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Michelle collins
Actress
I’ve worked with David for nearly ten years. He’s my secret weapon when 
I need to prepare physically for a role. My life can be very hectic but 
David understands this and his thoughtful and considered approach 
gives me a calmness and focus to deal with everything. He’s also become 
a good friend and someone that I can really depend upon, but his book 
won’t be as good as mine!

Jeff salMon
BusinessmAn And tV PersonAlity
I have worked with a number of trainers over the years but none of them 
have given me the knowledge, understanding, care and, perhaps most 
importantly for me, FUN, that I have working with David. I have a 
very hectic life but my sessions with David have become an importantly 
integral part of my week, calming me down and stretching the stress 
out of my oldish body. And unusually for an ol’ grump like me (who 
tries to keep himself to himself ) we have built a great friendship during 
this time.

claudia Milne
tV JournAlist And long-term client
David has been fantastic at looking after me. He’s a very intelligent and 
hard-working young man and I not only enjoy the creative training 
sessions he gives me, but also some lively conversations about current 
affairs and a sick sense of humour that we certainly share. He has more 
ideas than he knows what to do with and is very stubborn – I think he’s 
only written his book because I told him he couldn’t do it! Good on 
you, David.

WHAT OTHERS ARE SAYING
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Jack Bentata
BusinessmAn And client 

for oVer 10 yeArs
I have known David for nearly 14 years. I am sure that he wished to open 
his own enterprise not merely for financial reasons but much more to 
enable him to be unshackled, giving him that essence of life, freedom to 
develop his rich ability to communicate and express and understand each 
client’s individual needs.

Over the years David has built up a team of like-minded physical 
training experts, teaching them the philosophy of personal training 
for exercise, fitness, diet and wellbeing. Life is a journey and David 
is continually seeking ways – sometimes even the smallest detail – to 
enhance the service which All About You provides.

Those of us fortunate enough be part of his clientele are benefitting 
from increased fitness, feeling better mentally and physically and a 
wonderful experience at each visit.

RichaRd hunteR
executiVe HeAd teAcHer And 

client for oVer 10 yeArs
The trust and respect between a client and their Personal Trainer 
is crucial if it is to make a long term and sustainable difference.  
As a busy mature professional, I need a trainer who understands  
the fitness needs of my lifestyle, has the ability to offer challenge and 
knows exactly how far to push me. This awareness of my personal and 
physical capacity creates a unique level of trust and enables me to enjoy 
each session and believe that anything is possible. I feel fortunate to have 
found David, who combines excellent knowledge of fitness and training 
with excellent personal qualities – the perfect combination which ensures 
that the client-trainer partnership will last.
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HELLO AND THANK you for buying my book, The Trusted Trainer.
I sincerely hope that you enjoy reading it as much as I have 

enjoyed living it and documenting it. Wherever you currently are on 
your journey to establishing a successful health and fitness business, I’m 
confident that you can draw on my experiences, learn from my mistakes 
and take a shortcut to realising your own dream business!

This book is based around building great relationships and therefore 
I’m keen for your purchase of this book to mark the start of a great 
working relationship between us. I am always interested in speaking 
to new trainers and entrepreneurs about their businesses and, where 
necessary, provide a little business coaching or advice.

That’s why I’d like to offer you a free 30 minute phone or Skype 
consultation to discuss anything that has struck a chord with you in The 
Trusted Trainer. I don’t know how long I’ll be able to offer this as the 
book sales take off but I will do my best!

And…
I’d also like to offer you free access to a network of personal training 

and health and fitness advice. You’ll have the opportunity to pool 
information and resources with other trainers trying to make it in in the 
industry and develop your network of business contacts.

To take advantage of this, just send me an email:  
david@davidosgathorp.com with the subject ‘Trusted Trainer’ and I’ll 
reply as soon as I can.

Thank you and good luck!

David
London, 2017

FOREWORD
a note fRoM the authoR
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WELCOME TO THE Trusted Trainer, the step-by-step guide to 
attract, amaze and keep your personal training clients for life. The 

ideas in this book are all based on my own personal experiences. This 
is not something that has just been thrown together because it might 
give you a bit of success. These are all tried and tested solutions that will 
guarantee success when you follow them.

I’m not an overnight success; any success that I have had has been 
as a result of years and years of hard work, taking risks and making 
a hell of a lot of mistakes – and so, the good news is that you can 
learn from all of my struggles and take a shortcut to success. I enjoy 
getting all of my information from people who aren’t guessing at how 
things should be done; I want it from a person who has gathered their 
information by searching the hard way, and that’s exactly what I’ve 
done here.

My journey started in 2001 when I was fresh out of University and 
on the road to building my own business. Back then I didn’t have a 
clear path to success, no mentor and no real idea of what I was doing! 
I believed that in order to be successful I had to get every qualification 
going, and so I studied relentlessly. I felt I had to gain experience 
in every possible field, so I worked in health clubs, private studios, 
hospitals, clinics, in schools and with sports teams, and I chose to work 
my ass off day after day, doing 18-hour day after 18-hour day, seven 
days per week for years…

It wasn’t until a few years ago that I realised that whilst a strong work 
ethic and a determination to not give up is definitely important on the 
road to success, there is one thing that beats any of these traits hands 
down, and contributes far more to your chances of success in business 
and life, which is this:

INTRODUCTION
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That’s it.

You can close this book now and just take that piece of advice with 
you, and I guarantee that if you live by that rule and you focus on 
building great relationships with people that come into your life then 
great opportunities will arise as a result.

If you want to keep reading then I’ll do my best to keep you entertained. 
I’ll divulge numerous tactics and strategies that are guaranteed to build 
stronger relationships with your clients, and from there my friend, the 
sky is the limit!

Before we really get stuck into things let me be clear on why this book 
talks about clients and not customers.

We’ll dig into this in more detail in a later chapter, but for me, the 
definition of a customer is someone who buys goods or services from a 
business, whereas a client is someone who receives a professional service. 
Essentially, customers just buy the products you supply, while clients buy 
your advice and solutions that are personalised to their needs.

The way I see it, a customer is simply about the transaction. A client 
is someone who is under your care. If you just go after customers you can 
still have a good business, but if you aim to deliver a great service for your 
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VINTRODUCTION

clients, gain their trust and build strong relationships with them, then 
you can have an amazing business!

Strong relationships are what all good organisations are built upon. In 
today’s business world, the “Big R” is the key to everything. It’s not what 
you know, it’s who you know. A good education and a great smile will 
get you through the door for an interview, but if the guy sat next to you 
at that interview got there because his dad plays golf with the CEO, then 
your great smile isn’t going to last long because there’s only one winner 
in that game!

In sport, you need to have an incredibly high level of skill to “make 
it” to a professional level, but this alone doesn’t guarantee success. There 
are a huge amount of incredibly skilful players out there who never had 
the opportunity to pursue a professional career within their chosen sport 
simply because they were never introduced to the right people at the right 
time who could make it happen.

The 80-20 rule states that 80% of your returns will come from 20% 
of your efforts, or put another way, 80% of your income will come from 
20% of your clients. Often it’s even more than this; take a close look at 
your numbers and if you follow the path of where each of your clients 
came from, they often lead back to the same one or two sources.

In the self-employed world one client can make or break your 
business. If you are lucky enough to meet that one client who wants 
to tell everyone about you (we often call these people connectors) then 
your business could explode as a result of the relationship you build with 
them. Later in this book we’ll discuss how people like this can literally 
change your life, not just your business.

Look for these connectors. Go out of your way for them and always be 
looking for ways to build a relationship without any expectation. Change 
your mindset; don’t look at what you can do in order to get something 
in return. The message of this book isn’t give a little with the hope of 
something huge coming back to you. If you want to build a successful 
business then you should always look to give great service and experience 
with no expectation.

The key thing to remember is that you just don’t know when 
opportunities may present themselves to you. I have recently had an 
introduction to a great business opportunity from someone that I have 
known for over five years. I’ve had no expectation for this whole time; 
I’ve just enjoyed building a great relationship with this person and now 
an amazing opportunity has arisen.
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THE TRUSTED TRAINERVI

Every business succeeds or fails based on the number of people it is 
able to serve. The more people you serve, the more successful you will be 
– simple. With this in mind, most marketing strategies are based around 
getting more and more clients through the doors of your business. But is 
this all we have to do?

Just keep getting more and more people into your business?
Well in my opinion, NO. This actually isn’t a great way of building a 

business. We focus so much on finding new clients, incentivising these 
new people and hitting those all-important sales targets week after week 
that we forget to actually deliver a proper service to these clients we work 
so hard to get through the door!

The result is they don’t stay with you for particularly long and so your 
sales team (or more likely you) have to work even harder to get even 
more people through the door just to stand still! This is madness, and 
I’ve written this book to let you know that there is a much better way of 
doing things. A way that not only delivers the financial results that every 
business needs, but a service that clients will seek you out for and allow 
you to completely stand out from the crowd!

The truth is most businesses do a GOOD job of serving their 
clients, but in my opinion, a GOOD service isn’t what any business 
should be striving to achieve. Often clients will keep going back to a 
“good” business simply because it’s convenient, it’s become a habit for 
them or because an alternative for them is simply too bad to be worth 
considering! If a GREAT business was to open up next door they would 
leave without a thought.

If your goal is to not be as bad as the terrible competition then I think 
you need to close the doors on your business now. You’ll save yourself a 
lot of stress, time and money. If you want to build a successful business 
that you can be truly proud of then you have to really enjoy what you do, 
and you have to do something that no one else is doing. You have to seek 
out opportunities to wow your clients every single day.

If you can do this then I guarantee that your business will not only 
be more successful than you ever dreamed possible but you will love 
what you do, your business will energise you every day and you’ll 
become a magnet for great clients, great trainers and great people in 
your life.

The message within this book is that if you want to build a business 
that grows year on year then you need to build great relationships that 
grow year on year!
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VIIINTRODUCTION

It is my goal that a trainer new to the industry will pick up this book 
and my ideas will completely transform their outlook, and as a result 
their business and their life will go from strength to strength. I want you 
to realise that signing up for course after course to master your technical 
coaching skills will only take you so far: learning to really communicate 
with your clients is the real key to success.

As we’ll discuss later in this book, there are so many great coaches out 
there who struggle to get any kind of career going, while there are many 
coaches with minimal qualifications who make a great living from this 
industry. These guys understand that real coaching is about delivering a 
service that enables the coach to build amazing relationships with their 
clients week after week and, as a result, building a business that can thrive 
for years.

Don’t get me wrong; it is vital to gain as much knowledge as you can, 
but for me this only really matters when you combine that with the finer 
details and the professional experience that the client receives each time 
they step into the gym. It’s about making the client feel like the most 
important person in your life for that hour that you spend with them. I 
named my business All About You to really emphasise this point. Most 
trainers get this so wrong; they want to be the star of the show, they only 
want to train their clients in the way that they train and they end up 
hurting their clients and their business.

I want this book to be a turning point for young coaches. To allow 
them to recognise that the level of success you have in this industry is 
directly correlated to the level of service that you are prepared to deliver.

Get your clients to know you, like you and ultimately trust you and 
your business and your life will go from strength to strength.
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FOR MOST bUSINESS owners the decision to set up their own 
business often doesn’t come purely from a positive desire to make a 

change, but from a negative experience that triggers something inside of 
them to do something different, to stop following someone else’s rules 
and to become the master of their own destiny.

Often they can pinpoint a particular moment that changed everything 
for them and made them decide to take some massive action. Mine was 
when I started to work at a very exclusive health club in 2001. I was fresh 
out of University and I felt a real sense of achievement that I was using 
my Sport and Exercise Science degree and working for a company that 
had just been recognised as the best health club in London.

I soon found myself part of a great team of Sports Science graduates 
who all shared the same ideas and enthusiasm for the fitness industry; 
we were mentored under an incredible gym team manager and worked 
with the rich and famous of North London. I learnt a lot during 
these first few months and felt so proud to be part of this amazing 
organisation.

Then everything changed. A member of the team, a fantastic Kiwi 
girl, decided to move back home to New Zealand. A new guy was given 
the opportunity to replace her but immediately failed to impress me. 
During the following weeks I watched as he delivered really poor training 
sessions, looked completely uninterested while he was on the gym floor 
and basically everything about him was just mediocre!

I was angry and disappointed that this new team member had been 
allowed to join this excellent team and I felt he had let me and all of 
the other trainers down by delivering such a poor service. I told the 
management about this; they did nothing. I spoke to other members 
of the team about it; they all knew he was crap but didn’t want to do 
anything about it, and so I decided that I had to change things.

I realised that I had a real problem with anyone who just couldn’t 
be bothered to give 100%. I promised myself right then that I wouldn’t 
accept mediocrity in my working life.

I left the health club and started up on my own and I loved not relying 
on anyone else; it was all down to me to deliver excellence and I thrived 

MY STORY
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THE TRUSTED TRAINERX

on that. I decided that opening my own business was the next logical 
step and the only way that I could guarantee the high standards that I felt 
clients deserved to receive.

All of my frustrations with my business since opening have been 
around others delivering mediocrity. I really believe that clients come 
into the studio with the opportunity to change their lives, and as health 
and fitness professionals we should not be prepared to let them down. My 
mission is to create the best health and fitness company in the country 
and I am not prepared to settle for anything else.

I have been to a huge amount of other gyms and studios all around 
the country and they are not as good as what my team and I have created. 
The level and ability of the training team we have now is vast, the facility 
is fantastic and we have the commitment from every member of the 
team to deliver excellence every day. Fortunately other people believe 
this as well and we were recently awarded Gym Team of The Year at The 
National Fitness Awards.

I want to create a centre of excellence. I want to create an experience 
that exceeds the expectations of our clients within a network of facilities 
that are at the forefront of the health and fitness world, delivering a 
service that is above all others in the industry.

My team and I can do this if we refuse to accept mediocrity; we only 
want to deliver excellence. We are not prepared to allow our clients to 
miss out on the opportunity to change their lives. We have the ability 
to create something truly amazing together and we are going to make 
that happen!

My philosophy is simply based on living with excellence and bringing 
a unique experience to each and every client session. I hope you can buy 
into this and make great things happen for yourself as a result. Enjoy the 
rest of the book…
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THIS bOOK IS all about building relationships and so before we start I 
want you to get to know me, like what I’ve got to say and trust that it 

will yield results in your own business. Wherever you may be at this point 
in your business journey, you’ve picked this book up because you want to 
get a few ideas on building your personal training business, or you work 
at my studio and I’ve forced you to read it!

I was fortunate that I knew exactly what I wanted to do from a very 
young age. I was very passionate about sport; I dreamed of competing 
professionally but I fell short of that goal and managed to suffer a number 
of debilitating injuries that meant I had to find something else to do by 
my late teens. This was my first opportunity to recognise that everything 
happens for a reason, and as one door closes another one is always waiting 
for you to walk through.

I want this book to inspire someone out there to go after their goals 
and build the business of their dreams on the simple principle of having 
fun and building great relationships. Often the only thing that stands 
between you and your dream life is believing in yourself and taking that 
chance on you!

We tell ourselves that we can’t do this; we can’t achieve that, and the 
life that we dream of is way out of our reach, only reserved for the rich 
and famous.

I believe that’s nonsense and that it doesn’t matter where you’ve come 
from; it’s all about where you want to go. The life that you want is yours 
if you dare to dream…

I moved to London in the summer of 2001 just two days after finishing 
university. I had my dream of building a successful business in the big 
city and I was so motivated, so positive, so eager to learn, so determined 
to make it happen, but sadly so skint I could barely afford to eat properly. 
I was living in a bed-sit in a really rough part of London and having to 
cash cheques in order to get me through until the end of the month.

CHAPTER 1
Been theRe, done it, 

Got the t-shiRt
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The area I lived in was known for a big old football stadium, which was 
being rebuilt at the time. The rest of the surrounding area was incredibly 
run down and so rough that I used to get off the tube at 11pm after a very 
long day at work, strap on my back pack, get my head down and sprint 
the two miles home to avoid any conflict with the not-so-friendly locals 
who would be hanging round street corners at that time of night!

Looking back now, it was a pretty awful existence, but I never really 
thought of it that way. It was just something that I needed to do at that 
time in order to get me to where I wanted to be. Throughout this time 
I just kept my dream at the forefront of my mind and did all I could to 
move a step closer to it each day. I worked all hours, I got to know as 
many people as I could and I absorbed as much information as I could.

Today I tell all of the junior members of my team about the importance 
of continually learning. I watch them download courses, podcasts and 
audio books and it makes me smile. The youngsters these days don’t 
know they’re born!

I tell them my story, that before downloads there were these things 
called DVDs, and before DVDs there was something called video, and 
that’s what my hard-earned money was spent on each week. If my dream 
was to be the best then I had to learn from the best and I realised early on 
that there was a lot I needed to learn.

I decided that I would have one client who would be my “Education 
Client” – the fact that he was a head teacher made this even more 
appropriate. Every penny that I earned from my education client 
went back into my own development. I went on courses, read every 
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3bEEN THERE, DONE IT, GOT THE T-SHIRT

book I could get my hands on and yes, bought myself a lot of DVDs 
and video tapes!

These habits are ingrained in me now and I still continue to learn 
every week. These days it’s more focused on building a business and I pay 
out thousands of pounds each year on courses, I read at least two books 
per week, I subscribe to a huge number of podcasts, newsletters, blogs 
and social media pages because my goal is to always aim to be the best at 
what I do.

I want to remain at the forefront of health and fitness, and I want to 
constantly know what’s going on in my industry and to find inspiration 
from other companies, leaders and inspirational people in order to be 
able to offer my team and my clients more and more.

If you are reading this book then you have made, or soon will be 
making the transition from technician to business owner. This is an 
exciting journey and it will obviously mean that the emphasis shifts in 
the new things you’re learning. Not only do you need to stay ahead of the 
game with your technical knowledge, but you also need to learn a whole 
new skill-set in running a business.

My advice throughout all of this is to enjoy the journey. It will 
inevitably take you a few years to establish a strong business, and you’ll 
make a lot of mistakes along the way, but if you make a mistake once, 
don’t worry about it. It’s a chance to learn – just don’t keep making the 
same mistakes!

Have fun along the way, build a business that you love going to, work 
with people that you love being around, stick to your guns, be clear about 
what you want to achieve and don’t give up!

IF THE HAT FITS
If you want to attract and keep clients for life then you have to be the best 
version of yourself EVERY DAY!

By the way, when I refer to a business this may be a fifty person 
organisation or a one man band, it doesn’t matter; the principles are 
the same.

There will be hundreds of new tasks that you’ll have to do, most of 
which you have never received any training for and almost all of which 
you will hate doing! As a business owner you need to be the boss, the 
accountant, the head of marketing, the head of sales, the receptionist, the 
cleaner, the tea boy and a million other things whilst still being the best 
in town at what you do!
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This means that you’re going to need to start finding some good 
people to help you, because there’s no way you can build a business that 
you love doing the things that you loathe.

So before we start anything you need to make a list of things that you 
LOVE doing and the things that you HATE doing. The things on the list 
you love are your new job description; the things on the list you loathe 
are going on your assistant’s job description. If you think you can’t afford 
an assistant then you need to remind yourself that this is your dream 
business and you need to just focus on doing what you love every day. 
You can find an assistant online who will cost you in a week what you 
can earn in an hour!

Make sure you take action and do this now!
It’s your first step in not only building a business with actual staff, but 

also ensuring that you are able to consistently deliver exceptionally high 
standards to your clients. Attempting to do everything on your own will 
only lead to mistakes or getting burnt out, both of which have happened 
to me.

I know it’s important to get my business to the top of Google but I 
don’t want to learn how to do that.

I know it’s important to create videos but I don’t want to learn how 
to edit them.

I know it’s important to have a great website and attention-grabbing 
flyers but I don’t want to design them.
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5bEEN THERE, DONE IT, GOT THE T-SHIRT

I know I need to keep my business spotlessly clean but I don’t want 
to get the mop out!

I want to be a great coach.
I want to build a great business.
I want to offer all of my clients a great service.
And I want to enjoy my own free time doing what I really want to do.
This is just my outlook on things; it’s not for everyone. Some people 

love the IT side of their business and some people take pride in doing 
everything within their business – if that is the case then who am I to stop 
you? If you’re doing what you love then good on you!

The way I look at it my time is worth a lot to me. If I can charge 
£100 per hour for an hour’s training session then why spend an hour 
doing something someone else can do better than me for a fraction of 
that price?

If I want any work done on my website or social media, any project 
research work done, any flyers designed, any videos edited and much 
more, I use my virtual assistant in India. You’re a star by the way Ashvin!

The aim of this book is to show you how to build a great business 
based on delivering an exceptional, professional and personal service and 
how to attract, impress and keep clients coming back to you for life. It’s 
definitely not about working your ass off doing shit you hate just to pay 
the bills!

If I’ve grabbed your attention then read on…I’ve got a lot more to 
share with you!

WHO AM I AND WHY SHOULD YOU LISTEN TO ME?
I’ve been in the industry for nearly 20 years, I’ve got all the boy scout 
badges, I’ve trained with some of the world-leading authorities on health 
and fitness and worked with some of the country’s top physiotherapists, 
osteopaths and surgeons in my specialist field of corrective exercise, to 
create a thriving personal training business.

I work with numerous celebrity clients, I am the Human Performance 
Coach to the Red Bull Racing Formula One Team and I have my own 
personal training studios in London. I have a team of trainers and 
therapists working for me and we currently deliver over 1000 PT sessions 
each month. My company, All About You Personal Training, has recently 
won The Gym Team of the Year at the National Fitness Awards.

All of this has been achieved by first of all delivering an exceptional 
product that gets clients results, but also by going the extra mile and 
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giving clients a truly unique experience that keeps them as “clients for 
life” and walking, talking adverts for me and my business.

More importantly than all of this is that I’ve made a huge number of 
mistakes along the way, and I’ve learned so many lessons from each of 
these that have made me a stronger businessman and, more importantly, 
a better person as a result.

I’ve employed the wrong people, worked with the wrong clients, 
allowed other people to make the wrong decisions in my business, taken 
terrible advice, taken on an investor who was very wrong for my business 
and it cost me a small fortune to buy them out. I’ve taken on a second 
studio that wasn’t fit for purpose and had to move out when the floor fell 
through, and I lost £100,000 in the process. I’ve had people try to sue 
me, landlords try to screw me and taken risk after risk to build a business 
from nothing to multiple six figures in revenue.

I’ve made ALL of the mistakes so you don’t have to! I really do now 
know what I’m doing and I’m here to share all of this with you.

In order to be successful in the personal training industry you need to 
have a lot of clients – that’s obvious. There are many ways of obtaining 
these clients; the old way of doing things via flyer drops, newspaper and 
magazine ads, billboards, talks, creating referral networks, building a great 
website then making it findable through Google AdWords campaigns, 
Facebook, YouTube, Twitter etc.
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7bEEN THERE, DONE IT, GOT THE T-SHIRT

Each of these if done well should bring in clients and they are all 
marketing tools I have used myself to generate leads into my business.

I’ve spent a lot of time on all of this, and whilst I recognise that 
marketing my business is vitally important, my issue is that the more 
time I spend working on these things, the less time I get to do what I’m 
really passionate about and what I get a great buzz from. I got into this 
industry to do something I love, follow my dream, have fun, be a great 
coach and to build a great business, not to sit behind a keyboard.

Every trainer out there seems to be looking for the best way to 
attract more and more clients. All of the books and information 
products out there focus on how to attract more clients, creating 
shiny Facebook ads, sales page websites and flyers that will have clients 
banging down your door or creating a velvet rope approach to your 
business to position yourself as an expert and have clients really want 
to train with you. All of these things are important, but my message 
here is slightly different.

I have built my Personal Training business on a strong philosophy of 
“keeping clients for life”.

This programme will outline that philosophy: it will tell you exactly 
what I do to wow my clients, how I make them feel special and more 
importantly, how you can learn to build strong relationships with your 
clients, make yourself part of their lives and literally get your clients to 
fall in love with your service so much they’ll do the marketing for you!

I will discuss the importance of communication and going the extra 
mile, and give you a blueprint of exactly how to put these systems into 
practice now within your personal training business.

The general advice in the industry at the moment is if you want to 
earn more money from your fitness business you HAVE to run classes, 
boot camps and small group training.

I totally agree. If you want to leverage your time in the best possible 
way, have a positive effect on numerous people during one hour and you 
get a great buzz yourself from doing this then definitely go down that 
route. The ideas in this book can also help you build great relationships 
with your camp and class members.

My own personal outlook is that I don’t really enjoy classes and small 
group training. It’s just not my thing. I believe it definitely has its place, 
but I’m really passionate about working one-to-one with clients, really 
getting to understand how that individual’s body works and what I can 
do to change what isn’t working at the moment.
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I’m a coach, I work one-to-one with my clients, and I keep them for 
a very long time because I get great results with them and build strong 
relationships with them. I also get numerous referrals from these clients 
and earn a very good living from my business.

The fact that I now have a team of coaches that follows the same 
principles I outline means that I can still have a huge impact on a large 
number of clients each week in a one-to-one setting.

I don’t really see what my team of coaches do as being that out of the 
ordinary; it’s just how I’ve always done things. It’s only in the last few 
years that I’ve recognised the importance of documenting it and teaching 
it to my trainers because it doesn’t come that naturally to everyone.




