Gyms & Exercise Studios
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Ok, here's how gyms and exercise studios operate.

They provide space, equipment, and instructors for aerobic exercise, weight training, martial arts, yoga, and other types of body movement. They also sell food, drinks, clothing, health counseling, and personal training.

A typical gym has $1 million of annual revenue, 20 employees, most of whom work part-time, and 20,000 square feet of space. Studios are smaller.

Gyms have lots of equipment like treadmills, stationary bikes, stair machines, and weight machines. Revenue comes mainly from annual or monthly memberships. A gym may have 2,000 members. Prices range from $20 to $100 per month. Studios have smaller memberships and more walk-in customers, at $10 per day.

Marketing relies heavily on referrals from existing members. Because members don't use the gym or studio as much as they expect, attrition can be 30 percent or more per year. Computer systems track membership expirations and usage and send automatic reminders.
Here are some strategic things you should know.
Business is highly seasonal, with a surge of new members in January, and lower activity in the summer. Gyms need enough equipment to serve peak demand during the day: right before and after work.

Equipment costs about $2,000 per treadmill, stair machine, or weight station. Because customers get bored with equipment, gyms regularly get new pieces. They often lease equipment so that swapping out is easier.

The aging of the population increases memberships, especially for gyms with better facilities and lots of instructors. Some gyms have group arrangements with corporate customers and medical insurers. 

Because gyms and studios are relatively expensive ways to get exercise, they're affected when the economy slows down.
Here are some good talking points.
How many members do they have?

How many visits do they get per month?

How many are automatic monthly renewals? How many are walk-ins?

What's their annual attrition rate?

If a gym, how many pieces of equipment do they have? Is it leased?

How much income do they get by selling food, drinks, and personal training.

How much were they affected by the recession?

And finally, how do they see their business changing in the future?

Now, you're ready.

