
SUCCESS STRATEGY:  MAXIMIZE PREMIUM MEMBERSHIP SALES

• Package as many services as possible into the Premium membership 

• Show a clear and obvious gap in value between your Comfort and 
Premium Packages (ex. 3 Comfort benefits, 10 Premium benefits)

• Highlight / attract attention to the Premium Package (ex. banner, 
brighter colors, “Best Value”, etc)

• Waive any enrollment fees for the Premium Package (make it as easy 
as possible to enroll / upgrade)

• Provide a link to a page with more information / value on 
HydroMassage and other Premium recovery amenities

Having worked with most major fitness brands on positioning HydroMassage and other premium amenities, we 
have a unique perspective as to what strategies have worked exceptionally well in the industry.  Please allow us to 
share our insight and knowledge to help you maximize Basic-Fit’s Premium Package success.



We surveyed over 6,800 members on why they upgraded to a premium membership.  
The results show the importance of a robust premium package that appeals to all members.  

MEMBER SURVEY RESULTS

HydroMassage was cited as the #1 reason to purchase a premium membership.  Sales associates have 
coined HydroMassage as “the closer” when it comes to upselling.

To reach 50-60%+ Premium sales, we strongly recommend at least at least 4-5 key services in the 
Premium package, plus ideally 2-3+ other low-cost benefits (t-shirt, etc).
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BOB’S GYM – JOIN NOW



CHUZE FITNESS – JOIN NOW



CRUNCH FITNESS – JOIN NOW



PLANET FITNESS – JOIN NOW



VASA FITNESS – JOIN NOW



WORKOUT ANYTIME – JOIN NOW



CLUB4FITNESS – JOIN NOW



FITNESS CF – JOIN NOW


