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VIDEO NOTES
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My number one takeaway from this video
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RISKS OF GYM TRAINING 

Whether you rent a space for training or own the training facility, the risks associated with 

gym ownership are tremendous. That’s not to say there’s not great money to be made 

in gym ownership. Great money can be made but typically this scale requires investors, 

brings large competition and brings significant staff needs, including management, payroll, 

benefits and more. Plus, the cost burden is compounded by the additional requirements for 

gym regulation and safety, including:

           Property and building codes

           Property and facility insurance

           Additional legal releases

           Increased risk of injury: not limited to training but including equipment that is laying            

           around, moisture on the floors, slips and falls

           Additional expenses:

 Facility purchase and maintenance

 Facility rent (eats into profit margin)

 Floods, breaks and leaks

 Landscaping 

 Marketing 

           Copycats

           Partnership1 

1 Partnership is often sought in investments because it diminishes risk due to the diversification of investors and percentage 
of ownership. However, partnerships are 50% less likely to survive than a sole proprietorship. This type of partnership 
excludes marriage. Also, partnerships remove your control in decision-making for the business.
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TWO CASE STUDIES: 
SAME MODEL, 
DIFFERENT LOCATIONS
Gyms work, at least for a time. When a player is fresh off a career or a trainer has built a 

reputation for performance and results, gyms can flourish. But success is typically built 

on temporary fame. As long as people know the players’ names that are involved and 

the concept is new, the numbers may be there for a profitable business - but this profit is 

based on a paid-for facility. If payments are required, you’re probably operating in the red 

numbers. Some of the biggest trainers have made their name off of supernatural results in 

supernatural athletes. This is a big promise to keep fulfilling.

Gym 1: Northern Virginia

Home of several NFL and USWNT players for off-season training. That is how the facility 

was marketed. And the social media posts were about the pro players. But further reading 

showed the training is focused on strength and injury recovery. The success of the gym is 

built on the trainer’s success with clients. What happens if the trainer goes into business 

for himself? He’s the one who’s built relationship and the reputation and now has the 

endorsements of the pro connections that someone else helped him make. 

GFT suggestions for growth

           If you own a gym, pay it off as quickly as possible. One of the fastest ways to do this is   

          to identify what you want to be known for as a gym. 

           Place the focus on the transformation, not the client. The transformation is where   

          people identify with the work happening and the athlete’s journey.

           Avoid labeling the gym as such; focus on it’s function, such as a place for rapid 

          rehabilitation success for sports injuries. Other clients will come from all ages and 

          stages of life but you’ll be building a reputation for a model that is sustainable, highly 

          niched and scalable.
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Gym 2: North Texas

Gym owned by retiring athletes from the NFL, MLB and an emergency medicine physician. 

The facility is in a small strip mall. The training includes medical treatment, blood testing 

and diet / nutrition. The training focuses on the football and baseball sports but also offers 

volleyball, swimming, yoga, adult fitness and spin. So it’s being marketed as one product for 

elite performance athletes from two specific sports but the facility is also being used for 

other activities, much like a general gym.

GFT analysis

In some ways, the stewardship of the facility may help guarantee more financial stability. 

Multiple offerings equals multiple income streams. Making it a family-friendly place that 

can be a one-stop place for injuries and fitness for parents while kids train or comfort 

stations for homework is brilliant. However, unless a family gym is your goal, the multiple 

options for convenience sake are costly and dilute the level of training offered by the two 

true professionals. Other risks of real estate:

           Start-up costs are significant

           Real estate values can fluctuate significantly

           The location will be inconvenient for some and limits flexibility 

Location

Simply waiting a few years to build and scale the model would eliminate many of these 

expenses and risks. Until you’ve built a business around more than your name, truly 

understand your client avatar and have tested the model, give yourself the flexibility of 

location.

A potentially wiser investment would be to purchase personal real estate around your 

home, with a separate entrance, for your training. This gives you equity in your property, 

lower interest rates, more tax write offs and lower overhead costs
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2 Bonus: One of the key components of Jeremie’s success is the no-lines concept. His players do not stand around in lines or 
wait for his instruction. All players and groups are always moving. Do the same in your training. Players and parents notice.

Equipment

If your business requires permanent equipment, most of this equipment is flexible. Large 

machines don’t necessarily produce the greater physique. Don’t get distracted by shiny 

object syndrome or pre-determined weight sets. The smaller and more individualized 

selections you make, the better for your business and your clients. Gyms go out of business 

often and expensive equipment is available for purchase at a fraction of the original cost.

However, most sports don’t need fancy equipment. They need sport-specific equipment, 

strength and conditioning tools and bodyweight tools. As more research is done on true 

strength, many industry leaders, including the military, are changing their emphasis from 

traditional weight lifting strength to performance strength and endurance. For example, 

many are asking athletes not how much they can lift but are testing how strong they are 

while performing their role. In the military, this looks like lifting kettlebells from your left 

foot floor area to your upper right head area, as though you were lifting sandbags onto a 

higher dock.

Basic equipment list for GFT

Most soccer training sessions, as Jeremie focuses primarily on the mechanics of skills and 

technical development, require only the following:

           10 soccer balls 

 7 size 5 balls

 3 size 4 balls

           Speed ladder

           6-10 cones (24 cones for teams and camps so groups can be split up)2 
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Make your equipment list 

Conclusion

An easy research assumption would be to look at what everyone else is doing and copy 

it. But that doesn’t get you anywhere but stuck, lost and broke. You should capitalize on 

your strengths and insight. Stay where you have authority; don’t worry about competition 

because, if you’ve built your business right, there is no competition because there is no 

other you.

As Jeremie researched these facilities further, he saw that they were stuck always 

explaining why they are the best at what they do. The emphasis was on the client name 

and accomplishments instead of the transformation. But all their training videos showed 

they don’t know skills - and Jeremie does! There is a place for both but who do you think is 

keeping more revenue?

Another easy research assumption would be that diversification is best, but too much 

diversification can lead you away from being highly specialized and highly valued. Don’t get 

out of your niche! The riches are in the niches!
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TRAINING LOCATIONS
Public fields and courts (including parks): Some locations have no restrictions on use of 

their parks. Palo Alto, California has public soccer fields that are open for public use all 

day and are well cared for. If you train there, be sure to post a flag so that people won’t 

interrupt your training to ask questions. The flag will tell them who you are and where to 

find your website. 

They can find the same with any vehicle identification. 

Tips for use:

           Use flags. These help clients locate you and provide marketing for your business.

           Avoid isolation. This practice provides safety and visibility for you and your clients.

           Look for lights. Free lights that the park already pays for are a bonus. Even if you  
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           use your own training light, the additional lights help provide coverage and safety. 

          Lights attract life.

           Carry proof of insurance. Parks are typically covered under most training liability 

           insurance.

           Get permission. Unless a permit is posted indicating the fields are for public use, get 

           permission.

Schools: School field use varies by community. Smaller communities tend to be more open 

to sharing their field use but still require a liability insurance policy. 

Tips for schools:

           Include the principal in the discussion.

           Make a special offer for after-school student enrollment. This helps parents and kids   

           and you.

           Carry insurance.

Community centers: Community centers, including YMCA centers, make great resources 

versus local businesses. Especially if your model is youth or community-oriented, an 

agreement with these groups can be highly beneficial. Often times the community is willing 

to trade benefits versus a local business trading dollars. If you can offer an opportunity to 

enhance the community in exchange for field or facility use, many community centers will 

say yes. However, some will want money. A profit-sharing model can be very beneficial in 

these cases. Profit-sharing models look like this:

For every paying client, the facility gets $10. If the facility refers them, the facility gets $12. This 

happens every single time a client pays. 

The profit sharing model is different from an hourly rental model. The perks can be 

explained in a way that all parties benefit.

Tips for community centers:

           Carry liability insurance.

           Meet any additional requirements of the facility.
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Make a list of places you would like to train. Research them, talk to them and then make 

them a stacked offer (see below). 

Location: 

Location:

Location: 

Location:

Location:

WHY BASEBALL USES 
FACILITIES
If your sport is baseball, your work needs to be in areas well surrounded by safety nets, 

away from houses and small children playing. Your athletes will have occasional balls that 

will fly out of safety range and could easily injure someone. It’s important that you have a 

location where you can maintain an adequate range or be housed by safety nets.

For this reason, many baseball trainers feel they need a facility for training. But 

innovations like this one have made baseball a sport that can be trained anywhere, at any 

time. A training facility is not necessary. Look at what is available in your area, always 

remembering to keep player safety first.

PROTECT WHAT’S YOURS
Overall, there are two main components all successful businesses have: permission and 

protection. These are your safety nets; your walls of protection. With all the goodwill that 

can go around and come back to you, you’re still vulnerable if you don’t first build your 

walls. Walls have been used since ancient times to protect, keep out the wrong people and 

provide security for those inside. Careful planning allows walls to be a safety feature and 

not a barrier. Walls you should have in your business, regardless of training location.

https://amzn.to/2BEcg5g
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          Legal:

 Get all agreements in writing and drafted by your lawyer.

 Keep copious notes. Include names, dates and times of meetings and what was   

                 discussed.

 Have training releases signed before training

 Marketing agreements, including the collection of email addresses

 Non-compete agreements

          Insurance: Carry good liability insurance

          Training safety:

 Use good lighting

 Get CPR certified

 Know first aid

COMMUNITY SUPPORT
Creating goodwill in the community is more than doing the occasional good deed. And 

it’s more powerful than the act. Goodwill, built through relationship and a willingness to 

support one another’s goals, can be useful for bartering, training, growing your name and 

your trade. It can also grow those around you and those you directly influence as they 

come up through the system you’re a part of.

STACK THE OFFER
You may encounter resistance to your offers for bartering. Especially when a concept 

is new, a lack of understanding can make buy-in from others a challenge. That’s when 

you become both a coach / educator to the group you want to work with as well as a 

salesperson and relationship expert!

Stacking an offer does not mean throwing out a list of why you’re the best to work with. 

You present your proposal by explaining the benefits to them. How will they benefit3 as an 

3 Most organizations GFT has worked with had ZERO INTEREST in making money; their sole interest was in providing a great 
value and opportunity to their people.



14Locations and equipment © ESBA: Elite Sports Business Academy

organization or community? Explain the value that their working together will bring their 

program. Your offer should have more than one component. If you want to sell an item, 

offer a single item. If you want to net a higher return, make an offer - a layered opportunity 

for success due to the high value of what’s included.

Selling: Let me train here. I can pay you or we can barter.

Offer: Let your players learn the soccer skills they need to go to college for sports. That’s 

worth the cost of college tuition!

 +  I’ll give them a 50% discount on camps and clinics

 +  They’ll get my personal feedback because I’ll do the camps (a $250 value per kid)

 +  They can have one weekly skills session for free if you cover the cost of the   

      trainer running the session (a $260 value per player)

Tell them you’ll respect their name, their fields and the relationship in exchange for the 

use of the fields and lights. This process is called stacking4; the creation of an offer heavily 

stacked in value in the favor of the avatar, so much so they may think they’re crazy to not 

take the offer.

Write your own offer 

4 Actual offer creation is taught in the Brand course. 
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EXPANDED GFT 
EQUIPMENT LIST

For soccer training & strength / speed training

     •    GFT SOCCER MASTERY COURSE

     •    GAMELIGHT Training Light – Great for nighttime & winter training

     •    Size 5 Soccer Balls – Ages 12 - Adult

     •    Size 4 Soccer Balls – Ages 7-11

     •    Size 3 Soccer Balls – Ages 6 & Under. Please note that not all soccer balls are created 

            equal. Some of the cute ones are great to engage your child but may not last long. 

            These brands are recommended for durability.

     •    BOSU *comes in blue or pink

     •    Rebounder

     •    Mini Trampoline

     •    Speed Ladder

     •    Resistance Bungees

     •    Resistance Bands

     •    Ball Pump + Needles

     •    Mini Hurdles

     •    Cones - Tall

     •    Cones - Flat

     •    Parachute

     •    Soccer Agility Training Poles

     •    Yoga / Medicine Ball

     •    Ball Bag

https://www.gftskills.com/ball-control-courses/
https://www.sportsfieldlight.com/
http://amzn.to/2h8a7CV
http://amzn.to/2h822hw
http://amzn.to/2hFLcHm
http://amzn.to/2hSwtt
http://amzn.to/2hSxvo
http://amzn.to/2h7Qfj2
http://amzn.to/2h86Ovg
http://amzn.to/2ha9OsL
http://amzn.to/2hXUa09
http://amzn.to/2h7ZcsS
http://amzn.to/2hSIejm
http://amzn.to/2h8220W
http://amzn.to/2hSSLuZ
http://amzn.to/2h8881b
http://amzn.to/2hSKtmE
http://amzn.to/2i7Y4XZ
http://amzn.to/2hSMNKm
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Additional soccer essentials

     •    Epsom Salts

     •    Tape for Turf Toe

     •    Theraband

     •    Ice Bags

     •    Ace Wrap

     •    Portable Ice Chest (NOTE: Fill with ice each game day - Sonic ice is best)

     •    Styrofoam Cups (for ice massage)

     •    Moist Heat Packs

     •    Hot tub / cold tub

     •    Miracle Balls

     •    KT Tape

     •    Blister Care

     •    Toe Injury: Nail Care Kit

     •    Patellar Strap

     •    Pre-Wrap Tape

     •    Healing Ointment

     •    Sterile Bandage

SPORTS FIELD LIGHT
Light is necessary for training; it extends the workable hours, especially in the winter. An 

important concept in the soccer training ideology at Global Fútbol Training (GFT) is Train 

Like You PlayTM.  The players are encouraged to learn to train in the elements they’ll com-

pete in and to avoid temperature extremes in training that could make them sick.

As Jeremie trains outdoors and does not use a facility, finding good lighting near a field is 

important. But most fields charge for the use of their lights and the lights do not offer great 

safety or visibility in use by themselves. Jeremie spent over 6 years searching for lights 

http://amzn.to/2ideGcs
http://amzn.to/2hSM7Vu
http://amzn.to/2irilUs
http://amzn.to/2hC0CcF
http://amzn.to/2irckXx
http://amzn.to/2hBTRro
http://amzn.to/2i36BZe
http://amzn.to/2i31Gax
http://amzn.to/2i3aeOO
http://amzn.to/2ireKpn
http://amzn.to/2hmRKeQ
http://amzn.to/2idDNwJ
http://amzn.to/2i3bstv
http://amzn.to/2irikQp
http://amzn.to/2irnUCc
http://amzn.to/2i37lO1
http://amzn.to/2irnnQA
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that he could use in his training. There were a few lights for purchase in England but not 

available in the U.S. 

The U.S. solutions were heavy, impractical and costly. They included using a generator, hav-

ing a truck to haul the lights and great financial investment. The cost to lease space each 

year in the winter months alone (in Texas, this is only 3 months) cost approximately $1k per 

individual trainer, excluding camps or clinics. This was at a highly-discounted rate of $10/

hour; the average rate currently is $40-$60/hour in Texas (higher across the U.S.).

Eventually, one of the England lights was manufactured for the U.S. The light was light-

weight and portable, cost was minimal (approximately $450 per light) but required a 

cumbersome battery that required a minimum charging time of 12 hours and occasional 

replacement. Because the base was inflatable, the light was not usable for mildly windy 

days and could easily bend beyond repair. Soccer coaches quickly found the light but would 

purchase a couple at a time, remove the lighting and pin to the corner of the goals. This 

would allow for minimal visibility of the 12-yard box directly in front of the goal and the 

risk of breaking the light with a kick into the upper 90 of the goal on either corner.

Enter the Sports Field Light, a light designed to address each problem area:

PROBLEM

Poor lighting

Limited visibility (20 x 10 yards; about

4 kids could train)

Lack of power

Cumbersome transport

High cost for effective solution ($2250 = 

$450 x 5)

Poor construction and frame stability

SOLUTION

Bright, LED lights

Directable lights (range from 30x50 yards 

to 80x100 yards, depending on how 

pointed)

Powered by trailer hitch plugin

Collapsable, easy carry, fit in car trunk

One-time cost of $2200

Strong steel frame with wide base to avoid 

tipping in wind

The light not only gave GFT a minimum profit of $3000 back each winter but created 

such a stir from other sports trainers and athletes that this became known as the first-

generation of the light. Currently the light is being sourced for mass production through 

Graham Equipment & Manufacturing LTD, and sold by GFT. Additional components have 

been added, including outlets on the light.
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