
Most personal trainers enter the profession out of a
passion for fitness, an enjoyment of the physical-
social environment, and an ability to connect with

and help others reach personal goals using their expertise.
Many trainers though, lose a taste for the profession when the
painful reality of selling moves to the forefront of the business.
Although this should have likely been expected, as all business
relies in whole or in part in the “sale” of the product or
services, selling seems to be a completely separate mindset
from the intended services of the personal trainer. Exercise
science students are taught the background disciplines
similar to related fields like athletic training and physical
education, but are unique in that to engage in their trade they
must sell their services, as they are discretionary rather than
peripheral aspects of schooling or sports activities. 

When money becomes a relevant objective of any
profession, ethical challenges typically increase. Personal
training is based on instruction, support, encouragement, and
compassion and it would be great if third-party reimbursement
covered the financial end as is the case with physical therapy.
Insurance coverage allows therapists to focus solely on the
positive side of the activity and not concern themselves with
selling services. A second pressure comes from the club or
fitness facility itself, which must provide affordable workout
environments to get people to participate and augment
revenue using personal training, supplements and other
service areas to remain financially viable. This places trainers
in a unique position to meet quotas or reach financial metrics
as set by management. This added need to produce in adjunct
revenue areas can also strain and sometimes compromise
ethical decision making. Unlike group exercise which may or
may not generate money for the club, personal training has
become a primary revenue source for cash flow maintenance
and certainly has the potential to generate a very steady,
lucrative income stream. 

Although ethics arise in any selling environment, which
suggests the propensity for questionable practices, personal
training has the ability to remain a solely positive entity.
Whereas in other businesses, the product may not be good for
everyone or a conscious effort is made to exploit resources to
create the largest profit margin, personal training can be done
with complete regard for the customer while still appro-

priately serving the business model. Since personal training is
aimed at positive change and personal improvement it serves
both the individual, and when applied to the masses, the
overall health of society. The important aspect is to remain
diligent to ethical practices within the profession so that only
positive association and goodwill are created.

This begs the question, what part of selling in personal
training challenges professional ethics. An easy litmus test is
the “do unto others as you would want done to you” mantra
echoed from most mentors. Ethical challenges in personal
training often stem from honesty. Individuals will come with
exaggerated expectations often based on media driven propa-
ganda including shows like the Biggest Loser and weight loss
successes (with or without surgery) in tabloid magazines. The
first step to ethical selling is clearly explaining the expected
rates of change based on physiological parameters and the
level of effort and commitment necessary to see continuous
change. Most personal training clients will see significant
improvements, but never reach the look they envisioned when
they first signed up for their personal training package.
Suggesting unrealistic goals solely to sign a client would be
considered unethical selling. Rather, explaining how constant
improvements and results based on a lifestyle commitment are
possible would be much more appropriate and ethical.

A second area that would question ethical practices is
selling personal training to clients who are currently buying
the same services from one’s employer. In some instances
clients or trainers may initiate the idea of training outside the
current facility to secure a reduced fee structure. Clients may
wish to pay less for the training by cutting out the gym or
trainers may want to make more per session employing the
same tactic. Taking a client from a current employer without
transparency or employer permission is unethical, and is
arguably stealing.  

Sometimes in selling the quantity being pushed exceeds
the need of the consumer. This becomes unethical when only
the seller knows the need and exceeds it without regard for the
consumer. In personal training it is hard to exceed the need
because everyone needs routine physical activity. Where
service contracts become ethically challenged is when
coercive selling tactics are used to reach sales goals solely for
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the seller’s financial gain. If a specific package is pushed that
does not reflect the best interest of the client for the purposes
of reaching a selling goal it would be considered an unethical
behavior. If the number of sessions and any service attach-
ments serve the client’s needs the sale can be done without
concern for ethical challenge.

Service or product attachments are often bundled into
personal training packages. Some recommendations may be
neutral such as suggesting a massage which may be useful for
recovery. If the basis for the recommendation is solely to
support a friend who provides the recommended services,
ethics are challenged. But if the masseuse is qualified to
provide the services, this recommendation is ethical assuming
no false representation of therapeutic need is present. If that
masseuse though provides a kickback for the fulfilled referral
the situations steps into the ethical grey area as undue
influence enters the equation.

Selling in personal training may also include products like
supplements. Due to the fact that supplements are not regu-
lated, consumers rely on professional advice to guide them to
select and purchase products and quantities in their best
interest. In this situation there are several considerations for
the seller. 

1) Is the trainer knowledgeable in the product, its safety,
and efficacy? 

2) Is the product appropriate for the client and serving
their best interest or can it be considered an
unnecessary recommendation?

3) Is the product untested or the outcomes presumed but
not clearly known?

4) Is the only research on the product from an
“independent” company?

5) Are there known side effects and are they being
disclosed to the client?

6) Does the seller know the interactions between the
product and certain risk factors and have these been
evaluated?

If the seller is on the wrong side of the answer, that being
which represents the best interest of the client, the selling of
the supplements may be viewed as unethical and in some cases
negligent. A grey area would be if there were a more affordable
or more natural food source that is known, but being censored
from the discussion to promote a money making opportunity.
For instance, recommending a product like MuscleMilk versus
the $0.99 low-fat chocolate milk which has demonstrated
excellent results for post-exercise replenishment. Simply
disclosing that chocolate milk is known to serve post-exercise
needs but that another product can be purchased conveniently

can alleviate this potential ethical dilemma.

Selling special services which cross the boundaries of
professional scope, represents another area of ethical con-
cern. In the fitness industry, dubious companies will certify
professionals in almost any discipline even though the
presumed skill set attained reflects another profession.
Providing rehabilitation services or writing specific diets
would be common examples in regulated States. Selling
under the auspices of a high level of expertise from a weekend
continued education class presents similar ethical concerns.
The term specialist has been manipulated to reflect a
measured competency but actually represents a spectrum of
education and assessment measures. In some cases, a
specialist credential has been assigned based on validly
measured competency using an appropriately developed and
proctored exam, whereas in other assignments of the term,
weekend participation, an open book test or an online exam
suggest it is clearly not a true representation of competency.
Appropriately representing one’s education and training will
relieve the ethical challenge as continued education courses
are an important part of maintaining and improving
knowledge, skills, and ability but should be represented for
what they are – continued learning.

When selling to clients the following guidelines will help
ensure ethical behaviors: 

A fitness professional offering services should: 

• Provide clients with accurate information about 
the exercise plan, services, and products used in 
the program. 

• Present legitimate qualification evidence related 
to the scope of services (i.e, license, degree or
legitimate certification).

• Be accurate in any comparisons about products, 
services, or potential outcomes. 

• Base actual and potential service claims on 
documented facts.

• Refrain from any unlawful or unethical client
recruitment practices. 

• Ensure that clients are buying packages based on
need and not solely to qualify for downline
commissions. 

• Safeguard privacy information. 

• Provide accurate and truthful information 
regarding the price, quality, quantity, performance,
and availability of their product or service. 

• Encourage clients to purchase only the products 
and services needed. 



<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /None
  /Binding /Left
  /CalGrayProfile (Dot Gain 20%)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Error
  /CompatibilityLevel 1.4
  /CompressObjects /Tags
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJDFFile false
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /DetectCurves 0.0000
  /ColorConversionStrategy /CMYK
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedOpenType false
  /ParseICCProfilesInComments true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveDICMYKValues true
  /PreserveEPSInfo true
  /PreserveFlatness true
  /PreserveHalftoneInfo false
  /PreserveOPIComments true
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /CropColorImages true
  /ColorImageMinResolution 300
  /ColorImageMinResolutionPolicy /OK
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageMinDownsampleDepth 1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /CropGrayImages true
  /GrayImageMinResolution 300
  /GrayImageMinResolutionPolicy /OK
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageMinDownsampleDepth 2
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /CropMonoImages true
  /MonoImageMinResolution 1200
  /MonoImageMinResolutionPolicy /OK
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /CheckCompliance [
    /None
  ]
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile ()
  /PDFXOutputConditionIdentifier ()
  /PDFXOutputCondition ()
  /PDFXRegistryName ()
  /PDFXTrapped /False

  /Description <<
    /CHS <FEFF4f7f75288fd94e9b8bbe5b9a521b5efa7684002000410064006f006200650020005000440046002065876863900275284e8e9ad88d2891cf76845370524d53705237300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c676562535f00521b5efa768400200050004400460020658768633002>
    /CHT <FEFF4f7f752890194e9b8a2d7f6e5efa7acb7684002000410064006f006200650020005000440046002065874ef69069752865bc9ad854c18cea76845370524d5370523786557406300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c4f86958b555f5df25efa7acb76840020005000440046002065874ef63002>
    /DAN <>
    /DEU <>
    /ESP <>
    /FRA <>
    /ITA <>
    /JPN <FEFF9ad854c18cea306a30d730ea30d730ec30b951fa529b7528002000410064006f0062006500200050004400460020658766f8306e4f5c6210306b4f7f75283057307e305930023053306e8a2d5b9a30674f5c62103055308c305f0020005000440046002030d530a130a430eb306f3001004100630072006f0062006100740020304a30883073002000410064006f00620065002000520065006100640065007200200035002e003000204ee5964d3067958b304f30533068304c3067304d307e305930023053306e8a2d5b9a306b306f30d530a930f330c8306e57cb30818fbc307f304c5fc59808306730593002>
    /KOR <FEFFc7740020c124c815c7440020c0acc6a9d558c5ec0020ace0d488c9c80020c2dcd5d80020c778c1c4c5d00020ac00c7a50020c801d569d55c002000410064006f0062006500200050004400460020bb38c11cb97c0020c791c131d569b2c8b2e4002e0020c774b807ac8c0020c791c131b41c00200050004400460020bb38c11cb2940020004100630072006f0062006100740020bc0f002000410064006f00620065002000520065006100640065007200200035002e00300020c774c0c1c5d0c11c0020c5f40020c2180020c788c2b5b2c8b2e4002e>
    /NLD (Gebruik deze instellingen om Adobe PDF-documenten te maken die zijn geoptimaliseerd voor prepress-afdrukken van hoge kwaliteit. De gemaakte PDF-documenten kunnen worden geopend met Acrobat en Adobe Reader 5.0 en hoger.)
    /NOR <>
    /PTB <>
    /SUO <>
    /SVE <>
    /ENU (Use these settings to create Adobe PDF documents best suited for high-quality prepress printing.  Created PDF documents can be opened with Acrobat and Adobe Reader 5.0 and later.)
  >>
  /Namespace [
    (Adobe)
    (Common)
    (1.0)
  ]
  /OtherNamespaces [
    <<
      /AsReaderSpreads false
      /CropImagesToFrames true
      /ErrorControl /WarnAndContinue
      /FlattenerIgnoreSpreadOverrides false
      /IncludeGuidesGrids false
      /IncludeNonPrinting false
      /IncludeSlug false
      /Namespace [
        (Adobe)
        (InDesign)
        (4.0)
      ]
      /OmitPlacedBitmaps false
      /OmitPlacedEPS false
      /OmitPlacedPDF false
      /SimulateOverprint /Legacy
    >>
    <<
      /AddBleedMarks false
      /AddColorBars false
      /AddCropMarks false
      /AddPageInfo false
      /AddRegMarks false
      /ConvertColors /ConvertToCMYK
      /DestinationProfileName ()
      /DestinationProfileSelector /DocumentCMYK
      /Downsample16BitImages true
      /FlattenerPreset <<
        /PresetSelector /MediumResolution
      >>
      /FormElements false
      /GenerateStructure false
      /IncludeBookmarks false
      /IncludeHyperlinks false
      /IncludeInteractive false
      /IncludeLayers false
      /IncludeProfiles false
      /MultimediaHandling /UseObjectSettings
      /Namespace [
        (Adobe)
        (CreativeSuite)
        (2.0)
      ]
      /PDFXOutputIntentProfileSelector /DocumentCMYK
      /PreserveEditing true
      /UntaggedCMYKHandling /LeaveUntagged
      /UntaggedRGBHandling /UseDocumentProfile
      /UseDocumentBleed false
    >>
  ]
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice




