. This guide is my way of sharing those insights, not just as an expert,
but as someone who genuinely wants to see you thrive.

You've got this incredible opportunity to take your passion for fitness and
turn it into something extraordinary. And the best part? You don't have to

do it alone. Let's take this journey together, learn from each other, and
build something amazing. Who knows, you might just end up teaching me

a thing or two!

Laurie Alfano
Founder of NOGA Movement
Trainer, Coach Mentor, Friend

I N T R O D U C T I O N



Aspiring Sales Master

Are you ready to learn the secrets of effective salesmanship? Whether
you're a new trainer or someone just stepping into the dynamic world of

sales, this guide is your gateway to unparalleled success.

Why This Guide?
In sales, starting can often be the hardest part. With an overwhelming

amount of information out there, it's easy to feel lost or unsure where to
begin. That's where "Mastering Sales" comes in. Designed with beginners in

mind, this guide distills the essence of sales into practical, easy-to-
implement strategies that have been tried and tested in the real world.

My Journey to a Profitable Sign-On Rate
I've walked the path you're on now. Through years of trial and error, refining

techniques, and understanding what truly resonates with clients, I've
developed methods that have skyrocketed my sign-on rates every yer.

These aren't just theories; they are real-world tactics that have
significantly impacted my career and can do the same for you.

More Than Just a Guide
While this guide serves as a comprehensive introduction to sales

techniques, it's just the beginning. I believe in building a community where
continuous learning and growth are the norms. Beyond these pages lies a

world of further knowledge, advanced strategies, and personalized
coaching opportunities that I offer. This guide is your first step into a

broader universe of sales mastery.

Let's Begin This Journey Together
As you turn each page, remember that this is more than just learning; it's
about evolving as a salesperson and as an individual. The techniques and
insights shared here will not only boost your sales figures but also enrich
your understanding of client relationships and effective communication.

W E L C O M E

I N T R O D U C T I O N
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U N D E R S T A N D I N G  S A L E S  F U N D A M E N T A L S

What are Sales?
Sales are a fundamental activity in any business that involves the process of

selling a product or service to a customer. It's not just a transaction; it's a complex
process that encompasses understanding customer needs, offering solutions,

building relationships, and ultimately persuading the customer to make a
purchase.

In business, sales are essential. It's how a company makes money and keeps
running. Good sales methods mean more money, more market presence, and loyal

customers.

Sales Mindset
Having the right mindset is crucial in sales. A positive, client-centered mindset
focuses on creating value for the customer rather than just closing a deal. This

approach involves:

Empathy: Understanding the customer’s point of view and genuinely caring
about their needs and challenges.
Active Listening: Paying close attention to what the customer says and
responding thoughtfully, rather than just waiting for your turn to speak.
Solution-Oriented: Focusing on how your product or service can solve the
customer’s problems or improve their situation.
Building Relationships: Seeing beyond the immediate sale and striving to build
a long-term relationship with the customer.
Adaptability: Being open to feedback and willing to adjust your approach
based on customer responses and market changes.
Resilience: Staying positive and persistent, even in the face of rejection or
challenges.

A positive sales mindset is not just about being optimistic; it's about creating a
win-win situation where both the customer and the salesperson benefit. This
approach builds trust, fosters loyalty, and often leads to repeat business and

referrals, which are invaluable for long-term success in sales.



A C T I V I T I E S

E X P L O R I N G  T H E  S A L E S  M I N D S E T
To deeply understand the importance of a positive, client-centered sales mindset, let's engage in a

reflective exercise. This activity will help you connect with these concepts on a practical level.

Activity Objective
This exercise is designed to help you practice and internalize key aspects of a

client-centered sales approach in the context of fitness and wellness. By
considering these scenarios and guided answers, you'll gain insights into
effectively addressing client concerns, building trust, and establishing a

foundation for long-term client relationships.

Scenario
You're a fitness trainer discussing a program with a new client who is apprehensive about

starting due to concerns about their fitness level and seeing results.

Empathy:
Question: How would you address their fears and show understanding?

Guided Answer: “I understand starting a new fitness journey can feel overwhelming. Many
of my clients felt the same way initially. It's completely normal to have these concerns.”

Active Listening:
Question: What responses or questions could you use to show active listening?

Guided Answer: “It sounds like you're concerned about keeping up with the training. What
specific aspects of the program are you most worried about?”

Solution-Oriented:
Question: How can you present your program as a tailored solution?

Guided Answer: “Our program is designed with flexibility to accommodate different fitness
levels. We can start with basic routines and gradually increase intensity as you become

more comfortable and confident.”

Building Relationships:
Question: What steps would you take to assure ongoing support?

Guided Answer: “I’ll be here to guide you every step of the way, providing personalized
coaching and adjustments to the program as needed. Our goal is to make this a sustainable

and enjoyable journey for you.”

Adaptability:
Question: How might you adjust your training program for this client?

Guided Answer: “Given your concerns, we can begin with low-impact exercises and focus
more on building a foundation of strength and endurance at a pace that feels right for you.”



Simple Sales Funnel Example in Fitness and Wellness

1. Awareness Stage
Scenario: A potential client becomes aware of your fitness services through an
Instagram post about healthy lifestyle tips.
Action: They follow your social media profile to learn more.

2. Interest Stage
Scenario: The client regularly views your informative posts and stories, which
highlight the benefits of personal training and client success stories.
Action: Intrigued, they visit your website and sign up for your newsletter.

3. Consideration Stage
Scenario: Through your newsletter, the client receives an invitation to a free
webinar on "Starting Your Fitness Journey."
Action: They attend the webinar, gaining valuable insights and seeing you as a
knowledgeable trainer.

4. Intent Stage
Scenario: Post-webinar, you send a follow-up email with a special offer for a
personalized fitness assessment.
Action: The client fills out a detailed questionnaire, indicating their fitness goals
and challenges.

5. Evaluation Stage
Scenario: You schedule a one-on-one consultation call with the client to discuss
their questionnaire and propose a tailored fitness program.
Action: The client is impressed with the personalized approach and begins to
seriously consider signing up.

6. Purchase Stage
Scenario: You follow up with a customized package offer, highlighting how it aligns
with their goals and includes ongoing support.
Action: Convinced of the value and personal fit, the client signs up for your fitness
program.

S E C T I O N  1 :  
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A sales funnel is  a model that represents the journey a customer goes
through before purchasing a product or service.  It 's  l ike a pathway

that starts with a large number of potential  customers and ends with
a smaller number of people who actually make a purchase.

SAMPLE FUNNEL

Write your sample funnel here.

E N G A G E M E N T

I N T E R E S T  A N D
C O N S I D E R A T I O N

C O M M I T M E N T

% 

% 

% 
Scenario:  Cl ient receives a personalized

offer and experiences a tai lored
consultation.

Action:  They are convinced of the value
and sign up for your program.

Scenario:  The cl ient explores more
through your newsletters and

webinars.
Action:  They show increased interest by

attending events or seeking more
information.

Scenario:  Cl ient discovers your services
through social  media or online content.

Action:  They fol low you and engage
with your content.

F U N N E L  C H A R T



the

Personalizing Solutions:
How would you tailor a fitness program for a client who has specific limitations, such as a previous injury or a

chronic health condition? Consider the importance of empathy and solution-oriented thinking in your response.

Communication Skills:
Reflect on a past interaction (or imagine a scenario) where a client expressed skepticism or reluctance about

starting a fitness program. How did you (or would you) use active listening and empathetic responses to
address their concerns? What language and tone did you find most effective?

Long-Term Relationship Building:
Think of a strategy you would use to maintain and build a relationship with a client after they have started
the program. How would you demonstrate adaptability and ongoing support to keep them engaged and

motivated over time?

PURPOSE
These questions are designed
to encourage deeper thinking
about how to apply a client-
centered approach in real-
world scenarios. Pondering
these questions reinforces the
skills of empathy, active
listening, solution-focused
strategy, and relationship
building – all crucial for success
in sales, particularly in the
fitness and wellness sector..

E X E R C I S E S
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Starting out in f itness and wel lness sales wasn't
easy .  I  was passionate about health but new to

the art of sel l ing .  The prices for my sessions were
high ,  sometimes more than my own rent .  But

soon, I  real ized something important :  I  wasn't just
sel l ing sessions; I  was offering a path to a

healthier l ife .  This wasn't just a cost for c l ients ;  it
was an investment in avoiding future expenses on

health issues .

This understanding shifted my approach .  I  moved
from just sel l ing products to creating

relationships based on mutual understanding and
respect .  It became about meeting my cl ients '

needs and valuing what I  had to offer .

In this sect ion ,  we' l l  look at key sales techniques .
But these aren't just tactics ;  they 're ways to

real ly connect with your c l ients .  We' l l  cover how
to bui ld rapport ,  understand their needs ,  and

communicate effect ively .

S E C T I O N  2 :  
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 1

 3

 4

START

END

ENGAGEMENT
Connect with potential  cl ients through social

media,  content marketing, or face-to-face
interactions.

Spark interest with compell ing stories,  f itness
tips,  or insights into wellness.

INTEREST
Once engaged, deepen their interest by showcasing your
unique programs, success stories,  and client testimonials.

Offer valuable information that al igns with their f itness
goals and challenges.

 2

NURTURE
Keep in regular contact through personalized emails,

fol low-up messages,  or educational content.
Address their specific needs and concerns,  showing how

your service can help them achieve their goals.

COMMIT
Present a tai lored offer that suits their needs,  highlighting

the benefits and value of choosing your service.
Guide them through the decision-making process with
confidence and reassurance,  leading to a commitment.

R O A D M A P
Each step of this roadmap is designed to progressively build a relationship with the client,

leading them naturally from initial awareness to a committed decision.



P e r s o n a l  C o n n e c t i o n :  B e g i n  c o n v e r s a t i o n s  b y  f i n d i n g  c o m m o n

g r o u n d .  T h i s  c o u l d  b e  s h a r e d  i n t e r e s t s ,  e x p e r i e n c e s ,  o r  m u t u a l

c o n n e c t i o n s .  S h o w  g e n u i n e  i n t e r e s t  i n  w h a t  t h e  p r o s p e c t  s a y s .

T r u s t  B u i l d i n g :  A l w a y s  b e  t r a n s p a r e n t  a b o u t  y o u r  p r o d u c t s  o r

s e r v i c e s .  M a k e  r e a l i s t i c  p r o m i s e s  a n d  e n s u r e  y o u  k e e p  t h e m .

C o n s i s t e n c y  i n  y o u r  a c t i o n s  b u i l d s  c r e d i b i l i t y .

A c t i v e  L i s t e n i n g :  F o c u s  o n  w h a t  t h e  p r o s p e c t  i s  s a y i n g  w i t h o u t

p l a n n i n g  y o u r  r e s p o n s e  i n  a d v a n c e .  N o d ,  m a i n t a i n  e y e  c o n t a c t ,

a n d  p a r a p h r a s e  t h e i r  p o i n t s  t o  s h o w  u n d e r s t a n d i n g .

C l e a r  M e s s a g i n g :  K e e p  y o u r  l a n g u a g e  s i m p l e  a n d  a v o i d  j a r g o n .

E n s u r e  t h a t  y o u r  k e y  p o i n t s  a r e  c o n c i s e  a n d  f o c u s e d  o n  t h e

p r o s p e c t ’ s  i n t e r e s t s .

P e r s u a s i v e  T e c h n i q u e s :  U s e  s t o r y t e l l i n g  a n d  r e a l - l i f e  e x a m p l e s

t o  m a k e  y o u r  p o i n t s .  H i g h l i g h t  b e n e f i t s  t h a t  d i r e c t l y  i m p a c t

t h e  p r o s p e c t ,  s u c h  a s  c o s t  s a v i n g s ,  e f f i c i e n c y ,  o r  e a s e  o f  u s e .

N o n - V e r b a l  C u e s :  P a y  a t t e n t i o n  t o  b o d y  l a n g u a g e ,  b o t h  y o u r s

a n d  t h e  p r o s p e c t ’ s .  M a i n t a i n  a n  o p e n ,  i n v i t i n g  p o s t u r e  a n d  b e

a w a r e  o f  s i g n a l s  t h a t  t h e y  a r e  e n g a g e d  o r  d i s i n t e r e s t e d .

A s k i n g  t h e  R i g h t  Q u e s t i o n s :  U s e  o p e n - e n d e d  q u e s t i o n s  l i k e

“ W h a t  c h a l l e n g e s  a r e  y o u  c u r r e n t l y  f a c i n g ? ”  o r  “ W h a t  a r e  y o u

l o o k i n g  f o r  i n  a  s o l u t i o n ? ”  T h e s e  e n c o u r a g e  d e t a i l e d  r e s p o n s e s .

P r o b l e m  I d e n t i f i c a t i o n :  L i s t e n  f o r  c u e s  i n  t h e  p r o s p e c t ' s

r e s p o n s e s  t h a t  i n d i c a t e  p a i n  p o i n t s .  R e f l e c t  t h e s e  b a c k  t o  t h e

p r o s p e c t  t o  s h o w  u n d e r s t a n d i n g  a n d  s t a r t  f o r m i n g  a  s o l u t i o n .

C u s t o m i z e d  S o l u t i o n s :  B a s e d  o n  t h e  n e e d s  i d e n t i f i e d ,  t a i l o r  y o u r

p r e s e n t a t i o n  t o  s h o w  h o w  y o u r  p r o d u c t  o r  s e r v i c e  s p e c i f i c a l l y

a d d r e s s e s  t h e i r  u n i q u e  c h a l l e n g e s .

E S S E N T I A L  S A L E S  T E C H N I Q U E S

B U I L D I N G  R A P P O R T

E F F E C T I V E  C O M M U N I C A T I O N

I D E N T I F Y I N G  N E E D S

H A N D L I N G  O B J E C T I O N S

A n t i c i p a t e  O b j e c t i o n s :  P r e p a r e  f o r  c o m m o n  o b j e c t i o n s  r e l a t e d

t o  p r i c e ,  f e a t u r e s ,  o r  c o m p e t i t o r s .  H a v e  c l e a r ,  c o n c i s e

r e s p o n s e s  r e a d y .

E m p a t h e t i c  A p p r o a c h :  W h e n  a n  o b j e c t i o n  a r i s e s ,  f i r s t

a c k n o w l e d g e  i t  a n d  e m p a t h i z e .  S a y  s o m e t h i n g  l i k e ,  “ I

u n d e r s t a n d  w h y  t h a t  m i g h t  b e  a  c o n c e r n … ”

P r o b l e m - S o l v i n g  M i n d s e t :  A f t e r  a c k n o w l e d g i n g  t h e  o b j e c t i o n ,

p i v o t  t o  h o w  y o u r  p r o d u c t  o r  s e r v i c e  c a n  o v e r c o m e  i t  o r  o f f e r  a

d i f f e r e n t  p e r s p e c t i v e  t h a t  r e p o s i t i o n s  t h e  o b j e c t i o n .



Closing Techniques
Trial Closes: Throughout the conversation, use trial closing

questions like “How does this sound to you so far?” to gauge their
interest and readiness.

Assumptive Closing: Use phrases that assume they are ready to
proceed, like “When would be the best time to start this solution?”

Urgency and Scarcity: If applicable, mention limited-time offers or
exclusive benefits. Ensure this is done ethically and truthfully.

Implementing these techniques requires practice and adaptability. Each sales situation is
unique, so be prepared to adjust your approach based on the prospect's responses and
cues. Remember, the key to successful sales is not just in the techniques themselves but

in how authentically and adaptively they are applied.

Closing Techniques

Closing Script:
"How does the program structure sound to you so far? Do you

feel  it  a l igns with what you’re looking for?"
Assumptive Closing Example:

"Based on your goals ,  start ing next week would be ideal .  Shal l
we look at the schedule to f ind the best t ime slots for you?"

Urgency and Scarcity Script:
"Just so you know, we have a special  offer that ends this Fr iday.
It  includes two addit ional  personal  training sessions at no extra

cost .  I t 's  a great opportunity i f  you decide to join us now."

S E C T I O N  2 :  
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1. BUILDING RAPPORT

Personal Connection Script:
"I noticed on your intake form that you enjoy outdoor activities. Hiking and
cycling are also passions of mine! How do you find they contribute to your

overall fitness goals?"
Trust Building Script:

"Our fitness programs are designed with flexibility in mind. I promise to work
with you to find the right fit. And remember, if something isn't working for you,

we can always adjust it."
Active Listening Example:

Client: "I get bored with repetitive routines."
You: "It sounds like variety in your workouts is important to you. Let’s explore

some diverse training options to keep you engaged."

2. IDENTIFYING NEEDS

Asking the Right Questions Script:
"What specific goals are you hoping to achieve with this fitness program? Are

you looking more for weight loss, building strength, or improving overall
wellness?"

Problem Identification Example:
Client mentions struggling with consistency.

You: "Staying consistent seems to be a challenge. We can explore ways to keep
you motivated, perhaps with varied routines and accountability check-ins."

Customized Solutions Script:
"Based on your interest in building core strength, I recommend our targeted

core development classes. They’re designed to progressively enhance strength
in a way that’s engaging and effective."

S E C T I O N  2 :  
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S E C T I O N  2 :  

E S S E N T I A L  S A L E S  T E C H N I Q U E S

3.  EFFECTIVE COMMUNICATION

Clear Messaging Example:
"Our program focuses on three key areas: tailored workouts, nutritional advice, and
mindset coaching. This holistic approach ensures balanced and sustainable fitness

progress."
Persuasive Techniques Script:

"One of our clients, John, had similar goals. Through our program, he not only lost
20 pounds but also improved his energy levels significantly. I believe we can

achieve similar results for you."
Non-Verbal Cues Tip:

Maintain eye contact and lean slightly forward when discussing program benefits,
showing your engagement and enthusiasm.

4. HANDLING OBJECTIONS

Anticipate Objections Example:
Client: "The cost seems high."

You: "I understand your concern about the investment. Let's look at the value
you’re receiving, not just in terms of services but also long-term health benefits."

Empathetic Approach Script:
"It sounds like you're worried about the time commitment. I totally get that. Many

of our clients have busy schedules, and we’ve found ways to integrate fitness
effectively into their lifestyles."

Problem-Solving Mindset Example:
Client expresses doubt about online training.

You: "Some clients initially wonder about online training effectiveness. We’ve
incorporated live feedback and interactive sessions to ensure it’s just as engaging

and effective as in-person training."
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Use a unique compliment or show interest in something specific to
the client (e.g., their progress, a hobby mentioned in their profile).

Ask questions that prompt the client to not only state their goals but
also reveal their emotional or deeper reasons for those goals (e.g.,
"What does achieving this fitness goal mean to you personally?").

When introducing urgency or scarcity, connect it to the client’s goals or timeline
(e.g., "Starting now will get you in shape just in time for your summer vacation. We
have limited slots left for our summer prep program. Shall we book one for you?").

ATTENTION GRABBING TIP

E X E R C I S E S

Lead with a Bold Benefit Statement
Immediately capture attention by starting your conversation with a bold, benefit-

focused statement that addresses the client's primary desire or concern.
Example: "If you're looking to transform your health and vitality in just 3 months,

you're in the right place. Let me show you how."
Why It Works:

This approach grabs attention by directly promising a desirable outcome,
sparking curiosity and interest right from the start.

Greeting + Personal Connection

Express genuine interest or compliment

Transition to discussing their fitness goals

Open with a broad, open-ended question

Follow up with a specific question based on their response

Summarize their needs to show understanding

Recap the value offered

Introduce a sense of urgency or scarcity

Assume the close with a leading question



M U L T I C H O I C E
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I D E N T I F Y I N G  S T R E N G T H S :

W H A T  D O  Y O U  C O N S I D E R  A S  Y O U R  P R I M A R Y  S T R E N G T H  I N  S A L E S ?

R E C O G N I Z I N G  W E A K N E S S E S :

W H I C H  O F  T H E S E  A R E A S  D O  Y O U  F E E L  N E E D S  I M P R O V E M E N T  I N  Y O U R

S A L E S  A P P R O A C H ?

E s t a b l i s h e d  c l i e n t
r e l a t i o n s h i p s  a n d

n e t w o r k

U n d e r s t a n d i n g  a n d
a d a p t i n g  t o  c l i e n t

n e e d s

D e e p  k n o w l e d g e  o f
f i t n e s s  a n d  w e l l n e s s

p r o d u c t s / s e r v i c e s

D i v e r s i f y i n g  s a l e s
c h a n n e l s  ( o n l i n e ,
f a c e - t o - f a c e ,  e t c . )

I n n o v a t i v e  s a l e s
t e c h n i q u e s  a n d

s t r a t e g i e s

T i m e  m a n a g e m e n t
a n d  o r g a n i z a t i o n

S t r o n g  o n l i n e
p r e s e n c e  a n d  d i g i t a l

m a r k e t i n g  s k i l l s

P r o d u c t  k n o w l e d g e
a n d  t e c h n i c a l

e x p e r t i s e

3

3

4

4

1

2

1 2

S P O T T I N G  O P P O R T U N I T I E S :

W H I C H  E X T E R N A L  F A C T O R  D O  Y O U  S E E  A S  A  P O T E N T I A L  O P P O R T U N I T Y

F O R  B O O S T I N G  Y O U R  S A L E S ?

G r o w i n g  h e a l t h
c o n s c i o u s n e s s  a m o n g

t h e  p o p u l a t i o n

E m e r g i n g  f i t n e s s
t r e n d s  a n d

t e c h n o l o g i e s

N e t w o r k i n g
o p p o r t u n i t i e s  i n
i n d u s t r y  e v e n t s

P a r t n e r s h i p s  w i t h
o t h e r  w e l l n e s s  b r a n d s

o r  i n f l u e n c e r s

3 4

3

1 2

A S S E S S I N G  T H R E A T S :

W H A T  E X T E R N A L  C H A L L E N G E  D O  Y O U  T H I N K  C O U L D  I M P A C T  Y O U R  S A L E S

N E G A T I V E L Y ?

I n c r e a s i n g  c o m p e t i t i o n
i n  t h e  f i t n e s s  a n d
w e l l n e s s  m a r k e t

C h a n g e s  i n  c o n s u m e r
b e h a v i o r  d u e  t o

e c o n o m i c  f l u c t u a t i o n s

E v o l v i n g  r e g u l a t i o n s
i n  t h e  h e a l t h  a n d

w e l l n e s s  s e c t o r

T e c h n o l o g i c a l
a d v a n c e m e n t s  r e n d e r i n g

c u r r e n t  o f f e r i n g s  o b s o l e t e

3 4

4

1 2

S T R A T E G Y  F O R M U L A T I O N :

B A S E D  O N  Y O U R  S W O T  A N A L Y S I S ,  W H I C H  A R E A  W O U L D  Y O U  P R I O R I T I Z E

F O R  D E V E L O P I N G  Y O U R  S A L E S  S T R A T E G Y ?

L e v e r a g i n g  s t r e n g t h s
t o  c a p t u r e  n e w  m a r k e t

s e g m e n t s

A d d r e s s i n g
w e a k n e s s e s  t h r o u g h
t r a i n i n g  o r  n e w  h i r e s

C a p i t a l i z i n g  o n
o p p o r t u n i t i e s  b y  e x p a n d i n g

s e r v i c e  o f f e r i n g s

D e v e l o p i n g  c o n t i n g e n c y
p l a n s  t o  m i t i g a t e
i d e n t i f i e d  t h r e a t s

3 4

5



STRENGTHS

OPPORTUNITIES

WEAKNESSES

TREATS

By completing this SWOT analysis, you can gain a deeper understanding of your strengths and
weaknesses in sales, as well as the opportunities and threats in your specific market or area of expertise.

This can also help you formulate strategies to improve your sales techniques, capitalize on your
strengths, address your weaknesses, and prepare for or mitigate any potential threats.

In sales, what are your... In sales, what are your...

In sales, what are your... In sales, what are your...

S W O T  A N A L Y S I S
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Role-Playing Scripts

First Contact with a Prospective Client
Trainer :  " I  noticed you're interested in improving your
overal l  health and f itness.  That 's a great goal !  What
specif ical ly prompted you to reach out to us?"
Prospect :  " I 've been feel ing low on energy and want to
get in better shape."
Trainer :  "You've taken a brave f i rst step.  Many of our
cl ients felt  the same way before start ing,  and they've
seen remarkable improvements.  Let ’s explore how we
can tai lor a program to f it  your needs. "

Handling a Price Objection
Prospect :  "Your program seems expensive. "
Trainer :  " I  understand your concern about the
investment.  Let 's  discuss the value you' l l  receive,  not
just in services,  but in terms of your long-term health
and wel l-being. "
Prospect :  " I  haven't  thought of it  that way. "
Trainer :  " Investing in this program is investing in a
healthier future.  We offer support and guidance that
goes beyond just workouts. "

Closing the Sale
Trainer :  "Based on our discussion,  our 'Total  Wel lness
Package'  seems l ike the perfect f it  for your goals .  What
do you think?"
Prospect :  " I t  does seem comprehensive. "
Trainer :  "Great!  Let 's  get you started on this journey.  We
can begin with sett ing up your f i rst  session.  How does
that sound?"

S E C T I O N  3 :  

R E A L  W O R L D  A P P L I C A T I O N S



Case Studies

The Breakthrough of a Beginner Trainer :  Jake's Journey

Background :  
Jake,  a newly cert i f ied f itness trainer ,  struggled to
convert consultat ions into sign-ups.

Technique Applied:  
Jake focused on Active Listening and Empathetic
Engagement.  Instead of immediately pitching his training
programs,  he spent t ime understanding each prospect 's
unique f itness journey,  chal lenges,  and what they hoped
to achieve.

Outcome: 
This approach led to a deeper connection with
prospects,  result ing in a 70% increase in sign-ups.
Cl ients felt  heard and understood,  bui lding trust in
Jake's abi l i ty to meet their  specif ic needs.

S E C T I O N  3 :  

R E A L  W O R L D  A P P L I C A T I O N S

WHAT DID YOU LEARN FROM THE ABOVE EXAMPLE?

REFLECT ON THE KEY STRATEGIES USED IN THIS CASE STUDY.
IDENTIFY THE SPECIFIC TECHNIQUES THAT LED TO SUCCESS.

HOW CAN YOU USE THIS TO BENEFIT YOUR SALES?

THINK ABOUT HOW THESE STRATEGIES CAN BE ADAPTED TO YOUR OWN SALES
APPROACH.

CONSIDER ANY SIMILAR SITUATIONS YOU HAVE ENCOUNTERED OR MIGHT
ENCOUNTER AND HOW YOU MIGHT APPLY THESE TECHNIQUES.



Case Studies

Online Trainer Overcomes Pricing Hurdles:  Emma's
Strategy

Background :  
Emma, an onl ine f itness coach,  frequently encountered
prospects hesitant about her program's price.

Technique Applied:
Emma implemented the 'Value First '  approach.  She
began offer ing free,  value-packed webinars on f itness
and wel lness.  In these sessions,  she demonstrated her
expert ise and gave a taste of what her ful l  program
offered.

Outcome :  
Prospects attending the webinars were more l ikely to
sign up for her paid program, seeing f i rsthand the
qual ity and value of her guidance.  Emma saw a 50%
increase in conversions post-webinar .

S E C T I O N  3 :  

R E A L  W O R L D  A P P L I C A T I O N S

WHAT DID YOU LEARN FROM THE ABOVE EXAMPLE?

NOTE THE CHALLENGES FACED AND HOW THEY WERE OVERCOME.
IDENTIFY THE SKILLS OR APPROACHES THAT WERE CRUCIAL IN THIS SCENARIO.

HOW CAN YOU USE THIS TO BENEFIT YOUR SALES?

APPLY THESE INSIGHTS TO YOUR CURRENT SALES STRATEGY.
ENVISION SCENARIOS IN YOUR ROLE WHERE THESE TACTICS COULD BE EFFECTIVE.



Case Studies

Boosting Cl ient Retention at a Wel lness Center :
Revital iz ing Cl ient Engagement

Background :  
A local  wel lness center was experiencing a high dropout
rate within the f i rst three months of membership.

Technique Applied:  
The center introduced personal ized check-ins and
motivational  coaching sessions.  Each member was
assigned a coach who would regular ly discuss their
progress,  address chal lenges,  and adjust their  wel lness
plan as needed.

Outcome :  
This personal ized approach led to a signif icant increase
in member engagement and satisfaction.  Within six
months,  the center saw a 75% improvement in cl ient
retention rates.

S E C T I O N  3 :  

R E A L  W O R L D  A P P L I C A T I O N S

WHAT DID YOU LEARN FROM THE ABOVE EXAMPLE?

OBSERVE THE RELATIONSHIP-BUILDING TECHNIQUES OR PROBLEM-SOLVING
METHODS USED.

FOCUS ON THE ADAPTABILITY AND FLEXIBILITY DEMONSTRATED IN THE CASE
STUDY.

HOW CAN YOU USE THIS TO BENEFIT YOUR SALES?

CONSIDER YOUR CURRENT CLIENT RELATIONSHIPS AND HOW YOU MIGHT
IMPROVE THEM USING THESE INSIGHTS.

BRAINSTORM WAYS TO INCORPORATE THESE METHODS INTO YOUR DAILY
SALES INTERACTIONS.
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Continuous Learning

In the ever-evolving world of f itness and wel lness
sales ,  standing st i l l  is  not an option.  Continuous

learning is the key to staying ahead and being able to
adapt to new trends,  c l ient needs,  and market

dynamics.

Stay Informed:  
Keep up with the latest f itness trends,  scientif ic
research,  and sales methodologies.  This can be through
reading industry publ ications,  attending webinars ,  or
enrol l ing in relevant courses.

Seek Feedback:  
Regular ly ask for feedback from cl ients and col leagues.
Understanding what works and what doesn't  helps ref ine
your approach.

Practice and Reflect:  
Regular ly review your sales interactions.  What worked?
What didn’t? How can you improve? This ref lection turns
experience into valuable lessons.

S E C T I O N  4 :  

B E Y O N D  T H E  B A S I C S



S E C T I O N  4 :  

B E Y O N D  T H E  B A S I C S

Networking and Building Relationships

Your network is one of your most valuable assets.  Bui lding a
strong web of connections can lead to new opportunit ies ,

referrals ,  and partnerships.

Attend Industry Events:  
Conferences,  seminars ,  and workshops are great
places to meet l ike-minded professionals .  Engage
genuinely with speakers and attendees.

Util ize Social  Media:  
Platforms l ike LinkedIn,  Instagram, and f itness-specif ic
forums can be powerful  tools for connecting with
peers and potential  c l ients.

Provide Value:  
Networking isn’t  just about what you can get;  i t 's  a lso
about what you can offer .  Share your knowledge,
provide helpful  t ips ,  and be supportive of others’
endeavors.

Follow Up:  
After meeting new contacts ,  fol low up with a message
or an emai l .  Keeping the connection al ive is crucial  for
bui lding long-term relat ionships.



Example:  Online Learning and Peer Review
Sarah,  a f itness coach,  regular ly dedicates t ime

each week to onl ine learning.  She subscribes to a
wel l-known f itness coaching platform and joins
monthly webinars hosted by industry leaders.
After each session,  she meets virtual ly with a

group of fel low coaches to discuss new ideas and
how they can be implemented in their  practices.

Actionable Steps:
Subscribe to industry-leading platforms or
channels .
Part icipate in webinars and onl ine forums.
Organize or join a peer group for discussion
and idea exchange.

S E C T I O N  4 :  



Example:  Leveraging Local  Community Events
Mark,  a wel lness therapist ,  regular ly part icipates in

local  community health fairs and workshops.  He
sets up a booth where he offers free 10-minute

consultat ions.  Through these events ,  he not only
gains new cl ients but also bui lds relat ionships with
other health and wel lness professionals ,  leading to

a network for referrals .

Actionable Steps:
Identify and part icipate in local  community
events and fairs .
Offer something of value for free,  l ike short
consultat ions or informative handouts.
Engage with other professionals at these
events to bui ld your referral  network.

S E C T I O N  4 :  



Example:  Social  Media Engagement
Lisa,  a personal  trainer ,  actively uses her

Instagram to connect with both cl ients and peers.
She regular ly posts f itness t ips ,  c l ient success

stories ,  and engages with her fol lowers '  content .
Her approachable and informative social  media
presence has helped her gain new cl ients and
establ ish col laborations with f itness brands.

Actionable Steps:

Create and maintain a professional  social
media prof i le .
Post valuable content regular ly ,  such as t ips ,
success stories ,  and interactive Q&A
sessions.
Engage with your audience and peers by
commenting,  sharing,  and col laborating.

S E C T I O N  4 :  
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S E C T I O N  5 :  

CONCLUS ION

As we wrap up this guide,  let 's  ref lect on the key
takeaways and look forward to how you can apply
these strategies in your f itness and wel lness sales

journey.

Key Takeaways:
Building Rapport:  The foundation of successful  sales
is establ ishing a genuine connection with your cl ients.
Identifying Needs:  Understanding your cl ient 's  unique
goals and chal lenges is crucial  for offer ing tai lored
solutions.
Effective Communication:  Clear ,  empathetic ,  and
persuasive communication is key to conveying the
value of your services.
Handling Objections:  Addressing concerns with
empathy and confidence turns potential  barr iers into
opportunit ies for deeper understanding.
Closing Techniques:  Mastering the art of  closing is
about ensuring that your cl ients feel  confident and
excited about their  decision.

Implementation and Sharing
Put into Practice:  

I  encourage you to start implementing these
techniques in your dai ly interactions.  Remember,

practice makes perfect .

Share Your Progress:  
As you grow and succeed,  share your experiences and
successes.  Your journey can inspire and guide others

in our community.



Research your target market
and client base.

PREPARATION

Understand the unique
selling points of your services
or products.

Set clear sales goals and
objectives.

Establish initial contact with a
personalized approach.

BUILDING RAPPORT

how genuine interest in the
client's needs and goals.

Practice active listening
during interactions.

Ask open-ended questions to
understand client objectives.

IDENTIFYING CLIENT NEEDS

Identify client pain points and
challenges.

Align your offerings with the
client’s goals.

Clearly articulate the benefits
of your services.

EFFECTIVE COMMUNICATION

Use relatable stories or
testimonials for persuasion.

Maintain a positive and
confident tone.

CHECKL I S T
This checklist serves as a quick reference tool, summarizing key

actions and considerations in the sales process.

Anticipate common objections and
prepare responses.

HANDLING OBJECTIONS

Respond to objections with empathy
and understanding.

Pivot objections towards
constructive solutions.

Summarize the key benefits and
value of your offering.

CLOSING THE DEAL

Ask for the sale with a clear and
direct approach.

Provide clear next steps and follow-
up procedures.



N O G A  M O V E M E N T

Send a thank-you message
or note post-purchase.

Check-in periodically to
ensure client satisfaction.

Seek feedback and
encourage referrals.

Regularly review and adapt
your sales strategies.

Stay informed about
industry trends and best
practices.

Engage in ongoing training
and professional
development.

POST-SALE RELATIONSHIP
MANAGEMENT

CONTINUOUS LEARNING
AND ADAPTATION

NETWORKING AND COLLABORATION

 Build and maintain a professional network.
 Collaborate with peers for shared learning and referrals.

 Participate in industry events and workshops.

RETENTION

CHECKL I S T
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FAQ

F R E Q U E N T L Y  A S K E D  Q U E S T I O N S

Q .  " I 'm nervous about rejection.  How do I  handle it?"
A:  "Ah,  the fear of rejection – it 's  l ike that f i rst  big leap into a cold
pool .  The key is to remember that each 'no'  isn 't  a ref lection of you

personal ly .  I t 's  part of  the process.  Think of rejection as a step closer
to someone who wi l l  say 'yes ' .  I t 's  a l l  about persistence and learning.

And hey,  every top salesperson has faced their  share of nos.  You're in
good company!"

Q .  " I  don't  think I 'm a natural  at sel l ing.  Is  this sti l l  for  me?"
A :  "You know, I 've met so many people who thought the same and then
turned out to be incredible at sales.  Sales isn 't  just for the 'naturals ' .
I t 's  a ski l l ,  l ike learning to r ide a bike or cook a new recipe.  I t  might

feel  awkward at f i rst ,  but with practice,  guidance,  and a bit  of
patience,  you' l l  f ind your rhythm. Bel ieve me,  you've got this . "

Q.  "How do I  not sound pushy when making a sale?"
A :  "That 's a great question.  The secret is  to focus on being helpful
rather than just trying to make a sale .  L isten more than you talk .

Understand what your cl ient needs and offer solutions.  When you
approach sales with the mindset of helping someone solve a problem,

you move away from being pushy to being a valued advisor . "

Q .  "Can I  real ly make a good income in this f ield?"
A:  "Absolutely ,  you can.  L ike any profession,  i t  takes dedication and

smart work.  The f itness and wel lness industry is booming,  and there 's
a growing demand for qual ity services.  By honing your sales ski l ls  and
genuinely connecting with cl ients '  needs,  you can bui ld a cl ient base
that trusts you and is wi l l ing to pay for the value you provide.  I t 's  not

just possible;  i t 's  incredibly rewarding. "

Q .  "What if  I  don't  know al l  the answers to cl ient questions?"
A:  "Oh,  that 's  completely normal .  You don't  have to know everything.

The most important thing is honesty.  I f  you don't  know an answer ,  just
say so.  Let them know you' l l  f ind out and get back to them. Cl ients

wi l l  appreciate your honesty and your effort to provide them with the
right information. "



MA S T E R I N G
S A L E S

SCRIPTS

G U I D E

T

H
E  C O M P L E T E



S C R I P T S  F O R  S A L E S  S C E N A R I O S

T H E  I N I T I A L  C O N T A C T  S C R I P T

A script designed for making a great first impression and sparking interest in your services.

Face-to-Face Script:
Script: "Hi [Client's Name], it's wonderful to finally meet you in person. I've
heard a bit about your fitness goals and I'm eager to learn more. Tell me,

what's the main thing you're hoping to achieve through our program?
[Listen attentively] That’s a great goal, and I have some ideas on how we

can get there together."

Direct Message for Online Contact:
Script: "Hi [Client's Name], thanks for connecting! I noticed your interest in
fitness and wellness. I’m curious - what’s your biggest challenge right now
in your fitness journey? I have some ideas that might help and would love

to share them with you. Let me know if you're open to discussing this
further!"

Email Script:
Subject Line: Your Fitness Goals: Let's Make Them Happen!

Body:

Hi [Client's Name],

I'm excited that you're considering taking your fitness journey to the next
level with us. From what I gather, you're looking for [specific goal or

interest]. It's a fantastic goal, and I'm confident that together we can craft a
plan that not only reaches, but surpasses your expectations.

Let’s talk about how we can tailor our program to fit your unique needs. Are
there specific challenges you've faced in the past that you'd like to

overcome this time around?

Looking forward to diving deeper into this with you.

Best regards,
[Your Name]



S C R I P T S  F O R  S A L E S  S C E N A R I O S

T H E  F O L L O W - U P  S C R I P T

Guidelines for maintaining contact, building on initial interest, and nurturing a potential sale.

Face-to-Face Follow-Up:
Script: "Hi [Client's Name], it was great talking with you last time about your

fitness goals. I've been thinking about what you mentioned regarding
[specific goal or challenge], and I believe we can develop an effective plan.

Can we sit down again to discuss this in more detail?"

Online Direct Message Follow-Up:
Script: "Hey [Client's Name], I hope you've been well since our last chat! I've
been giving some thought to your fitness goals, especially about [specific

goal or challenge]. I have a few ideas that might be a perfect fit for you.
When's a good time to catch up for a quick chat?"

Email Follow-Up:
Subject Line: Let's Take the Next Step in Your Fitness Journey

Body:
Hi [Client's Name],

I hope this message finds you well. I’ve been reflecting on our previous
conversation about your fitness journey, particularly your goal to [specific
goal or challenge]. I've come up with some strategies that could be really

effective for you.

I’d love to discuss these ideas in more detail. Are you available for a brief
call or meeting this week? Let me know what works for you, and we can set

it up.

Best,
[Your Name]



S C R I P T S  F O R  S A L E S  S C E N A R I O S

T H E  O B J E C T I O N  H A N D L I N G  S C R I P T

Strategies for effectively addressing and overcoming common objections you might encounter.

Handling Objections Face-to-Face:

Client's Objection: "I'm not sure I can commit to a program right now."
Your Response: "I completely understand that committing to a new

program is a big step. Let's talk about what's holding you back. Is it the time
commitment, the uncertainty about results, or something else? Knowing

more will help us find a solution that fits your lifestyle."

Handling Objections in Online Direct Messages:
Client's Objection: "I think your program might be too intense for me."

Your DM Response: "Thanks for sharing that concern. Our programs are
actually quite flexible and can be tailored to different fitness levels. Would

you be open to a quick call where I can explain how we can adjust the
intensity to match your comfort level?"

Handling Objections via Email:

Subject Line: Tailoring to Your Fitness Needs
Client's Objection in Previous Email: Concern about the cost.

Your Email Response:

Hi [Client's Name],

Thank you for your honesty about your concerns regarding the cost. It’s
important to find a balance between investing in your health and staying
within budget. I’d like to explore some options with you that might make
this more manageable, perhaps looking at different package options or

payment plans. Let’s find a solution that works for you.

Best regards,
[Your Name]



S C R I P T S  F O R  S A L E S  S C E N A R I O S

T H E  C L O S I N G  S C R I P T

Techniques for closing the deal in a way that leaves your clients feeling confident and satisfied with
their decision.

Closing the Deal Face-to-Face:

Script: "Based on our discussions, [Client's Name], it seems like our [specific
program or service] aligns well with your goals, especially regarding

[specific goal or need]. If you're ready, I can help you with the next steps to
get started. How does that sound to you?"

Closing the Deal in Online Direct Messages:

Script: "I'm glad we could address your concerns, [Client's Name]. It sounds
like you're ready to take the next step with our [specific program or

service] to achieve [specific goal]. Would you like me to send over the
details for getting started?"

Closing the Deal via Email:
Subject Line: Ready for Your Fitness Transformation?

Body:
Hi [Client's Name],

It's been great discussing how [specific program or service] can help you
reach [specific goal]. I believe this is a fantastic fit for your needs. If you're

ready to move forward, I can guide you through the enrollment process. Let
me know if you have any questions or if we can proceed to the next step.

Excited to see you achieve great things!

Best,
[Your Name]
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IDENTIFY YOUR TARGET AUDIENCE

Define who your ideal clients are.
YES NO

OPTIMIZE YOUR ONLINE PRESENCE

Ensure your website and social media profiles are attractive,
professional, and up-to-date.

YES NO

CONTENT STRATEGY

Plan and execute a content strategy that resonates with your target
audience.

YES NO

NETWORKING

Attend industry events (both online and offline) and actively participate
in relevant communities.

YES NO

REFERRAL PROGRAM

Create and promote a referral program to encourage your current
clients to refer new clients.

YES NO

COLLABORATIONS AND PARTNERSHIPS

Partner with other businesses or influencers in the fitness and wellness
industry.

YES NO

SPECIAL OFFERS AND TRIALS

Develop introductory offers or trial periods to attract new clients.
YES NO

N O G A  M O V E M E N T

C L I E N T  A C Q U I S I T I O N  C H E C K L I S T
This checklist outlines key steps for attracting new clients.

FOLLOW-UP STRATEGY

Implement a system for following up with leads
YES NO



the

What unique aspects of your service can you highlight?

List local businesses or communities you can partner with for cross-promotion

Plan an event or workshop that showcases your expertise and services.

U N I Q U E  C L I E N T  A T T R A C T I O N
S T R A T E G I E S  W O R K S H E E T

Describe an engaging social media campaign idea that could capture the interest of potential clients.

Develop a referral offer that would excite your current clients to bring in new ones.



Choose the Right Moment- Ideally ,  ask for a
testimonial after a cl ient has achieved a
milestone or expressed satisfaction with your
service.

Be Direct but Polite-  Use clear,  fr iendly
language. Example:  " I 'm thril led to hear
you're happy with your progress!  Would you
mind sharing your experience in a
testimonial?

Make It  Easy-  Offer to draft something for
them based on their feedback or provide a
simple form or prompt to make the process
straightforward.

Initial  Challenges:  What challenges were
you facing before you started our program?

Specific Benefits:  What specific benefits
have you experienced since working with
us?

Favorite Aspects:  What did you enjoy
the most about our services/programs?

Overall  Experience:  How would you
describe your overall  experience with us?

Recommendation:  Would you recommend
our services to others,  and if  so,  why?

Creating compelling testimonials is a powerful way to attract new clients.

C L I E N T  T E S T I M O N I A L  T E M P L A T E

HOW TO ASK FOR A TESTIMONIAL

QUESTIONS TO PROMPT A HELPFUL TESTIMONIAL

Tips for  Showcasing Testimonials
Website Placement:  Feature test imonia ls  prominent ly  on your  homepage,  serv ice pages,  or  a
dedicated test imonia ls  page.
Use in  Socia l  Media :  Share test imonia ls  regular ly  on your  socia l  media channels .  Consider  us ing
eye-catching graphics  or  v ideo test imonia ls  for  greater  impact .
Highl ight  in  Newsletters :  Inc lude a  sect ion in  your  newsletters  for  c l ient  stor ies  or  test imonia ls .
Authent ic ity  is  Key:  Always keep test imonia ls  genuine.  Never  a lter  the meaning of  what  your
cl ient  sa id .
Keep i t  Fresh:  Regular ly  update your  test imonia ls  to keep them relevant  and diverse.



N O G A  M O V E M E N T

Set Up Tracking: Use tools like
Google Analytics for your
website or built-in analytics on
social media platforms.

Source Identification: Mark where
each inquiry comes from (e.g., social
media, website, referral) to identify
the most effective channels.

Calculate Spend vs. Gain: Compare the
cost of your marketing efforts against
the revenue generated from new clients.

Monitor Over Time: Look at how these
numbers change over weeks or months
to gauge long-term effectiveness.

TRACKING CLIENT
INQUIRIES

ANALYZING ROI

TIPS FOR USING ANALYTICS TOOLS

Regular Check-Ins: Schedule weekly or monthly reviews of your analytics data.
Key Metrics Focus: Pay attention to metrics like website traffic sources,

engagement rates on social media, and conversion rates.
Adjust Strategies: Use insights from analytics to refine and optimize your

marketing and client acquisition strategies.

T R A C K I N G  A N D  A N A L Y T I C S  G U I D E



 So, there you have it! I know all this information might feel
overwhelming. There's a lot to take in, and the journey to

mastering sales and client acquisition can indeed be
challenging. But remember, with clear focus and dedication,

you absolutely can do it. And if you ever find yourself
needing help, assistance, mentoring, or even just a

sympathetic ear or a second set of eyes, I'm here for you.

With years of experience in both the front and back ends of
the fitness and wellness industry, from acquiring to

retaining clients and teaching hundreds of others to do the
same, I have a wealth of knowledge to share. Whether it's a
specific problem you're facing, a strategy you're not sure

about, or just a general feeling of being stuck, I can offer the
guidance you need.

My sessions are designed to be not only affordable but also
efficient. This isn't about long-term commitments or

drawn-out programs. It's pay-as-you-go, focused help –
you bring your questions, I provide the advice to help you

grow and succeed.

So, if you're looking for that extra boost, that insider insight,
or just a helping hand as you navigate your path, don't

hesitate to reach out. Together, we can turn your potential
into real, tangible success.

Laurie Alfano
Trainer, Coach Mentor, Friend
nogamovement@gmail.com

561 335-0513

F A R E W E L L



W O R K  W I T H  M E

E-Books

Instructor Trainings

1:1 Mentorship

Facebook Group

Maximize your Pilates Profit
Mastering The Art of Cueing
New Year Fitness Challenge 2024

https://www.nogamovement.com/mentorship
https://www.nogamovement.com/trainings-1
https://www.facebook.com/groups/861437372167459
https://www.nogamovement.com/product-page/maximize-your-pilates-prosperity-turn-passion-into-profit
https://noga-movement.namastream.com/product/67907
https://noga-movement.namastream.com/product/68091

