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1. Introduction 

The Falcon Fitness Center, conceptualized as a pioneering fitness and wellness hub, stands at 
the intersection of innovation and community health. Envisioned to redefine the fitness landscape, it 
uniquely marbles technology with personal training services in a versatile facility. This feasibility study 
explores the market dynamics, showcasing a nuanced understanding of local demand and 
competition, tailored to Bahrain's evolving fitness culture. It delves into a multifaceted business 
model, emphasizing space rentals for personal trainers and expansion capabilities. The center's 
operational ethos is anchored in customer-centricity and efficiency, seamlessly integrating cutting-
edge digital solutions. The financial framework mirrors a sustainable and growth-oriented trajectory, 
underpinned by diversified revenue streams and astute capital allocation. Central to this blueprint is 
a strategic marketing vision, aimed at cultivating a robust brand presence and engaging community 
involvement. Human resource strategies are meticulously crafted, focusing on team synergy and 
excellence. This document, enriched with data-driven insights and pragmatic recommendations, 
outlines a roadmap for Falcon Fitness Center's journey towards becoming a hallmark of fitness 
innovation and community well-being.  

The Falcon Fitness Center represents a revolutionary approach to fitness and wellness, 
tailored to meet the specific needs and dynamics of the Bahrain market. This feasibility study outlines 
a comprehensive plan to establish a facility that not only offers traditional fitness services but also 
innovatively integrates technology to enhance the personal training experience. Our focus on 
providing versatile rental spaces for fitness professionals positions us uniquely in the market, creating 
opportunities for growth and community engagement. The study delves into detailed market analysis, 
operational strategies, and financial planning to ensure a sustainable and profitable business model. 
Through strategic marketing efforts and a strong emphasis on customer satisfaction, Falcon Fitness 
Center aims to set a new standard in the fitness industry, fostering a sense of community and well-
being among its clientele. The inclusion of diverse services, rigorous HR planning, and operational 
excellence are at the core of our strategy, aiming to make Falcon Fitness Center a cornerstone of 
health and fitness in the region. 

 
The Falcon Fitness Center recognizes a prevalent challenge in the fitness industry: the struggle of 
personal trainers (PTs) to find suitable, affordable, and well-equipped spaces for conducting their 
training sessions. Many PTs grapple with the high costs and restrictions of traditional gym settings, 
often hindering their ability to offer personalized and flexible training services. Our solution is a 
revolutionary facility designed to address these challenges directly. By offering versatile, rentable 
spaces that PTs can use to conduct their sessions, we provide them with the freedom and flexibility to 
operate independently, without the overhead of owning or managing a full-scale gym. This model not 
only benefits the trainers but also creates a diverse and dynamic fitness environment for clients. By 
mitigating the logistical and financial burdens traditionally associated with personal training, Falcon 



 

Fitness Center aims to foster a thriving community of fitness professionals and enthusiasts, elevating 
the overall quality and accessibility of personal training services in the region. 

1.1. Personal Training Spaces:  

Offering rentable spaces for personal trainers to conduct their sessions, providing them with the 
flexibility and autonomy to operate their businesses. 

1. Flexible Space Rental: Offering a variety of spaces that personal trainers can rent hourly or 

monthly. These spaces are equipped for different training styles, from weightlifting to yoga. 

2. State-of-the-Art Equipment: Each space is outfitted with high-quality, modern fitness 

equipment to cater to a wide range of training needs. 

3. Privacy and Exclusivity: Ensuring that each rented space provides privacy and exclusivity, 

allowing personal trainers to offer focused, one-on-one sessions without distractions. 

4. Customizable Environment: Trainers can customize the space to some extent to match the 

specific needs or preferences of their clients, such as adjusting lighting or music. 

5. Scheduling Flexibility: Implementing an easy-to-use booking system that allows trainers to 

reserve spaces according to their schedule and client availability. 

6. Support Services: Providing ancillary services such as reception, cleaning, and maintenance, 

ensuring that trainers can focus on their clients without worrying about logistical aspects. 

7. Community Building: Encouraging a collaborative environment where trainers can network, 

share knowledge, and potentially collaborate on joint fitness initiatives. 

1.2. Group Classes:  

Hosting various fitness classes such as yoga, Pilates, and aerobics, catering to different fitness 

levels and interests. 

1. Yoga: Offers different styles like Vinyasa, Hatha, or Hot Yoga, catering to various experience 

levels and promoting flexibility, strength, and mental wellness. 

2. Pilates: Focuses on core strength, posture, balance, and flexibility. It's popular for its low-

impact exercises suitable for a wide audience. 

3. High-Intensity Interval Training (HIIT): Short bursts of intense exercise followed by rest 

periods. Attracts those looking for quick, effective workouts. 

4. Spin Classes: Indoor cycling classes that offer a high-energy, cardio-intensive workout, often 

with music and dynamic lighting. 

5. Zumba/Dance Fitness: Combines dance and aerobic movements with energetic music, 

appealing to those looking for a fun, upbeat workout. 



 

6. Strength and Conditioning: Targeting muscle building and overall physical conditioning, 

suitable for a range of fitness levels. 

7. Aerobics: Traditional aerobics classes focusing on rhythmic exercise for improving 

cardiovascular health and stamina. 

1.3. Specialized Workshops:  

Organizing workshops and seminars on health, nutrition, and wellness topics. 

1. Nutrition and Dietetics: Covering balanced diet plans, weight management strategies, and 

nutrition for athletic performance. 

2. Mental Wellness and Mindfulness: Focusing on stress management, meditation techniques, 

and the mental aspects of fitness. 

3. Injury Prevention and Recovery: Providing insights into avoiding common injuries, safe 

workout practices, and recovery techniques. 

4. Functional Fitness Training: Educating about exercises that improve daily life activities, 

focusing on strength, balance, and mobility. 

5. Women's Health and Fitness: Tailored programs addressing unique aspects of women's 

fitness, including hormonal changes, pregnancy, and postnatal fitness. 

6. Senior Fitness Programs: Focused on age-appropriate fitness strategies for older adults, 

emphasizing flexibility, balance, and joint health. 

7. Sports Performance Enhancement: For athletes or sports enthusiasts, covering topics like 

improving endurance, strength, and sport-specific training techniques. 

1.4. Online Training and Virtual Classes:  

Incorporating technology to offer online and virtual training options for remote accessibility. 

1. Live Virtual Classes: Stream live sessions for classes like yoga, Pilates, and HIIT, allowing 

remote participation. 

2. On-Demand Workout Library: Offer a library of pre-recorded workouts that clients can access 

anytime, catering to different fitness levels and preferences. 

3. Personal Training via Video Conferencing: Personal trainers can conduct one-on-one training 

sessions remotely, offering personalized guidance. 

4. Interactive Fitness Challenges: Host online fitness challenges with leaderboards to encourage 

participation and community building. 

5. Webinars and Online Workshops: Educational sessions on topics like nutrition, wellness, and 

fitness techniques, accessible remotely. 



 

6. Mobile App Integration: Develop a mobile app for easy access to online classes, booking, and 

tracking fitness progress. 

7. Virtual Reality Workouts: Explore the use of VR technology for immersive fitness experiences. 

1.5. Nutrition and Wellness Counseling:  

Providing services like diet planning and wellness counseling to complement physical training. 

1. Individualized Diet Planning: Tailoring nutrition plans to meet individual health goals, dietary 

preferences, and restrictions. 

2. Wellness Counseling Sessions: One-on-one sessions focusing on overall health, stress 

management, sleep quality, and lifestyle choices. 

3. Educational Workshops: Conducting group sessions on topics like healthy eating, meal prep, 

and understanding nutrition labels. 

4. Weight Management Programs: Offering structured programs for weight loss or gain, 

including regular check-ins and support. 

5. Sports Nutrition: Specialized advice for athletes or active individuals on performance-

enhancing nutrition strategies. 

6. Holistic Health Approaches: Incorporating broader wellness concepts such as mindfulness in 

eating and balanced lifestyle practices. 

7. Regular Follow-ups and Adjustments: Ongoing support to adjust diet and wellness plans as 

clients progress or their needs change. 

1.6. Retail Area:  

Selling fitness-related products, including supplements, workout gear, and health snacks. 

1. Supplements: A range of nutritional supplements like protein powders, vitamins, and minerals 

tailored for various fitness goals. 

2. Workout Gear: High-quality, durable workout attire and accessories, including gym gloves, 

yoga mats, and resistance bands. 

3. Health Snacks: Offering healthy snack options such as protein bars, energy drinks, and natural 

nut mixes. 

4. Fitness Equipment: Small-scale fitness equipment like dumbbells, kettlebells, and foam rollers 

for home workouts. 

5. Wellness Products: Items like essential oils, aromatherapy diffusers, and stress-relief gadgets. 

6. Educational Materials: Books, magazines, and DVDs on fitness, nutrition, and wellness topics. 



 

7. Branded Merchandise: Falcon Fitness Center-branded items like water bottles, towels, and 

caps for brand promotion and client loyalty. 

1.7. Community Events:  

Hosting fitness challenges, community gatherings, and health fairs to foster a sense of community. 

1. Fitness Challenges: Organizing monthly or quarterly fitness challenges with themes or specific 
goals, encouraging healthy competition and community participation. 

2. Health and Wellness Fairs: Hosting fairs that feature health screenings, wellness workshops, 
and booths from local health-related businesses. 

3. Group Outings and Activities: Arranging outdoor group activities like hikes, group runs, or 
community clean-ups. 

4. Charity Events and Fundraisers: Hosting charity fitness classes or events where proceeds go 
to local charities or health causes. 

5. Fitness Workshops and Seminars: Bringing in experts to speak on various health and fitness 
topics. 

6. Social Gatherings: Regularly scheduled social events for members to connect outside of the 
fitness setting. 

7. Family-Friendly Events: Organizing events where members can bring family members to 
participate in fitness and wellness activities together. 

 

 

 

 

 

 

 

 



 

2. Target Audience 

  

• Fitness Enthusiasts and Regular Gym Goers: 
o Name: Alex Johnson 
o Age: 30 years 
o Occupation: Marketing Manager 
o Fitness Level: Intermediate to Advanced 
o Interests: Weightlifting, HIIT, Functional Training, and occasional yoga for flexibility. 
o Goals: To maintain and improve physical fitness, muscle tone, and overall health. 
o Lifestyle: Leads a busy professional life but prioritizes fitness. Enjoys trying new 

workout routines and staying updated on fitness trends. 
o Challenges: Finding a gym that offers a variety of high-quality equipment and classes 

to prevent workout monotony. 
o Preferences: Prefers a gym with a community vibe, knowledgeable trainers, and the 

option for personal training sessions. 
o Motivation: Staying fit, looking good, and relieving stress. Values the mental and 

physical benefits of regular exercise. 
o Behavior: Regular at the gym, attends 4-5 times a week, often participates in gym 

challenges and events. 
 
 
 
 
 
 
 
 
 
  



 

• Personal Trainers and Fitness Professionals:  
o Name: Jordan Smith 
o Age: 35 years 
o Occupation: Certified Personal Trainer and Fitness Coach 
o Fitness Level: Advanced, with specialized training in various fitness disciplines 
o Interests: Strength training, functional fitness, sports performance coaching, and 

rehabilitation exercises. 
o Goals: To provide top-tier training services, grow a loyal client base, and continuously 

expand knowledge in fitness and nutrition. 
o Lifestyle: Dedicated to a fitness-oriented lifestyle, both personally and professionally. 

Actively seeks out new training techniques and industry trends to stay ahead. 
o Challenges: Finding a well-equipped, professional space to train clients, which offers 

flexibility and all the necessary amenities without the overhead costs of owning a gym. 
o Preferences: Prefers a gym environment that is not only fully equipped but also 

fosters a community atmosphere among trainers and clients. 
o Motivation: Passionate about helping clients achieve their fitness goals, improving 

their health and wellness, and making a positive impact in their lives. 
o Behavior: Engages clients with personalized training plans, conducts regular fitness 

assessments, and adapts training methods to suit individual needs. 
 
 
 
 
 
 
  



 

• Wellness-focused Individuals: 
 
 

o Name: Emily Nguyen 
o Age: 28 years 
o Occupation: Graphic Designer 
o Fitness Level: Beginner to Intermediate, with a focus on holistic practices 
o Interests: Yoga, Pilates, mindfulness meditation, holistic nutrition, and wellness 

workshops. 
o Goals: To achieve a balanced lifestyle that integrates physical fitness, mental well-

being, and nutritional health. 
o Lifestyle: Leads a busy professional life but makes time for self-care routines. 

Interested in natural remedies and eco-friendly living. 
o Challenges: Finding a fitness center that aligns with a holistic approach to wellness, 

offering a range of services beyond traditional gym workouts. 
o Preferences: Prefers a gym that offers a peaceful environment, wellness counseling, 

and classes that focus on mental as well as physical health. 
o Motivation: Seeking overall well-being, stress reduction, and a community that shares 

wellness and eco-conscious values. 
o Behavior: Regularly attends yoga and Pilates classes, participates in wellness 

seminars, and is interested in joining a community of like-minded individuals. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

• Corporate Clients:  
 
 

o Name: Sarah Chen 
o Position: Human Resources Manager 



 

o Age: 40 years 
o Industry: Technology Sector 
o Company Size: 200+ employees 
o Interests: Implementing employee wellness programs, enhancing workplace 

productivity, and fostering a healthy work environment. 
o Goals: To improve employee health and well-being, reduce healthcare costs, and 

increase job satisfaction and retention. 
o Lifestyle: Professionally driven, focused on creating a positive work culture. Values 

data-driven approaches to employee welfare. 
o Challenges: Finding comprehensive wellness programs that can be integrated into the 

workplace. Seeking solutions that offer both physical and mental health benefits. 
o Preferences: Prefers wellness programs that are flexible, customizable to diverse 

employee needs, and easy to implement and track. 
o Motivation: Enhancing the company's reputation as an employer that cares about its 

employees' health and well-being. Aiming to attract and retain top talent by offering 
superior employee benefits. 

o Behavior: Actively researches and connects with providers of corporate wellness 
programs. Seeks evidence of program effectiveness through case studies and 
testimonials. 

 
 
 
 
 
 
 
 
 
 
 

• Beginners in Fitness:  
 
 
 

o Name: Kevin Parker 
o Age: 25 years 
o Occupation: Software Developer 
o Fitness Level: Beginner, new to structured exercise routines 
o Interests: Learning basic fitness principles, starting a regular exercise routine, 

exploring different types of workouts. 



 

o Goals: To develop a consistent fitness habit, improve overall health, and gain basic 
knowledge about exercise and nutrition. 

o Lifestyle: Sedentary job with limited physical activity. Motivated to make lifestyle 
changes for better health. 

o Challenges: Overcoming initial intimidation of the gym environment, lack of 
knowledge about workouts and equipment. 

o Preferences: Prefers a welcoming, non-intimidating gym atmosphere with beginner-
friendly classes and resources. 

o Motivation: Improving health, gaining confidence, and reducing stress. Interested in 
learning and growing in a supportive community. 

o Behavior: Likely to engage with introductory classes, personal training sessions for 
beginners, and educational resources on fitness and wellness. 

 
 
 
 
 
 
 

• Families and Older Adults: 
 
 

o Name: Linda and David Martinez 
o Ages: Linda is 52, and David is 55 
o Occupation: Linda is a School Teacher, and David is a Retired Military Officer 
o Fitness Level: Moderate; both are active but not accustomed to structured gym 

workouts 
o Interests: Low-impact exercises, yoga, stretching, and activities they can do with their 

grandchildren. 
o Goals: To maintain mobility, improve joint health, and find activities suitable for the 

entire family. 
o Lifestyle: Enjoy spending time with family, especially their grandchildren. They value 

activities that can be enjoyed together as a family. 
o Challenges: Finding age-appropriate fitness programs that accommodate their 

physical limitations and appeal to their grandchildren. 
o Preferences: Prefer a welcoming, community-oriented gym with a variety of family-

friendly and age-appropriate programs. 
o Motivation: Staying active and healthy to enjoy their retirement years and family time 

to the fullest. 
o Behavior: Likely to participate in group classes tailored to older adults, family events, 

and workshops on health and wellness suitable for all ages. 



 

 
 
 
 
 
 
 
 
 

• Athletes and Sports Enthusiasts:  
 
 
 

o Name: Michael Thompson 
o Age: 29 years 
o Occupation: Professional Soccer Player 
o Fitness Level: Advanced; highly trained and focused on sports-specific conditioning 
o Interests: Sports-specific training, high-intensity workouts, agility training, and 

endurance building. 
o Goals: To enhance athletic performance, increase strength and speed, and reduce the 

risk of injury. 
o Lifestyle: Highly disciplined with rigorous training schedules. Prioritizes performance 

enhancement and recovery. 
o Challenges: Finding a training facility that offers sports-specific equipment and 

expertise. 
o Preferences: Prefers a gym with advanced training equipment, access to sports 

performance specialists, and facilities that allow for comprehensive athletic training. 
o Motivation: Achieving peak performance in his sport, maintaining a competitive edge, 

and pursuing personal bests. 
o Behavior: Engages in structured training programs, regularly consults with sports 

performance coaches, and participates in advanced training workshops. 

 

 



 

3. Market Analysis 

3.1. Positioning: 

1. Innovative Fitness and Wellness Hub: Falcon Fitness Center is designed to be a cutting-edge 
facility that combines fitness training with wellness practices. Unlike traditional gyms that 
focus solely on physical workouts, Falcon Fitness Center offers a holistic approach to health. 
It blends traditional fitness regimes with innovative wellness programs, positioning it as a 
place where modern health trends meet a comprehensive wellness philosophy. 

2. Affordable Luxury in Fitness: While providing high-quality, state-of-the-art fitness solutions, 
Falcon Fitness Center aims to maintain an accessible pricing strategy. The goal is to offer 
premium experiences at competitive rates, making top-tier fitness and wellness services 
available to a wider audience. This positions Falcon Fitness Center as a provider of exceptional 
value in the fitness and wellness sector. 

3. Expertise in Diverse Fitness Disciplines: Falcon Fitness Center prides itself on hosting a team 
of certified and experienced professionals in various fitness and wellness disciplines. From 
personal training to yoga, Pilates, and nutrition counseling, the center is a hub of knowledge 
and expertise. This positions the brand not just as a fitness center but as a comprehensive 
wellness destination. 

4. Fostering a Supportive Community: Beyond offering fitness and wellness services, Falcon 
Fitness Center is envisioned as a community hub. It is a place where individuals of all fitness 
levels – from beginners to seasoned athletes – can come together in a supportive 
environment. The center encourages communal engagement, knowledge sharing, and 
collective growth, making it more than just a place to work out. 

3.2. Possible Strategies: 

1. Leveraging Digital Platforms: Utilizing social media platforms to showcase Falcon Fitness 
Center's unique offerings. 

• Fitness Challenges on Social Media: Viral challenges on platforms like Instagram and 
TikTok, focusing on workouts and wellness routines. 

• Member Success Stories: Sharing videos and testimonials of members' fitness 
journeys to highlight the impact of the center. 

• Collaborations with Fitness Influencers: Partnering with fitness and wellness 
influencers to authentically promote the center's services and community. 

2. Community Building Initiatives: Organizing events that align with the center's focus on fitness 
and wellness. 

• Fitness and Wellness Workshops: Monthly events focusing on different aspects of 
health, such as nutrition seminars or group workout sessions. 



 

• Themed Fitness Events: Hosting events like outdoor yoga sessions, family fitness days, 
or wellness retreats. 

3. Corporate Wellness Partnerships: Offering specialized programs to businesses to enhance 
employee wellness. 

• Corporate Wellness Workshops and Classes: Tailored sessions for stress 
management, team-building exercises, and corporate wellness days. 

4. Loyalty and Referral Programs: Encouraging member loyalty and referrals through 
incentivized schemes. 

• Referral Rewards: Implementing a program where members receive benefits for 
referring new clients, such as discounted memberships or exclusive classes. 

5. Continuous Feedback and Improvement: Regularly collecting and acting on member 
feedback to refine services. 

• Member Surveys and Feedback Channels: Using digital surveys and suggestion boxes 
to gather insights and make improvements. 

6. Specialized Thematic Classes: Catering to niche interests in the community. 
• Culture-specific or Trend-based Classes: Offering classes that align with popular 

cultural trends or interests, like dance fitness or meditation workshops. 
7. Outreach to Community Influencers: Engaging with community leaders or groups to promote 

the center. 
• Community Engagement Programs: Collaborating with local groups or influential 

community members for mutual promotion and community health initiatives. 
8. Quality Control and Membership Management: Balancing growth with quality service. 

• Membership Management: Implementing systems to manage class sizes and 
maintain a high-quality experience for all members. 

3.3. Trainers and classes: 

1. Diverse Class Offerings Based on Trainer Expertise: 
• Rather than specific dance or martial arts classes, Falcon Fitness Center will focus on 

a variety of fitness and wellness classes that align with the skills and specialties of the 
trainers. This could include strength training, functional fitness, yoga, Pilates, and 
more. 

2. Trainer-Led Class Development: 
• Classes will be developed based on the unique expertise of each personal trainer, 

ensuring authenticity and quality. This approach allows for a dynamic and evolving 
class schedule that can adapt to market trends and member interests. 

3. Community Engagement and Thematic Classes: 
• While traditional and contemporary classes are replaced, there's still room for 

thematic and community-focused classes, such as beginner-friendly workouts, senior 
fitness, or family-oriented activities. 

4. Focus on Fitness and Wellness: 



 

• The emphasis will be more on overall fitness and wellness rather than specific styles 
like dance or martial arts. However, trainers with expertise in these areas can still offer 
such classes. 

5. Flexible and Inclusive Class Structure: 
• Classes at Falcon Fitness Center should cater to all skill levels, from beginners to 

advanced, with options for customization based on individual fitness goals. 
6. Incorporating Technology in Classes: 

• Leverage digital tools and apps to enhance the class experience, such as virtual reality 
workouts or online class options, aligning with the center’s focus on technology 
integration. 

7. Adapting to Market Trends and Needs: 
• Regularly assess member feedback and market trends to introduce new types of 

classes or modify existing ones, ensuring the offerings remain relevant and appealing. 

3.4. Trainers Legality 

• Overview of Trainer Partnership: Falcon Fitness Center collaborates with personal trainers by 
offering them space to conduct their training sessions. This partnership is governed by a 
formal agreement that outlines the terms of space rental, trainer obligations, and the services 
provided by the facility. 

• Rental Agreement: 
• Trainers rent space for specified periods at pre-agreed rates. 
• Rental includes access to training areas, equipment, and other facilities. 
• Payment terms are clearly defined, either in advance or on a monthly basis. 

• Trainer Responsibilities: 
• Trainers must hold valid fitness certifications and carry liability insurance. 
• They are expected to maintain professional conduct and adhere to the facility’s 

policies. 
• Client acquisition and management, including setting rates and collecting fees, are the 

trainer's responsibility. 
• Facility's Commitment: 

• The facility provides marketing support and potential client referrals, although this is 
not guaranteed. 

• Facilities like locker rooms and equipment are part of the rental agreement. 
• Possible Revenue Sharing Models: 

• In some cases, instead of a fixed rental fee, a revenue-sharing model might be 
considered, where the facility gets a percentage of the trainer’s earnings from clients 
referred by the facility. 

• Contractual Terms: 
• The agreement includes provisions for termination by either party with a specified 

notice period. 



 

• Consideration for a non-compete clause to protect the facility’s client base. 
• Legal Considerations: 

• Any agreement should be reviewed for legal compliance and to ensure it aligns with 
both parties' interests. 

• Dispute Resolution Mechanism: 
• The agreement should have a clear mechanism for resolving disputes, such as 

mediation or arbitration. 

• Marketing and Promotion: 
• Active promotion of trainers through the facility's digital platforms, including social 

media and the official website. 
• Development of promotional materials like brochures or flyers featuring the trainers 

and their specialties. 
• Opportunity for trainers to be featured in facility newsletters or blog posts. 

• Operational Support: 
• Providing a well-maintained, clean, and safe training environment. 
• Regularly updating and servicing fitness equipment to ensure reliability and safety. 
• Offering administrative support such as reception services, scheduling assistance, and 

member management. 
• Facility Policies and Rules: 

• Strict adherence to health and safety regulations. 
• Clear guidelines on the use of shared spaces to avoid scheduling conflicts. 
• Policies regarding music volume, equipment usage, and space cleanliness to ensure a 

comfortable environment for all users. 
• Professional Development: 

• Hosting regular workshops or training sessions for trainers to enhance their skills and 
knowledge. 

• Encouraging a culture of continuous learning and development. 
• Community Engagement: 

• Facilitating community events where trainers can participate and showcase their 
expertise. 

• Encouraging trainers to be part of facility-wide initiatives that promote health and 
wellness. 

• Feedback and Communication: 
• Regular meetings with trainers to gather feedback and discuss ways to improve the 

working relationship. 
• An open-door policy for trainers to communicate any concerns or suggestions. 

• Incentive Programs: 
• Recognition programs for outstanding trainer performance. 
• Potential for revenue bonuses based on client retention or referrals. 



 

3.5. Rules of renting 

1. Cleanliness and Maintenance: 
• Trainers are responsible for ensuring their training area is clean and equipment is 

returned to its proper place after each session. 
• Prompt reporting of any equipment damage or maintenance issues to the facility 

management. 
2. Respect for Fellow Trainers: 

• Maintaining a respectful and cooperative attitude towards other trainers and staff. 
• Observing quiet hours or noise regulations, especially when other training sessions 

are in progress. 
3. Punctuality and Time Management: 

• Trainers should arrive early to prepare for their sessions and ensure they start and 
end on time. 

• Vacating the training space within 5 minutes of their rental period ending to allow for 
smooth transitions between sessions. 

4. Brand Representation and Professionalism: 
• Upholding the values and standards of Falcon Fitness Center in all interactions with 

clients. 
• Presenting themselves in a manner that positively reflects the brand, including 

appropriate attire and conduct. 
5. Observing Scheduled Time Slots: 

• Respecting the schedule by not entering a training space before the previous session 
has concluded. 

• Using only their allotted time and ensuring that their activities do not interfere with 
other trainers’ sessions. 

6. Confidentiality and Client Privacy: 
• Respecting the confidentiality of client information and not sharing any personal 

details without consent. 
7. Promotion of Services: 

• While trainers are encouraged to promote their services, all promotional materials 
must be pre-approved by the facility to ensure consistency with the center’s branding. 

8. Engagement in Facility Initiatives: 
• Actively participating in facility events, promotions, and community initiatives to 

foster a sense of collaboration and unity. 
9. Adherence to Health and Safety Protocols: 

• Strictly following all health and safety guidelines set by the facility, including hygiene 
practices, equipment usage, and emergency procedures. 

10. Advance Payment for Space Rental: 
• Trainers are required to pay for their space rentals in advance, as per the agreed 

schedule and rates. 



 

11. Mandatory Social Media Promotion: 
• Trainers must mention or tag Falcon Fitness Center in their social media posts related 

to their training sessions at the facility, enhancing mutual brand promotion. 
12. Sign-In and Sign-Out Procedure: 

• Mandatory signing in at the reception or through a digital system before each session 
and signing out after the session concludes to ensure accurate tracking of facility 
usage. 

13. Cancellation Policy for Classes: 
• Trainers must inform the facility management and their clients of any class 

cancellations at least 72 hours in advance. 
14. Expiry of Credit Hours: 

• Any prepaid credit hours for space rental will expire one year from the purchase date 
if not utilized. 

15. Facility's Right to Cancel Classes: 
• Falcon Fitness Center reserves the right to cancel any classes if necessary and will 

provide appropriate refunds or credits to the affected trainers. 
16. Regular Billing and Account Settlements: 

• Trainers are required to settle any outstanding balances promptly, adhering to the 
billing cycle set by the facility. 

17. Compliance with Facility’s Operational Hours: 
• Trainers must conduct their sessions within the operational hours of the facility, 

unless special permission is granted. 
18. Adherence to Facility’s Code of Conduct: 

• Trainers are expected to adhere to a code of conduct that includes professional 
behavior, respect for all members and staff, and adherence to all facility policies. 

19. Trainer’s Liability for Client Conduct: 
• Trainers are responsible for their clients' conduct within the facility and must ensure 

their clients adhere to the facility’s rules and regulations. 
20. Participation in Facility’s Promotional Activities: 

• Trainers are encouraged to participate in promotional activities or campaigns 
organized by the facility to enhance community engagement and market visibility. 

21. Updates on Qualifications and Certifications: 
• Trainers must keep the facility informed of any updates or changes to their 

qualifications, certifications, or insurance coverage. 

3.6. Location 

1. Visibility and Accessibility: 
• Advantage: Falcon Fitness Center is ideally located in an area that sees frequent foot 

traffic and is easily accessible by public transportation, making it highly visible to 
potential clients. The ample parking available is a significant draw for members who 
drive, offering convenience and reliability. 



 

• Disadvantage: Should the facility not capitalize on signage or local marketing, it risks 
being overlooked despite its prime location. 

2. Demographic Match: 
• Advantage: Nestled within a community of health-conscious individuals and active 

lifestyles, Falcon Fitness Center is poised to attract a steady flow of potential 
members, including young professionals, fitness enthusiasts, and families. 

• Disadvantage: If marketing efforts do not resonate with the local community’s values 
and interests, it may not effectively convert the passerby traffic into memberships. 

3. Proximity to Complementary Businesses: 
• Advantage: The proximity of Falcon Fitness Center to health food cafes, athletic 

stores, and other wellness-oriented businesses creates ample opportunities for 
strategic partnerships and cross-promotion, enhancing client acquisition. 

• Disadvantage: Failing to establish partnerships with neighboring businesses could 
result in missed opportunities for shared clientele. 

4. Safety and Ambiance: 
• Advantage: Located in a safe and well-maintained neighborhood, the center offers an 

inviting atmosphere that assures members of their security during all hours, including 
late evening classes. The modern and clean aesthetic of the facility adds to the 
premium experience. 

• Disadvantage: Neglect in upholding safety standards or ambiance can negatively 
affect the facility's reputation and member retention. 

5. Space and Infrastructure: 
• Advantage: The spacious layout of Falcon Fitness Center, as depicted in the provided 

image, allows for a comfortable and efficient flow of movement, accommodating a 
range of activities and potential for expansion or diversification. 

• Disadvantage: If space is not effectively managed or scheduled, it could lead to 
overcrowding or underutilization. 

6. Rent and Overheads: 
• Advantage: By choosing a location that aligns with financial projections, Falcon 

Fitness Center can sustain profitability while offering competitive membership rates. 
• Disadvantage: Miscalculation in budgeting for rent and overheads can result in 

financial strain, potentially necessitating increased membership fees. 
7. Expansion Potential: 

• Discuss the feasibility of adding an upper floor for office space rental for personal 
trainers, which can serve as a revenue stream and provide trainers with a dedicated 
area to manage their business and clients. 

8. Diverse Use of Space: 
• Outline the flexibility of the larger studio spaces for various activities, including yoga, 

dance, and Zumba, and the potential for a specialized area for CrossFit, as mentioned 
by the client. 

9. Strategic Timing for Team Recruitment: 



 

• Include a timeline for when to begin the search for a qualified team, factoring in 
recruitment, hiring, and training periods to ensure they are aligned with the center's 
mission and operational by opening day. 

10. External Office Considerations: 
• Assess the necessity and benefits of setting up an external office for meetings and 

administrative work, considering the cost and whether it should be included in the 
initial setup or postponed for future development. 

11. Facility Readiness: 
• Weigh the advantages of launching the center as a fully operational facility against a 

phased approach to development, considering budget constraints and the desired 
impact at opening. 

12. Engagement with Trainers: 
• Determine the optimal timeline for initiating contact with potential trainers, 

considering the marketing and pre-booking strategies to be employed. 
13. Investor Strategy: 

• Define the characteristics of an ideal investor and a plan for their involvement, 
including potential exit strategies in the future. 

14. Program Focus Decision: 
• Provide a research-backed recommendation on whether to focus on combat sports 

or yoga and dance, based on market demand, potential profitability, and alignment 
with the facility's brand. 

15. Accessibility for Diverse Clientele: 
• Ensure the location is accessible for different demographics, including families, older 

adults, and individuals with disabilities, offering adequate parking and easy public 
transport access. 

16. Local Community Integration: 
• Discuss how the facility can integrate with the local community, including the 

possibility of offering community classes or free events to boost local engagement 
and brand visibility. 

17. Competition and Collaboration: 
• Analyze the local competitive landscape to determine potential collaborations or 

niches that Falcon Fitness Center can fill to differentiate itself from other fitness 
offerings in the area. 

4. Overview 

• Digital Integration and Access: 
• Implementing a user-friendly website integrated with email reminders for class 

schedules and membership renewals. 
• Offering secure access options through fingerprint or QR scan, based on user 

preference. 
• Utilizing the Odoo accounting system for financial management and reporting. 



 

• Feedback: Personal data will be securely stored and managed in compliance with data 
protection regulations. 

• Membership Packages: 
• One-time trial: Offered at an introductory rate to encourage new members to 

experience the facility. 
• Tiered Memberships: Various levels of access, ranging from limited weekly sessions 

with a trainer to full access memberships. 
• Introductory Offers: Discounted rates for the first month to attract new members and 

encourage trials. 
• Facilities and Infrastructure: 

• The facility will maintain an open and adaptable layout to accommodate different 
training needs and allow for quick reconfiguration if certain classes or offerings need 
adjustment. 

• Showers and other hygiene amenities will be available for all members. 
• Feedback: The design will ensure that different class types, such as dance and combat 

sports, can be held concurrently without disturbance. 
• Risk Management: 

• Establishing a reserve fund, allocating a percentage of net profits to cover unforeseen 
events, inspired by best practices in project management. 

• Feedback: The risk management strategy will be periodically reviewed and updated 
to reflect the evolving nature of the business and its environment. 

• Feedback Mechanisms: 
• Channels like emails, SMS, suggestion boxes, and a knowledge-based kiosk will be 

available for member feedback. 
• Feedback: Regular surveys or feedback sessions will be considered to gain more in-

depth insights from members. 
• Future Expansion: 

• Expansion plans will be contingent upon reaching a significant development fund 
threshold, with an initial focus on establishing a strong presence within Bahrain. 

• Feedback: Expansion efforts will be strategically planned and based on thorough 
market research. 

• Staff Training and Qualifications: 
• The gym manager will ensure all staff meet minimum qualifications and receive 

ongoing professional development. 
• Feedback: Define clear criteria for instructor qualifications and implement a 

structured training program for continuous skill enhancement. 
• Sustainability and Environmental Considerations: 

• Commitment to using biodegradable cleaning products and exploring further 
sustainable practices. 

• Feedback: Installation of water-saving fixtures in showers and other eco-friendly 
initiatives will be evaluated. 



 

• Partnerships: 
• Exploring opportunities for partnerships with local sports federations and wellness 

organizations to broaden the center's reach and services. 
• Financial Projections: 

• Anticipating a return on investment within a defined period based on market analysis 
and similar business models. 

• Feedback: Financial projections will be regularly reassessed to ensure they remain 
realistic and achievable. 

• Promotional Offers: 
• Developing targeted offers for low seasons and referral programs to encourage 

membership growth. 
• Feedback: Monitoring the effectiveness of promotions to inform future marketing 

efforts. 
• Community Outreach: 

• Engaging with local fitness and wellness communities to align the center's services 
with their needs and preferences. 

• Feedback: Building strong community ties will inform service offerings and 
promotional activities. 

• Emergency Protocols: 
• Ensuring the availability of basic first aid and emergency response plans to maintain a 

safe environment for all patrons. 

5. Technology and Integration  

In a world where digital presence and convenience are paramount, Falcon Fitness Center's strategic 
use of technology is integral to its operation and customer satisfaction. Here’s how technology can be 
integrated to elevate the user experience: 

1. Website Integration: 
• A comprehensive website serves as the cornerstone of Falcon Fitness Center's online 

presence, offering detailed information about services, trainers, schedules, and 
pricing. 

• Incorporating a robust booking system to enable members to schedule sessions, 
manage memberships, and receive automated email reminders for upcoming classes. 

• The website will include a blog, member testimonials, and multimedia content to 
engage visitors and convert them into members. 

2. Digital Access Control: 
• A seamless entry system using biometrics or QR codes, enhancing both security and 

convenience. 



 

• Digital access ensures accurate attendance tracking and offers insights into peak 
usage times, aiding in class scheduling and resource allocation. 

3. Odoo Accounting Integration: 
• Deploying Odoo's accounting system to automate financial processes, from invoicing 

to subscription management, ensuring accuracy and compliance. 
• The system will integrate with point-of-sale (PoS) systems for any on-site retail 

transactions. 
4. CRM Integration: 

• Implementing a CRM system to track and manage member interactions, preferences, 
and history, personalizing the member experience. 

• This system aids in efficient communication, query resolution, and the leveraging of 
data to refine service offerings. 

Data Protection and Security: 

• Ensuring all personal data, particularly sensitive information, is protected by complying with 
data protection regulations. 

• Regular security audits, encrypted databases, and access controls will be mandatory to protect 
member privacy. 

Mobile App Development: 

• Evaluating the development of a mobile app to provide members with a convenient way to 
manage their fitness journey. 

• The app could feature class bookings, virtual classes, and a loyalty program, all accessible from 
members' smartphones. 

Feedback and Continuous Improvement: 

• Utilizing platforms for collecting member feedback, which can be integrated with the website 
for ease of access. 

• This feedback will drive continuous improvements to the center's offerings and member 
experience. 

Additional Technologies to Consider: 

• Virtual and Augmented Reality: Exploring VR and AR for innovative workout experiences. 
• Wearable Integration: Allowing integration with fitness trackers and wearables to sync 

workout data with members' profiles. 
• Social Media Engagement: Harnessing social media platforms not just for marketing but for 

creating online communities and promoting health and fitness challenges. 



 

Item Description Recommended 

App/Service 

Price in BHD 

Website Hosting 

& Design 

Professional website with 

integrated booking and CRM 

systems. 

WordPress with AITS 

Plan 

350 

Booking System Allows clients to book classes 

and manage their schedules. 

Mindbody or 

Booksteam 

100 

Access Control Secure, efficient entry via 

biometric or QR code. 

BioStar or Matrix 180 

Accounting 

System 

Financial transaction 

management and reporting. 

Odoo ERP 1200 

Email Marketing Automated reminders and 

marketing campaigns. 

Mailchimp or 

Constant Contact 

Free tier available; 

premium plans 

vary 

Data Security Protect client data and ensure 

regulatory compliance. 

Wordfence 40 

Feedback 

Collection 

Gather member insights for 

service improvement. 

SurveyMonkey or 

Typeform 

Free tier available; 

premium plans 

vary 

Social Media 

Management 

Engage online communities 

and promote challenges. 

Hootsuite or Buffer Free tier available; 

premium plans 

vary 

 

6. Membership Packages 

Recognizing the varied interests and goals of our clientele, Falcon Fitness Center presents a series 
of membership packages designed to cater to different levels of fitness enthusiasm and commitment. 
Each package offers unique benefits and allows members to choose the best fit for their lifestyle and 
objectives: 

1. One-time trial: BD 5 
• Target Group: Ideal for newcomers to fitness or those seeking to explore the center's 

offerings without immediate commitment. 
• Features: 

• Single-session access to a class of choice. 
• A chance to interact with personal trainers and discuss fitness aspirations. 
• A tour of the facility to experience the environment and amenities firsthand. 

• Advantages: 



 

• No long-term commitment required, allowing for a risk-free trial. 
• The freedom to select any class, providing a taste of the center’s diversity. 
• A comprehensive introduction to the center's culture and standards. 

2. Weekly Membership (Three 1-hour sessions): BD 35 
• Target Group: For those with defined fitness objectives who appreciate a balance 

between routine and flexibility. 
• Features: 

• Pre-booked sessions with a trainer for consistent progress. 
• Tailored feedback to facilitate improvements. 
• Supplementary online resources for ongoing support. 

• Advantages: 
• Personalized attention ensures focused guidance and tailored adjustments. 
• A structured schedule aids in developing a steady fitness regimen. 
• More cost-effective compared to booking individual sessions. 

3. Full Access Membership: BD 60 
• Target Group: Dedicated fitness enthusiasts and those desiring a diverse and flexible 

training schedule. 
• Features: 

• Unlimited access to all classes, workshops, and facilities. 
• Freedom to consult with any of the trainers on staff. 
• Priority reservations for special events and guest workshops. 

• Advantages: 
• A variety of classes enriches the training experience and targets different 

fitness areas. 
• Flexibility to tailor a workout schedule without restrictions. 
• Comprehensive approach to health and fitness, encouraging a well-rounded 

regimen. 

Feedback and Recommendations: 

• Introductory Discount: A reduced rate for the first month could entice prospective members 
to commit long-term after experiencing the center's value. 

• Loyalty Incentives: Implement a rewards system where members accrue points for 
attendance, referrals, or participating in feedback initiatives, redeemable for additional 
services or merchandise. 

• Package Customization: Offer the ability to create custom packages that combine different 
classes and services for personalized fitness solutions. 

• Family and Duo Memberships: Provide discounts for family packages or dual sign-ups, 
promoting community engagement and making fitness a shared experience. 

• Referral Rewards: Encourage existing members to become brand ambassadors by offering 
them incentives for every new member they bring. 



 

Trainer Space Rental Packages 

• Flexible Hourly Rates: Offering competitive hourly rates for space rental that vary depending 
on peak and off-peak hours to accommodate different training schedules and budget 
constraints. 

• Peak Hour Premiums: Premium pricing during peak hours reflects the high demand for space, 
allowing trainers to secure prime slots for their clients. 

• Monthly Revenue Potential: Illustrating the financial viability for trainers, the document 
shows the total monthly and annual revenue potential when booking consistent sessions. 

• Trainer-Focused Facilities: Emphasizing the tailored amenities and infrastructure provided to 
support a diverse range of fitness classes led by personal trainers. 

Feedback and Recommendations for Trainers: 

• Early Booking Incentives: Encourage trainers to book slots in advance by offering a discount 
on bulk bookings to secure their preferred times. 

• Off-Peak Promotions: To maximize facility utilization, offer discounted rates during off-peak 
hours to attract trainers with more flexible schedules. 

• Long-term Booking Rewards: Implement a loyalty system where trainers receive perks or 
discounts for long-term commitments or consistent booking patterns. 

Time & Day Class A Rate 
(BHD) 

Class B Rate 
(BHD) 

Buffer 
Time 

Notes 

6:00AM - 7:00AM 150 150 15 mins Off-peak rate, less 
crowded 

7:15AM - 8:15AM 150 150 15 mins 
 

8:30AM - 9:30AM 150 150 15 mins 
 

9:45AM - 10:45AM 180 180 15 mins Transition to peak time 

11:00AM - 
12:00PM 

180 180 15 mins 
 

12:15PM - 1:15PM 150 150 15 mins Midday off-peak rate 

1:30PM - 2:30PM 150 150 15 mins 
 

2:45PM - 3:45PM 150 150 15 mins 
 

4:00PM - 5:00PM 200 200 15 mins Afternoon peak begins 

5:15PM - 6:15PM 230 230 15 mins Peak rate, higher demand 

6:30PM - 7:30PM 250 250 15 mins Evening peak time 

7:45PM - 8:45PM 250 250 15 mins 
 

9:00PM - 10:00PM 230 230 15 mins Transition from peak time 

 



 

6.1. Issues and solutions with the schedule: 

1. Lack of Rest Time Between Classes: 
• Solution: Implementing a mandatory buffer period of at least 10-15 minutes between 

classes is crucial. This gap allows for necessary cleaning, setup, and a smooth 
transition between classes. It not only ensures the hygiene and readiness of the space 
but also reduces the stress on trainers and clients moving in and out of classes. 

2. Bathroom Crowding: 
• Solution: To address potential crowding in the bathrooms, especially during peak 

hours when multiple classes end simultaneously, the following steps could be taken: 
• Staggering class end times by just a few minutes to distribute the flow of 

people. 
• Expanding bathroom facilities or adding additional changing rooms to 

alleviate congestion. 
• Implementing a scheduling system that avoids having all classes end at the 

same time. 
3. Rigid Scheduling for Trainers: 

• Solution: Offering more flexible scheduling options can be beneficial. Instead of fixed 
time slots, trainers could book a certain number of hours per week or month, which 
they can use as per their changing schedules. This system requires: 

• An advanced booking system where trainers can book, cancel, or reschedule 
their slots. 

• Policies that encourage responsible use of booking privileges to avoid last-
minute cancellations or underutilization of space. 

Additional Considerations: 

• Capacity Management: Setting a maximum capacity for each class to ensure a comfortable 
and safe training environment. 

• Member Traffic Flow: Designing the layout to manage the flow of members efficiently, 
especially during peak hours. 

• Trainer Engagement: Regular meetings with trainers to gather feedback on scheduling and 
operations, ensuring their needs and challenges are addressed. 

Issue Identified Solution Proposed Implementation Strategy 

No Rest Time 
Between Classes 

Mandatory Buffer 
Period 

Introduce a 10-15 minute gap between classes for 
cleaning, setup, and transition. Adjust the schedule to 
incorporate these intervals. 

Bathroom 
Crowding 

Staggered Class End 
Times & Facility 
Expansion 

Stagger class end times to reduce simultaneous 
bathroom use. Consider expanding bathroom facilities 
or adding additional changing areas. 



 

Inflexible Trainer 
Scheduling 

Flexible Booking 
Hours 

Offer trainers a set number of hours per month that 
they can schedule flexibly. Use an advanced booking 
system for ease of scheduling and adjustments. 

Capacity 
Management 

Maximum Class 
Capacity 

Set and enforce a maximum capacity for each class to 
ensure a safe and comfortable environment. 

Efficient Member 
Traffic Flow 

Optimized Layout 
Design 

Design facility layout to manage member traffic 
efficiently, especially during peak hours. 

Regular Trainer 
Engagement 

Feedback and 
Adjustment Sessions 

Conduct regular meetings with trainers for feedback on 
scheduling and operations to continually refine and 
improve the process. 

6.2. Best Practice  

Implementing best practices in fitness center management is crucial for ensuring efficiency, member 
satisfaction, and profitability. Here are some key best practices to consider: 

1. Customer-Centric Approach: 
• Focus on creating a welcoming and supportive environment for members. 
• Provide personalized attention and services to meet individual fitness goals. 

2. High-Quality Equipment and Facilities: 
• Regularly maintain and update fitness equipment. 
• Ensure clean, well-organized, and safe facilities. 

3. Qualified and Engaged Staff: 
• Hire certified and experienced fitness professionals. 
• Offer regular training to staff for skill enhancement and customer service 

improvement. 
4. Effective Communication and Feedback Mechanisms: 

• Maintain open lines of communication with members through various channels. 
• Implement a system for collecting and acting on member feedback. 

5. Dynamic Class Scheduling and Offerings: 
• Offer a diverse range of classes to cater to different interests and fitness levels. 
• Use scheduling software to manage class times efficiently and accommodate peak 

hours. 
6. Marketing and Community Engagement: 

• Develop a strong online presence through social media and a user-friendly website. 
• Organize community events and outreach programs to build a loyal member base. 

7. Financial Management and Planning: 
• Utilize effective financial management tools for budgeting, forecasting, and tracking 

expenses. 
• Continually assess financial performance and adjust strategies as needed. 

8. Health and Safety Protocols: 



 

• Implement strict health and safety guidelines. 
• Ensure emergency procedures are in place and staff are trained to handle medical 

situations. 
9. Membership Management: 

• Offer flexible membership packages and pricing to accommodate different client 
needs. 

• Utilize a CRM system for managing member information and preferences. 
10. Technological Integration: 

• Leverage technology for smooth operations, from class bookings to member 
management. 

• Stay updated with the latest fitness technology trends to enhance the member 
experience. 

11. Continuous Improvement and Innovation: 
• Regularly review and update services, programs, and facilities. 
• Stay informed about industry trends and innovations to remain competitive. 

6.3. Bahrain Adaptation 

1. Deep Market Understanding: 
• Conduct thorough research to understand local preferences, fitness trends, and price 

sensitivities. 
• Regularly gather insights from members and the community to stay attuned to 

changing needs and preferences. 
2. Value-Oriented Pricing Model: 

• Develop a pricing strategy that emphasizes value for money, aligning with the price-
centric nature of the market. 

• Introduce flexible membership plans, including pay-per-session options and 
discounted long-term memberships. 

3. Community-Centric Approach: 
• Build a strong community around the fitness center by hosting local events, culturally 

relevant classes, and collaborations with local businesses. 
• Engage with local sports teams and schools to promote fitness and wellness. 

4. High-Quality Service at Affordable Prices: 
• Focus on delivering high-quality services and maintaining top-notch facilities to 

differentiate from competitors. 
• Leverage cost-effective marketing strategies such as word-of-mouth and social media 

to minimize expenses while maximizing reach. 
5. Localized Marketing and Branding: 

• Tailor marketing efforts to resonate with Bahrain’s culture, including language and 
imagery that reflect local values and lifestyle. 



 

• Collaborate with Bahraini influencers and personalities to enhance brand visibility and 
credibility. 

6. Strategic Staff Recruitment and Training: 
• Hire staff who understand and reflect the local culture and can communicate 

effectively with members. 
• Provide regular training on customer service excellence and cultural awareness. 

7. Innovative Technology Use: 
• Integrate technology to enhance the customer experience, but balance it with a 

personal touch which is highly valued in Bahraini culture. 
• Use data analytics to understand customer behavior and preferences, tailoring 

services accordingly. 
8. Building Long-Term Customer Relationships: 

• Develop loyalty programs that reward long-term commitment and frequent usage. 
• Foster a welcoming and inclusive atmosphere that encourages members to feel like 

part of a community. 
9. Conservative Expansion Strategy: 

• Prioritize establishing a strong, profitable base before considering expansion. 
• When ready to expand, start with regions culturally and geographically close to 

Bahrain to test the feasibility of broader expansion. 
10. Sustainable and Responsible Business Practices: 

• Incorporate sustainable practices into the business model, which could appeal to 
environmentally conscious consumers. 

• Actively contribute to local community initiatives and charities. 
11. Regular Performance Review and Adaptation: 

• Continuously monitor business performance against key metrics. 
• Be prepared to adapt the business model in response to market changes or feedback. 

6.4. Main attraction point 

1. Simple, Clear Financial Projections: 
• Present easy-to-understand financial projections highlighting potential profitability 

and return on investment. 
• Use basic charts and visuals to communicate financial data and growth potential. 

2. Emphasize Immediate Revenue Streams: 
• Focus on direct and immediate sources of revenue, like rental income from personal 

trainers and straightforward membership fees. 
• Avoid complex revenue models that might be difficult for the owner and potential 

investors to grasp. 
3. Highlight Low-Risk Strategies: 

• Stress low-risk approaches like conservative expansion and controlled operational 
costs. 



 

• Avoid proposing high-risk investments or rapid expansion plans. 
4. Showcase Tangible Assets: 

• Highlight physical aspects of the business, like modern equipment and facilities, which 
are easier for less business-savvy individuals to appreciate. 

• Conduct tours of the facility to make the business potential more tangible. 
5. Focus on Local Success Stories: 

• Use local success stories and case studies to illustrate the potential of the fitness 
center. 

• Show how similar businesses have succeeded in the market. 
6. Simple Marketing Plans: 

• Propose straightforward marketing strategies, such as community events or social 
media campaigns, which are easy to understand and visualize. 

• Avoid complex digital marketing tactics that might be confusing. 
7. Utilize Trusted Advisors: 

• Engage trusted advisors or consultants who can communicate effectively with the 
owner and potential investors. 

• These advisors can help translate complex business concepts into simpler terms. 
8. Regular, Basic Business Training: 

• Offer regular training sessions for the owner to gradually build their business 
understanding. 

• Focus on basic concepts of fitness center management, financial oversight, and 
customer service. 

9. Clear Communication of Customer Feedback: 
• Present customer feedback in a straightforward manner, emphasizing how it leads to 

direct improvements in the business. 
• Avoid technical jargon or complex data analysis. 

10. Stress Community Involvement: 
• Emphasize the role of the fitness center in the community, a concept that is easy to 

understand and value. 

6.5. Investor pitch points 

1. Clear Revenue Generation: "Our fitness center generates revenue through simple, easy-to-
understand streams. We rent space to personal trainers and offer basic membership 
packages. This straightforward model ensures a steady flow of income." 

2. Low Operational Risk: "We prioritize low-risk strategies to manage our expenses. This 
includes cost-effective marketing, utilizing existing resources efficiently, and making cautious 
decisions when it comes to expansion and investments." 

3. Proven Business Model: "Our fitness center follows a proven business model that has shown 
success in similar markets. We've tailored this model to fit our local community’s needs, 
ensuring it's both viable and profitable." 



 

4. Tangible Assets: "Our investment is grounded in physical assets, including state-of-the-art 
gym equipment and a well-maintained facility. These assets not only retain value but also 
attract members, ensuring a good return on investment." 

5. Community Presence and Reputation: "We are more than just a fitness center; we are a part 
of the local community. Our strong community ties and positive reputation contribute 
significantly to our ongoing success and stability." 

6. Transparent Financials: "We maintain clear and transparent financial records. As an investor, 
you will have a straightforward view of where your money is going and how it's being used to 
grow the business." 

7. Potential for Steady Growth: "While we avoid risky expansion strategies, there is potential 
for steady growth. We carefully assess any expansion opportunities to ensure they align with 
our business model and market conditions." 

8. Commitment to Quality and Service: "We are committed to providing high-quality services to 
our members. This commitment not only drives customer satisfaction but also enhances our 
reputation and supports long-term business success." 

9. Simple Marketing Strategies: "Our marketing strategies are straightforward yet effective, 
focusing on word-of-mouth, community events, and basic social media presence. This 
approach is cost-effective and easy to understand." 

10. Support and Training for Business Understanding: "We offer regular sessions to help you, as 
an investor, understand the fitness center business better. This training covers the basics of 
gym management, financial oversight, and customer engagement." 

6.7. Equipment 

Gym Equipment: 
1. Treadmills 
2. Elliptical Machines 
3. Stationary Bikes 
4. Rowing Machines 
5. Free Weights (Dumbbells, Barbells, Kettlebells) 
6. Weight Benches 
7. Squat Racks 
8. Weight Plates 
9. Smith Machines 
10. Cable Machines 
11. Functional Training Equipment (TRX, Medicine Balls, Stability Balls) 
12. Yoga Mats 
13. Pilates Equipment 
14. Boxing Bags and Gloves 

Facility Amenities: 
1. Mirrors for Walls 



 

2. Flooring (Rubber Mats for Weight Areas, Wooden Flooring for Yoga/Dance) 
3. Shower and Locker Room Equipment 
4. Seating and Waiting Area Furniture 
5. Signage and Branding Materials 
6. Lighting Fixtures 
7. Air Conditioning Units 
8. Sound System for Music/Audio 
9. TV Screens or Digital Displays 

Technological Installations: 
1. Computer Systems for Reception and Management 
2. Access Control System (Biometric or QR Scanners) 
3. Security Cameras and Surveillance System 
4. Wi-Fi Equipment 

Operational Materials: 
1. Cleaning Supplies and Equipment 
2. Office Supplies (Printers, Stationery, etc.) 
3. First Aid Kits and Safety Equipment 
4. Sanitation Stations (Hand Sanitizers, Disinfectant Wipes) 

Miscellaneous: 
1. Marketing and Promotional Materials (Flyers, Banners) 
2. Refreshment Area Supplies (Water Cooler, Snack Bar) 
3. Signage for Safety and Directions 

This BoQ provides a comprehensive list of what is needed to establish and operate a fitness center like 
Falcon Fitness Center. It's crucial to source these items from reputable suppliers and consider energy 
efficiency, durability, and safety when making purchases. Additionally, obtaining multiple quotes for 
each item category is advisable to ensure competitive pricing. 
 

Category Description Estimated Budget 
(BHD) 

Gym Equipment Basic setup including cardio machines, free 
weights, and mats 

10,000 

Facility Amenities Mirrors, flooring, locker room essentials, furniture 5,000 

Technological 
Installations 

Basic computer systems, access control, security 
cameras, Wi-Fi 

2,000 

Operational Materials Essential cleaning supplies, office supplies, first aid 
kits 

500 

Miscellaneous Basic marketing materials, refreshment area setup 1,000 

Note: keep in mind those are budget caps to spend on those categories and should not be exceeded. 
 



 

7. Marketing 

7.1. Targeting Personal Trainers and Fitness Professionals: 

• Develop a marketing campaign specifically designed to appeal to personal trainers 
and fitness instructors. 

• Highlight features such as state-of-the-art equipment, spacious training areas, flexible 
scheduling, and competitive rental rates. 

• Step 1: Develop Targeted Marketing Material: 
• Create brochures, flyers, and digital content that specifically highlights the benefits of 

Falcon Fitness Center for personal trainers and fitness professionals. 
• Focus on key selling points like advanced equipment, spacious and versatile training 

areas, and flexible booking options. 
• Step 2: Establish a Strong Online Presence: 

• Update the website to include a section dedicated to trainers, outlining the 
advantages of using Falcon Fitness Center. 

• Optimize the website for search engines (SEO) with keywords that trainers are likely 
to search for. 

• Step 3: Social Media Campaign: 
• Launch a social media campaign targeting fitness professionals. 
• Use platforms like Instagram, LinkedIn, and Facebook to share content that appeals 

to trainers, including facility tours, equipment highlights, and testimonials from other 
trainers. 

• Step 4: Direct Outreach: 
• Compile a list of local personal trainers and fitness instructors through online 

directories, social media, and fitness networks. 
• Reach out directly via email or social media, introducing Falcon Fitness Center and its 

offerings. 
• Step 5: Promotional Offers: 

• Create introductory offers for first-time trainer bookings, such as discounted rates for 
the first month or a free trial session. 

• Use these offers in your marketing materials and outreach efforts. 
• Step 6: Collaboration with Fitness Education Institutions: 

• Partner with local fitness education providers, such as personal training certification 
courses, to promote Falcon Fitness Center among newly certified trainers. 

• Step 7: Attend and Exhibit at Industry Events: 
• Participate in fitness expos, trade shows, and industry conferences to network with 

fitness professionals. 



 

• Set up a booth or exhibit to showcase the center and engage with potential trainers 
in person. 

• Step 8: Collect and Use Testimonials: 
• Gather testimonials from trainers already using the facility and feature them in 

marketing materials and on social media. 
• Use these testimonials to build credibility and showcase the center’s benefits from a 

trainer’s perspective. 
• Step 9: Monitor and Analyze Engagement: 

• Track the engagement and response from these marketing efforts using analytics 
tools. 

• Adjust the strategy based on what’s working best in attracting and engaging personal 
trainers. 

7.2. Professional Networking and Partnerships: 

• Engage in networking events within the fitness industry to build relationships with 
potential trainers. 

• Form partnerships with local sports clubs, wellness centers, and fitness education 
institutions to increase visibility among fitness professionals. 

• Step 1: Identify Networking Opportunities: 
• Research and identify key fitness industry events, such as expos, conferences, 

seminars, and networking meetups. 
• Create a calendar of relevant local and regional events that the center’s 

representatives can attend. 
• Step 2: Active Participation in Events: 

• Attend these events with the aim of networking. Prepare business cards, brochures, 
or other promotional materials specifically designed for these events. 

• Engage with participants and presenters, focusing on building genuine relationships 
rather than just distributing promotional materials. 

• Step 3: Hosting or Sponsoring Events: 
• Consider hosting workshops, seminars, or open house events at Falcon Fitness Center 

to bring potential trainers and fitness professionals on-site. 
• Sponsor local fitness events or competitions, positioning Falcon as a supporter of the 

fitness community. 
• Step 4: Partnership Development: 

• Identify and reach out to local sports clubs, wellness centers, and fitness education 
institutions for partnership opportunities. 

• Propose mutually beneficial arrangements, such as offering their members or 
students special rates or hosting joint events. 

• Step 5: Collaboration with Educational Institutions: 



 

• Develop relationships with institutions that offer fitness-related certifications and 
training. 

• Propose to be a practical training site for their students or offer internship programs. 
• Step 6: Regular Communication: 

• Maintain regular contact with the network built through these events and 
partnerships. 

• Use email newsletters, social media, or personal outreach to keep Falcon Fitness 
Center top of mind. 

• Step 7: Leverage Social Media for Networking: 
• Use platforms like LinkedIn to connect with industry professionals. 
• Share updates about the center, industry news, and event participation to keep the 

network engaged. 
• Step 8: Follow-up and Relationship Nurturing: 

• After events or meetings, follow up with new contacts. Personalized communication 
can help in converting these initial contacts into lasting professional relationships. 

• Invite them for a personal tour of the facility or to participate in a special event at the 
center. 

• Step 9: Evaluate Partnership Effectiveness: 
• Regularly assess the effectiveness of these partnerships and networking efforts. 
• Adjust strategies based on what partnerships or events yield the most significant 

benefits. 

7.3. Digital Marketing Focused on B2B: 

• Utilize platforms like LinkedIn, Instagram, and Facebook to target fitness 
professionals. 

• Share content showcasing the facility's amenities, success stories of trainers who use 
the space, and testimonials. 

• Step 1: Profile Optimization on Key Platforms: 
• Set up and optimize Falcon Fitness Center's profiles on LinkedIn, Instagram, and 

Facebook to target fitness professionals. 
• Ensure the profiles clearly convey the center’s value proposition for personal trainers 

and fitness instructors. 
• Step 2: Content Creation Plan: 

• Develop a content calendar specific to each platform, focusing on showcasing the 
facility's amenities and unique selling points. 

• Create engaging content such as high-quality images of the facility, video tours, 
trainer interviews, and success stories. 

• Step 3: Success Stories and Testimonials: 



 

• Collect and feature testimonials and success stories from trainers who have 
successfully used the space. 

• Use these stories to create blog posts, social media content, and video testimonials. 
• Step 4: LinkedIn Networking and Content Sharing: 

• Actively connect with fitness professionals and trainers on LinkedIn. 
• Share relevant articles, facility updates, and success stories on LinkedIn to engage this 

professional audience. 
• Step 5: Instagram and Facebook Engagement: 

• Regularly post visual content on Instagram and Facebook, highlighting different 
aspects of the fitness center. 

• Engage with users through comments, direct messages, and stories to build 
relationships. 

• Step 6: Targeted Advertising Campaigns: 
• Utilize LinkedIn, Instagram, and Facebook advertising tools to target fitness 

professionals and trainers. 
• Create ads that highlight the benefits of renting space at the center, using compelling 

visuals and clear calls-to-action. 
• Step 7: Analytics and Monitoring: 

• Regularly monitor the performance of social media posts and ads. 
• Use analytics tools to track engagement, reach, and conversion rates. 

• Step 8: Regular Content Updates: 
• Keep the content fresh and up-to-date with regular posts and updates. 
• Share news about facility upgrades, new equipment, or special offers for trainers. 

• Step 9: Interactive and Educational Content: 
• Post interactive content like polls, Q&As, or fitness tips to engage and educate the 

audience. 
• Use this content to position Falcon Fitness Center as a knowledgeable and resourceful 

place for trainers. 
• Step 10: Feedback and Adaptation: 

• Solicit feedback from followers to understand what content resonates with them. 
• Adapt the digital marketing strategy based on feedback and performance metrics. 

7.4. Incentives for Trainers: 

• Offer incentives such as discounted rental rates for trainers who book long-term or 
refer other trainers to the facility. 

• Consider loyalty programs where consistent bookings are rewarded. 

• Step 1: Develop Incentive Programs: 
• Design incentive programs tailored for personal trainers. This could include discounts 

for long-term bookings and referral programs. 



 

• Ensure that these programs are simple to understand and attractive to trainers. 
• Step 2: Discounted Rates for Long-term Bookings: 

• Offer tiered discounts for trainers who commit to renting the space for extended 
periods, such as quarterly or annually. 

• Clearly outline how the discount structure works and communicate it effectively to 
potential and current trainers. 

• Step 3: Referral Bonus System: 
• Create a referral program where trainers can earn bonuses or discounts for every new 

trainer they refer to the center. 
• Develop a tracking system to monitor referrals and ensure accurate reward 

distribution. 
• Step 4: Loyalty Rewards Program: 

• Introduce a loyalty program where trainers earn points for each booking. These points 
can be redeemed for benefits like free rental hours, merchandise, or additional 
services at the center. 

• Set up a system to track and manage the accumulation and redemption of loyalty 
points. 

• Step 5: Marketing the Incentive Programs: 
• Use digital platforms, direct communication, and in-facility promotions to inform 

trainers about the available incentives. 
• Feature these incentives prominently on the website and in marketing materials. 

• Step 6: Regular Review and Adjustment: 
• Periodically review the effectiveness of the incentive programs. 
• Make adjustments based on trainer feedback and the overall impact on bookings and 

trainer retention. 
• Step 7: Communicate Success Stories: 

• Share success stories of trainers who have benefited from these incentives through 
social media and other marketing channels. 

• Use these stories to demonstrate the tangible benefits of participating in the incentive 
programs. 

• Step 8: Easy Enrollment and Management: 
• Make it easy for trainers to enroll in and manage their participation in these programs. 
• Provide clear guidelines and support for any queries related to the incentives. 

• Step 9: Collaborate with Trainers for Feedback: 
• Engage with trainers to gather feedback on the incentive programs and identify any 

areas for improvement. 
• Use this feedback to refine and enhance the programs. 

• Step 10: Promotional Events: 
• Organize promotional events or special days where trainers can learn more about the 

incentives and how to maximize their benefits. 



 

7.5. Branding and Online Presence: 

• Develop a strong brand identity that resonates with professionalism and quality. 
• Maintain an informative and visually appealing website detailing the facility’s 

offerings, with an easy booking system for trainers. 

• Step 1: Develop Brand Identity: 
• Craft a unique brand identity for Falcon Fitness Center that embodies professionalism, 

quality, and the specific values that the center stands for. 
• Create a consistent brand theme, including logos, color schemes, and messaging, to 

be used across all platforms. 
• Step 2: Professional Website Creation: 

• Design an informative, user-friendly, and visually appealing website. 
• Ensure the website clearly outlines the facility's offerings, benefits for trainers, 

pricing, and any unique selling points. 
• Step 3: Easy Booking System Integration: 

• Incorporate an easy-to-use booking system on the website specifically for trainers to 
schedule and manage their sessions. 

• Include functionalities such as real-time availability, booking confirmation, and easy 
rescheduling. 

• Step 4: High-Quality Visual Content: 
• Use high-quality images and videos on the website to showcase the facilities, 

equipment, and any successful events or sessions held at the center. 
• Consider creating a virtual tour of the facility to give trainers a comprehensive view. 

• Step 5: SEO Optimization: 
• Implement Search Engine Optimization (SEO) strategies to enhance the website’s 

visibility in search engine results. 
• Use relevant keywords, meta descriptions, and engaging content to drive organic 

traffic. 
• Step 6: Content Strategy for Website: 

• Develop a content strategy for the website, including blog posts, trainer testimonials, 
success stories, and fitness-related articles. 

• Regularly update the website with fresh and relevant content to keep it dynamic and 
engaging. 

• Step 7: Social Media Integration: 
• Link the website to Falcon Fitness Center’s social media profiles. 
• Use social media to drive traffic to the website and vice versa. 

• Step 8: Online Reputation Management: 
• Monitor and manage the online reputation of Falcon Fitness Center. 
• Respond to reviews and feedback on various platforms to show engagement and 

commitment to quality service. 



 

• Step 9: Regular Website Maintenance and Updates: 
• Regularly update and maintain the website to ensure it remains functional, secure, 

and up-to-date with the latest information. 
• Step 10: Analytics and Performance Tracking: 

• Utilize website analytics to track visitor behavior, engagement rates, and conversion 
metrics. 

• Use these insights to make informed decisions about further website enhancements 
and marketing strategies. 

7.6. Content Marketing: 

• Create content that provides value to personal trainers, such as tips on growing their 
client base, fitness trends, and health and wellness topics. 

• Utilize blog posts, videos, and social media to disseminate this content. 

• Step 1: Identify Key Content Themes: 
• Determine themes that are valuable to personal trainers, such as client acquisition 

strategies, fitness industry trends, health and wellness insights, and training 
techniques. 

• Ensure the content aligns with Falcon Fitness Center’s brand and the interests of the 
target audience. 

• Step 2: Develop a Content Calendar: 
• Create a content calendar to organize and schedule regular postings across various 

platforms. 
• Plan a mix of content types, including blog posts, videos, social media updates, and 

infographics. 
• Step 3: Blog Creation and Management: 

• Launch a blog on Falcon Fitness Center’s website dedicated to topics beneficial for 
personal trainers. 

• Regularly publish articles that offer insights, tips, and advice relevant to the fitness 
training profession. 

• Step 4: Video Content Production: 
• Produce engaging video content, such as trainer interviews, facility tours, training tips, 

and success stories. 
• Share these videos on the website, YouTube, and social media channels. 

• Step 5: Leverage Social Media Platforms: 
• Utilize platforms like Instagram, Facebook, and LinkedIn to share and promote 

content. 
• Engage with followers through interactive posts, stories, and live sessions. 

• Step 6: Collaborate with Fitness Experts: 



 

• Collaborate with fitness experts and well-known trainers to create guest content or 
joint videos, enhancing credibility and reach. 

• Step 7: Email Newsletters: 
• Develop an email newsletter to share the latest blog posts, videos, and fitness center 

news with subscribers. 
• Use email marketing to keep Falcon Fitness Center top of mind among personal 

trainers. 
• Step 8: User-Generated Content: 

• Encourage trainers using Falcon Fitness Center to contribute content or share their 
experiences. 

• Repost user-generated content on social media and the website to build community 
and authenticity. 

• Step 9: SEO and Hashtags: 
• Optimize all content for search engines to improve visibility and discoverability. 
• Use relevant hashtags on social media posts to increase reach and engagement. 

• Step 10: Monitor and Analyze Performance: 
• Regularly monitor and analyze the performance of content marketing efforts. 
• Use analytics to understand what resonates with the audience and refine the strategy 

accordingly. 

7.7. Community Engagement and Events: 

• Host or sponsor local fitness events, workshops, or seminars to establish the center 
as a key player in the local fitness community. 

• Encourage trainers using the facility to participate and showcase their skills. 

• Step 1: Event Planning and Conceptualization: 
• Identify types of events, workshops, or seminars that would be appealing and 

beneficial to the local fitness community and trainers. 
• Develop event concepts that align with Falcon Fitness Center's brand and objectives, 

such as health and wellness workshops, fitness challenges, or training seminars. 
• Step 2: Collaboration with Local Entities: 

• Reach out to local sports clubs, wellness organizations, and fitness influencers to 
collaborate on events. 

• Form partnerships for event sponsorship or co-hosting to increase reach and impact. 
• Step 3: Venue Preparation and Logistics: 

• Utilize Falcon Fitness Center’s facilities as venues for hosting these events, showcasing 
the center's capabilities. 

• Plan and manage logistics, including space arrangement, equipment needs, and any 
required permits or insurance. 

• Step 4: Trainer Involvement and Promotion: 



 

• Encourage trainers who use the facility to participate in events, either as instructors, 
speakers, or demonstrators. 

• Promote their involvement in event marketing materials and on social media, 
highlighting their expertise and skills. 

• Step 5: Marketing and Promotion: 
• Develop a marketing plan for each event, utilizing social media, email newsletters, 

local advertising, and community boards. 
• Create engaging promotional materials like flyers, posters, and digital ads. 

• Step 6: Registration and Attendee Management: 
• Set up an efficient registration process for events, using online tools for ease of access 

and management. 
• Keep track of attendee information for future marketing and engagement efforts. 

• Step 7: Event Execution: 
• Ensure smooth execution of events with proper staffing and coordination. 
• Provide an enjoyable and informative experience for attendees to leave a positive 

impression. 
• Step 8: Post-Event Engagement: 

• Follow up with attendees after events through thank-you messages, feedback 
surveys, and exclusive offers to encourage them to use the facility. 

• Share event highlights and photos on social media and the website. 
• Step 9: Community Feedback and Adaptation: 

• Gather feedback from both attendees and participants to understand the impact of 
the event and areas for improvement. 

• Use this feedback to refine future event strategies and community engagement 
efforts. 

• Step 10: Regular Event Scheduling: 
• Plan and schedule regular events throughout the year to maintain ongoing 

community engagement and visibility. 

7.9. Use of Influencers and Ambassadors: 

• Collaborate with well-known fitness professionals or local sports personalities who 
can endorse the center. 

• Implement an ambassador program where influential trainers can represent the 
center in exchange for benefits. 

• Step 1: Identify Potential Influencers and Ambassadors: 
• Research and identify well-known fitness professionals, local sports personalities, and 

influential trainers within the community who align with Falcon Fitness Center’s brand 
and values. 



 

• Look for individuals who have a strong presence on social media and in the local 
fitness community. 

• Step 2: Outreach and Proposal: 
• Reach out to these potential influencers and ambassadors with a well-crafted 

proposal. 
• Highlight the mutual benefits of the collaboration, including exposure for them and 

enhanced credibility for the center. 
• Step 3: Develop Collaboration Agreements: 

• Negotiate terms of collaboration, including the scope of their involvement, the nature 
of the content to be shared, and any compensation or benefits they will receive. 

• Formalize agreements to ensure clarity and professionalism in the relationship. 
• Step 4: Ambassador Program Creation: 

• Create an ambassador program specifically for influential trainers who regularly use 
Falcon Fitness Center. 

• Offer them benefits such as free or discounted access to the facility, branded 
merchandise, or visibility on the center’s platforms. 

• Step 5: Content Collaboration: 
• Collaborate with influencers and ambassadors on content creation, such as social 

media posts, blog articles, video testimonials, and event appearances. 
• Ensure that the content produced is authentic and resonates with both the center’s 

and the influencers’ audiences. 
• Step 6: Social Media Promotion: 

• Leverage influencers' and ambassadors' social media platforms for promotion. 
• Coordinate the sharing of content about the center, its facilities, and events to reach 

a wider audience. 
• Step 7: Host Influencer Events: 

• Organize special events or classes at Falcon Fitness Center where influencers and 
ambassadors can invite their followers, providing an opportunity for them to 
experience the facility firsthand. 

• Step 8: Monitor and Measure Impact: 
• Regularly monitor the impact of influencer and ambassador collaborations on the 

center’s visibility and reputation. 
• Track metrics such as social media engagement, website traffic, and new trainer 

inquiries. 
• Step 9: Maintain Ongoing Engagement: 

• Keep influencers and ambassadors engaged with the center through regular updates, 
exclusive offers, and involvement in decision-making processes for community 
events. 

• Step 10: Feedback and Adjustments: 
• Solicit feedback from both influencers and the center’s audience to gauge the 

effectiveness of these collaborations. 



 

• Make adjustments to the strategy as needed based on this feedback. 

7.10. Feedback and Continuous Improvement: 

• Regularly solicit feedback from trainers to understand their needs and improve the 
services offered. 

• Use this feedback to make data-driven decisions in marketing and operations. 

• Step 1: Establish Feedback Channels: 
• Set up multiple channels for collecting feedback from trainers, including digital 

surveys, suggestion boxes, and face-to-face meetings. 
• Ensure these channels are easily accessible and trainers are aware of how to provide 

their feedback. 
• Step 2: Regular Feedback Solicitation: 

• Actively solicit feedback on a regular basis, such as after training sessions or at the 
end of each month. 

• Encourage trainers to share their experiences, suggestions, and any concerns. 
• Step 3: Analyze Feedback Data: 

• Compile and analyze the feedback data systematically to identify patterns, common 
issues, and areas for improvement. 

• Use tools for data analysis to handle large volumes of feedback efficiently. 
• Step 4: Implement Improvement Plans: 

• Based on the feedback analysis, develop and implement plans to address the 
identified issues and improve services. 

• Prioritize improvements that have the most significant impact on trainer satisfaction 
and facility operations. 

• Step 5: Communicate Changes to Trainers: 
• Inform trainers about the changes made in response to their feedback. 
• Use emails, social media, or direct communication to keep them updated on how their 

input is shaping the center. 
• Step 6: Monitor the Impact of Changes: 

• Monitor the effectiveness of the changes made through follow-up feedback and 
observation. 

• Assess whether the improvements are meeting the trainers' needs and enhancing 
their experience at the center. 

• Step 7: Continuous Improvement Cycle: 
• Establish a continuous cycle of feedback, analysis, implementation, and reassessment 

to keep improving the center's services. 
• Encourage a culture of open communication and continuous improvement within the 

center. 
• Step 8: Trainer Involvement in Decision-Making: 



 

• Involve trainers in decision-making processes, especially when it concerns scheduling, 
facility upgrades, or new services. 

• Host regular meetings or focus groups with trainers to discuss potential 
improvements. 

• Step 9: Celebrate Successes and Acknowledge Contributions: 
• Acknowledge and celebrate the positive changes made, especially those directly 

resulting from trainer feedback. 
• Recognize trainers’ contributions to improvements, fostering a sense of community 

and collaboration. 
• Step 10: Review and Adapt Strategies: 

• Regularly review the overall strategy for soliciting and implementing feedback. 
• Stay adaptable and open to changing methods or approaches as needed. 

8. Human Resources Plan 

• Team Building Strategies and Timeline: 
• Initial Team Assembly (Months 1-2): 

• Identify key roles necessary for the center’s operation, such as facility 
manager, administrative staff, maintenance crew, and marketing team. 

• Outline the skills and experience required for each role. 
• Team Cohesion and Culture Building (Months 3-4): 

• Once the team is assembled, initiate team-building activities to foster a strong 
workplace culture and collaboration. 

• Regular team meetings and workshops to align everyone with the center’s 
mission and values. 

• Recruitment Plan: 
• Job Posting and Advertising (Month 1): 

• Develop job descriptions and advertise vacancies on relevant platforms, 
including local job boards, fitness industry websites, and social media. 

• Screening and Interviews (Month 2): 
• Screen applications and conduct interviews to assess candidates' 

qualifications and fit with the center's culture. 
• Selection and Hiring (Month 2-3): 

• Finalize candidate selection and extend job offers. 
• Complete necessary paperwork and formalities for new hires. 

• Training Plan: 
• Initial Training (Month 3): 

• Conduct an orientation program for all new employees to familiarize them 
with the center's operations, policies, and expectations. 

• Provide role-specific training, focusing on customer service, facility 
management, and safety protocols. 



 

• Ongoing Professional Development (Ongoing): 
• Implement ongoing training programs to enhance skills and knowledge. 
• Encourage staff to attend external workshops and seminars relevant to their 

roles. 
• Retention Plan: 

• Employee Engagement (Ongoing): 
• Regularly seek feedback from employees on their job satisfaction and work 

environment. 
• Implement changes or improvements based on feedback. 

• Performance Reviews and Growth Opportunities (Every 6 Months): 
• Conduct performance reviews to assess progress, set goals, and discuss 

potential growth opportunities within the organization. 
• Incentives and Recognition (Ongoing): 

• Develop a system of incentives and recognition for excellent performance and 
contributions. 

• Offer competitive salaries, benefits, and opportunities for career 
advancement. 

• Workplace Culture and Environment (Ongoing): 
• Foster a positive and supportive workplace culture that values collaboration, open 

communication, and mutual respect. 
• Ensure a safe and healthy work environment, adhering to all relevant laws and 

regulations. 

1. Job Roles and Descriptions: 
• Cleaners (2 positions, Expatriates): 

• Responsibilities: Maintain cleanliness and hygiene of the fitness center, 
including workout areas, restrooms, and locker rooms. 

• Salary: BHD 150 per month + BHD 50 accommodation allowance. 
• Accountant (1 position, Bahraini): 

• Responsibilities: Manage financial records, payroll, and accounting tasks. 
Ensure compliance with financial regulations. 

• Salary: BHD 500 per month (with Tamkeen support covering 70% for the first 
year). 

• Receptionists (2 positions, Expatriates): 
• Responsibilities: Handle front desk operations, customer inquiries, booking 

management, and general administrative tasks. 
• Salary: BHD 250 per month + BHD 50 accommodation allowance. 

• Personal Trainers (2 positions, Expatriates): 
• Responsibilities: Provide personal training services, ensure proper use of 

equipment, maintain safety standards. 
• Salary: BHD 320 per month + BHD 50 accommodation allowance. 



 

2. Financial Plan: 
• First Year Monthly Salaries (Expatriate Staff): 

• Cleaners: 2 x (BHD 150 + BHD 50) = BHD 400 
• Receptionists: 2 x (BHD 250 + BHD 50) = BHD 600 
• Personal Trainers: 2 x (BHD 320 + BHD 50) = BHD 740 

• First Year Monthly Salary (Bahraini Staff): 
• Accountant: BHD 500 (with 70% reimbursed by Tamkeen for the first year) 

• Insurance Contributions: 
• Total Salaries (Expatriates): BHD 1740 per month 
• Insurance (25% of Expatriate Salaries): BHD 435 per month 
• Total Salaries (Bahraini): BHD 500 per month 
• Insurance (25% of Bahraini Salary): BHD 125 per month 

3. Recruitment Timeline: 
• Months 1-2: Advertise positions, conduct interviews, and finalize hiring. 
• Month 3: Onboarding and initial training for all staff members. 

4. Ongoing HR Management: 
• Performance Reviews: Conduct bi-annual performance reviews. 
• Professional Development: Offer ongoing training opportunities. 
• Employee Engagement: Regularly solicit feedback and foster a positive work 

environment. 
5. Retention Strategy: 

• Incentives and Recognition: Implement a recognition program for outstanding 
performance. 

• Career Growth Opportunities: Encourage and support career advancement within 
the center. 

6. Compliance and Legal Considerations: 
• Ensure adherence to Bahrain’s labor laws and regulations, including work permits and 

legal documentation for expatriate staff 

Position Nationali

ty 

Salary 

(BHD) 

Accomm

odation 

(BHD) 

Subsidy 

Amount 

(BHD) 

Insurance 

(BHD) 

Total Cost for Falcon 

(BHD) 

Cleaner Expatriate 150 50 0 0 150 + 50 = 200 

Receptionis

t 

Expatriate 250 50 0 0 250 + 50 = 300 

Personal 

Trainer 

Expatriate 320 50 0 0 320 + 50 = 370 

Accountant Bahraini 500 0 350 125 500 - 350 + 125 = 275 

1. Cleaner (Expatriate) 
• Responsibilities: 



 

• Maintain cleanliness and hygiene in all areas of the fitness center, including 
workout spaces, restrooms, and locker rooms. 

• Perform regular deep cleaning and sanitization to ensure a safe and 
welcoming environment. 

• Manage cleaning supplies and inform management of any needs for 
restocking. 

2. Receptionist (Expatriate) 
• Responsibilities: 

• Manage front desk operations, including greeting customers, handling 
inquiries, and managing bookings. 

• Perform administrative tasks such as answering phones, filing documents, 
and maintaining records. 

• Provide information about the center’s services and assist in promoting 
membership packages. 

3. Personal Trainer (Expatriate) 
• Responsibilities: 

• Provide personalized training sessions to clients, ensuring safe and effective 
exercise routines. 

• Develop customized workout plans based on clients' fitness goals and monitor 
their progress. 

• Maintain a high level of knowledge about fitness and nutrition and stay 
updated on industry trends. 

4. Accountant (Bahraini) 
• Responsibilities: 

• Manage all financial transactions, including payroll, invoicing, and budgeting. 
• Ensure compliance with financial regulations and oversee tax filing processes. 
• Provide regular financial reports to management and advise on financial 

planning and cost-reduction strategies. 

• End-of-Service Benefits (Indemnity) for expatriates: 15 days of salary for each year of the first 
three years of service and one month's salary for each year of service thereafter. 

• Paid Leaves: Not taken leaves are compensated. 
• Insurance: Not applicable for expatriates. 

Calculation: 

Cleaners (2 Expatriates) 

• Salary: 150 BHD/month 
• Accommodation: 50 BHD/month 
• Total Monthly Cost per Cleaner: 200 BHD (Salary + Accommodation) 



 

• Annual Salary per Cleaner: 2400 BHD (200 BHD * 12 months) 
• Indemnity per Cleaner: 150 BHD * 15 days / 30 days * 1 year = 75 BHD/year 
• Paid Leave Compensation per Cleaner: 150 BHD / 30 days * 30 days = 150 BHD/year 
• Total Annual Cost for 2 Cleaners: 2 * (2400 + 75 + 150) = 5250 BHD 
• Monthly Cost for 2 Cleaners: 5250 BHD / 12 months = 437.50 BHD/month 

Receptionists (2 Expatriates) 

• Salary: 250 BHD/month 
• Accommodation: 50 BHD/month 
• Total Monthly Cost per Receptionist: 300 BHD 
• Annual Salary per Receptionist: 3600 BHD 
• Indemnity per Receptionist: 250 BHD * 15 days / 30 days * 1 year = 125 BHD/year 
• Paid Leave Compensation per Receptionist: 250 BHD / 30 days * 30 days = 250 BHD/year 
• Total Annual Cost for 2 Receptionists: 2 * (3600 + 125 + 250) = 7950 BHD 
• Monthly Cost for 2 Receptionists: 7950 BHD / 12 months = 662.50 BHD/month 

Personal Trainers (2 Expatriates) 

• Salary: 320 BHD/month 
• Accommodation: 50 BHD/month 
• Total Monthly Cost per Trainer: 370 BHD 
• Annual Salary per Trainer: 4440 BHD 
• Indemnity per Trainer: 320 BHD * 15 days / 30 days * 1 year = 160 BHD/year 
• Paid Leave Compensation per Trainer: 320 BHD / 30 days * 30 days = 320 BHD/year 
• Total Annual Cost for 2 Trainers: 2 * (4440 + 160 + 320) = 9840 BHD 
• Monthly Cost for 2 Trainers: 9840 BHD / 12 months = 820 BHD/month 

Accountant (1 Bahraini) 

• Salary: 500 BHD/month 
• Total Monthly Cost: 500 BHD 
• Annual Salary: 6000 BHD 
• Subsidy (Tamkeen Support): 350 BHD/month 
• Annual Subsidy: 350 BHD * 12 months = 4200 BHD 
• Net Annual Salary after Subsidy: 6000 - 4200 = 1800 BHD 
• Monthly Cost after Subsidy: 1800 BHD / 12 months = 150 BHD/month 

Position Count Total Annual Cost (BHD) Monthly Cost (BHD) 

Cleaners 2 5250 437.50 

Receptionists 2 7950 662.50 



 

Personal Trainers 2 9840 820 

Accountant 1 1800 150 

Total 
 

24840 2070 

 

9. Operational Plan 

• Daily operations management, including facility maintenance and customer service 

protocols. 

• Use of technology in operations. 

• Daily Operations Management: 

• Opening and Closing Procedures: 

• Establish standard procedures for opening and closing the facility, including 

security checks, equipment setup, and cleanliness. 

• Scheduling and Staffing: 

• Implement a staffing schedule to ensure adequate coverage during 

operational hours, including front desk staff, cleaners, and any on-site 

trainers. 

• Equipment Management: 

• Regularly inspect and maintain all fitness equipment to ensure safety and 

functionality. 

• Facility Upkeep: 

• Schedule daily cleaning and maintenance tasks to keep the facility in top 

condition. 

• Facility Maintenance: 

• Routine Checkups and Repairs: 

• Conduct routine checkups of the facility, including gym equipment, HVAC 

systems, lighting, and plumbing. 

• Emergency Maintenance Plan: 

• Develop a plan for handling urgent maintenance issues, including a list of 

contacts for immediate repairs. 

• Upgrades and Improvements: 

• Plan for periodic upgrades to the facility and equipment to keep the center 

modern and appealing. 

• Customer Service Protocols: 

• Front Desk Operations: 



 

• Train reception staff on customer service best practices, handling inquiries, 

and managing bookings and cancellations. 

• Feedback and Complaints: 

• Implement a system for receiving and addressing customer feedback and 

complaints promptly and effectively. 

• Trainer and Client Relations: 

• Maintain a positive and supportive environment for both trainers and their 

clients, ensuring a welcoming experience. 

• Use of Technology in Operations: 

• Facility Management Software: 

• Utilize software for facility management, including scheduling, client 

management, and maintenance tracking. 

• Booking and Payment Systems: 

• Implement an online booking and payment system for trainers to easily 

reserve space and manage their sessions. 

• Security and Access Control: 

• Use technology like keycard access or biometric systems to manage entry to 

the facility, ensuring security and convenience. 

• Communication Tools: 

• Leverage communication tools like email, SMS, and a mobile app for effective 

communication with trainers and clients. 

• Data Analytics: 

• Use data analytics to track usage patterns, peak hours, and operational 

efficiency for informed decision-making. 

• Sustainability Practices: 

• Energy Efficiency: 

• Implement energy-efficient practices, such as LED lighting and smart 

thermostats. 

• Waste Management: 

• Adopt eco-friendly waste management practices, including recycling and 

minimizing single-use plastics. 

• Health and Safety Protocols: 

• Regular Training: 

• Conduct regular health and safety training for staff. 

• Safety Measures: 

• Ensure the facility meets all health and safety regulations, including fire safety 

and emergency procedures. 



 

10. Services and Product Offerings 

10.1. Current Services Offered 

1. Space Rental for Personal Training: 

• Providing well-equipped spaces for personal trainers to conduct one-on-one or small 

group sessions. 

• Includes access to a range of fitness equipment, from cardio machines to free weights. 

2. Group Fitness Classes: 

• Offering spaces for various group fitness classes such as yoga, Zumba, Pilates, and 

strength training, led by independent fitness instructors. 

3. Specialized Training Areas: 

• Designated areas for specialized training, including a weightlifting zone, a functional 

training area, and a stretching and mobility zone. 

4. Health and Wellness Workshops: 

• Hosting workshops and seminars on topics like nutrition, wellness, and fitness trends, 

led by experts in the field. 

5. Retail Space: 

• A small retail section offering fitness-related products such as supplements, workout 

gear, and health snacks. 

6. Locker Room and Shower Facilities: 

• Well-maintained locker rooms and shower facilities for trainers and their clients. 

10.2. Future Services and Diversification 

1. Online Training and Virtual Classes: 

• Expanding into digital offerings, including online personal training and virtual group 

classes, to cater to a broader audience. 

2. Nutrition and Diet Counseling: 

• Partnering with nutritionists and dietitians to offer personalized nutrition plans and 

counseling services. 

3. Rehabilitation and Physiotherapy Services: 

• Incorporating rehabilitation services, such as physiotherapy and injury recovery 

programs, led by qualified professionals. 

4. Corporate Wellness Programs: 

• Developing tailored fitness and wellness programs for corporate clients, focusing on 

employee health and productivity. 

5. Youth Fitness Programs: 



 

• Introducing fitness and wellness programs for children and teenagers, promoting 

healthy lifestyles from a young age. 

6. Expansion of Retail Offerings: 

• Broadening the range of products in the retail section, potentially including fitness 

tech gadgets, customized workout apparel, and eco-friendly products. 

7. Event Hosting and Competitions: 

• Organizing fitness-related events and competitions, such as weightlifting 

tournaments or fitness challenges, to engage the community and promote the center. 

8. Partnerships with Health Clinics: 

• Collaborating with local health clinics to offer holistic health and wellness services, 

creating a one-stop wellness hub. 

9. Membership Packages: 

• Introducing membership packages for frequent users, providing them with special 

rates and benefits. 

11. Financial Projections 

Here is a breakdown of the overall calculation: 

Measure   Year 1   Year 2   Year 3   Year 4 

Rent Rooms 108,432 130,118 156,142 187,370 

Inhouse classes 34,560 41,472 49,766 59,720 

corporate 43,200 51,840 62,208 74,650 

Total revenue 186,192 223,430 268,116 321,740 

operational cost 44,040 52,848 63,418 76,101 

Utilities 4,404 5,285 6,342 7,610 

Cost of Room 44,040 52,848 63,418 76,101 

Cost of classes 10,368 12,442 14,930 17,916 

cost of corporate  12,960 15,552 18,662 22,395 

Total Cost 115,812 138,974 166,769 200,123 

Net profit  70,380 84,456 101,347 121,617 

Marketing  28,152 33,782 40,539 48,647 

Development 14,076 16,891 20,269 24,323 

Known unknown 3,519 4,223 5,067 6,081 

Unknown unknown 3,519 4,223 5,067 6,081 

Remaining 21,114 25,337 30,404 36,485 



 

1. Revenue Streams: 

• Rent Rooms: Income from renting out rooms for personal training or classes. 

• Inhouse classes: Revenue from classes conducted in-house by the fitness center’s 

staff. 

• Corporate: Income from corporate wellness programs or services. 

2. Total Revenue: The sum of all revenue streams for each year. 

3. Operational Costs: 

• Operational cost: Regular costs associated with running the fitness center, such as 

staff salaries and day-to-day expenses. 

• Utilities: Costs for electricity, water, internet, and other utilities. 

• Cost of Room: The cost associated with maintaining and providing the rooms where 

services are rendered. 

• Cost of classes: The expenses related to conducting inhouse classes. 

• Cost of corporate: The costs associated with providing corporate services. 

4. Total Cost: The sum of all operational costs and expenses for each year. 

5. Profit and Expenses: 

• Net profit: Total revenue minus total costs. 

• Marketing: Budget allocated for marketing and promotional activities. 

• Development: Investment in the business’s growth and development, such as facility 

upgrades or expanding service offerings. 

• Known unknown: Set aside funds for anticipated but unspecified costs. 

• Unknown unknown: Reserve funds for completely unforeseen expenses. 

6. Remaining: The remaining net profit after accounting for marketing, development, and both 

known and unknown expenses. 

11.1.Initial Investment 

# Description Unit Quantity Price 

1 Sijilat CR 50 1 50 

2 Sijilat Municipality 10 1 10 

3 Sijilat other entities 150 1 150 

4 Sijilat notarization 75 1 75 

5 Visa 172 4 688 

6 Signboard 1800 1 1800 

7 Sponsor ads 3500 1 3500 

8 Influencers 1500 1 1500 

9 Fitting 15000 1 15000 

10 Interior Design 2500 1 2500 



 

11 Uniform 15 4 60 

12 Construction 15000 1 15000 

13 House Prep 500 1 500 

14 House rent 200 4 800 

15 AC 7500 1 7500 

16 Rent 1200 4 4800 

     

   Total 53933 
1. Sijilat CR: The cost for obtaining a Commercial Registration, which is required to legally 

operate a business in Bahrain. 

2. Sijilat Municipality: Fees paid to the local municipality as part of the business registration 

process. 

3. Sijilat other entities: Fees for additional registrations or permissions required from other 

governmental entities. 

4. Sijilat notarization: The cost for legal notarization of business documents, a process that 

certifies the authenticity of signatures and documents. 

5. Visa: The price per visa for foreign employees; this case assumes four visas needed, perhaps 

for expat trainers or specialized staff. 

6. Signboard: The cost of producing and installing a signboard for the fitness center, which is a 

one-time expense. 

7. Sponsor ads: The cost allocated for sponsored advertisements, which could be part of an 

initial marketing blitz to generate awareness for the new fitness center. 

8. Influencers: Fees paid to social media influencers or industry personalities to promote the 

fitness center, potentially as part of a targeted marketing strategy. 

9. Fitting: The cost associated with fitting out the fitness center, which could include gym 

equipment, sound systems, flooring, etc. 

10. Interior Design: Professional fees for an interior designer to plan and execute the design and 

layout of the center, ensuring the space is optimized for fitness activities and aesthetically 

pleasing. 

11. Uniform: The unit cost of uniforms for staff multiplied by the quantity, assuming four staff 

members require uniforms. 

12. Construction: The cost of construction work, possibly for building out the fitness space, 

installing fixtures, and other structural work. 

13. House Prep: Likely a fee associated with preparing housing for expat staff, such as cleaning, 

furnishing, or other setup costs. 

14. House rent: Monthly rental cost for housing multiplied by four, possibly for providing 

accommodation for the expat staff. 



 

15. AC: The cost of air conditioning units necessary to keep the fitness center environment 

comfortable for workouts. 

16. Rent: The monthly rental cost of the fitness center location multiplied by four, assuming this 

covers a certain period post-opening. 

The total at the bottom (BHD 53,933) represents the sum of these start-up costs. It's crucial for 

business planning to ensure that enough capital is available to cover these expenses before the fitness 

center becomes self-sustaining. These are one-time or initial recurring costs that the business needs 

to pay to start operations. 

11.2. Classes breakdown. 

time location price capacity Maximum 
30% 
capacity 

60% 
capacity 

6:00 Room 1 150 6 900 270 540 

6:00 Room 2 150 6 900 270 540 

7:15 Room 1 150 6 900 270 540 

7:15 Room 2 150 6 900 270 540 

8:30 Room 1 150 6 900 270 540 

8:30 Room 2 150 6 900 270 540 

9:45 Room 1 180 6 1080 324 648 

9:45 Room 2 180 6 1080 324 648 

11:00 Room 1 180 6 1080 324 648 

11:00 Room 2 180 6 1080 324 648 

12:15 Room 1 150 6 900 270 540 

12:15 Room 2 150 6 900 270 540 

13:30 Room 1 150 6 900 270 540 

13:30 Room 2 150 6 900 270 540 

14:45 Room 1 200 6 1200 360 720 

14:45 Room 2 200 6 1200 360 720 

16:00 Room 1 200 6 1200 360 720 

16:00 Room 2 200 6 1200 360 720 

17:15 Room 1 250 6 1500 450 900 

17:15 Room 2 250 6 1500 450 900 

18:30 Room 1 250 6 1500 450 900 

18:30 Room 2 250 6 1500 450 900 

19:45 Room 1 250 6 1500 450 900 

19:45 Room 2 250 6 1500 450 900 



 

21:00 Room 1 250 6 1500 450 900 

21:00 Room 2 250 6 1500 450 900 

   156 30120 9036 18072 

1. Class Schedule and Pricing: 

• The schedule includes two rooms with classes starting from 6:00 AM to 9:00 PM. 

• The price per class varies by time slot, ranging from BHD 150 to BHD 250. 

2. Capacity Calculations: 

• Each room can accommodate up to 6 individuals per class. 

• The maximum potential revenue per class if fully booked is calculated. 

• Revenue projections based on 30% and 60% capacity are also provided. 

3. Financial Summary: 

• The total number of class slots across both rooms is 156 per time period (assumed to 

be a month). 

• Total potential revenue at 100% capacity is BHD 30,120. 

• Total revenue at 30% capacity is BHD 9,036. 

• Total revenue at 60% capacity is BHD 18,072. 

• The operational cost of BHD 3,670 is divided by the number of classes to give a cost 

per class of approximately BHD 23.53. 

11.3. Inhouse Classes 

Students Price 

Number 
of 
classes 

Price 
per 
class 

number of 
classes per 
month 

Total 
per 
class capacity 

30% 
capacity 

60% 
capacity 

yearly 
60% 

               
20  

             
60  

                                
12  

                           
5  

                           
4  

       
1,200  

       
4,800  

       
1,440  

       
2,880  

       
34,560  

               
18  

             
60  

                                
12  

                           
5  

                           
4  

       
1,080  

       
4,320  

       
1,296  

       
2,592  

       
31,104  

               
16  

             
60  

                                
12  

                           
5  

                           
4  

           
960  

       
3,840  

       
1,152  

       
2,304  

       
27,648  

               
14  

             
60  

                                
12  

                           
5  

                           
4  

           
840  

       
3,360  

       
1,008  

       
2,016  

       
24,192  

               
12  

             
60  

                                
12  

                           
5  

                           
4  

           
720  

       
2,880  

           
864  

       
1,728  

       
20,736  

               
10  

             
60  

                                
12  

                           
5  

                           
4  

           
600  

       
2,400  

           
720  

       
1,440  

       
17,280  

                 
8  

             
60  

                                
12  

                           
5  

                           
4  

           
480  

       
1,920  

           
576  

       
1,152  

       
13,824  



 

                 
6  

             
60  

                                
12  

                           
5  

                           
4  

           
360  

       
1,440  

           
432  

           
864  

       
10,368  

1. Students: The number of students enrolled per class. 

2. Price: The fee charged per student for a class. 

3. Number of Classes: The number of times a particular class is held. 

4. Price per Class: The total income generated from one class based on enrollment. 

5. Number of Classes per Month: The frequency with which each class is held in a month. 

6. Total per Class: The total monthly revenue from one class multiplied by the number of classes 

per month. 

7. Capacity: The total monthly revenue potential if classes are at full capacity. 

8. 30% Capacity: The revenue at 30% of the full capacity. 

9. 60% Capacity: The revenue at 60% of the full capacity. 

10. Yearly 60%: The annual revenue projection based on classes running at 60% capacity. 

11.4. Corporate events 

Subscription Package type Price number of company Total revenue yearly 
30% 
capacity 

20 Bronze 50 4 4000 48000 14400 

50 Silver 45 2 4500 54000 16200 

100 Gold 35 1 3500 42000 12600 

    12000 144000 43200 

1. Bronze Subscription: 
• Target: Companies with 20 employees. 
• Price: BHD 50 per employee. 
• Number of Companies: 4. 
• Total Revenue per Company: BHD 4000. 
• Yearly Revenue from Bronze: BHD 48,000. 
• Yearly Revenue at 30% Capacity: BHD 14,400. 

2. Silver Subscription: 
• Target: Companies with 50 employees. 
• Price: BHD 45 per employee. 
• Number of Companies: 2. 
• Total Revenue per Company: BHD 4500. 
• Yearly Revenue from Silver: BHD 54,000. 
• Yearly Revenue at 30% Capacity: BHD 16,200. 

3. Gold Subscription: 
• Target: Companies with 100 employees. 
• Price: BHD 35 per employee. 



 

• Number of Companies: 1. 
• Total Revenue per Company: BHD 3500. 
• Yearly Revenue from Gold: BHD 42,000. 
• Yearly Revenue at 30% Capacity: BHD 12,600. 

The subscriptions include all access to in-house training and one session with any trainer. The "number 
of company" column represents how many companies have taken each package, which is multiplied 
by the price to calculate the total revenue per company. This is then scaled to calculate the total yearly 
revenue and the potential revenue at 30% capacity, which may represent a conservative estimate or 
a reduced engagement rate. 

From these packages, the total yearly revenue from all corporate subscriptions would be BHD 144,000, 
with the potential 30% capacity revenue being BHD 43,200. 

This tiered approach allows companies of different sizes to engage with your services, providing 
flexibility and accommodating the varying needs of small, medium, and large businesses. It's a strategy 
that can potentially maximize market capture by offering competitive pricing aligned with the value 
of services provided. 

11.5. Assumptions: 

1. Total Monthly Operational Cost Including Utilities: 

• Your assumption of adding 10% for utilities and subscriptions is practical. This should 

cover the additional costs like internet, website fees, and music subscriptions, which 

are essential for the operation of a fitness center. 

2. Cost Per Room Calculation: 

• Dividing the total operational cost by the number of classes to get the cost per room 

is a logical approach. It provides a clear understanding of how much each class needs 

to generate to cover operational expenses. 

3. Focus on Three Streams of Income: 

• Concentrating on three primary revenue streams is a strategic approach. It allows for 

a more targeted marketing and operational effort, potentially leading to better 

performance in these areas. 

4. 20% Yearly Growth in Revenue and Operational Costs: 

• Projecting a 20% annual growth rate in both revenue and operational costs is 

optimistic but achievable with the right marketing and service quality. It’s important 

to monitor this closely to ensure that the growth in revenue outpaces the growth in 

costs. 

5. 30% Revenue Share to Trainers: 



 

• Allocating 30% of class revenue to trainers as commission is a standard practice in the 

industry. It's a fair compensation model that can attract quality trainers to your 

facility. 

6. Room Rental Revenue: 

• Assumes a certain number of rooms are rented out regularly at specified rates. 

• Assumes full capacity and calculates potential revenue at 30% and 60% capacity as 

well. 

7. In-House Class Revenue: 

• Assumes a set price per class with a certain number of students. 

• Assumes full occupancy and calculates potential revenue at 30% and 60% capacity. 

8. Corporate Subscription Revenue: 

• Assumes different tiers of corporate subscriptions based on the number of 

employees. 

• Provides all-access passes to in-house training and one session with a trainer. 

9. Operational Costs: 

• Includes fixed costs like rent and utilities. 

• Assumes a 10% increase in utilities, possibly to account for inflation or increased 

usage. 

10. Growth Projections: 

• Assumes a 20% yearly increase in revenue and operational costs, which is quite 

optimistic and should be closely monitored. 

• Assumes a 30% commission for trainers, which impacts profitability but could be 

necessary to attract quality professionals. 

11. Marketing and Development: 

• Assumes a substantial allocation for marketing and development to grow the 

business, which is crucial for a startup but should be optimized for ROI. 

12. Contingency Planning: 

• Includes "known unknowns" and "unknown unknowns" as a risk management 

strategy, which is wise but could be further specified. 

13. End-of-Service Benefits: 

• Assumes an end-of-service benefit or indemnity accrual, which is a legal requirement 

but also impacts cash flow and needs to be precisely calculated. 

14. Known Unknowns: 

• These are expenses that are expected but not precisely quantifiable at the outset. 

They can be estimated based on past experience or industry standards. 

• For Falcon Fitness Center, this could include: 



 

• Maintenance: Funds set aside for the repair and upkeep of equipment and 

facilities. 

• End-of-Service Benefits: While the exact timing and amount may not be 

known, there's an expectation that this liability will arise. 

• Asset Replacement: Budgeting for the eventual replacement of assets that 

will depreciate to a zero book value over time. 

15. Unknown Unknowns: 

• These represent costs that arise from unforeseen events, which are not predictable 

and therefore not explicitly planned for. 

• Examples for the fitness center could include: 

• Pandemic-related closures or restrictions, as experienced with COVID-19. 

• Unanticipated major repairs or replacements due to incidents like fire or 

flooding. 

• Technology failures that require immediate attention, such as a website crash 

or data breach. 

11.6. Analysis 

1. Room Rentals: A significant income stream comes from renting rooms for personal training 
sessions. With 156 slots available and varying prices depending on the time of day, this 
provides a stable revenue base. 

2. In-House Classes: Classes hosted by the center have a structured pricing model, with the 
revenue projected based on different participation levels (30%, 60%, full capacity). 

3. Corporate Subscriptions: Tiered corporate packages (Bronze, Silver, Gold) cater to businesses 
of various sizes and include all-access passes to in-house training and a session with a trainer. 

Operational Cost Analysis 

1. Fixed Costs: These include rent and utilities, which are essential for maintaining the physical 
space required for the gym's operations. 

2. Variable Costs: Costs associated with the number of classes and corporate offerings, which 
vary depending on the occupancy rates and engagement levels. 

3. Staff Costs: Salaries for cleaners, receptionists, personal trainers, and an accountant form a 
substantial portion of the ongoing operational expenses. 

Cost per Class Analysis 



 

1. Room Cost Allocation: The total operational costs are divided by the number of classes to 
determine the cost per class, ensuring that each class is priced to cover its share of the 
operational expenses. 

Growth and Contingency Planning 

1. Growth Projections: A 20% annual increase in both revenue and costs represents an 
ambitious but potentially achievable growth strategy, assuming effective marketing and 
service quality. 

2. Commission to Trainers: Allocating 30% of class revenue to trainers can incentivize high-
quality service delivery and potentially attract top talent. 

3. Contingency Funds: The "known unknowns" fund is allocated for anticipated but uncertain 
costs like maintenance and asset replacement, while the "unknown unknowns" fund is 
reserved for entirely unforeseen events. 

Financial Health Indicators 

1. Net Profit: Calculated by deducting total costs from total revenue, indicating the profitability 
of the center. 

2. Marketing and Development: Investments in these areas are critical for business growth and 
must be managed to yield a positive return on investment. 

3. Remaining Funds: The surplus after all expenses and investments, which can be used for 
further business opportunities, savings, or as an additional contingency fund. 

Strategic Financial Recommendations 

1. Review and Adjust Projections: Regularly compare actual financial performance with 
projections to adjust for market conditions and business performance. 

2. Optimize Operational Efficiency: Streamline operations to control costs, particularly if the 
aggressive growth targets are not met. 

3. Enhance Revenue Streams: Explore additional services or products that could be offered to 
increase revenue without significantly raising costs. 

4. Improve Utilization Rates: Implement marketing and customer retention strategies to 
increase the occupancy rates of classes and room rentals. 

5. Monitor Contingency Utilization: Keep track of how often and why contingency funds are 
used to better predict future needs and adjust the allocation accordingly. 

11.7. Rating 

1. Revenue Diversification: Strong 



 

• The business has multiple revenue streams from room rentals, in-house classes, and 
corporate packages, which is excellent for financial stability. 

2. Cost Management: Moderate to Strong 
• The business has a clear understanding of its operational costs and has implemented 

a pricing strategy that covers these costs. However, the assumption of a 20% increase 
in costs annually is aggressive and should be monitored closely. 

3. Risk Mitigation: Strong 
• The business has allocated funds for "known unknowns" and "unknown unknowns," 

demonstrating prudent financial planning and risk management. 
4. Growth Projections: Optimistic 

• A 20% annual growth in revenue is ambitious. It indicates a strong growth mindset 
but may require adjustment based on actual performance. 

5. Operational Efficiency: Moderate 
• The business has calculated the cost per class and seems to have a handle on the 

variable costs. However, operational efficiency will need ongoing attention to 
maintain profitability, especially if growth targets are not met. 

6. Market Positioning: To Be Determined 
• The business plan indicates a good understanding of the market, but the actual 

market positioning will depend on execution and customer response. 
7. Financial Health: Moderate to Strong 

• The projections show a healthy net profit and reinvestment in marketing and 
development, but these are projections and need to be validated with real-world 
performance. 

8. Contingency Planning: Strong 
• The business has set aside funds for unexpected costs, which is essential for long-term 

sustainability. 
9. Investor Readiness: Moderate 

• The financial plan is well-detailed, but investors may question the aggressive growth 
rates and the plan's flexibility to adapt to slower growth. 

Overall Rating: Moderate to Strong 

The business plan for Falcon Fitness Center appears robust with a well-thought-out financial strategy. 
The diversification of revenue streams and consideration for risk are particularly strong points. 
However, the success of the business will hinge on its ability to meet the projected growth rates and 
effectively manage operational costs. It’s recommended that the business maintains flexibility in its 
financial planning to adapt to the actual pace of growth and market conditions. Regular financial 
reviews and responsive adjustments will be crucial to achieving long-term success and stability. 

 



 

11.8. ROI 

To calculate the Return on Investment (ROI) for the investors, we'll use the following formula: 

ROI=(Net Profit Investment)×100  

Let's assume that the investors cover the entire initial capital of BHD 53,933 for a 30% stake in the 
business. We also need the net profit figure from the operational financial projections you provided. 
For the sake of this example, let's use the net profit from the first year, which was BHD 70,380. 

Here's how the ROI would be calculated for the first year: 

ROI for investors=(Net Profit for Investors / Investment by Investors) × 100  

The net profit for investors for the first year would be 30% of the total net profit since they own 30% 
of the business: 

Net Profit for Investors= Total Net Profit × Investor Share  
Net Profit for Investors= 70,380 × 0.30  

Net Profit for Investors=BHD21,114 

Now we can calculate the ROI: 

ROI for investors=( 21,114  53,933)  × 100 ROI  

ROI for investors=(0.3915)×100ROI  

ROI for investors=39.15% 

So the ROI for the investors in the first year would be approximately 39.15%. 

Keep in mind this is a simplified calculation: 

• It only considers the first year of operations. 
• It assumes all the net profit is distributed to the investors, which may not be the case if some 

profits are reinvested into the business. 
• It doesn't account for any potential increase in the value of the business itself, which could 

affect ROI if investors were to sell their stake in the future. 



 

• It assumes that the investors' full investment is only covering the initial costs, and does not 
account for ongoing operational contributions they might make. 

Investors would typically look for ROI across several years to better understand the long-term 
profitability of their investment. Also, they would be interested in both the annual ROI and the 
cumulative ROI over a period of time to assess the true value of their investment. 

To determine how long it will take for investors to get their money back (i.e., the payback period), we 
use the net profits attributed to them based on their ownership share and the growth projections. 

From the figures you've provided, investors are getting a 30% stake, and we are assuming a 20% 
growth in revenue per year, alongside an initial investment of BHD 53,933. 

The net profit for investors in the first year was BHD 21,114 (30% of BHD 70,380). To project future 
net profits considering a 20% growth rate, we would calculate: 

Net Profit in Year 2=Net Profit in Year 1×(1+Growth Rate) 

Using the given growth rate of 20%, the calculation for Year 2 would be: 

Net Profit in Year 2= 21,114×(1+0.20) 

And this would continue similarly for subsequent years. 

To find out the payback period in months, we would cumulatively add the net profit for each month 
until it equals or exceeds the initial investment. Since we do not have the monthly profits, we'll need 
to estimate them based on yearly projections. 

Since we're working with yearly growth, we can divide the annual profit by 12 for each year to get a 
monthly profit figure. We can then accumulate these monthly figures until the total reaches BHD 
53,933, the initial investment amount. 

Let's do a simplified estimation using the first year's data: 

• Monthly profit for investors in Year 1: BHD21,114/12≈BHD1,759.50 per month. 
• If the profit is BHD 1,759.50 per month, then it would take roughly BHD 53,933 / 

BHD 1,759.50 ≈ 30.65BHD months for the investors to recover their investment, not 
accounting for the 20% growth. 

When we consider 20% growth, this payback period will be shorter. We'd need to calculate the 
adjusted monthly profit for each subsequent year and accumulate them until we reach the initial 



 

investment amount. For precise calculations, we'd need a detailed financial projection month over 
month. 

This calculation does not take into account the time value of money. In more advanced financial 
analysis, discounted cash flow (DCF) methods would be used to account for this, adjusting future 
earnings to present value. 

12. Recommendations 

1. Focus on Niche Markets: 
• Specialize in niche fitness offerings that are currently underserved in the local market, 

such as specific types of group fitness classes, elite athlete training, or wellness-
focused programs. 

2. Leverage Technology: 
• Utilize advanced technology for facility management, customer engagement, and 

marketing. Consider implementing virtual and augmented reality for an enhanced 
training experience. 

3. Community Engagement: 
• Actively engage with the local community through events, partnerships, and wellness 

programs. This helps in building a loyal customer base and enhances brand visibility. 
4. Data-Driven Decision Making: 

• Use data analytics to understand customer preferences, peak usage times, and 
operational efficiency. This information can guide strategic decisions regarding 
service offerings, pricing, and marketing. 

5. Sustainable Practices: 
• Implement eco-friendly practices in the facility’s operations. This not only reduces the 

carbon footprint but also appeals to environmentally conscious clients. 

12.1. Suggestions for Immediate Focus Areas 

1. Robust Marketing and Branding: 
• Initially focus on strong marketing campaigns to establish brand presence. Emphasize 

unique selling propositions and high-quality services in all marketing materials. 
2. Quality of Service and Staff Training: 

• Ensure the highest quality of service from the outset. Invest in comprehensive training 
programs for all staff to maintain consistent service standards. 

3. Customer Experience Enhancement: 
• Focus on creating an exceptional customer experience, from the ease of booking 

sessions to the quality of the facilities and the range of services offered. 
4. Feedback Systems: 



 

• Implement effective feedback systems to gather insights from both personal trainers 
and their clients. Use this feedback for continuous improvement. 

12.2. Suggestions for Long-Term Growth 

1. Expansion of Services: 
• Gradually expand the range of services based on market demand and trends. This 

could include adding new fitness classes, health and wellness services, or expanding 
the retail section. 

2. Partnerships and Collaborations: 
• Explore partnerships with health and wellness brands, local businesses, and corporate 

entities. These partnerships can open new revenue streams and marketing channels. 
3. Franchising or Additional Locations: 

• Consider the potential for franchising or opening additional locations once the original 
center is successfully established and running profitably. 

4. Community and Corporate Programs: 
• Develop community outreach programs and corporate wellness packages to broaden 

the customer base and foster community relationships. 
5. Continuous Market Analysis: 

• Regularly analyze the market for emerging trends and adapt the business model to 
stay ahead of the competition. 

12.3. Expanded Strategic Advice 

1. Integrate Health and Fitness Technology: 
• Invest in the latest fitness technology, such as wearable devices for tracking workouts 

and AI-based equipment for personalized training experiences. This can differentiate 
Falcon Fitness Center in a tech-savvy market. 

2. Focus on Holistic Health Services: 
• Consider offering holistic health services like meditation classes, stress management 

workshops, and alternative therapies. This broadens the appeal to a wider audience 
seeking comprehensive wellness solutions. 

3. Develop a Strong Online Presence: 
• Build a robust online presence through a user-friendly website, active social media 

engagement, and digital marketing strategies focused on local SEO to increase 
visibility in the local market. 

4. Innovative Membership Models: 
• Experiment with innovative membership models, such as tiered memberships, family 

packages, or corporate discounts, to attract different segments of the market. 



 

12.4. Immediate Focus Areas 

1. Customer Relationship Management (CRM) System: 
• Implement a CRM system to manage customer interactions, track trainer 

performance, and gather data for personalized marketing and service improvement. 
2. Local Market Engagement: 

• Focus on engaging with the local market by participating in community events, 
sponsoring local sports teams, and offering community-centered fitness challenges. 

3. Build a Community Around the Brand: 
• Create a community feel around the brand by organizing regular events for members, 

such as fitness challenges, health fairs, and social gatherings. 
4. Strategic Partnerships with Health Professionals: 

• Form strategic partnerships with nutritionists, physiotherapists, and wellness coaches 
to provide a range of services that complement the fitness offerings. 

12.5. Long-Term Growth Strategies 

1. Scalable Business Model for Expansion: 
• Develop a scalable business model that can be replicated in new locations. This 

includes standard operating procedures, training modules, and marketing strategies. 
2. Continued Innovation in Services: 

• Stay ahead of industry trends by continually innovating the service offerings. This 
could include adopting new fitness methodologies, introducing cutting-edge 
equipment, or offering virtual reality-based fitness experiences. 

3. Exploration of International Markets: 
• Once firmly established locally, explore opportunities for international expansion, 

especially in regions with similar market dynamics. 
4. Sustainability Initiatives: 

• Implement and promote sustainability initiatives, such as using eco-friendly materials 
in the facility, recycling programs, and energy conservation measures. 

5. Build a Robust Brand Reputation: 
• Focus on building a strong brand reputation for quality and innovation. This can be 

achieved through consistent service excellence, community involvement, and 
effective branding strategies. 

 


