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This October, we bring you the next in our series of best business tips.  How good are your conversion 

rates?  Read Narelle's article - it will get you thinking. 

If you have any queries, please get in touch.  We're always here to help. 

  

ClientConnect - Your Conversion Rates May Surprise You 

So you think you have a pretty good conversion rate of members/clients?  I hope you are 

right! 

Have you ever sat down and worked it out though?  Do you record all your Enquiries in ClientConnect and 

report on them monthly, or are you just guessing? 

By entering all your leads/prospects/enquiries in ClientConnect you reduce the risk of having them slip 

through the cracks and you provide some accurate and possibly confronting, information about your actual 

conversion rates. Most people think they convert a higher percentage of leads than they actually do.  

 

When you get a new enquiry, whether it be by phone, email or a walk-in, enter them in the system.  Make 

sure you enter the Source and Method for future reporting. These fields can be made mandatory when 

entering a new Enquiry record (which I highly recommend). You will also want to make sure you set a Flag 

for Follow Up reminder. These are basically set and forget. The system will remind you through the Daily 

Processes when you need to get back in touch with each enquiry. I personally would suggest setting up an 

InfoView and managing them through there on a regular basis. This allows you to open the Enquiry record 

and update it all on the one screen.  

 
 

Set the Follow Up to ‘Enquiry Follow Up’ to make it easily identified when reporting on all follow ups.  And 

add any relevant comments that will remind you of what you spoke about, what their interests or goals are 

etc so the follow up call is more personalised.  

 

Every business should have a workflow for staff to follow for Enquiries, follow up flags can be set in 

advance or after each contact with the Enquiry to ensure the workflow is followed to completion. 
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Your conversion rate can be looked at 2 ways. Your monthly conversion rate for new enquiries and those converted; 

or your overall conversion rate, taking into account all existing leads and all relevant sales. Whilst the latter is 

probably far more accurate, it will be far more depressing as well, so I suggest looking at your monthly figures and 

working with them.  

 

I have a set of analysis spreadsheets I use when consulting to help clients manage their businesses.  One of those is 

the Retention, Acquisition and Attrition spreadsheet, which records and graphs  

monthly figures.  

 

Using the Source and Method fields you can even determine your conversion rate by the different marketing 
campaigns (which is vital information) and method of enquiry.  
 
Once you know and understand these figures you can start working on improving them. Eg if walk-ins convert better, 
then you need to focus on how to get your phone and email enquiries in the door so that you then have a better 
chance of converting them.  
 
You can also use them to determine where to spend your marketing dollars. Eg if you know that people who come in 
after seeing the sign out the front are more likely to sign up than those who receive a flyer.....then buy a bigger sign 
and don’t waste money on flyers.  
 
It’s no good getting excited over a heap of leads you get from an expensive marketing campaign (or even a cheap 
one for that matter) if you can’t convert those leads into paying clients/members.  
 
Knowing your conversion rates by staff member is another useful statistic. If you know a particular staff member 
converts a higher percentage of leads than other staff, depending on whether they are paid a commission or not, 
you at least then have options. You can push more leads their way or get your other staff trained up to be just as 
good.  
 
By increasing your conversion rate you will ultimately increase your turnover and profit margin....and isn’t that the 

aim of the game? 

 

 

RELEASE NEWS 

Our latest release - Version 5.6.8.0 is now available to customers with current Support Agreements.  Please let us 

know if you missed out and we can send you the relevant information! 

 

 

 

GymBrand - Some stats to show you how important an app is! 

 

Mobile is taking over 

According to predictions by Google, mobile searches are set to overtake desktop searches in 2015. By 2015, it is 

predicted that there will be 2 billion smart phone users globally. As of 2013, 65% of the Australians own a smart 

phone and this is still climbing. 
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Mobile has fast conversions 

81% of conversions from mobile search happen within five hours of the search. Searches are important because they 

lead to other actions like calls, visits to a business, and sales. This is why it’s important for your business to be 

available via mobile devices so you can get those conversions and provide great customer service. 

 

Mobile presents new opportunities to connect 

Having an app gives you new ways to communicate with your members and customers.  Push notifications, chat 

walls, integrated social media and blogs make it possible to connect with your customers quickly, easily and for no 

extra cost! 

 

Mobile apps are preferred 

85% of Mobile users are more comfortable with apps than mobile websites. Additionally, if you don’t have a mobile 

friendly option you are losing business as 61% of users will leave website if it isn’t mobile friendly and are less likely 

to return. So give your members what they want with a smartphone app. 

 

Are you planning to join the mobile world and jump on the app trend? There has never been a better 

time. 

 

WorkOutConnect 

Trainers - do you want to generate more revenue, train  more clients? 

Have you ever considered extending your reach to potential customers? Most trainers only focus on the 

clients they see face to face which is undoubtedly the core component of a “personal” training business but have 

you ever considered extending your focus to clients who you may not necessarily see face to face. 

With the latest tools like WorkOutConnect you can prepare and send professional branded exercise programs to 

clients who you may never or only occasionally see.  This opens the door to generate additional revenue from clients 

who may travel a lot or have moved away from your area of operation.  There is no reason that you should lose a 

client simply because a client moves.  You can now manage their exercise programs regardless of where they 

perform the programs. 

WorkOutConnect also opens the door to approach businesses and offer to manage the exercise programs for their 

employees who are then free to do those programs at home, whilst travelling or at their local gym.  The boom in 

24/7 clubs also strengthens this business model with clients looking for professional support they are accustomed to 

at full service clubs. 

This low cost add-on to your business will also allow you to make use of your downtime between clients. No point 

just sitting around waiting for your next client.  Why not prepare and send out the next program for a “virtual” client. 

WorkOutConnect also is an excellent reference and educational tool especially the PT Edition which includes rehab 

based exercises and programs 

http://www.gymbrand.com.au/
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Best of all the cost to introduce this option is very low.  We can offer a 12 month PRO Edition subscriptions from as 

little USD$199.99 per year. That is less than $4.50 per week or a cup of coffee.  WorkOutConnect is compatible 

across all mobile platforms including iPhones, iPads, Android and Web so you can use it anywhere, anytime. You can 

use it standalone or you can track client’s results by offering them Plus access. 

Contact us today for more details or sign up for a free month trial of PRO or PT Edition at 

http://www.workoutconnect.com.au (If you are a trainer ensure you select PRO or PT not Plus). 

 

 

Retention Management  
 

Why do members leave a club? 

It is a question that is always at the forefront in the fitness industry.  Member retention is one of the most discussed 

topics when dealing with the health of a club.  What we have found is clubs look for that one moment that led the 

member to leave.  But is that the true picture?  Or are there many different reasons - pieces to the puzzle? 

Use this link to find out more. 

http://www.retentionmanagement.com/blog/2014/08/why-members-leave-understanding-the-retention-puzzle/ 

 

 Reminders 
As usual, please send ALL correspondence to support@pulsetecsolutions.com NOT to our personal emails 

because if we are away, you may not be answered and we don’t want that to happen.   

You can also phone us directly on +61 (0)3 9878 7813 or check out our support website 

http://support.pulsetecsolutions.com for handy hints, instruction sheets and archived newsletters. 

 

http://www.workoutconnect.com.au/
http://www.retentionmanagement.com/blog/2014/08/why-members-leave-understanding-the-retention-puzzle/
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