
FIT FOR BUSINESS
Sara Kooperman, JD

www.scwfit.com
www.waterinmotion.com

www.seatfitness.com

www.sarakooperman.com 

http://www.scwfit.com/
http://www.waterinmotion.com/
http://www.seatfitness.com/


Fit For 
Business

By Sara Kooperman, JD



Definition of Leadership

•Leadership is the art of motivating a 
group of people to act towards 
achieving a common goal. 

•In a business setting, this means 
directing workers and colleagues with 
a strategy to meet the company's 
needs. ... Put even more simply, the 
leader is:

•the inspiration and director of action.



How to Lead to Succeed

•Determine Who You Are

•Set a Goal

•Plan a Strategy

•Build a Team

•Inspire Action

•Learn from Failure

•Figure out Success



Who are YOU? 

•Who are you as a person?

•Where do you come from?

•Why did you start this business?

•Build a sense of pride

•Share!



Instagram, Facebook, LinkedIn



Website is where
 to Start

•Figure out who you are

•And from what angle

•How do people see you?

•Static Landing Page

•Mobile Device

•Drop Down Tabs



What Will Your Website Include?

• What is in YOUR Dropdown Box

• About

• Group Ex
• Mind/Body
• Small Group

• Personal Training

• Functional Training

• Strength Training

• Athletic Therapy

• Contact Us



Get them to Join You



Pop-Ups

•Contact Data Collection

•Build a prospect list

•Sign-up for something free
• Newsletter
• Free book or booklet
• Free PT session 
• Free Fitness Assessment

•Enter to Win
• Free membership
• Free PT Session, etc.



Set a Goals & Plan a Strategy

•Figure out your “MISSION”
• Long-term strategy
• Evolves rather than forced

•Set a “THEME” for the year
• No more Mediocrity
• We are all team players

•Set a concrete "GOAL” to accomplish
• Get an APP
• Set up a chatbot
• Update our database
• Expand our Small Group Training



Setting SPECIFIC Targets

•Let the trainers set their own goals
• How many new clients?
• How many clients will they retain?
• How much revenue generated?

•Let the teachers set their own targets
• How many will attend class?
• When will the program decline or grow

• RED DOT CLASSES



Managing Targets

•INSPECT what you EXPECT

•Don’t come to me with PROBLEMS. 
Come to me with SOLUTIONS!



Staff SELECTS their own Responsibilities

•Set Accountability

•Staff sets their own goals

•Selects their own team

•Determines their own deadlines

•Like teaching a class … find your own sub!



Taking on a Project

•Assigning a project is the same as 
asking for help

•Having someone “drop the ball” is the 
same as stopping CPR and walking 
away

•A Plan requires the ability to rely!





Staff Meetings

•Weekly – without fail

•Short – 30 minutes or less

•No phones

•Visible

•Use Zoom or Skype

•No excuses - vacation?



Weekly Staff Meetings Notes



List Upcoming Events



Club “Topics” to Address in Meetings

•New Staff Introductions
•Membership Sales 
•PT Sales
•Prospects 
•% Likelihood of Closing 
•New Group Ex Schedule
•Member Check-In Improvements
• Ideas for New Member Specials
•Club Renovations
•Stay POSITIVE but be REALISTIC



Leadership

•They don’t need to LIKE you 

•They need to RESPECT you

•Don’t always jump in



You are now a Manager

•People won’t like you

•You will make mistakes

•You will anger your  staff

•You will insult  your clients

•You will annoy your spouse

•You will alienate your children

•Everyone hates the boss



Reciprocal Training

•CROSS-TRAIN

•Back-ups

•Vacations

•Injuries

•Firing

•Quitting

•Just plain help!



Supporting or Hiding

•Is “supporting” really “hiding”?

•Push to discover why things are slowing down 
• Do you need more staff?
• Is someone unproductive?
• JUST ASK – DIG!



Have Fun at Work

•Find time to Celebrate

•Let them go without you

•Aqua Balls at Airport



“GOOD” Management

•Good management is NOT asking 
someone to do something

•Good management is seeing that it gets 
done!

•Can people self-manage?

•These are the managers of the future!



Mistakes & the Mediocre

•Finding mistakes

•Correcting errors

•Softly

•Kindly

•Effectively 

•Please & Thank you



Just do your job

•I asked you to do something

•I told you to do something

•Now I am angry!

•3 Strikes you’re out!

•Request

•Require

•Expect



Change & Improve - Criticism Sandwich

•Praise

•Criticism

•Praise



Dealing with the Difficult

•Address the Elephant in the Room

•Be the Bigger Person

•This is why you make the big 
bucks!



Make an Apology

•Admitting your error

•CONFRONT their error

•Be direct – do not hide

•Send the email

•Send a text

•Make a call

•ZOOM -TALK FACE-TO-FACE



Where do we find the Patience

•Rejuvenate yourself
• Podcast
• Ted Talks
• Conferences

•Time off for good behavior

•Something Positive EVERY DAY!



Understand what they do! 

•To Understand the job – DO IT!

•Spend a full day with the person

•Spend time working on the project 



Coach to Success

•Louie and Hyundai Technology Expert
•The old-people-whisperer

1. SHOW THEM slowly explaining everything
2. TALK THEM THRU it completely  while they do it)
3. Let them DO IT ALONE (w/minimal support)
4. Make them do it WITHOUT ASSISTANCE at all
5. Let them know you will REVIEW & CHANGE



Making sure you are Understood

•Request that they repeat back what you said

•Send a written request with bullet points = CREATE A MANUAL

•Provide Encouragement – You can do this!



Systems for Accountability

•Repeatability

•Make your future easier

•Make growth simpler

•Make success more streamline





Influence & Explain - Tough Decisions

•Do I cancel a program that is helping 3 clients?

•Do I fire someone who has kids to support?

•Do I criticize the fragile ego?

•Train for Change 

•Change is hard

•Improving is painful

•THE BEST INTEREST 

   OF THE CHILD



Systems for Accountability

•Repeatability

•Make your future easier

•Make growth simpler

•Make success more streamline



Marketing Systems - AirTable



“Winners always want the ball”

•WINNERS ALWAYS WANT THE JOB

•Maybe not the best skills, but the 
best attitude



Say “THANK YOU”

•You need help 

•You have to ask for help

•Then, you have to say “Thank you”

•What a nightmare!



Ask!

•Ask for the Project, the Job, the Client, the 
Discount

•It will be painful and uncomfortable

•Ask for the job

•Ask for the raise

•Ask for the project

•Ask for the promotion



Annual Evaluations

• Write their own Job Description

• Include List of Responsibilities

• Include Behavior Patterns (friendly, detailed, 
etc.)

• List what they love to do

• List what they hate to do

• Figure out a better way to tolerate the 
negative

• They rate themselves

• YOU SHOULD NOT NEED ANNUAL EVALS



Staff Evaluations

•Evaluate their manager or you

•What are they are best at

•What could they improve

•What do they bring to the table

•What do they impair

•How can the company improve?



Giving a Raise

•Does everyone GET a raise?

•Does everyone DESERVE a raise? 

•Cost of living

•Requests for raises require 
performance link



Sales Staff Base Salary Raises

•Commissions?

•A must!

•Base salary raises reduce productivity



Failure is a Goal

•You WILL fail

•It is NOT terrible

•We all work towards failure!

•Get STRONGER!



Great Ideas will Fail



Train to LEARN not Fail

•Turn Failure into Learnings

•Train your staff not to be afraid

•You lead the charge
• State the obvious
• You make the face
• You sigh in front of others
• You get tired and complain
• SUCK IT UP & CHANGE ….

Smile at those who catch mistakes
Embrace the challenge to improve



We often Fail with our Staff

•75% quit their boss

•Staff leaves for Personal Reasons

•Compound factors- what pushed 
them over the edge

•Never convince someone to stay

•Explain the options



10 HR Reasons People Leave Their Job

1. Relationship with the boss
2. Bored and I’m not challenged by the work itself
3. Relationships with coworkers
4. Opportunities to use their skills and abilities 
5. Contribution to the organizations business goals
6. Autonomy and independence on the job
7. Meaningful list of employee’s job
8. Knowledge about the company’s financial stability
9. Overall corporate culture
10. Managements recognition of employees job 
performance

(Inc. Magazine)



Life is Sacrifice & Struggle

•Life is NOT a journey

•Life is an obstacle course

•Muddy

•Potholes

•Pitfalls

•Cold

•Dark

•Dirty
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