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The Ultimate Guide to Fitness Marketing: 
From Strategy to Sales Execution
Instructor:  Alan Leach, CEO, West Wood Club

1. Welcome and Course Overview

What You’ll Learn

•	 How to build a sales-driven culture that fuels membership growth.

•	 Proven sales systems, direct marketing tactics, and automation tools that drive ROI.

•	 How to strategically position your fitness business using segmentation, SEO, and CRM.

Course Description

This course delivers the playbook behind one of the most profitable fitness marketing machines in the world. 
Alan Leach, CEO of West Wood Club and former IHRSA Chair, walks you through the systems, strategies, and 
mindset shifts that have helped his clubs exceed 44,000 members. From strategic segmentation to sales team 
development, you’ll learn exactly how to align your marketing and sales operations for maximum impact.

2. Meet Your Instructor

Alan Leach is a globally recognized fitness business expert with 35+ years of experience. 
As CEO of West Wood Club in Dublin, he oversees six high-performing clubs and 44,000+ 
members. A former IHRSA Chair and 2024 Global Leader Award recipient, Alan is a sought-
after speaker and a trusted voice in publications like Club Solutions Magazine.

3. Key Terms You Need to Know

Marketing: Delivering value to customers at a profit (Philip Kotler’s definition).

Segmentation: Dividing your market into groups and targeting them with tailored offerings.

CRM: Customer Relationship Management system used to track leads and member engagement.

Direct Marketing: Marketing efforts using your owned data (email, SMS, mail) directly to customers.

Marketing Automation: Technology that automates outreach (emails, texts) based on behavior and segmentation.

4. Course Roadmap

Module No. Title Duration

1 Intro, Background & Definitions ~ 7 mins

2 Strategies Overview: Culture, Strategy, Product, Sales ~ 9 mins

3 Sales Systems & CRM: Process, People & Tech ~ 14 mins

4 Database & Direct Marketing: Own Your Leads ~ 14 mins

5 Lead Gen, SEO & Automation: Scaling Smarter ~ 22 mins
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5. Module Deep Dives

Module 1: Intro, Background & Definitions

Overview: Marketing isn’t just promotions — it’s delivering value at a profit.  
Alan challenges “shiny object” thinking and reinforces reinvestment.

Key Concepts:

•	 Marketing = Value + Profit 

•	 Reinvesting marketing profits fuels growth 

•	 Avoid chasing trends at the expense of proven tools 

Action Exercise: Audit your current marketing efforts. Are they delivering results? Are you reinvesting?

Module 2: Strategies Overview: Culture, Strategy, Product, Sales

Overview: Your internal culture and external positioning must align. Strategic segmentation is key to standing out.

Key Concepts:

•	 Culture always wins — embed sales/marketing across all departments 

•	 Serve a distinct segment with tailored messaging 

•	 Position your brand with clarity: budget, premium, or niche 

Action Exercise: Define your club’s market segment and perception. Do your brand touchpoints reflect that?

Module 3: Sales Systems & CRM: Process, People & Tech

Overview: A strong sales system and CRM drive performance more than your facility does.

Key Concepts:

•	 Sales systems must be trained, tracked, and enforced 

•	 Hire for fitness passion, train for sales 

•	 CRM enables real-time visibility and accountability 

Action Exercise: Map your current sales process. Are all leads entered into your CRM? Are you tracking closing rates?
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5. Module Deep Dives Continued

Module 4: Database & Direct Marketing: Own Your Leads

Overview: Alan makes a compelling case for direct marketing over social media spend — backed by hard numbers.

Key Concepts:

•	 Own and monetize your data — don’t rent from Google or Meta 

•	 SMS has a 98% open rate — use it strategically 

•	 Direct mail remains profitable with the right offer and copy 

Action Exercise: Pull a report of your email/SMS list. Are you actively using it for member acquisition?

Module 5: Lead Gen, SEO & Automation: Scaling Smarter

Overview: Leads don’t matter if you can’t convert. This module dives into automation, SEO, and web intelligence.

Key Concepts:

•	 76% of West Wood leads come from SEO — own your local search 

•	 Marketing automation drives follow-ups without manual effort 

•	 Web intelligence reveals buyer intent — use it to personalize outreach 

Action Exercise: Evaluate your SEO rank for key terms  
(e.g., “[your city] gyms”). Use free tools like Ubersuggest or Moz.

6. Quick Reference: Alan’s Marketing Commandments

1.	 Own your database. 

2.	 Track everything. 

3.	 Train constantly. 

4.	 Don’t chase shiny objects. 

5.	 Automate follow-ups. 

6.	 Make decisions based on profit, not likes. 
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7. Exercises & Practices

Sales Culture Alignment

Goal: Identify if your entire team values sales 

Instructions: Survey departments on their role in new member acquisition 

SEO Visibility Check

Goal: Assess your presence in search

Instructions: Google “[your city] gym” and track where your website appears 

Direct Mail ROI Test

Goal: Test direct marketing impact

Instructions: Send 500 targeted postcards with a limited-time offer — track redemptions

8. Next Steps

You’ve completed The Ultimate Guide to Fitness Marketing!

Here’s how to apply what you’ve learned:

•	 Revisit your marketing strategy with segmentation and positioning in mind 

•	 Conduct a CRM and lead-gen audit 

•	 Test one direct marketing campaign using SMS or email 

•	 Explore automation tools like ClickDimensions or HubSpot
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