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Create Raving Fans for Your Business 

We all know the cheapest and most effective form of advertising is ‘word of mouth’.  We are all 

more likely to buy something, try something or go somewhere if it has been recommended by a 

trusted source, right? 

We're happy to part with our hard earned cash if others can confirm that we're getting value for 

money.  And we don’t mind paying a little more for something we know others are happy with, 

whether it be the latest food processor, power tool or gym membership. 

You need to make your clients walking, talking billboards for your business.  You want them to be so 

pumped by the experience and results they get from being a part of your ‘family’ or ‘community’ 

that they can’t wait to tell everyone about it.  Good news travels fast! 

So what can you do to turn your clients into raving fans? 

Here are just a few to get you thinking: 

 Greeting Members by Name  -  This is a far more personal approach which provides a sense 

of belonging, rather than just having clients swiping in with no acknowledgement.  When 

someone swipes in via ClientConnect, you can see their name on a pop up – use it to greet 

your clients with enthusiasm. 

 

You can also use the Contact History and Member Notes to personalise your contact with 

members – eg  if someone has been away, leave a message to ask how their trip was, or if 

they’ve been unwell, ask how their recovery is going.  This is a great rapport builder and you 

want your clients feeling comfortable and appreciated. 

 

 Managing Non-Attendances & No Shows  -  Make it a habit to use ClientConnect to produce 

Reports or Info Views of clients who haven’t been in for a while and give them a call to see if 

they are ok.  This will give you the chance to motivate them into returning to their training 

regime or to offer a suspension if they are having family or work issues that are preventing 

them from coming.  Sometimes people just need to know they are missed in order to 

reignite their spark and get them back into a good routine.   

 

Call 'No Shows' for any bookings to check that they are ok and find out why they missed 

their appointment – if they forgot, you could use the SMS reminder function in 

ClientConnect to ensure they don’t forget future bookings. 

 

Add all notes to the Contact History for future reference so that each time you call, you 

know what’s been spoken about in the past. 

 

 Value Adding  –  By providing additional services or benefits that cost you very little in time 

or effort, you can add a lot of value to the client’s experience.  The Fitness Assessments 

feature in ClientConnect allows you to monitor performance; weight loss or gain, 

measurements etc. for your clients.  These can be printed or emailed out to them as 

encouragement.  And if they aren’t getting the results they are expecting it will show them 

why (if they haven’t been coming as often) and will spur them on to work harder.  If they are 

doing really well, it will reinforce that, therefore inspiring them to keep up the great work. 
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 Personalise All Contact  –  Where possible, use the Mail Merge feature to insert names as 

well as any other 'specific' information to emails, letters, etc. to personalise them rather 

than sending out generic correspondence.  People like to get things that are addressed 

specifically to them.......even if they do know it’s a bulk email or letter. 

 

 Send Emails of Encouragement  -  Programs such as Retention Management are designed to 

take the effort out of keeping your clients engaged and motivated.  All you need to do is 

upload a file every week and the rest is handled for you.  They send out weekly emails to all 

new clients for eight weeks and then fortnightly emails after that.  These emails show the 

client's attendances etc. and provides them with a fitness tip or a motivating message.  You 

can also set and forget special notices such as notification of revised hours of operation for 

public holidays etc.  Once you’ve designed the flyer and set the delivery dates for each, 

these will then go out as scheduled without you having to remember to do anything more. 

 

If you don’t use a third party program to manage your contact with clients, you can use the 

Mail Merge feature in ClientConnect and add your own content.  Anything you can do to 

keep your clients focused and feeling like they belong to a nurturing community will help 

you keep them longer and have them raving about how great your business is. 

 

 Offering Loyalty Rewards  -  ClientConnect allows you to create your own tabs and add new 

fields.  You could use this to setup a Loyalty Rewards program to encourage clients to come 

more, spend more and bring in new members for you. 

You can use the Sales Reports, Attendance Reports and Referral reports to monitor and 

assign points.  These points can then be redeemed against services or products within your 

business.  

You could get creative with the Gradings feature and use that to identify clients who have 

reached a certain number of attendances and are eligible for a specific reward.  This will 

reduce the administrative time needed to manage a more complex rewards program. 

At the very least, you would want to be offering some sort of promotion for referrals given.  

These are the life blood of your business and should be encouraged as much as possible.  It 

won’t cost you much to give a discount, or a free month’s membership, a free session, two 

free tickets to the movies (for them and the person they are referring maybe), anything at all 

that says ‘Thank You’ to a client who is bringing in hundreds of dollars in revenue for you. 

 Use an App  -  a custom GymBrand app helps you with most of these tasks!  Send push 

notifications, create your own loyalty programs and keep in touch with your clients.  This 

helps maintain that 'family' or 'community' feel. 

 

Always exceed your client’s expectations and you will keep them as clients......and have them raving 

about your business to anyone who will listen.  And that’s what you need. 


