
 

 
 

The Pulse – Issue 73      November ‘14 

5 weeks to Christmas! 

This month we bring you another in our series of FREE business tips and tricks.  Do you know how much it 

costs to buy a new member, rather than retain an old one?  You should know!  This is particularly relevant - 

especially at this time of year when everyone is 'too busy'! 

We also have some great tips to help you with sending the perfect Push Notification and offering Remote 

Training via WorkOutConnect. 

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

  

ClientConnect - Retaining Members vs. Buying New Ones 

Have you ever done the sums on how much it costs you to 'buy' new members?  Make the 

time and do the maths!  Without knowing this information, you are working blind.  You 

need to know this, so you can compare with the costs to retain or renew an existing member. 

Make the time and do the maths.......without knowing this information you are working blind. 

Eg    Cost of Marketing Campaign (eg flyers)     $500   + staff costs 

          Divided by 

        Number of New Members signed from the campaign         5 

 Equals the cost of each new member    $100 

 

And what’s it cost to retain or renew an existing member        $0   + staff costs 

Unless of course you offer an incentive for expiring members to renew.....in which case, knowing the cost of 

new members will help you determine how much of an incentive you can afford to offer. 

This is why it’s important to record the Enquiry Source and Enquiry Method of all your leads in 

ClientConnect.....along with any referral information. 

 

Knowing this information will help you determine where to spend your precious marketing dollars and it 

will also provide you with crucial conversion rate information.  (See details in the Conversion Rates May 

Surprise article).  Staff will generally spend less time resigning an existing member than converting a new 

one so staff costs will probably be a lot higher for new sign ups. 
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To help manage your Paid In Full (PIF) renewals, you can use a ClientConnect  InfoViews to identify members about 

to expire in the coming months.  Once you have identified these members, use the Mail Merge feature to then 

create and send out letters advising members of their upcoming renewal and any special offers you wish to make.  

Depending on how much notice you like to provide members, you can have your letter template or templates setup 

and ready to import the relative information into.  (See the Mail Merge User Guide for more details)  Each letter will 

be personalised with the member’s name and membership details. 

Depending on the cost of the PIF membership and the demographic of your members, it might be wise to send a two 

month ‘time to start saving’ reminder for longer term contracts to allow them time to start saving.  A one month 

‘courtesy reminder’ should go out to all members whether they have been sent a 2mth reminder or not. 

By adding a ‘Message’ in ClientConnect, you can have staff remind the client in the last few weeks of their 

membership that they need to renew to take advantage of any special offers etc (eg they don’t have to pay another 

joining fee if they renew within ‘x’ months of expiry, or they get $’y’ discount if they renew before their current 

contract expires etc)  Once the message has been delivered, it is marked as complete so as not to pester or annoy 

the client every time they come in. 

Good customer service will keep clients with you.......which is ultimately cheaper than buying new ones. It also 

creates raving fans for your business and we all know that word of mouth is the best (and cheapest) form of 

advertising you can get for your business. 

 

RELEASE NEWS 

Our latest release - Version 5.6.12.0 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 - How to send a Push Notification the Right Way 

Push notifications are proving to be an effective way to communicate with your members and customers, even 

rivalling other traditional methods, thanks to their visibility and directness.   

 

Here are a few tips on how to send the perfect push note: 

 

1. Timing- Your app users are unlikely to want to hear about specials or events at 1 AM.  It’s crucial to time your push 

notifications correctly.  Usually afternoons and weekends are the best time for general messages, while mornings 

can be a good time to send push notes about timetable changes. 

 

2. Location, Location, Location- Similarly, targeted messages make all the difference when it comes to user engagement. 

 Radiused & geofenced push notifications help you reach app users that are most likely to respond and avoid 

spamming the ones who aren’t.  Nobody wants to be bugged by push notifications when they are on holiday in Fiji! 

 

3. Short & Sweet- Think of push notifications like headlines—they should give the story in a glance.  With great click-

through options like links to tabs or websites and templated messages, you can give users an expanded message 

after they have clicked 'view' on the push note.  Even if they don’t click through, they will still get the main point 

from your well written push note.  
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WorkOutConnect 

How do clients receive my Shared Workouts (Remote Training)? 

When you share a workout, it can be received in two ways: 

1. For Free to your clients, your shared workouts arrive in a branded email with a PDF workout link. That PDF is 

branded with your name/logo and contains the exercise images, tips, workout target intensities (reps, sets, weight, 

notes, etc.) and clickable video links. 

2. Your clients can receive your shared workouts digitally with Plus access. Plus allows them to login on the web or 

use the mobile apps to receive, perform and track the workouts. Most importantly, when they save the logs, you'll 

receive them synced back to your client logs area for review and progressions. 

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  
 

Is anybody listening? 

How frustrating is it to have a simple question and not be able to find the right person who can assist?  Often, we are 

not looking for the perfect answer or for immediate action but rather we just want to know that someone is 

listening.  Yes, Retention Management delivers automated communications which are informative and encouraging, 

but of equal importance is that it is a way for members to simply click 'reply' with questions and comments about 

their club, which provides you the opportunity to keep members happy and satisfied. 

Use this link to find out more. 

http://www.retentionmanagement.com/blog/2014/10/is-anybody-listening/ 

 

 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. 
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