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WELcoME To DigmMAN FiTNESs! WE ALL HAVE DIFFERENT UPBRINGINGS AND JOURNEYS THAT LEAD US
TO WHERE WE ARE NOW, FOR A REASON. LET’S TAKE TODAY AND MAKE A DIFFERENCE IN PEOPLE’S
LIVES! OUR GOAL AT DIGMAN FITNESS IS TO HELP INDIVIDUALS BECOME THE BEST THAT THEY CAN BE
WHILE REALIZING HIS/HER FITNESS GOALS.

WELCOME TO THE TEAM AND | LOOK FORWARD TO OUR NEW JOURNEY MAKING A DIFFERENCE IN
PEOPLE’S LIVES!

Here ARE 10 WAYS TO MAKE SURE YOU ARE SUCCESSFUL AT DicMAN FITNESS:

1. Keep DigmaN FiTNEss CLEAN. EVERYWHERE. GYM FLOOR, RE-RACK WEIGHTS, COMMON
AREA, BATHROOMS AND PARKING LOT.

2. GET TO KNOW THE HISTORY AND CULTURE OF DiGMAN FITNESs. VWWHEN WE WERE FOUNDED,
WHAT SERVICES DO WE PROVIDE AND WHAT IS oUR MISSION.

3. SMILE AND ADD ENERGY. BE SURE TO ADD ENCOURAGEMENT AS THE COACH DIRECTS THE

CLASS.

4. GET TO KNOW EVERYONE’S NAME. THIS EVEN APPLIES TO THEIR FAMILY MEMBERS, PETS, JOB,
ETC.

5. SERVE. HOW WELL CAN WE MAKE A DIFFERENCE EVERYDAY AT MAKING EACH SESSION THE BEST
SESSION?

6. LisTEN AND WATCH. WHAT IS THE CLIENT SAYING? HOW ARE THEY TRYING TO COMMUNICATE?
ARE YOU FULLY ENGAGED?

7. WRITE. MAKE A JOURNAL OF YOUR EXPERIENCES AND TAKE NOTES ON HOW THINGS CAN BE
DONE DIFFERENTLY OR BETTER.

8. REPRESENT YOUR BRAND WELL. HOW YOU PRESENT YOURSELF BY HOW YOU DRESS, WHAT YOU
SAY, HOW YOU SAY IT AND YOUR BODY LANGUAGE SPEAKS LOUD!

9. DowN TIME. IF THERE ARE NO SESSIONS TAKING PLACE, ASK THE COACH WHAT DUTIES ARE TO
BE DONE: CLEANING, STUDYING, JOURNALING, ETC.

10. BE ABLE TO GIVE A TOUR. AFTER 2 WEEKS YOU SHOULD BE ABLE TO GIVE SOMEONE ELSE A
Tour AND EXCITE THEM ABoUT WHY THEY SHOULD BE ENGAGING IN A SPECIALIZED
ROUTINE.
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DicmaN FiITNESs SociaL Mepia & EmaiL

| ALWAYS LOVE TO STAY CONNECTED BY POSTING TRAINING INFORMATION, VIDEO CONTENT AND
EVERYTHING THAT HAS TO DO WITH DIGMAN FITNESS BELOW:

FaceBook PaGe: www.facebook.com/digmanfitness

INsTAGRAM: DiGMAN FITNESS
YoutuBe: DigmMAN FITNESS
LinkebpIN: Corey DigmAN

IF THERE ARE ANY QUESTIONS REGARDING SPECIFICS TO TRAINING OR CLASS INFORMATION
CONTACT ME AT:

corey@digmanfitness.com

OFFice/PHONE NumMBER:608-732-0306

MARKETING STRATEGIES

SocliAL MEDIA POSTS AND ENGAGEMENTS- DAILY/WEEKLY
QUARTERLY EVENTS (CLIENT TESTOUTS)
CLINICS (SET UP WITH LOCAL COMPANIES OR AT THE GYM)
LuNcH & LEARNS (AT THE GYM/VIRTUAL VIA ZOOM)
NETWORKING

A. DaNe Buy LocaL MemBER- BEGAN IN 2020

B. MippLETON CHAMBER- 2022

o=


http://www.facebook.com/digmanfitness
mailto:corey@digmanfitness.com

DicmaN FiITNESs CONTRACT

l, AGREE TO ABIDE BY ALL OF THE PROCEDURES OF
DiGMAN FITNESS AS OUTLINED IN THE ITINERARY, OBJECTIVES AND EXPECTATIONS. | AM AWARE OF THE
COMPENSATION AND AGREE TO ALL TERMS.

My TiIME wiTH DiGMAN FITNESS WILL BEGIN ON

SIGNATURE

ADDRESS

CELL PHONE

EmAIL




DiemaN FITNESS ITINERARY & OBJECTIVES

1.

DicMAN FITNESS ORIENTATION
A. ORIENTATION OF STUDIO
B. RevieEw OBJECTIVES
c. Review EmpLoYEE MANUAL & WEBSITE
D. REVIEW SCHEDULE

DicMAN FITNESS OPERATIONS & MAINTENANCE

A. SPEED ROPES, LADDER, CONES, BOXES

B. MEDICINE BALLS, KETTLEBELLS, DUMBBELLS, WEIGHTS
c. BATTLE ROPES, SLIDERS, ETC.

D. NumBer CaARDs & StaTioN CARDS

OPENING AND CLOSING OF GYM

RESPONSIBILITIES OF KEEPING EQUIPMENT IN ORDER
REVIEW OF MEMBER TOUR

SIGNUP NEW CLIENT

Music

EmMERGENCY PROTOCOL

ProressioNAL DEVELOPMENT & EDUCATION
A.  WATCH AND FAMILIARIZE YOURSELF WITH DF YouTtuBe & MEMBER VIDEOS
B. BECOME FAMILIAR WITH APPLICABLE SOFTWARE (EXCEL, WORD, INTERNET)
c. ReviEw FITNESS INFORMATION WEBSITES

e NSCA
e ACSM
e NASM

PERSONAL TRAINING & PROGRAMMING
A. BECOME FAMILIAR WITH HOW AND WHY DF SELECTS CERTAIN EXERCISES AND WORKOUTS
B. OBSERVE ASSESSMENTS ON CLIENTS
Cc. PERFORM ASSESSMENTS ON CLIENTS
D. OBSERVE AND PERFORM TRAINING FOR GROUP & INDIVIDUAL CLIENTS

OBJECTIVES

A. BE READY TO TRAIN CLIENTS AND BE A PART OF WHAT A BUSINESS IS LIKE AS SOON AS
POSSIBLE/COMFORTABLE

B. IDEAL INTERN WOULD BE AN INDIVIDUAL WHO WANTS TO RUN THEIR OWN BUSINESS IN THE
FUTURE EITHER ON THEIR OWN OR WITHIN DIGMAN FITNESS



DicmaN FiITNESs TEAM MEMBER EXPECTATIONS

WELcoME To DieMAN FITNESS! WE TAKE GREAT PRIDE IN THE CULTURE AND ATMOSPHERE AT WHICH WE
PROVIDE TO CLIENTS SO THAT THEY CAN REACH A TOP LEVEL. LISTED BELOW ARE SOME EXPECTATIONS WE HAVE
OF YOU DURING THIS TIME WITH US. YOU WILL BE REQUIRED TO PERFORM THE FOLLOWING CHECKLIST BELOW THAT
WILL INCLUDE: CLEANING, MARKETING, SALES, CONTINUING EDUCATION BASED ON YOUR CERTIFICATION.

IF THERE ARE ANY QUESTIONS, PLEASE ASK. | WANT TO MAKE THIS A GREAT EXPERIENCE FOR YOU TO CARRY
OVER TO YOUR CAREER!

e KNOW YOUR CLASS SCHEDULE AND BE TIMELY WITH YOUR ARRIVAL. WWE EXPECT YOU TO BE READY

TO GO ON YOUR START TIME, SO | RECOMMEND SHOWING UP 10 MINUTES EARLY.

IF NOT CERTIFIED, FIND A CERTIFICATION THAT FITS YOUR GOALS AND WORK TOWARDS

IF YOU ARE ILL OR HAVE A CONFLICT WITH TIME, PLEASE LET YOUR CLIENT KNOwW ASAP.

PLEASE KEEP TRACK OF YOUR OWN HOURS. KEEP TRACK AND LOG DURING NON-BUSY HOURS ON
YOUR ACCOUNTING SHEET.

o GETTING INVOLVED IN THE COMMUNITY IS IMPORTANT, SO WE WILL NETWORK. GET TO KNOW PEOPLE
AND TALK ABOUT YOUR GOALS AS A COACH AND BE AS HUMAN AS POSSIBLE WITHOUT SELLING ALL
THE TIME.

CHECK THE CLEANING LIST IN THE BACK ROOM AND CLEAN DURING OFF HOURS.
EACH DAY WHEN THERE ARE NO CLIENTS IN THE BUILDING AND IF WE HAVE NO SCHEDULED EVENTS
FEEL FREE TO TAKE A LOOK AT YOUR NOTES (CLEANING, CONTINUING EDUCATION, ETC.).

® LEARN VALUABLE INFORMATION EACH DAY IN THE TRENCHES BECAUSE YOU NEVER KNOW WHEN | WILL
CALL ON YOU TO LEAD THE GROUP/INDIVIDUAL.

e DRESS APPROPRIATELY (MATCHING EXERCISE CLOTHES- NO BAR CLOTHES, SPORTS TEAM JERSEYS
OR NEGATIVE MEDIA).

IF YOU HAVE ANY QUESTIONS OR HOW DIGMAN FITNESS CAN BE IMPROVED, LET ME KNOw!
LET’s HAVE FUN & GET AFTER IT!



CoNTINUING EDUCATION
EAcH WEEK ON FRIDAY, | COMPLETE THE FOLLOWING AGENDA SO THAT | CAN STAY ON TRACK FOR GROWTH:
CHECKLIST (GOOGLE DOCS)

e \WHAT IS SOMETHING | NEED TO IMPROVE ON? FIND A PODCAST, CLINIC, MEDITATION FROM NEGATIVE
STIMULI, ETC.
WHAT ARE THREE THINGS YOU NEED TO IMPROVE ON THIS WEEK?
WHAT ARE THINGS THAT YOU WOULD LIKE TO LEARN NEXT WEEK?

e \WHAT WORKED WELL THIS WEEK?
MARKETING—HOW WE CAN IMPROVE ON OUR NEWSLETTER, SOCIAL MEDIA PAGES, ETC.

SALES—WHAT EVENTS OR PEOPLE CAN | REACH TO HELP WITH THEIR HEALTH & FITNESS



How 1o BE A woRLD cLASS COACH

1. CHECK YOUR NOTES AND OBJECTIVES BEFORE THE SESSION TO UNDERSTAND THE GOALS NEEDED TO
ACCOMPLISH A SUCCESSFUL SESSION.

2. TAKE NOTES ON BURNING QUESTIONS TO RESEARCH AND PRACTICE

3. USE POSITIVE BODY LANGUAGE THROUGHOUT THE SESSION

oOow® >

MAINTAIN EYE CONTACT

STAND AT ALL TIMES WITH GOOD/ENGAGED POSTURE

SMILE

ENGAGE WITH CLIENT ASKING QUESTIONS AND ALWAYS LOOK FOR WAYS TO MODIFY/ADVANCE
THEM

STAY OFF PHONE UNLESS YOU ARE RECORDING METRICS OR SHOWING EXAMPLES RELATED
TO SUBJECT

4. AvVOID NEGATIVE BODY LANGUAGE

A.

B
C.
D

LOOKING AROUND DURING THE SESSION

SITTING DOWN OR LEANING AGAINST THE WALL DURING A SESSION
CROSSING YOUR ARMS OR LEGS

HANDS IN YOUR POCKETS

5. PROVIDE CONSISTENT AND POSITIVE FEEDBACK

6. GET TO KNOW AS MUCH INFORMATION AS POSSIBLE ABOUT CLIENTS AND TREAT THEM EACH
INDIVIDUALLY WITH RESPECT.

7. KEEP TALKING TO MINIMUM ABOUT NEGATIVE OUTSIDE FACTORS (CHANGE SUBJECT TO SOMETHING
FUNNY OR POSITIVE IF CLIENT IS HAVING A BAD DAY—THIS CAN BE TOUGH WHEN YOU WANT TO BE
EMPATHETIC BUT YOU HAVE TO BE A ROLE MODEL)



CHECKLIST

1. CLASS PARTICIPATION:
A. PARTICIPATE IN AT LEAST ONE STRENGTH & CONDITIONING CLASS
B. PARTICIPATE IN AT LEAST ONE VIRTUAL CLASS

2. CLEANING (WEEKLY/DAILY AS NEEDED-SEE CHECKLIST IN BACK ROOM):
A.  VACUUM FLOOR (GENERAL AND COMMONS AREA)
MoP STRENGTH AREA
WINDEX WINDOWS AND MIRRORS IN BATHROOMS & EXTERIOR WINDOWS
SWEEP/SHOVEL SIDEWALK
Dust
DisiNFECT MATS AND EQUIPMENT
CLEAN BATHROOMS
HEeLP RESTOCK DRINKS (MAKE SURE THERE IS ENOUGH)
NoTes/WoRKouTs ON BOARD (UPDATE WEEKLY/BI-WEEKLY) & WORKOUTS (LAST DAY OF EA.
WEEK)

IomMmoow®

3. GET 10 KNow THE CLASS SCHEDULE
4. GET TO KNOW THE SERVICES AND PRICES

5. TAKE NOTES ON WHAT IS BEING DONE WITH CLIENTS AND HOW THINGS COULD CHANGE FOR THE BETTER
OR HOW THEY ARE HELPING

A. EmAIL/CALL POTENTIAL & OLD CLIENTS (5-10 PER WEEK GOAL)
B. ONLINE ENGAGEMENT (How cAN DIGMAN FITNESS BE A GREAT GUIDE?)
c. PoweR GoOAL SHEET (FILL OUT EVERY FRIDAY FOR FOLLOWING WEEK)
6. PRACTICE STRETCHING AND BODY WORK TECHNIQUES WITH STRAPS, FOAM ROLLS AND THE STICK

7. PRracTICE ASSESSMENTS & INTAKE EVALUATIONS

8. LEAD A GROUP



INTRODUCTION TO DigMAN FITNESS FOR NEW TEAMMATES

WELCOME ABOARD TO THE DiGMAN FITNESS TEAM! CONGRATULATIONS ON YOUR RECENT ACHIEVEMENTS
THROUGH EDUCATION! OUR SERVICES INCLUDE AN ASSESSMENT (EVERY 3 MONTHS), STRENGTH, CONDITIONING,
MOBILITY, BALANCE, AGILITY AND POWER EXERCISES THAT ARE CENTERED AROUND NASM STANDARDS.

WE SPECIALIZE IN:

SUPERIOR HEALTH AND FITNESS PROGRAMS

INJURY PREVENTION TECHNIQUES TO GET YOU “BACK IN THE GAME”
PROFESSIONALISM

CLEANLINESS

QUALITY SERVICE- ATTENTIVENESS ON EA. MEMBER’S GOALS
PROVIDING A SAFE, CLEAN AND ENJOYABLE ATMOSPHERE

WE ARE UNIQUE IN A SENSE THAT WE:

o \WORK BY APPOINTMENT IN A CLASS SETTING OR ONE-ONE
® INDIVIDUALIZED WORKOUTS
e PRIDE OUR SENSE OF KNOWLEDGE AND TRACKING (CONTINUING EDUCATION/RESEARCH)

MissION:

DiemAaN FITNESS IS A PERSONALIZED STRENGTH & CONDITIONING STUDIO THAT FOCUSES ON QUALITY SERVICE,
ATTENTIVENESS, PERSONALIZED TRAINING AND FUN CHALLENGES. THIS PASSION FOR IMPROVEMENT AND
ATTENTION TO DETAIL STEMS FROM THE FACT THAT MOST AMERICANS ARE BATTLING INJURIES AND AILMENTS, SO
WE NEED TO BE ON THE TOP OF OUR GAME SO THAT FOLKS CAN GET BETTER. WE NEED TO BE THE BEST
RESOURCE FOR THE INDIVIDUAL AS POSSIBLE.
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CoMPONENTS OF TRAINING

EACH OF THE FOLLOWING COMPONENTS ARE BASED OFF NASM'’s EssenTIALS oF CORRECTIVE EXERCISE
TRAINING MODEL:

Foam RoLL/TissUE RELEASE (5-7 MINUTES)
MosiLITY, STATIC/DYNAMIC STRETCHING (3 MIN)

Core AcTIVATION (1-2 MIN)

STRENGTH, CoNDITIONING, POweER & AcILITY (30 MIN)
FINISHER EXERCISES (CHOICE OF CLIENT- 1-3 MIN)
CORRECTIVE STRETCHING (5-7 MIN)

ook wd -~

EACH PHASE IS BASED ON HOW THE INDIVIDUAL HAS ASSESSED ORIGINALLY AND WHAT THEIR GOALS ARE
THROUGHOUT THE PROGRAM. WE SHOULD BE ABLE TO ADJUST ON THE FLY WITHOUT DISRUPTING FLOW OF THE
CLASS/SESSION.

1. Foam RoLL/Tissue RELEASE:
EACH AREA OF THE BODY HAS A FUNCTION AND IS INVOLVED WITH PROPER CONTROL. THROUGH THE
SCREENING PROCESS, WE CAN FIND AREAS THAT NEED CLOSER ATTENTION TO AS FAR AS RELEASING AND
STRENGTHENING. THE AREAS THAT NEED RELEASING ARE HIGHLIGHTED SPECIFICALLY FOR EACH
INDIVIDUAL AND PERFORMED DURING THIS PERIOD

A. UrPER Boby

I. LaTs

. PEecs

. PosTERIOR CAPSULE OF THE SHOULDER
IV. SHOULDER BLADES

B. Lower Boby
I. GLUTES
n. TFL
n. Psoas
Iv. ADDUCTORS
v. HAMSTRING MuUSCLES
vi. Quabp MuscLEs
vil. CaLF MuscLEs

VII.

2. MosiLiTY:
MOBILITY IS A HUGE INDICATOR OF PROPER FUNCTION AND MOVEMENT THROUGHOUT THE BODY. IF AN
INDIVIDUAL DISPLAYS POOR MOBILITY THEN INJURIES CAN MORE EASILY OCCUR AND PERFORMANCE DROPS
CONSIDERABLY. THIS IS THE MOST IMPORTANT COMPONENT THAT SHOULD BE WORKED ON DAILY FOR
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MOST FOLKS TO IMPROVE ROM. RESEARCH SUGGESTS PERFORMING EACH MOBILITY DRILL FOR 30-60
SECONDS IN LENGTH.

A. UrPER BobDY
A. NEck

A. Neck TiLts

B. RoTaTIONS

B. THORAcIC SPINE

Cat/Cow

THorAcic CARs

Foam RoLL EXTENSIONS
PROTRACTIONS/RETRACTIONS
QuADRUPED THORACIC ROTATIONS
SEATED/STANDING THORACIC ROTATIONS
Sipe-Lying WINDMILL/WALL WINDMILL

OMmMoUO®p

C. SHOULDER

Sipe-LYING/WALL WINDMILL
ArM CARs

OH STick (BACK SCRATCHER)
EXTERNAL STick

oo w>

B. Lower Boby
A. Hips
KNEELING/STaNDING AcTIVE HiP FLEXOR
Hip CARs
PRETZEL STRETCH
LYING/STANDING HAMSTRING STRETCH
STANDING QUAD/BENCH QUAD STRETCH
Deer Sauatr WALL SERIES (SQuUAT, SPLITS, CROSS OVER)

Mmoo w>

B. ANKLES
A. ANKLE DoRrsI/PLANTAR FLEXION
B. AnkLe CARs
C. EversioN/INVERSION

3. DYNAMIC STRETCHING:
DYNAMIC MOVEMENTS BEFORE A ROUTINE IS TREMENDOUSLY NECESSARY FOR INJURY PREVENTION.
THOSE MOVEMENTS ARE TO BE AS SPECIFIC TO THE ROUTINE AS POSSIBLE AS NOT TO WASTE ANY TIME.
THERE IS A SLOW-FAST AND GENERAL-SPECIFIC APPROACH TO EACH DYNAMIC ROUTINE.
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A. SLow-Fast

A. BEGINS WITH A QUICK MARCH OR WALK
I. MARCH IN PLACE
. WALK TO LIGHT JOG

B. PROGRESSES TO EACH MOBILITY AREA OF THE BODY IN A STATION FORMAT ALTERNATING

WITH A WALK/JOG

I. STATIONARY
. MOVEMENT DOWN RUNWAY

B. GENERAL-SPECIFIC
A.  WARM-UP FOLLOWS THE FOLLOWING PROGRESSION:
I. Boby WEIGHT
. BANDs
. WEIGHTS- SPECIFIC TO THE ROUTINE (I.E. DB/BAR SQUAT WARMUP)
B. PROGRESSES TO EXPLOSIVE MOVEMENTS RELATED TO ROUTINE
I. Boby WEIGHT

I. Boxes
. CoNEs
Iv. LADDER
v. BanDp

CORE ACTIVATION:

CORE ACTIVATION IS A PERIOD THAT IS SPENT “RECRUITING” AND FIRING UP MUSCLES NECESSARY FOR
THE SPECIFIC STRENGTH ROUTINE TO FOLLOW. THESE EXERCISES ARE BOTH GENERAL AND SPECIFIC TO
NOT ONLY THE ROUTINE BUT THE INDIVIDUAL. FOR EXAMPLE, IF ONE TESTS THROUGH THE ASSESSMENT
AND THERE ARE AREAS THAT ARE EXPOSED AS LONG & UNDERACTIVE THEN THESE ARE GROUPS OF
MUSCLES THAT NEED MORE ATTENTION.

A. SEGMENTAL
A. THORACIC/ScAPULA
I. COBRAS, SCARECROWS, EXTERNAL ROTATIONS (PRONE/STANDING)
Il. BANDS THROUGH ScARECROWS & COBRAS
. SERRATUS PUNCH PROGRESSIONS
B. CoORE
I. PrRONE PLANK PROGRESSIONS
Il. SIDE PLANK PROGRESSIONS
. QUADRUPED PROGRESSIONS
Iv. ANTI-ROTATION PROGRESSIONS
c. GLuTtes/PosTERIOR CHAIN
I. Hip Up PROGRESSION
Il.  SUPERMANS (PRONE ON STOMACH OR QUADRUPED)
. STANDING KickBACKS & ABDUCTIONS
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D. SHINs & CALVES
I. STANDING/SEATED TOE RAISES (TIBIALIS ANTERIOR)
. CALF RaIsEs

5. STRENGTH & CONDITIONING:

OUR STRENGTH & CONDITIONING ROUTINES ARE BOTH FUN AND CHALLENGING IN WAYS WHICH ARE
FUNCTIONAL AND SPECIFIC TO OUR DAILY LIVES. THE EXERCISES THAT ARE SELECTED ALL HAVE
MODIFICATIONS AND PROGRESSIONS TO THEM FOR ALL FITNESS LEVELS AND ABILITIES. EACH QUARTER (END
oF MARCH, JUNE, SEPTEMBER AND DECEMBER) WE TEST OUT TO SEE PROGRESS AS WELL AS MEASURE
SPECIFIC GOALS OF EACH CLIENT.

A. STRENGTH
A. PusH Exercises (Bopy WEigHT, DB, KB, TRX, MB, SanDBAG, BANDS)
B. PuLL Exercises (Booy WEigHT, DB, KB, TRX, SANDBAG, BANDS)

B. CONDITIONING
A. Boby WEIGHT
B. IMPLEMENTS (RoOPES, KB’s, sLEDS, SLIDERS, MB'’s, ETC.)

7. ASSESSMENTS:
CORRECTIVE EXERCISES ARE A NECESSARY AND INTEGRAL PART OF A SMART ROUTINE. AFTER AN
INDIVIDUAL COMPLETES THEIR ASSESSMENT, THERE ARE AREAS THROUGHOUT THE BODY THAT ARE EITHER
SHORT/OVERACTIVE OR LONG/UNDERACTIVE. THOSE AREAS SHOW WHICH ROUTINE TO TAKE AS FAR AS
EXERCISES ARE CONCERNED SO THAT THE INDIVIDUAL CAN PREVENT PAIN, INCREASE FUNCTION AND
PERFORMANCE. BELOW ARE THE COMMON TESTS THAT ARE DONE MOST OFTEN, BUT DEPENDING ON THE
GOAL OF THE CLIENT WE CAN DO MORE IN DEPTH TESTS COVERED BY NASM.

A. OVERHEAD SQUAT ASSESSMENT (SEE ASSESSMENT CHECKLIST SHEET)
A. FRrRONT VIEw
B. SIDE VIEW
c. PosTERIOR VIEW

B. UrPER EXTREMITY (SEE ASSESSMENT CHECKLIST SHEET)
A.  WALL SHouLDER FLEXION TEST
B. WALL SHOULDER ABDUCTION TEST
c. WALL SHOULDER INTERNAL/EXTERNAL ROTATION

C. SEGMENTAL TESTS
90/90 HAMSTRING LENGTH TEST

B. THOMAS TEST (HIP FLEXOR/QUAD LENGTH)
c. WaLL ANkLE TEsT
pD. FABER/FADIR TesTs (GROIN/GLUTE)
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Pay RATE ScaALE

INTERNS:

A.
B.
C.

12- week INTERNSHIP (MARCH, JUNE OR SEPTEMBER)
Pay- $1,000 FOR WHOLE INTERN PROGRAM
OPPORTUNITY TO MAKE COMMISSION DURING INTERNSHIP

SuB-CONTRACTORS:

TMmooOw»

50% STARTING COMMISSION ON ALL SESSIONS (UNDER 1 YEAR EXPERIENCE)

60% STARTING COMMISSION ON ALL SESSIONS (1-3 YEARS EXPERIENCE)

10% COMMISSION INCREASE ON CLIENT RENEWALS (80% caP)

$20/sESSION STARTING ON GROUP SESSIONS

20% BONUS ON ALL OUTSIDE SALES CONTRACTS (PER INDIVIDUAL)

FiLing- DF AccounTtIng Form, 1099 FORM (WE BOTH GET coPY- SEND JAN 31 1o IRS), w-9 w/
1096 AT END OF YEAR

More DETAILS:

PAY RATE STAYS AT HIGHER COMMISSION AS LONG AS THAT PARTICULAR INDIVIDUAL CLIENT STAYS WITH
THE GYM

PAY RATE INCREASES ARE ADMINISTERED UPON CLIENT RENEWAL (50%, 60%, 70% AnD 80%)
PACKAGES FOR MEMBERS ARE MONTHLY

KEEP TRACK OF HOURS AND HAND IN WEEKLY COMMISSION SPREADSHEET (GOOGLE DOCS)- THIS WILL BE
ADMINISTERED BY OWNER
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