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1 Gym Operations and Facility Management 42 chapters · 220 classes   100 marks  



• 1 Integrating Digital Tools into Member Services — 5 classes 

› 1.1 Exploring Digital Tools for Enhanced Member Services

› 1.2 Navigating Fitness Apps for Personalized Member Engagement

› 1.3 Utilizing CRM Software to Improve Member Interactions

› 1.4 Implementing Online Communication Channels for Effective Support

› 1.5 Analyzing the Impact of Technology on Member Satisfaction

• 2 Utilizing Customer Relationship Management (CRM) Systems — 5

classes 

› 2.1 Understanding the Basics of CRM Systems

› 2.2 Navigating Common Features of CRM Software

› 2.3 Leveraging CRM for Enhanced Member Interactions

› 2.4 Customizing CRM Tools for Personalized Member Engagement

› 2.5 Analyzing CRM Data to Improve Member Services

• 3 Leveraging Mobile Apps for Member Engagement — 5 classes 

› 3.1 Exploring the Role of Mobile Apps in Fitness Services

› 3.2 Understanding Key Features of Fitness Mobile Apps

› 3.3 Assessing User Engagement Strategies via Mobile Platforms

› 3.4 Implementing Personalized Member Journeys through Apps

› 3.5 Analyzing Data to Enhance Member Engagement on Apps

• 4 Analyzing Data for Service Improvement — 5 classes 

› 4.1 Understanding Key Data Metrics in Member Services

› 4.2 Collecting and Cleaning Data for Accurate Analysis

› 4.3 Interpreting Data to Identify Service Improvement Opportunities

› 4.4 Utilizing Data Visualization Tools to Present Findings

› 4.5 Implementing Data-Driven Strategies for Enhanced Member Services

• Collecting Member Feedback — 5 classes 

› 1.1 Choosing Feedback Channels for a Fitness Setting

› 1.2 Designing Questions That Produce Usable Answers

› 1.3 Timing Feedback Around the Member Journey

› 1.4 Encouraging Response Without Pressuring Members

› 1.5 Recording Feedback Consistently

• Reading What Members Tell You — 5 classes 

› 2.1 Separating a One-Off Opinion from a Pattern

› 2.2 Reading Rating Scores Without Over-Reading Them

› 2.3 Working with Free-Text Comments

› 2.4 Identifying Themes Across a Membership

› 2.5 Accounting for Members Who Never Respond

• Turning Feedback into Action — 5 classes 

› 3.1 Deciding What to Act On First

› 3.2 Building an Action Plan from Themes

› 3.3 Assigning Ownership and Timescales

› 3.4 Communicating Changes Back to Members

› 3.5 Measuring Whether the Change Worked

• Feedback in the Retention Cycle — 5 classes 

› 4.1 Linking Feedback to Early Signs of Leaving

› 4.2 Using Feedback in Member Conversations

› 4.3 Receiving Negative Feedback Professionally

› 4.4 Reporting Feedback to Management

› 4.5 Sustaining a Feedback Habit in the Team

• Understanding Membership Structures — 5 classes 

› 1.1 Common Membership Types in Fitness

› 1.2 Matching Plan Structure to the Club Model

› 1.3 Contract Lengths and Commitment Periods

› 1.4 Joining Fees, Add-ons and Inclusions

› 1.5 Freeze, Transfer and Cancellation Terms

• Pricing a Membership Plan — 5 classes 

› 2.1 Building a Price from Cost and Capacity

› 2.2 Positioning Against Local Alternatives

› 2.3 Tiering Plans Without Confusing the Buyer

› 2.4 Discounting Without Eroding Value

› 2.5 Testing a Price Before You Launch It

• Designing Plans Around Members — 5 classes 

› 3.1 Segmenting the Membership Base

› 3.2 Designing for Peak and Off-Peak Use

• 5 Environmental Considerations — 6 classes 

› 5.1 Sustainable Material Choices

› 5.2 Energy Efficiency in Design

› 5.3 Indoor Air Quality Management

› 5.4 Natural Lighting Solutions

› 5.5 Waste Management Practices

› 5.6 Green Certifications for Gyms

• 1 Team Building Strategies — 6 classes 

› 1.1 Effective Communication Techniques

› 1.2 Conflict Resolution Methods

› 1.3 Motivating Team Members

› 1.4 Setting Team Goals

› 1.5 Building Trust Within Teams

› 1.6 Evaluating Team Performance

• 2 Communication Skills for Leaders — 6 classes 

› 2.1 Active Listening Techniques

› 2.2 Non-Verbal Communication

› 2.3 Public Speaking Skills

› 2.4 Feedback and Critique

› 2.5 Persuasive Communication

› 2.6 Crisis Communication Strategies

• 3 Creating a Positive Culture — 6 classes 

› 3.1 Defining Organizational Values

› 3.2 Encouraging Diversity and Inclusion

› 3.3 Recognizing Employee Achievements

› 3.4 Promoting Work-Life Balance

› 3.5 Fostering Innovation and Creativity

› 3.6 Building Community Engagement

• 4 Conflict Management Techniques — 6 classes 

› 4.1 Identifying Sources of Conflict

› 4.2 Negotiation Skills for Leaders

› 4.3 Mediation Processes

› 4.4 Creating Win-Win Solutions

› 4.5 De-escalation Techniques

› 4.6 Post-Conflict Evaluation

• 5 Vision and Mission Development — 6 classes 

› 5.1 Crafting a Compelling Vision

› 5.2 Aligning Mission with Values

› 5.3 Communicating the Vision

› 5.4 Engaging Stakeholders in Vision

› 5.5 Vision Implementation Strategies

› 5.6 Evaluating Vision Effectiveness

• 1 Market Analysis and Trends — 6 classes 

› 1.1 Understanding Market Dynamics

› 1.2 Identifying Target Demographics

› 1.3 Competitor Analysis Techniques

› 1.4 Emerging Fitness Trends

› 1.5 Market Positioning Strategies

› 1.6 Forecasting Future Trends

• 2 Financial Management for Gyms — 6 classes 

› 2.1 Budgeting Basics for Gyms

› 2.2 Revenue Streams Analysis

› 2.3 Cost Control Measures

› 2.4 Financial Reporting Essentials

› 2.5 Investment Strategies for Growth

› 2.6 Understanding Profit Margins

• 3 Technology Integration in Gyms — 6 classes 

› 3.1 Fitness Tracking Technologies

› 3.2 Software for Gym Management

› 3.3 Virtual Training Platforms

› 3.4 Member Engagement Tools

› 3.5 Data Security in Fitness

› 3.6 Emerging Tech in Fitness Industry

• 4 Marketing Strategies for Gyms — 6 classes 

 4.1 Creating a Brand Identity



2 Fitness Sales, Membership and Customer Service 17 chapters · 121 classes   100 marks  



• 1 Understanding the Fitness Market Landscape — 5 classes 

› 1.1 Identifying Market Trends in the Fitness Industry

› 1.2 Analyzing the Needs of Diverse Fitness Customers

› 1.3 Evaluating Competitor Offerings and Strategies

› 1.4 Understanding the Role of Technology in Fitness Sales

› 1.5 Applying Market Knowledge to Tailor Sales Approaches

• 2 Building Effective Client Relationships — 5 classes 

› 2.1 Understanding the Importance of Client Relationships in Fitness Sales

› 2.2 Identifying Client Needs and Preferences in Fitness Consultations

› 2.3 Building Trust and Rapport with Fitness Clients

› 2.4 Communicating Effectively to Engage and Retain Clients

› 2.5 Applying Relationship-Building Strategies to Enhance Client Satisfaction

• 3 Sales Techniques and Closing Strategies — 5 classes 

› 3.1 Understanding the Psychology of Fitness Sales

› 3.2 Building Rapport with Potential Members

› 3.3 Identifying and Addressing Customer Needs

› 3.4 Presenting Fitness Solutions Effectively

› 3.5 Mastering the Art of Closing the Sale

• 4 Leveraging Technology in Fitness Sales — 5 classes 

› 4.1 Understanding the Role of Technology in Fitness Sales

› 4.2 Exploring Digital Tools for Client Engagement in Fitness

› 4.3 Analyzing Data to Drive Fitness Sales Strategies

› 4.4 Implementing CRM Systems for Enhanced Member Services

› 4.5 Leveraging Social Media for Fitness Sales Growth

• 5 Sales Techniques and Client Engagement — 5 classes 

› 5.1 Introduction to Sports Coaching

› 5.2 Understanding Client Needs

› 5.3 Effective Communication Skills

› 5.4 Sales Strategies for Fitness Services

› 5.5 Building Long-Term Client Relationships

• 1 Listening Well — 4 classes 

› 1.1 Active Listening Skills

› 1.2 Staying Calm Under Pressure

› 1.3 Choosing Positive Words

› 1.4 Understanding Member Frustrations

• 2 Common Concerns — 4 classes 

› 2.1 Billing and Fee Questions

› 2.2 Equipment and Cleanliness Complaints

› 2.3 Class Full and Booking Issues

› 2.4 Noise and Behaviour Concerns

• 3 Resolving Concerns — 4 classes 

› 3.1 Apologising and Offering Solutions

› 3.2 Knowing When to Escalate

› 3.3 Recording Complaints Properly

› 3.4 Turning Complaints into Loyalty

• 4 Supporting Safe Physical Activity — 4 classes 

› 4.1 Understanding Safe Physical Activity

› 4.2 Promoting Positive Participation

› 4.3 Creating Inclusive Activity Environments

› 4.4 Supporting Diverse Participant Needs

• 10 Membership Products, Pricing and Contracts — 10 classes 

› 10.1 Types of Membership Offered by Clubs

› 10.2 Monthly Annual and Pay As You Go Plans

› 10.3 Peak and Off Peak Options

› 10.4 Corporate and Family Memberships

› 10.5 Joining Fees and Direct Debit Basics

› 10.6 Contract Terms and Cooling Off Periods

› 10.7 Freezing Cancelling and Transfers

› 10.8 Explaining Terms Clearly and Honestly

› 10.9 Consumer Rights in Membership Sales

› 10.10 Case Practice Explaining a Membership Contract

• 11 Lead Generation and Enquiry Handling — 10 classes 

› 11.1 Sources of Membership Enquiries

› 11.2 Responding to Phone Enquiries

› 11.3 Responding to Online Enquiries

› 11.4 Walk In Enquiry Handling

› 11.5 Free Trial and Guest Pass Offers

› 11.6 Capturing Contact Details Lawfully

› 11.7 Using a Lead Log or Customer System

› 11.8 Follow Up Calls and Messages

› 11.9 Referral and Member Introduction Schemes

› 11.10 Tracking Enquiry to Joining Conversion

• 12 Facility Tours and Needs Discovery — 10 classes 

› 12.1 Preparing for a Prospect Visit

› 12.2 Welcoming Prospects and Setting the Tone

› 12.3 Questions That Uncover Goals

› 12.4 Understanding Barriers and Fears

› 12.5 Planning a Tailored Tour Route

› 12.6 Showing Features That Match Needs

› 12.7 Introducing Staff and Classes

› 12.8 Handling Beginners Sensitively

› 12.9 Recording What the Prospect Says

› 12.10 Role Play Full Tour and Discovery

• 13 Presenting Offers and Closing Membership Sales — 10 classes 

› 13.1 Matching Membership to Prospect Needs

› 13.2 Presenting Price With Confidence

› 13.3 Comparing Value Honestly

› 13.4 Recognising Buying Signals

› 13.5 Simple Closing Steps

› 13.6 Handling Not Now Responses

› 13.7 Avoiding Pressure Selling

› 13.8 Completing Forms Accurately

› 13.9 Taking Payment Details Securely

› 13.10 Role Play Complete Sale

• 14 Objection Handling and Negotiation — 10 classes 

› 14.1 Common Objections About Price

› 14.2 Objections About Time and Location

› 14.3 Objections About Commitment

› 14.4 Listening Before Responding

› 14.5 Reframing Concerns With Facts

› 14.6 Offering Alternatives Within Policy

› 14.7 Knowing When Not to Discount

› 14.8 Ethical Limits in Negotiation

› 14.9 Escalating Requests to a Manager

› 14.10 Role Play Handling Objections

• 15 Onboarding and Early Member Retention — 10 classes 

› 15.1 Welcome Calls and Messages

› 15.2 First Visit Experience

› 15.3 Booking Inductions and First Sessions

› 15.4 Introducing Members to the Community

› 15.5 Setting Goals in the First Month

› 15.6 Tracking Early Attendance

› 15.7 Reaching Out After Missed Visits

› 15.8 Spotting Members at Risk of Leaving

› 15.9 Retention Offers and Reward Schemes

› 15.10 Reviewing Member Journeys

• 16 Complaints, Cancellations and Service Recovery — 10 classes 



3 Fitness Marketing and Digital Engagement 18 chapters · 120 classes   100 marks  



• 1 Understanding the Fitness Market Landscape — 5 classes 

› 1.1 Exploring the Fitness Industry: Key Players and Trends

› 1.2 Analyzing Target Audiences: Identifying Fitness Customer Segments

› 1.3 Evaluating Competitors: Understanding Market Positioning

› 1.4 Assessing Fitness Consumer Needs and Preferences

› 1.5 Applying Market Research to Develop Effective Fitness Marketing

Strategies

• 2 Developing Targeted Fitness Marketing Campaigns — 5 classes 

› 2.1 Understanding Fitness Market Segmentation

› 2.2 Identifying and Profiling Ideal Fitness Customers

› 2.3 Crafting Compelling Fitness Marketing Messages

› 2.4 Selecting Effective Channels for Fitness Campaigns

› 2.5 Evaluating Success in Fitness Marketing Campaigns

• 3 Digital Marketing and Social Media for Fitness Clubs — 5 classes 

› 3.1 Understanding the Basics of Digital Marketing for Fitness Clubs

› 3.2 Identifying Target Audiences through Online Platforms

› 3.3 Crafting Engaging Social Media Content for Fitness Enthusiasts

› 3.4 Implementing Cost-Effective Digital Advertising Strategies

› 3.5 Evaluating the Success of Your Digital Marketing Campaigns

• 4 Analyzing Marketing Performance and ROI — 5 classes 

› 4.1 Understanding Key Performance Indicators in Fitness Marketing

› 4.2 Assessing Campaign Effectiveness Through Data Analysis

› 4.3 Evaluating Return on Investment in Fitness Marketing

› 4.4 Comparing Marketing Channel Performance

› 4.5 Applying Performance Insights to Future Marketing Strategies

• 1 Customer Relationship Management — 6 classes 

› 1.1 Understanding Customer Needs

› 1.2 Building Customer Loyalty

› 1.3 Effective Communication Strategies

› 1.4 Feedback and Improvement

› 1.5 Personalized Marketing Approaches

› 1.6 Managing Customer Expectations

• 2 Digital Marketing Strategies — 6 classes 

› 2.1 Social Media Engagement

› 2.2 Search Engine Optimization

› 2.3 Content Marketing Techniques

› 2.4 Email Marketing Campaigns

› 2.5 Analytics and Performance Tracking

› 2.6 Building an Online Community

• 3 Promotional Strategies — 6 classes 

› 3.1 Creating Effective Promotions

› 3.2 Seasonal Marketing Campaigns

› 3.3 Partnerships and Collaborations

› 3.4 Event Marketing Techniques

› 3.5 Referral Programs Design

› 3.6 Influencer Marketing Strategies

• 4 Customer Experience Enhancement — 6 classes 

› 4.1 Understanding Customer Journey

› 4.2 Creating Memorable Experiences

› 4.3 Service Quality Improvement

› 4.4 Handling Customer Complaints

› 4.5 Utilizing Technology for Engagement

› 4.6 Measuring Customer Satisfaction

• 5 Brand Management — 6 classes 

› 5.1 Defining Brand Identity

› 5.2 Brand Positioning Strategies

› 5.3 Managing Brand Reputation

› 5.4 Brand Storytelling Techniques

› 5.5 Visual Branding Elements

› 5.6 Evaluating Brand Performance

• 1 Digital Marketing Innovations — 6 classes 

› 1.1 Social Media Strategies

› 1.2 Content Marketing Techniques

› 1.3 Influencer Marketing Tactics

› 1.4 Email Campaign Optimization

› 1.5 SEO Best Practices

› 1.6 Data-Driven Marketing

• 2 Customer Engagement Strategies — 6 classes 

› 2.1 Building Customer Loyalty

› 2.2 Personalization Techniques

› 2.3 Feedback and Improvement

› 2.4 Community Building Online

› 2.5 Gamification in Marketing

› 2.6 Customer Journey Mapping

• 3 Brand Positioning Strategies — 6 classes 

› 3.1 Identifying Target Audience

› 3.2 Creating Unique Value Proposition

› 3.3 Competitive Analysis Techniques

› 3.4 Brand Storytelling Methods

› 3.5 Visual Branding Elements

› 3.6 Rebranding Strategies

• 4 Emerging Market Trends — 6 classes 

› 4.1 Sustainable Business Practices

› 4.2 Technological Advancements Impact

› 4.3 Consumer Behavior Changes

› 4.4 Global Economic Factors

› 4.5 Market Disruption Analysis

› 4.6 Future of Retail Strategies

• 5 Integrated Marketing Communications — 6 classes 

› 5.1 Developing Communication Plans

› 5.2 Cross-Channel Marketing

› 5.3 Public Relations Strategies

› 5.4 Crisis Communication Management

› 5.5 Measuring Communication Effectiveness

› 5.6 Integrated Campaign Development

• 15 Marketing Planning for a Fitness Business — 10 classes 

› 15.1 Marketing Aims for a Club or Studio

› 15.2 Defining Target Customers

› 15.3 Local Catchment Area Research

› 15.4 Studying Local Competitors

› 15.5 Choosing Services to Promote

› 15.6 Setting a Marketing Budget

› 15.7 Marketing Calendar and Seasonal Peaks

› 15.8 Choosing Marketing Channels

› 15.9 Setting Measurable Marketing Goals

› 15.10 Writing a One Page Marketing Plan

• 16 Social Media Content and Online Presence — 10 classes 

› 16.1 Setting Up Business Profiles

› 16.2 Content Types for Fitness Pages

› 16.3 Planning a Weekly Content Calendar

› 16.4 Photos and Short Video Basics

› 16.5 Writing Clear Captions

› 16.6 Client Stories and Consent Rules

› 16.7 Responding to Comments and Messages

› 16.8 Online Reviews and Reputation

› 16.9 Handling Negative Feedback Publicly

› 16.10 Reviewing Social Media Performance

• 17 Websites, Online Booking and Email Marketing — 10 classes 

› 17.1 Essential Pages for a Fitness Website

› 17.2 Clear Class Timetable and Pricing

› 17.3 Online Booking and Payment Basics

› 17.4 Mobile Friendly Design Checks

› 17.5 Building a Consent Based Email List

› 17.6 Writing Effective Email Campaigns

› 17.7 Text and Messaging Reminders

› 17.8 Data Protection and Marketing Consent



4 Fitness Business Finance and Franchising 20 chapters · 120 classes   100 marks  



• 1 Budgeting Techniques — 6 classes

› 1.1 Understanding Budgeting Basics

› 1.2 Cost Analysis Methods

› 1.3 Revenue Forecasting Strategies

› 1.4 Expense Management Practices

› 1.5 Financial Reporting Essentials

› 1.6 Variance Analysis Techniques

• 2 Investment Strategies — 6 classes 

› 2.1 Types of Investments

› 2.2 Risk Assessment Frameworks

› 2.3 Portfolio Diversification Principles

› 2.4 Market Analysis Techniques

› 2.5 Return on Investment Calculations

› 2.6 Long-Term vs Short-Term Investments

• 3 Financial Risk Management — 6 classes 

› 3.1 Identifying Financial Risks

› 3.2 Mitigation Strategies Overview

› 3.3 Insurance and Hedging Techniques

› 3.4 Crisis Management Planning

› 3.5 Regulatory Compliance Issues

› 3.6 Financial Health Indicators

• 4 Performance Measurement — 6 classes 

› 4.1 Key Performance Indicators

› 4.2 Benchmarking Best Practices

› 4.3 Financial Ratios Analysis

› 4.4 Operational Metrics Evaluation

› 4.5 Continuous Improvement Processes

› 4.6 Reporting and Feedback Mechanisms

• 5 Cost Control Measures — 6 classes 

› 5.1 Cost Reduction Techniques

› 5.2 Efficiency Improvement Strategies

› 5.3 Monitoring and Evaluation Systems

› 5.4 Supplier Negotiation Tactics

› 5.5 Waste Management Practices

› 5.6 Budgetary Control Systems

• 1 Understanding Franchise Business Models in the Fitness

Industry — 6 classes 

› 1.1 Exploring the Basics of Franchise Models in the Fitness Industry

› 1.2 Identifying Core Components of Successful Fitness Franchises

› 1.3 Analyzing Revenue Streams in Fitness Franchise Models

› 1.4 Comparing Global Examples of Fitness Franchise Models

› 1.5 Understanding Legal and Regulatory Considerations in Fitness

Franchises

› 1.6 Applying Business Model Concepts to Create a Franchise Strategy

• 2 Strategic Planning for Fitness Franchise Success — 6 classes 

› 2.1 Understanding Strategic Planning in Fitness Franchises

› 2.2 Analyzing Market Trends and Competitive Landscape

› 2.3 Identifying Corporate Strengths and Weaknesses

› 2.4 Setting Achievable Goals and Objectives

› 2.5 Developing a Comprehensive Business Strategy

› 2.6 Implementing and Monitoring Strategic Plans

• 3 Financial Management and Profitability in Fitness Franchises — 6

classes 

› 3.1 Understanding Financial Statements for Fitness Franchises

› 3.2 Identifying Key Revenue Streams in Fitness Franchising

› 3.3 Analyzing Operational Costs in Fitness Franchise Models

› 3.4 Enhancing Profitability through Strategic Financial Management

› 3.5 Implementing Budgeting Techniques for Financial Control

› 3.6 Evaluating Financial Performance for Sustainable Growth

• 4 Brand Development and Marketing Strategies for Fitness

Franchises — 6 classes 

› 4.1 Understanding Brand Identity in Fitness Franchising

› 4.2 Analyzing Market Trends in the Fitness Industry

› 4.3 Crafting Unique Value Propositions for Fitness Brands

› 4.4 Developing Integrated Marketing Strategies for Fitness Franchises

• 1 Financial Planning and Budgeting — 6 classes 

› 1.1 Understanding Financial Statements

› 1.2 Creating a Budget Plan

› 1.3 Cost Analysis Techniques

› 1.4 Revenue Forecasting Methods

› 1.5 Investment Appraisal Processes

› 1.6 Financial Risk Management

• 2 Performance Measurement Metrics — 6 classes 

› 2.1 Key Performance Indicators

› 2.2 Benchmarking Best Practices

› 2.3 Financial Ratios Analysis

› 2.4 Operational Efficiency Metrics

› 2.5 Customer Satisfaction Measurement

› 2.6 Return on Investment Evaluation

• 3 Funding and Investment Strategies — 6 classes 

› 3.1 Sources of Funding

› 3.2 Venture Capital Insights

› 3.3 Crowdfunding Opportunities

› 3.4 Debt vs Equity Financing

› 3.5 Investment Portfolio Management

› 3.6 Exit Strategies for Investors

• 4 Financial Compliance and Ethics — 6 classes 

› 4.1 Understanding Financial Regulations

› 4.2 Ethical Financial Practices

› 4.3 Fraud Prevention Techniques

› 4.4 Compliance Auditing Processes

› 4.5 Reporting Financial Misconduct

› 4.6 Corporate Governance Principles

• 5 Strategic Financial Decision Making — 6 classes 

› 5.1 Long-Term Financial Planning

› 5.2 Scenario Analysis Techniques

› 5.3 Capital Structure Decisions

› 5.4 Financial Modeling Essentials

› 5.5 Mergers and Acquisitions Finance

› 5.6 Strategic Budget Allocation

• 1 Understanding Financial Statements in Fitness Industry — 6

classes 

› 1.1 Explore the Basics of Financial Statements in Fitness

› 1.2 Identify Key Components of a Fitness Business Balance Sheet

› 1.3 Analyze a Profit and Loss Statement for Gym Operations

› 1.4 Understand Cash Flow Statements and Their Impact on Fitness Studios

› 1.5 Interpret Financial Ratios to Assess Fitness Business Performance

› 1.6 Apply Financial Statement Knowledge to Real-world Fitness Scenarios

• 2 Budgeting and Forecasting for Fitness Studios — 6 classes 

› 2.1 Understanding the Basics of Budgeting for Fitness Studios

› 2.2 Analyzing Revenue Streams in a Fitness Studio Environment

› 2.3 Identifying and Managing Studio Expenses Effectively

› 2.4 Creating a Comprehensive Budget Plan for Your Studio

› 2.5 Implementing Financial Forecasting Techniques

› 2.6 Review and Adjust Budget Plans for Future Growth

• 3 Revenue Management and Pricing Strategies — 6 classes 

› 3.1 Understand the Fundamentals of Revenue Management

› 3.2 Identify Key Pricing Strategies in the Fitness Industry

› 3.3 Analyze Client Behavior to Inform Pricing Decisions

› 3.4 Develop Dynamic Pricing Models to Maximize Profit

› 3.5 Implement Effective Discount and Promotion Tactics

› 3.6 Evaluate and Adjust Pricing Strategies for Growth

• 4 Financial Risk Management in Fitness Operations — 6 classes 

› 4.1 Understanding Financial Risks in Fitness Operations

› 4.2 Identifying Financial Vulnerabilities in Health Clubs

› 4.3 Analyzing Cost-Benefit Scenarios in Fitness Projects

› 4.4 Developing Strategies to Mitigate Financial Risks

› 4.5 Implementing Risk Management Techniques

› 4.6 Evaluating Success of Financial Risk Management Plans

• 5 Financial Decision-Making for Strategic Growth — 6 classes
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