Evolution To Wellbeing


Our Story

Overview

Evolution to wellbeing (ETW) was set-up by Michael Britton in 1999 . The idea behind its inception was to benefit from Michaels experience in the health and fitness industry.

Michael felt that the next wave in fitness training was going to a movement away from personal to group training and an exit from gyms to the outdoors. These two trends influenced him to create the the four components of the ETW integrated approach to health and fitness:
1/ The total balance outdoor cross training fitness program.

2/ The food balance program for right nutrition.

3/ The life balance program focusing on goal setting and the achievement of extraordinary results.

4/ Bodymind balance, massage and distress.
An 18 month trial of the total balance fitness program proved that the most effective way to deliver the product was to offer it at 6:00 am in the morning. The demographic were corporates at source (home environment). The phrase coined to describe them was ‘corporates in a non-corporate environment.’

What this means is that the best demographic seemed to be working women between 25 – 35 and working men between 30 – 50 years of age. This demographic and particular time slot seemed to have a number of logistical, practical and psychographic advantages over other time slots. 
Hence the focus of the business became to deliver the total balance fitness program in at 6:00 am in the morning in 13 – 20 different geographic locations (or regions). While this remained the prime focus resources would still be given to develop the total balance licensing system, executing in other time slots, pursuing corporate team building concepts and evaluating whether or not to open a total balance studio.

In June of 2002 Gavin Fingleson joined the organization as a co-director. 
ETW also relocated its office location from Bronte to Rose Bay where it has opted for a street front position. 

At the current time ETW has over 120 participants registered in its total balance program and services over 300 people through its other various product offerings – personal training, 10 day cleanses, and corporate training.

Our Vision
Our vision is to be a leading provider and innovator of group training programs and to open 13 total balance regions within 3 years (by year end 2006) and 20 regions within 5 years (2008).

To totally own the outdoor training space and take advantage of this industry as it starts to mature and face changes like regulation.

Our vision also extends to licensing the outdoor training program, to create a similar program for target demographics at different hours in the day and to create a studio based environment that aligns itself with the outdoor training creating the first true indoor/outdoor fitness center concept.
To develop a totally integrated nutritrion, training, goal setting model.

To create a subscription base of allianced businesses in each of our target regions and that way expanding our potential revenue sources.

To develop a range of tangible products that we can sell to our client base.
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Profitability
The business has the potential to be profitable for 4 specific reasons

1/ Group class leveraging: - Our current model looks as follows, 25 participants are registered into each group. 3 groups operate within each region during each time slot (total of 75 registered participants per region). At our current pricing structure each participant is paying an average of $ 397.00 per 8 week cycle. This equates to $ 29 775 per region per 8 week cycle and $ 774.00 per time slot per morning in each region. 

2/ Outdoor delivery translates to low overhead structure: - Traditionally, personal training is a low margin business. The advantage of group training is that there is still a margin after trainers have been paid. This higher $ value per clas per hour means that instructor wages fall within an appropriate ratio of 20 - 28%
More importantly, the fact that the program is delivered outdoors means that the overhead required to deliver the product as a proportion of revenue is small. 
3/ Economies of scale: - All regions are serviced by a central resource centre. The centre is responsible for all admin function, class choreography, client liaison and the consistent running of the business day to day. The central resource center also has a wharehousing / equipment storage facility attached. Equipment is used across all regions and is therefore also leveraged. Hence, the capacity to take advantage of economies is self evident. According to our modeling, an optimal economies of scale is achieved between 17 – 20 regions. This assumes that all regions operate within the Sydney region between the Northern beaches, Lower North Shore, Balmain and the Eastern Suburbs.
4/ The many to many relationship: - Traditionally it has been difficult to grow personal training businesses because the client relationship tends to exist between client and trainer and not between client and business. This is solved in the group training environment as each trainer sees many clients and each client sees many trainers. The result is that the business has more control over both the client and trainer. This makes it more challenging for either to approach the other independently.

5/ Potential to licence: - The total balance model is highly systemized, from class choreography, to assessments, marketing, collecting client data and tracking. All is systemized, controlled and therefore potentially easy to replicate. The result is a model that can be on-sold or licenced. The same can be said of our cleanse models. 
6/ Development of the subscription model: - The total balnce model is executed within a geographical grid called a region. Each region is comprised of a local area or local community. These communities are utilized as marketing channels as well as a base from which to seek subscription income in the form of advertising. Again, this model is systemized and replicable in each new region.
7/ the opportunity to lease public spaces

The outdoor fitness training industry and the industry as a whole is maturing and moving from a cottage businesses into a fully fledged industry. Since approximately the middle of 2003 local councils and residents have voiced concern over fitness trainers utilizing public spaces for commercial ventures. At present it seems like council will introduce an initiative whereby iondividula parks will be leased to and managed by a specific entity. If we are able to tie up these lease deals we will enforce our position and dominance of this space, reduce the chance for competitors to come along, and fulfill the regulatory outcome called ‘good for business and bad for consumers’.

8/ Creating a saleable entity: - The development of the business to include a strong brand awareness, evolved systems, industry dominance, a solid client database, studios, exclusivity rights to use public places, and strong alliances means that we are building a profitable and saleable entity.
Our Market

This section describes the market environment, dynamics, segmentation, trends, size, and growth.

Current Market Environment and segmentation: - The current market is relatively immature and unprofessional. Many trainers who join the industry still relate to it like it is a nice, easy pretty cool way to make a living. Comments like ‘being paid to keep fit’ ‘getting paid to go for a run’ doing a 9 day course and being certified etc mean that the industry lacks regulation, professionalism, barriers to entry or any type of uniform regulation. The result is a lack or professionalism, high drop out rate and a market that often does not value the product.
The market environment that ETW is in if categorized would probably fit most closely into the personal training category. This particular category is further complicate by (and therefore represents opportunity) by the fact that it remains difficult to define. When one says physiotherapist, occupational therapist etc it is clear what is being described. When one says personal trainer the same degree of clarity ids not present. For that reason it is unclear exactly what this segment looks like.
Trends: - Personal training is out, group training is in, gyms are out, outdoor training is in, bootcamp is in, pilates, yoga and mind body training are in, spinning is in, kids obesity is on the agenda, healthy eating is in, stress is in, de-stress and mediation is in, wellness is in, work life balance is in, community and third place are in, Fitness First and slick US and European based fitness centers are in and moving in, bikram yoga is in, boxing is in, step and meaningless training is out. Corporate wellness programs are in.

The biggest trend as far as I am concerned is the movement towards wellness as a priority and the notion of the third place. A safe community outside of standard work or religious structures. Somewhere where people can connect, share, create relationships and get to know people from different places and different walks of life.
Perceptions of exercise are still limited. To train is still to train hard and not to train in a balanced way. That is to focus on strength, flexibility and cardio fitness and endurance. A session is still limited by the narrow idea that it has to be full on in order to be effective. Awareness of movement, breath and focus still seem to be lacking.

I am assuming that there is an increased awareness of food and nutrition and the importance of a well balanced diet. However, what I am seeing is not that. Or at least I am seeing it in the realm of intention as opposed to action. However, in saying that it does seem like the cleanse is an extremely viable idea and has been remarkably well received by the market.

Total balance and ETW are founded on the notion of sustainable fitness. That is to say, creating variety, enjoyment, a broader perception of exercise, a program in which people can participate in year in and year out. Unlike participating in an art class, a martial art or a study class the idea is so instill in people that the training is not just a luxury or some additional benefit but rather it is something that is fundamental to their life and lifestyles. This understanding will ensure their continued participation in the program.

Being healthy is still seen a s a right not a responsibility. Flowing from that is peoples reluctance to pay top dollar for the services. For example, you would not hesitate to pay an average accountant $ 250.00 per hour whereas you would not even consider paying a fantastic trainer $ 150.00 per hour. Further, the idea of the $ 10 class seems to be implanted in peoples mind.

Industry professionals seem to buy in to this same psyche charging $ 30 for a private training session, with $ 70 being seen to be an expensive session.

Breaking this cycle and lifting the bar for the entire industry is a real challenge amongst industry professionals as we deliver beyond client expectations and charge for that delivery.
We have identified an unmet market: 

To provide a totally professional well executed ouitdoor fitness program that is professional, affordable, personalized and well executed.

To align the offering with nutritional services.


Total balance: To offer a well thought out, flexible, varied fun, and personalized outdoor program that is effectively delivered. At present there is no real option for people wishing to train outside of the traditional gym environment other than running, swimming, or cycle groups that require a high level of competitiveness and a rigorous training schedule.

Only one dimensional programs are offered by that I mean that the current offerings don’t take into account executives who might need to travel, have family commitments or wish to have their exercise be about more than just calories burned, sweat or miles run. For example the incorporation of training for different events like climbing kilimanjaro, walking the wall of China and creating a training environment that is sustainable and interesting for life.

Creating community and connection – exercise as the third place – the place outside of day today community but a place where you connect with the people, feel understood by them, get on with them and feel supported by them. Friendships might evolve and develop but it is not necessarily the thing that you do with your friends.

Currently people wishing to exercise have 6 -  broad – options available to them.

Train alone, either indoors or outdoors in an unstructured way.
Train with a friend or partner in an ad-hoc unstructured way.
Hire a personal trainer, either indoors or outdoors (eg. Train For Gain) and participate in structured activities and programs.
Join a large gym eg fitness first

Membership to a niche studio (eg. Pilates,)
Join an event based group ie triathlon, running cycling (Saucony Brats)
Hence, the unmet need that we have solved for is to offer structured training, that is outdoors, flexible, affordable, specialized and goal focused when required. In a sense we have borrowed from all six training options that are available.

We have coined two phrases as it relates to total balance and the ETW vision

1/ Sustainable fitness in the context of community

2/ Training corporates in a non corporate environment.

However, total balance can be changed and tweaked to cater for a range of demographic groups in specific time slots. For example, full time mothers between 8:00am – 10:00 am, retirees between 10:00am – 12:00 pm, and school children in the afternoons.

Food balance: - Food balance has 4 aspects to it. 
a/ Food delivery

Providing our client base with fresh food delivery. Food will either be collected at the session or it will be delivered to peoples homes or work places. Our initial launch into this area is likely to be Mikes Muesli, made fresh daily and brought to the session. 
b/ Nutritional education:
 The integration of fitness training and nutrition in such a way that the training organization is working in an integrated manner with the nutrition / diet provider. The novel approach of having the nutritionist available at sessions while also offering individual consultations and workshops 
c/ The 10 day cleanse: 

An integrated diet and exercise program available to total balance clients, and as a conduit to exposing people to the total balance program. The program involves a 10 day integrated fitness and eating regimen. Basic structure involves a 45 minute fitness routine followed by a healthy breakfast and informal nutrition lecture. We are currently evolving this offering with Vicki Townsley to create a product specific for the corporate environment.
d/ Individual nutrition consultations:

AN ETW food balance nutritionist will be available for one on on consultations in peoples homes or offices. This would also apply to any corporate offering.

Our other products including massage, goal setting, personal training and corporate training are not really different from anything else out there and don’t represent an unmet market need. They are products that we will offer and execute professionally and in in so doing compete with the rest of the industry.

Our typical customer is (product specific and time specific)

total balance / food balance / mind balance / body balance:

6:00 am - Aspirational executive, prepared to pay premium price for the program. In the past at school or university that person was involved in sport and fitness but not at an elite level. That person more then likely went through a sustained period of inactivity. (Hence their goal in the program is on some level to get back to where they once were)

That person is interested in incorporating exercise into their life in a way that is meaningful, challenging creative, interesting and sustainable. That person might be interested in doing a marathon or triathlon but not year in year out. Instead they want to experience a range of different activities. Their focus is on wellness and wellbeing and their training while being important to them is not the major focus of their lives. They are also interested in expanding their awareness and looking after themselves in a wholistic manner which is why they are open to our additional services – massage, goal setting/ transformation and awareness.
At present a profile has not been designed to describe clients in or additional time segments as the business as been wholly focused on developing the total balance product an 10 day cleanse in the 6:00 am time slot. 

Total balance in other times slots

Group training in other time slots (i.e. schools)

Food balance and 10 day cleanse:

Corporate clients:

Our Product

We will fulfill this unmet market need by developing, marketing and delivering a range of innovative products. The key attributes of these products that give them a competitive edge in the marketplace are:

· structured cross-training activities

· team/group based

· variety of outdoor-based locations ie harbourside, beachside & public parks

· delivery by qualified & experienced trainers

· professional presentation & delivery

· individual & group support

· sense of community/belonging among participants with common aspirations & fitness/lifestyle goals
· follow up feedback and support from the ETW management
total balance (great sessions delivered by great trainers in great locations)

	To ETW (categorised by need to have and nice to have)
	To CLIENTS (categorised by need to have and nice to have)

	
	Quality of program content, trainers, equipment and locations

	Quality trainers who have been through an induction
	Consistent delivery of program content, trainers, time, 

	State of the art equipment
	Variety

	Seamless consistent delivery
	Expensive but see value –i.e it can be explained and justified.

	Wet weather option sorted and solved
	Exclusive

	1-1 goal setting with clients
	Aspirational

	Regular ongoing assessments
	Relationship with trainer

	Clients have clear sense of why they participate
	Better than traditional alternatives

	Availability of PA for client communication and availability
	

	Co-ordinated complimentary services – retreats, massage, nutrition etc


	

	Program costs more and clients understand why and are happy to choose it over competitors.
	


Our current range of products is listed in the table below:

	Product

	Core product offering

	Total balance cross training fitness program : 6:00 am and 12:30 pm

	Food balance (one on one consultations and 10 day cleanse)

	Mind balance (not launched at this stage)

	Body balance (mobile massage in hime and office)


	Other Products

	

	Corporate group (integrated approach)

	Corporate group (general training)

	Personal training 

	


Our Products Elaborated

1/ Total balance cross training fitness program:
Our vision: To offer the program in 19 different regions within the next 3 – 5 years as a totally integrated health and fitness offering. The offering will focus on the following
a/ Specific time slot for delivery: - Experience has shown us that the program is most effectively delivered at 6:00 am in the morning and in a slightly more modified way at 12:30 pm. This is the case for two reasons. The first is because participants who are able to attend at that time slot have the attributes that we are looking for. Secondly, it is easier to make the commitment to the training at that time as other things are less likely to come up. Thirdly, there is also the logistical component. Quite simply, issues like traffic and parking are much less of a concern at 6:00 am then they are at 8:30 am.

b/ Target demographic: - Our target group, committed, goal oriented, economically capable and open to our other offerings is more likely to train at this time.

c/ A region in which we can achieve the 75 participants at our intended weekly $ rate: A region will be given the green light if we are sure that we can achieve the 75 participant or 3 group goal. For that reason Industrial parks, or larger corporations might also be considered regions in their own right 

Where it is at: - At present it seems like the 6am classes are ticking over nicely. Growth is relatively consistent. Running group and goal orientation is working well. It seemed that what was missing was the nutrition focus. To solve it we introduced two initiatives

a/ qualified sports nutritionist (Stuart Duncan) attends session on Fridays and provides an informal 5 minute talk and makes it known that he is available for private consultations.

b/ 10 day cleanse – an intensive 10 day food an exercise program offerd to total balance participants and individuals not currently participating in the program.

Where its going short term: Focus some energy on building up the numbers in all the time slots. Keep really focused on the current clients though making sure they have been well looked after. Set in place marketing strategies now that deliver on some level in the winter months but even more so doing Spring summer 04 – specifically. Launch no new times in the current total balance region until March 04.

Where its going medium term: Work out exactly what our break even is 
Create core team of trainers
Get the choreography right

Learn how to grow a region and how to handle the logistics of a second region.

Explore licencing

Explore studio

Wrap up council issues

Create compelling offer for corporates to supplement tb for staff.

Build resource base of aligned professionals

Create the 16 week rollout

Iron out software issues

Get the back office right

Look at potential resources for assistance in current phase of growth (Nurick)

Where its going longer term:
Approach VC’s

Create a saleable entity

Establish ourselves as an industry leader.

Establish licencing
Launch studio model or expand mobile option nationally.

Total balance in other time slots 
Where its at: It seems clear from discussions that if we focus all our resources on 6:00 am only we will be in a situation that we have redundant resources and an under utilization of staff and trainers. For that reasons it seems that we will be spending more time looking at the potential in other time slots in which we can target very specific demographic groups.

Our Products Elaborated

1/ Food balance program for right nutrition:

Our vision: To deliver individual consultations and the 10 day cleanse in corporate and non corporate environments.

Where it is at: 
One on One consultations and workshops:

We have been working with a couple of young nutritionists none of whom have established practices. The reason for this is that we need them to give their pound of flesh. There was a relatively good response to our one on one consultations with Stuart Duncan. Corporate nutrition has also gone well with Terrace Tower group though there were a few challenges organizing nutritionists.

The 10 day cleanse

The cleanse was launched approximately 12 months ago. It has come to be in many ways our best product because it is so easy to systemize and so easy to articulate. It is also profitable and has great potential to be delivered in the corporate environment as a team building program.

Where its going short term: 
One on one consultations:

Find a nutritionist for the current Bronte region.

Develop weekly hand-outs

Develop at least 2 nutrition lecture/workshops for each track.

Develop an introductory nutrition offer for new clients joining the program.

Develop material that can go with other material in the starter pack.

Develop a pricing policy, billing policy and contract policy.

10 day cleanse:
One of the aspects of the cleanse that make it such a compelling product is that participants are encouraged to repeat it 3 times per year on an on going basis. For this reason and those articulated above I would like to maintain our focus on the cleanse

Develop the checklists and make it totally systemized.

Find an additional nutritionist to deliver the cleanse

Create a contract that will enable us to find a partner like Katherine Fennell and develop the cleanse concept further.

Approach ex cleansers and re-register them in the program.

Continue to develop the corporate cleanse with Vicky and with catherine.

Where its going medium term:
One on one consultations:
10 day cleanse:

Execute the cleanse in corporate environments as part of internal team building activities.

Develop a system and structure that is totally systemized.

Ensure that follow up to past cleanse clients ensures their ingoing involvement in the cleanse. (at least 3 times per year).

Where its going longer term:
Systemised in the same way as total balance and offered in parallel with it.

3/ the mind balance program for focused goal setting and the achievement of extraordinary results:

Our vision: To align goal setting, assessments and progression along side our total balance program. To offer corporate coaching as part of our corporate wellbeing and team building offering.

of a concern at 6:00 am then they are at 8:30 am.

Where it is at: - We have met with a few different life coaches / executive coaches including Brett Churnin, Sara Lovett, Equilibrio, and Azimuth Consulting. The only project that has eventuated was with Sara Lovett and the Terrace Tower Group. The coaching aspect of the Terrace program was stopped by the organization. This was specifically related to issues with Sara. Our experience with her was similar and we discontinued our professional association.

As I write this, I think to myself that in this area of the business specifically, especially as it relates to the coaching that we should develop a strong profession alliance with a coaching organization that already has an established position in the corporate market.

The only thing that should remain in hous and be further developed in house is the assessment aspect. All one on one coaching should be undertaken by our alliance partner.
In creating this we need to think through how this would operate as we expand nationally or even internationally.

Where its going short term: 
Develop strategic alliance document

Continue working on the tb assessment process.

rResearch potential alliance partners

4/ The body balance program – massage and distress for well deserved bodies:

Our vision: The original idea was to offer mobile massage as part of the total balance offering undertaken by contractors. ETW would own the client and would book the session and bill the client. 

This is logistically to complicated as would a requirement of x percentage from each therapist.

A more workable solution would be for the practitioner to pay a monthly subscription / membership fee. This would give them access to our client base, internet site presence and presence in the hard copy resource book.

(just like the postcode option with yellow pages we could charge more for them to have their names within additional regions as well as hierarchy on the internet site) – perhaps we should speak to the boys at expert corp about how to structure this otherwise bluefire is another option. (any site that has developed its on site advertising strategy.

Where it is at: - We have a database of potential practitioners and have developed the contracts. We also have a basic idea of the resource book and internet site set up. We are currently in the process of developing our tangible / passive income strategy. Howard, being a massage therapist might be a perfect person to join us for this.

Where its going short term: Implement within the current Bronte Region. Use it as the pilot for creating the blueprint of how the whole thing is going to work.

Where its going medium and long term: Bluprint created and rolled out with each expansion into a new region.

5/ Ocean kayaking:

Our vision: To offer the kayaking as part of the total balance model, as a corporate and team building activity and promotional channel for our other products.

Where it is at: - We have invested almost 10k in ocean kayaks and accessories. Between 2001 – 2003 we offered weekend and weekday sessions and also did a couple of very successful promotions with last minute.com as well as some corporate team building events. The kayaking was quite lucrative and novel. There are also very few other operators. In the east there is Action kayaks, Oz kayaks and Sydney Harbour Kayaks. In April of 2003 we were contacted by waterways and told to cease operating commercially until such time as we obtained the appropriate waterways licence. We received the application forms but never pursued getting the licence as we have been advised that it is an almost impossible task. We also felt that our time would be better spent building total balance then getting the waterways licence. We considered selling the kayaks but then decided against it in case we decide to pursue the licencing.

At the present time we have removed the kayaking offering from the internet site, and only offer the kayaking as part of the total balance program. For this we have been renting kayaks from Action kayaks for $ 7.00 per use. We have cut down to two kayaks per 8 week cycle for this reason.

Where its going short term: Reinvigorate the licencing project. Hand it over to Howard and see if he can make headway with it. Find out the implications of offering the kayaking in our other regions and what the licencing implications are.

Where its going medium and long term: Reintroduce corporate and weekend kayaking once the licencing issues have been solved.

6/ Personal training:

Our vision: To offer personal training to clients as a period of preparation for the total balance groups. To offer it as a service for those clients not interested in group training. To use it as a tool to encourage staff loyalty by providing staff with personal training clients and therefore billable hours.

Where it is at: - At present we have approximately 20 clients who train either in their homes or outdoors. Most of those individuals are  people who are not interested in doing the group training. Our margin from the training is approximately 25%. Hence it is very unprofitable and probably more of a headache then anything else. However it provides a very important income source for our trainers.

Where its going short term: We are considering the studio option as part of the total balance model. If this is the case we will likely focus on personal training again. Personal trainers will be encouraged to use the gym in off peak hours and will be asked to pay a weekly rental. This will become an important part of the ETW studio model.

7/ Corporate training / team building / conferences / in house groups:

Our vision: This is one of the areas that is probably most unclear in terms of where we want to go with ETW. There is a lot of potential and opportunity. More then likely the corporate scenario will look like this. Total balance sessions in home environment paid by corporation. In house assessments and nutrtitional consults with the ETW team and executive coaching with our alliance businesses. Team building events periodically including the 10 day cleanse.

We will also have afternoon and evening fitness sessions at various locations. This will allow us to better use all time slots in a day.

Where it is at: - We have two main corporate clients, terrace Tower group and Stuart Alexander. We have great relationships with both organizations and the y would be veryt comfortable endorsing us. We have done conference based events for terrace Tower as well general training, and nutrition consulting. 
We recently met with another corporate client in Balmain to offer them corporate based sessions. It seems that for cash flow purposes more then anything else we we need to find at least two more corporate clients.

Where its going  Not sure, this is a difficult one to answer perhaps because it is so central to where we as an organization go.

Our Marketing Plan

Program Structure and price:

Total balance is an 8 week program that runs for 48 weeks per year. ( 6 eight week cycles).

To date it has been market as 6 stand alone but related and ntegrated programs. Clients have been required to re-register every 8 weeks. This strategy seems flawed for a couple of reasons. The first is the administrative effort required to re-register participants every 8 weeks. The second is its impact on pricing structure.

It seems that what would make more sense is to change the program as follows.

Timetables come out every 8 weeks. However, registration options are either 1 month, 3 months, 6 months and one year, no different to how gym memberships work. Clients will receive a discount for purchasing memberships of a longer duration.

Each membership would reflect x numbers of tokens purchased for that period. These tokens would need to be used within a specific time frame.

Roll out and expansion:
It seems to set the framework for the functioning of the business. It also assists in the creation of uniform systemization. Hence our marketing rollouts will also follow this same structure.
At present our aim is to roll out 3 – 6 new total balance regions per year. From experience it seems that we can take on a maximum of 12 new clients per week. At that rate we could take on an entire region every 8 weeks or six new regions per year.

Each region as mentioned will have a total of 75 registered participants. It is intended that each region when launched will be full and will carry a waiting list of new participants at all times. This goal does not seem unrealistic given that a full region is considered such at 75 participants.

It also seems that we can maintain a churn rate of approximately 30% per annum. This should assist our growth.

It is our intention to standardize this roll out and create a marketing roll out system no different to our class choreography model. 

Publicity and marketing initiatives will be uniform across all regions. This should be made easier for the following reasons:

1. Very specific target demographic
2. Very specific geographical area.

3. The capacity to appeal local community channels in each area – book clubs, schools, coffee shops, real estate agents, hair-dressers.

Our rollout is structured in 16 week cycles known as a 16 week planning execution cycle 
We start in week 1 at point zero (point zero equals 0 clients) and finish in week 16 with 40 clients – 2 almost full groups. These are people signed up and ready to go.

The marketing program is focused, and specific and does not require a significant budget.

Following the execution phase we will then introduce the nurturing phase. This phase is concerned with the on-going maintenance of the region and takes care of the natural client attrition rate associated with any of the programs.

The 16 week roll out will contain some of the following elements:

Week 1 – 4 reconnaissance. Gather all information about the area, best schools to target, talk to the locals, find the best parks, get a feel for the area, get a sense of the where, what and how.

Questions to answer in reconnaissance phase:

	Who else operates here
	

	What if any council restrictions exist
	

	Describe park activity on average morning
	

	Where is our wet weather alternative
	

	
	


End of week 4 create the timetables.

Week 5 – 8 are the planning and discussion weeks.

Week 9 – 14 are the attack weeks during which we go out to the market. 

Week 14 – 16 are the booked in weeks where at least 40 – 60 new participants are put through the total balance assessment. Essentially we can start with three groups. It is the only way to do this. We can not start each new group the way I inititally founded total balance. What this requires is full out full on guerilla marketing. We need to be in peoples faces in the local area. Everybody needs to be talking about ETW. The amazing program. The guys that talk to the kids at school about goal setting, whose cards are in coffee shops. Who promote at the local parks, whose tags are on the Gatorades at the garage.

VERY FOCUSED, VERY INTENTIONAL AND VERY SPECIFIC IN ONE GEOGRAPHIC LOCATION.

Total budget per roll out is over  $ 200 per client. Total spend $ 10 000 - $12000

That means no glossy adverts. It means Gavin in schools talking about goal setting. It means hair dressers giving out our stuff. It means allianced based promos with Neverfail and Powerade. It means working with the local real estate agents and coffee shops.

This is why I think we can do this in the 6:00 am time slot. If we pay trainers a premium they will absolutely give us their pound of flesh. If an instructor knows that he can earn up to $ 90 - $ 100 per session then they will absolutely put in the effort especially if they are earning that money 5 days per week and have other times in which to earn. This does not mean that we won’t put energy in to the other time slots but I still believe that 6:00 am is where the focus needs to be.

The existing marketing channels for our products as part of the 16 week plan are:

Flyer Drops: Beaches and promenades, cafes, medical centres, local stores in our immediate area, alliance businesses, flower shops and delis. Postcard pa
Demo classes: At all current locations (only relevant for launch of weekend classes)

Café Juice Cards: A great alliance concept whereby cafes offer the cards to clients – on completion of x juices they receive a complimentary total balance group session.

Hairdressers: Represent a fantastic opportunity for alliance based promotions due to the relationship that they have established with their clients.
Life coaches: 2 options exist, either a/ utilize them as an alliance base or b/ offer them classes where they get to train with each other or other networking partners

Cardio-networking: See life coaches a concept is similar across a range of businesses.

Practitioner alliances: Utilise practitioners servicing our current client base as well as  log book practitioner reference concept and ETW internet site and monthly newsletter.

Playball, kindagym: An excellent allinac ebased opportunity exists for business with associated kids activities. This is especially relevant when we open the swim school.

Water-bottle promo: Neverfail and powerade)

In garages and handing out at schools, in parks and on beaches
Media and Press release: See Adina Krausz
Intranets and internal bulletin boards: njknjkn 
Relocation Companies: kjkiknj
Book clubs: ojopj
Information evenings: ojopijjioj
Local businesses

Health shops

Athletes Foot

Jenny Hobbins re cross marketing

Local media

Internet site

Mail out guest passes to current clients

Presentation evenings and breakfasts

Promotion through local schools and community centres – fit family is a happy family competition encouraging parents and their children to train together – a familys that trains together stays together. Create a competiton between schools in different areas.
Our Team: 
Insert profiles here

Bio for MB, GF NR HG SD  et al

Sub heading for trainers…

Financials

Our details financials are attached as a separate document.

A summary of our financials:

	
	2002
	2003
	2004
	2005
	2006

	Revenue
	125 000
	400
	1.2m
	2.3m
	4m

	Salary
	4
	10
	15
	20
	30

	Net Profit
	25
	50
	100
	200
	400

	Net Margin
	
	
	
	
	

	# Products
	
	
	
	
	


Conclusion

Our goal is to achieve our vision …

What is the vision / what is the dream:

How are we going to achieve it

