Format Invasion
Planet Fitness at $10 a month, LA Fitness at $34 a month. How Can I compete?  They must be loosing money. P.ues Curves poping up all over the place.

Truth: There really are low cost competitors in the world, but mostly there are low price competitors.

Low price competitors do not understand their market or their businesses and the only wasy they can competer is to lower price. Because they don’t; understand business they don’t know how to lower their costs so that lower prices =  lower  or no profit.  Often lower profit is acceptable especially in the sohort trun because we are not revivensting in the busness or adapting the business and we suceed in the rsort run to place the business in an untenable spot in the future,no funds for rennovatins, weak, low paid staff, equipmetn old, etc.

The low cost compeltitors of note are TOYOTA and SOUTHWEST.  Most every atempt to copy them fails!!!!!! Because they copy cat fals to understand the depth and opwer of a real low cost model.  For instance SWA gets a huge edge by getting something like 30% more passenger miles from its capital euipment (airplanrs) than competitors.  How? 30 minutes turn arjound at the gate; while comptitors have twice that or more.  Add on to that something like 30% fewer employees per airline mile flown or passenger.  Mush oc this occurs because of the depth of team coordination that occurs.  A levelof team work unheard of in 99% of businesses.  It is doculmented in the REX Briefing on Relatinsl Cordination.

Same with TOYOTA.  They are efficient becaseuthey take 30 to % fewer hours of labor to build a car than Detroit and can bring a new design into flawless productin in a fraction of the time it takes Detroit.

All the while both SWS and Toyota are focus on delivering the core needs the customer has, cheal transportation not movies, meals, color variety, reserved seats, etc.

 SO what’s a club owner to do?

Think or die!  Do not deny or discount.

When a low cost competitors arives on the scence in any industry the old guard responds “ They must be loosing money.  They are buying market share at a loss.  They own’t last”  Often this may be true, but it only has to wrong once to seriously would your business.  Therefore, assume its true

So what would it take to build a $30 dollar a month club.  How about $5?  Whoops! Do not say impossible!  That is an attitude that will prevent or excuse real thinking here.

CHANFGEW THE PLAYING FIELD

Monthly dues have always struck me as odd.  There are few reulgar monthly payments like a club membership.  We have mopnthly paylments for essentials, thaings we use every tday like rent anr mortgatge, or utility or cell phone.  I can justify the regularpayment as I use it and with my cell phone I sometimesover use it and am charged premium artes for ectra minutes.  They are irregular but cnsistent payments I make for gas and food.  Maye them almost every week.  Why its obvious.  I need to eat and drive.

Now I pay my club every month, volunatrily, WHY? Casue they say so!  I have not beeninto my club for 3 months. Too much travel.  I have been inclubs working out in Boston,k Syudney, Denver, but not in my home town.  SO why am I paying them?  Casue the club says so!  Feels a bit unfair , but that

‘s they only deal I can get.  Since I travel a lot and am in my club infrequently I offered to pay $2,000 a year to them for personal trainng, just drop the membershp fee and they said no!  And the annual fee as a granfathered member is about $200!  It rankles.
GO to the general public and ask about health clubs and the most common respnse is

High pressure sales and unreasonable contracts.  Just like the auto sales process. The publis does not like it.

I believe that we have two weird assumptions in the club industry that deserve challenging.

1-The primary reason for monthly membership dfees is for the cvonvenience of the owner.  Members would  design a nonlthly membership fee structure if they were in charge of the business model.

