Fitnessmania

The club “Fitnessmania” is located south-west of Moscow along one of the key metropolitan highways – Leninskiy Prospekt. The club was opened in the beginning of 2006, but pre-sales for membership started already in Autumn 2005. When the club was launched, its space was 3200 sq. m., the club offered to its customers: a gym hall, 3 halls for group classes, a hall for eastern body combat and a cycle hall, a professional boxing ring, a swimming pool (3 lines, length is about 22 m.), a kid  room. It included also additional services: SPA centre and Fitness Bar. The club is placed on the territory of a multi-faceted building - Tourist House - where one can find at the same place: a spacious hotel, bars and restaurants, a bowling – centre, cinema and casino. Actually the fitness centre replaced the former cinema.
The club’s location, surrounded by a large housing block with a highly-developed infrastructure and logistics, near one of the widest and most significant highways in the capital, as well as a big brightly-illuminated and clearly visible from a distance sign, provide ample opportunities for potential clients’ attraction. Till recently (2008 year) there was practically no need for any club advertising but during 2 years the number of clubs’ members counted more than 5, 5 thousand people. Great interest to the club was still growing but its space didn’t allow already to invite more customers.
The club owners foresaw the situation and in 2007 they purchased a casino near by the club. Construction and repair works lasted about 9 months. As a result, in March 2008, a wall, that separated the club and casino, was broken for one night, and the following day clients came to a completely different club that stunned their imagination. The total space of the renewed club became 9 000 sq.m. The gym hall occupied around 2 000 sq.m. Two new halls for group classes were added to the existing ones, and the total space of them came about 600 sq.m.  Those clients, who are fond of team sport activities, were pleased by a new hall to play volley-ball, mini-football and tennis. Instead of 2 dressing rooms, the club was equipped with 5, one of them was intended for families with children. A small fitness bar changed into a splendid restaurant “Treasure Island”, its decoration fully corresponds to the name, 2 new stylish bars were opened in the club – in a new swimming pool and near the gym hall. SPA centre opportunities were extended as well, there appeared unique beauty treatments for face and body, as well as highly qualified specialists. The peculiarity of the club became a professional yoga studio – Yoga Mania. A special zone was set up for it with halls for group and individual classes, an exquisitely-designed tearoom, where well-known Moscow masters of tea ceremonies are working. Classes in the studio are conducted by the best specialists from Moscow Yoga Federation, and also yoga guru from India. None of the Russian fitness clubs has such a unique market offer as yet.
One more special option is a women club. It is a separated system of halls, where only women can be trained. A specially created training program is focused on traditional female body problems (belly, hips, and buttocks). Classes are organized in a small group and individually. The program is regularly deeply tested and that allows to make timely corrections to achieve the soonest results. Classes are taken in a specially- equipped gym or a group class hall as well. An individual diet system is worked out for each client of the women club.
On the 24th of April 2008 the official grand opening of the club was held where the club’s members, representatives of Moscow and Federal mass media, from district and municipal administration, partners of the company were invited. At the club’s opening the press conference was organized with the participation of the company’s management and Moscow administration representatives. Mikhail Kirsanov, the President of investment fund “EASTWARD CAPITAL” (the fund supported the club “FitnessMania”) declared of further plans to develop the fitness direction – a national federal chain of family sport clubs plans to be evolved on the basis of Moscow club “FitnessMania” under the same brand name. Till 2012 no less than 15 new clubs are in project to be launched. The clubs will be situated mainly in regions, in Moscow there will be opened 1-2 clubs and the same number in Saint Petersburg.
Market position of the club stays at business level, therefore our custom audience is well-to-do people. 60% of our clients are women, most clients are 25-40 age group, the number of family couples is the same as the number of singles (51 and 49% correspondingly), the majority of couples have children (around 60%), most clients are university-educated (about 75%), income per 1 member of a family in the biggest client group starts from 2000$ per month (after tax). Most our customers are owners of their own business or middle managers.
Today more than 6,5 thousand clients visit the club.

The club is open from 7.00- till 24.00 on weekdays, from 8.00- till 23.00 on weekends and holidays.

Concerning marketing policy of the company, an active and busy work is leading in the light of plans to launch a new federal chain of family sport clubs. For a start, we need to revise the brand-book, as the brand policy and its vision can be challenged by changes with regards to clarification of the brand positioning on the market (family clubs orientation) and its spread geographically. In Russia mentality of Moscow residents and regional ones differs considerably, so what is acceptable and popular in Moscow can be or not the same outside Moscow.
Speaking of a marketing and advertising strategy of the existing club, here we can see a great field for an active work. The club space was enlarged practically triple. Just having an advantageous location now is not enough to fill such a considerable space, though the place is still of strategic importance and it allows to make advertising campaigns much simple and cheaper. From marketing tools we employ outdoor advertising - banners fastened near the club on main road junctions. Also we devote great attention to promo-actions and cross promo, trying to go away from ordinary ways of using this advertising method and design bright and fresh scenarios for our targeted audience. The Internet keeps truly boundless opportunities. We have modernized our website, its new version is scheduled to be accessible from June, we try to visit actively targeted websites, forums, chats, blogs, we focus our attention on the interactive life and we are ready to start our corporate blog. We are absolutely certain that the Internet advertising has a bright promising future.    
We have a special position in the sales department of the club – a manager responsible for corporate sales. This person aims to attract only corporative organizations. We have been developing this direction only several months, and we are pleased already with the result. Corporate sales manager defines locations of potential client corporations, there are quite a number of them that we have marketing interest in, and invites to mutual collaboration those persons who are in charge of taking decision concerning bonus packages for employees – hr managers or chiefs of a company. Corporate sales manager has also the task of providing business centers near the club with advertising materials, as well as to the joined restaurants and cafes, where employees of these companies usually lunch out.
One of our most successful actions is an organization of mini-football championship for the club cup (it is running currently before the European Football Championship). To participate in the championship we have engaged not only members of the club, but also students’ teams of the neighboring universities and corporate teams from large commercial and governmental organizations. For those, who participate, we give a string of benefits – discounts for SPA and restaurants’ services, discounts for personal trainings for mini-football, discounts for renting a hall for sport games to take team trainings, and also a special offer to get a corporate membership during the championship time. We observe keen interest to the championship and we are sure that it would give a powerful stimulus to obtain corporate memberships by our potential customers. 
Inner marketing in the club is also of great significance. We are at hard work in this field as well. We have a service department the task of which is to ensure the process of adaptation for new comers to the club environment, to lead a constant work with inactive club members, to conduct questionnaires in the club and to guarantee feedback from clients, to solve problematic situations. Managers of the service department also inform clients promptly about all innovations – new classes, services, club activities and parties, etc.
Marketing department arranges a full and bright club life that unites people with other club members and trainers. This can be diverse sport festivals, competitions, holidays inside or outside the club, for example, dance contest, aqua-competition, weight-lifting championship or mini-football championship, skating holidays, mountain skiing and snowboarding, various leisure entertainments, one of which, the brightest and mostly expected, is New Year Party.
Our small achievement is a complex of information stands in the club, on which every club department can place the latest news, interesting data that keeps clients acquainted with necessary knowledge how to build their training process competently, various mini-lotteries and quizzes that attract clients’ attention to the work of the departments. 
Sales department together with marketing department work actively to invite customers’ friends to the club. We have quite a lot of tactics to achieve this; traditional ones – a number of free visits for friends, prolongation of a club card validity– in the case a friend becomes a new client of our club, creative ones – raffle of valuable presents in the end of a year for those clients that invite most of all friends, for those that engage their friends in outdoor and inner club activities as fans or participants.  
Concerning price policy, the cost for individual full membership for 1 year with 3 frozen months in our club in May is around 2000$. Besides individual membership, we offer cards for family, students, kids, corporations. We have cards for a full day and day (excluding kid membership). With a day card one can visit the club only on weekdays from 7.00- till 17.00, and on weekend from 8.00- till 14.00. The payment is possible made by cash or by a cashless system, the amount is paid out once.
We find new employees for the club through 3 directions – recommendations from the employees, who are working in the club, putting information on the Internet on our website or thematic websites that offer different vacancies, and also through specialized recruiting agencies.
For our employees we have some inner company’s demands on the level of their qualification, but the determining factor in the recruiting process for us won’t be only previous experience of a person but definite psychological characteristics, his/her client-oriented and communicative skills, and a burning desire to work in fitness. If a person has such inclinations, so professional skills can be developed and increased with the help of our expert managers who offer a system of trainings for newcomers, as well as with the assistance of certificated fitness specialists who are specially invited to educate the club’s employees.
