
 



Welcome! 
 
Give yourself a big pat on the back for signing up to receive this 
Amazing Report! 

 
I suggest you print it out, grab a pen to make notes (I prefer red), 
get a cup of herbal tea or water and instruct your team, staff or 
family not to interrupt you for the next 45 minutes (Yes, it’s THAT 
important!) 

 
In fact, reading this report will very likely be the most important 
time you spend on your business all year! 

 
By the end of this report, you’ll know: 

 
* The 3 Massive Mistakes Personal Trainers Make That Limit Cash 
Flow, Cause Burnout, And Ultimately Strangle The Growth Of 
Their Practice! 

 
* More importantly, I’ll show you how to AVOID THESE COSTLY 
MISTAKES. 

 
* And I’ll give you easy to follow, practical strategies you can use 
right away to almost instantly create higher profits, in less time and 
better serve your patients, with ease. 

 
I’m going to count down the Top 3 mistakes from 3 to 1. You’ll 
want to read all the way through to the end. 

 
All of this information is AMAZING… and… the last mistake will 
completely change the way you run your business and experience 
life from today forward! 

 
Let’s get to it! 

 
Mistake #3 

 
The 3rd Biggest Mistake most Personal Trainers make is that they 
rely on word of mouth marketing to bring in new patients. 

 
 

Relying Solely On Word-of-Mouth Marketing 



Word-of-mouth marketing is pretty simple, in theory. Someone 
purchases a product or service from your business and is so 
pleased that they voluntarily spread the word to their contacts. 

 

The people they refer are typically friends, relatives, coworkers 
and other acquaintances. The manner by which they do it varies, 
but popular methods these days include in face-to-face 
conversations, via text or email, or through social media. 

 
Indeed, the digital revolution has made word-of-mouth marketing 
easier, in principle, and that may be you may have overly 
ambitious hopes for it. 

 
Dave to Jan: “Hay Jan, I just saw this amazing Personal Trainer! 
She’s told me what my problem is, and that’s why I couldn’t get 
help before. Why didn’t the Dr’s tell me this? My core is weak, and 
now I can get this back pain really under control”… 

 
Problem one… Many of the conditions you give people incredible 
help with are, well, just too personal. Clients may be embarrassed 
to share, even with their closest loved ones. 

 
Problem two… “Dave, I’ve got really bad back pain and my 
Personal Trainer has found that this might be because the nerves 
are irritated because my core muscles are weak, like I’m 20 years 
older!” 

 
Dave thinks; “That’s great, I think? But I don’t have back pain, so 
I’m sure my core is fine!” 

 
Problem three… You are a service provider. Some of your clients 
may travel more than half an hour to see you. But it can be more 



difficult for those clients to convince their friends, family and 
colleagues, those local to them, to travel right past another health 
professionals front door to come and see you. 

 
Problem four… The clients who routinely refer are a smaller 
percentage of your entire client base, and may find it difficult to: 

 
* Firstly, explain what you do well 
* Secondly, explain how what you do can help the person they are 
referring 
* Thirdly, sell them on the idea of seeing you. 

 
In truth, most people hate selling! Even if they KNOW you are the 
expert that person NEEDS to see. 

 
Your clients might be able to get a few people to LISTEN to them 
talk about what you do… but getting people to listen and getting 
people to take action to book in to see you is totally different. 

 
And it is difficult to get people to take action, if you’re not trained in 
the psychology of WHY people buy! 

 
Why Is It So Important To Understand This? 

 
If you run a practice, or are an associate Personal Trainer, you've 
probably heard all about the wonders of word-of-mouth marketing. 

 
You may even be relying on it. 

 

Some practices have told me this is how they prefer to market, it’s 
‘ethical’ and they don’t want to bother with the rest of that “pushy 
stuff” (pushy is not what the right kind of marketing is about, just 
so you know). 

 
Sound familiar? 

 

Rather than do the marketing directly yourself, you may be placing 
your hands in the prayer position and, as Dusty Springfield sung, 
be ‘wishing and hoping’ that others will do it for you. 

 
Instead of creating, managing and executing a carefully designed 
marketing strategy, you bank on the idea that people will be so 



thrilled with your products, services and customer support that 
they'll sing your company's praises wherever they go. 

 
The people referred in then refer others. And before you know it, 
you have a ripple effect - a virtual tsunami - that raises awareness 
about your brand and has new patients flocking through your front 
doors in droves, throwing open their bulging wallets and begging 
you to bill their credit cards… now! 

 
Yes, I’m exaggerating. 

 
But I know many business owners who often believe, if not vocally 
confirm, that when people really know what their business can do 
for them, they’ll espouse their virtues from the mountaintop and the 
result will be full bookings, massive bank accounts and the life of 
ease they began the business for in the first place. 

 
As nice as it would be, it simply doesn't work that way. 

 
Running a business such as a practice is a lot of work, and it's 
tempting to pass the buck when it comes to marketing because it’s 
one less thing to do. 

 
It’s easy to get caught up working in, rather than on, the practice. 
And yes, this includes associates. And word of mouth marketing 
fits snuggly into this view, as it means you don’t have to take 
responsibility. 

 
One word: D.A.N.G.E.R.O.U.S! 

 
Word-of-mouth marketing can be incredibly beneficial. 

 
Referred clients are often the best type. They’ve been told what to 
expect, why your practice is worth their custom and you usually 
won’t have to fight on price. 

 
However, relying on it as your one-and-only marketing technique is 
a big mistake. 

 
Savvy Personal Trainers know this and view positive word of 
mouth as the icing on the cake of an impeccably crafted marketing 
strategy. 



If it feels like your marketing efforts are going nowhere, you could 
very well be relying too much on word of mouth referrals. 

 
The Problem 

 
In theory, word-of-mouth marketing sounds great. After all, people 
are more likely to act on a personal referral. Especially by 
someone they trust, compared to responding to an ad and other 
forms of traditional and non-traditional marketing. 

 
But here's the thing: People don't tend to voluntarily spread 
positive news about the products, services and businesses they 
use. 

 
When they're satisfied, they’ll keep coming back (well, while you’re 
top of mind anyway). Unless someone they know specifically asks, 
however, they're unlikely to share the news with their inner circles 
(unless you’ve BLOWN them away, which by the way, should be 
part of your marketing strategy). 

 
The sad fact is that people are far more likely to spread the word 
when they're unhappy. People are typically more motivated to 
write reviews when they are upset as opposed to content. 

 
Happy is the expectation so unless your product or service, and 
the way it is delivered, are truly out of this world, the odds of 
someone enthusiastically posting even a single line on social 
media, or triumphantly conveying this to another, are slim. 

 
Problem Two: Even when people do speak positively about your 
product or service, they're unlikely to do so in a way that converts 
them into paying clients for you. 

 
Most of the time, they mention it in passing. And they won’t sell 
their contact in a way that, well, sells them! (It’s your job to educate 
them about this, and yes, that’s another marketing strategy). 

 
Word-of-mouth marketing may allow you to let yourself off the 
hook when it comes to your own marketing efforts, but it’s a costly 
mistake to make. 

 
“BUT IT WORKS”, I hear you say. 



 
 

Look, I used to get a lot of word-of-mouth referrals when I worked 
as a Chiropractor. And I was busy. But this sole approach severely 
limits your ability to help more people and to reach those outside 
your current base. 

 
And it can take a long time to bear fruit - unless you bring 
influencers into the mix (another marketing strategy!) 

 
If you have a direct line to a highly influential person that loves and 
regularly refers to you, more power to you (and I do recommend 
nurturing these types of relationships, and yes, that’s another 
marketing strategy)… 

 
But I still wouldn’t recommend solely relying on it. 

 
The Bottom Line on Word-of-Mouth Marketing 

 
When it comes to word-of-mouth marketing, it’s a risky venture to 
have this as your main marketing approach. 

 
You absolutely do need to nurture and educate your current crop 
of clients to refer people in to you and your practice… but many 
Personal Trainers don’t do this, and not in a regular, systematised 
way that works. 

 
Encourage clients to write and share positive reviews, but don't put 
all of your marketing eggs into this highly unpredictable basket. 

 
If you do rely on word-of-mouth marketing, you’re likely to 
encounter problems varying from slow practice growth, clients drop 
outs, not reaching the patients you LOVE to help (your ideal client) 
or not doing so fast enough, stress, empty books, poor cash flow. 



This may even result in too little income to keep your practice 
open. 

 
What Can You Do To Change This? 

 
Give your friendly promoters a few simple promotional tools to 
support them. 

 
Examples: 

 
* Design and give them a well-crafted, strategic BROCHURE with 
a clear call to action in it. 

 
* Offer them pre-written EMAILS: Write some simple emails that 
current clients can send out to people. Make it easy so all they 
have to do is copy, paste and send. 

 
Let’s run through some other simple strategies that you can begin 
to implement right now, from my practice-building white paper 
(more on that in a moment). 

 
Strategy	  Two	  –	  Ask	  For	  The	  Referral	  
	  
If	  a	  client	  mentioned	  that	  their	  daughter	  had	  a	  problem	  that	  you	  can	  
help,	  do	  you	  ask	  for	  the	  referral	  or	  stay	  stub?	  I	  know	  many	  Personal	  
Trainers	  that	  don’t	  ask	  for	  the	  referral.	  
	  
You	  could	  say	  something	  as	  simple	  as	  ‘that	  sounds	  difficult	  for	  her.	  
I	  have	  many	  patients	  with	  (the	  condition	  or	  complaint)	  who	  get	  
(great	  results/receive	  relief/whatever	  is	  the	  truth	  about	  how	  you	  can	  
help)	  in	  this	  practice.	  (If	  it’s	  true…)	  In	  fact,	  we	  have	  special	  expertise	  
in	  this	  field.	  I’m	  sure	  we	  may	  be	  able	  to	  help	  her.	  Here’s	  a	  voucher,	  we	  
look	  forward	  to	  meeting	  her.”	  



	  
	  

If	  you	  don’t	  ask	  for	  the	  referral,	  there	  are	  a	  couple	  possible	  options.	  
	  
1) The	  potential	  client	  will	  continue	  to	  suffer	  
2) They	  will	  seek	  help	  somewhere,	  and	  likely	  not	  in	  your	  practice	  or	  
even	  under	  another	  Personal	  Trainer	  
3) They	  may	  receive	  inferior	  care	  from	  another	  practice	  because	  YOU	  
did	  not	  speak	  up	  
	  
Bonus Strategy – Write to your new clients primary health 
professional 

 
Influence the influencers. 

 
If you can win the hearts of those who can refer you clients, this is 
gold for clients and your practice. 

 
When a client begins care, include in your paperwork a 
permission-to-contact-your-primary-health-professional line. With 
permission, write a letter to them. 

 
Remember, set aside your ego and speak in the language that 
suits. This is about the building of rapport and trust. If you were 
having a conversation with a French man, would it not be easier to 
speak French? 

 
Hi Dr. Smith 

 
re: Jodie Black  DOB: 25/03/73 

 
Jodie presented on 3rd March 2015 complaining being overweight 
and unfit. She noted having struggled with these issues for 9 



years. She would like to be able to lose 15 kg and walk the City To 
Bay next year. 

Testing revealed: 

Weight = 
Height = 
BMI = 
Fat Percentage = 
Resting Pulse = 
Resting Blood Pressure = 
Family history = 

 
Trial care plan – we have set a schedule of gym 4 x week; 2 x 
personal training sessions with me and 2 x solo sessions. I will 
monitor Jodie at each session, and we will reassess her tests and 
progress in week 6. 

 
I look forward to working with you to help this lovely young woman. 

 
I realise you are busy, so feel free to contact me on my private 
number 123 456 789 if needed. 

 
Warm regards, 

Rebecca Jones 

Make it succinct, appropriate, brief (they are busy too), and don’t 
forget the line ‘I look forward to working with you…’ It assumes and 
implies a relationship between colleagues. 

 
You don’t have to give out your private number, but it let’s the 
primary health professional know they have a fast way to contact 
you should they need. 

 
Oh, by the way, you can give your phone to your receptionist if 
needed, but unless urgent, don’t’ have your phone in the session 
with your client. That’s just rude, and says to the client that they’re 
not your sole focus. 

 
Strategy Twenty-nine – Schedule ongoing care, and do it 
better 



If you are waiting for your patient’s wheels to fall off, again, before 
you offer care, you are doing your client, your practice and your 
back pocket a major disservice. 

 
If you are a Personal Trainer who’s patient has achieved their 
initial goals, don’t just have them leave your support. There may 
be new goals they’d like to achieve. Or they may benefit from a 
weekly or monthly accountability session. This adds up to an 
additional appointments per patient per year, and I would strongly 
argue offers better client service and long lasting results. 

 
If you know that many footy players struggle with fitness 
throughout the off season, schedule maintenance Personal 
Training sessions during their down time. 

 
More ideas? 

 
You can access my ethical marketing white paper, 49 Easy 
Strategies To Simply Woo, Convert & Keep Hordes of Eager 
New Patients (Many Absolutely Free!) at 
www.DrRebeccaHarwin.com/SimpleMarketingStrategies 

 

My recommendation is to download it now and begin implementing 
the steps and strategies today.	  
	  

Mistake #Two  
 

Now onto the 2nd Biggest Mistake Personal Trainers Make That 
Limit Cash Flow, Cause Burnout, And Ultimately Strangle The 
Growth Of Their Practice! 

 
 

 

First, let’s define automation. 
 
According to Dictionary.com, automation is 

1. 

Automation InAction 



the technique, method, or system of operating or controlling a 
process by highly automatic means, as by electronic devices, redu 
cing human intervention to a minimum. 
2. 
a mechanical device, operated electronically, that functions 
automatically, without continuous input from an operator. 
3. 
act or process of automating. 
4. 
the state of being automated. 

 

Basically, it means getting stuff done automatically so you can do 
what you do best, serving your patients. This is set and forget 
marketing, and exponentially improves your client service and 
education, while reducing mistakes and the need for your input. 
That’s a powerful combination! 

 
Without automation, you can be stuck in practice long hours, 
chasing your tail and trying to catch up. 

 
Time can quickly be eaten up by what you think marketing should 
be (so you give up on this critical element), and you can end up 
burnt out, frustrated, and have no time to enjoy your other 
passions, laze on the beach, train, and enjoy life… 

 
Professional burn out is a REAL issue, and as a compassionate 
health professional, YOU are more at risk. 

 
Let’s	  look	  at	  what	  Woods	  and	  Killion	  have	  to	  say:	  
	  
“From	  many	  accounts	  healthcare	  professionals	  are	  at	  increased	  risk	  
for	  professional	  burnout.	  Professional	  burnout	  is	  generally	  described	  
as	  prolonged	  stress	  that	  impairs	  one's	  ability	  to	  perform	  his	  or	  her	  
job	  in	  demanding	  situations.	  
	  
Precursors	  to	  professional	  burnout	  include,	  but	  are	  not	  limited	  to,	  
workload,	  chronic	  fatigue,	  compassion	  fatigue,	  balance	  between	  
family	  and	  career,	  sickness	  absence,	  and	  loss	  of	  confidence.”	  
- http://www.ncbi.nlm.nih.gov/pubmed/18283973 

 

That’s such a TERRIBLE and unnecessary experience I’ve seen 
many professionals go through. And it helps no one, least of all 



those dedicated to helping others improve their health and lives. 
 
Instead, imagine a new client comes in for their first 
appointment with you. You or a staff member enter their first 
name and best email address into a secure online system once. 

 
That day, after their appointment, they receive an email… 

 
Hey	  Jay!	  
	  
It	  was	  so	  nice	  to	  meet	  you	  today.	  We	  really	  look	  forward	  to	  working	  
together	  with	  you	  to	  improve	  your	  health	  significantly.	  We’ve	  helped	  
many	  people	  with	  your	  challenges,	  and	  even	  we	  can	  be	  staggered	  by	  
the	  amazing	  results!	  
	  
Most	  people	  have	  a	  few	  questions	  after	  their	  first	  appointment,	  and	  we	  
like	  to	  make	  sure	  that	  you	  are	  given	  the	  best	  care	  possible.	  So	  we’ve	  
included	  some	  frequently	  asked	  questions	  below:	  
	  
FAQ	  1	  (for	  example,	  how	  do	  I	  get	  the	  best	  from	  the	  advice	  you’ve	  
given?)	  
	  
FAQ	  2	  (for	  e.g.	  how	  do	  I	  take	  my	  supplements?)	  

FAQ	  3	  (for	  e.g.	  how	  long	  will	  it	  take	  to	  get	  results?)	  

(etc.)	  

We	  also	  recommend	  you	  ensure	  that	  you	  drink	  eight	  glasses	  of	  pure	  
water	  and	  walk	  gently	  for	  30	  minutes	  or	  so	  each	  day,	  Jay,	  to	  maximise	  
your	  results.	  
	  
We	  are	  excited	  to	  welcome	  you	  to	  our	  community,	  and	  to	  seeing	  you	  at	  
your	  next	  visit.	  
	  
Warm	  regards,	  
	  
Your	  name,	  
Practice	  name	  
	  
Then in three days (or a day you choose), they will receive a follow 
up email with some more advice and even a link to a helpful 



eBook, video or other digital gift. 
 
You can sequence as many emails as you want, enter a simple 
code so that the clients name is automatically added each time, 
and value add. These touch points show the patient that you care, 
and virtually no one does it. 

 
It’s powerful, and once it’s set up, requires next to no time. Yep, 
less than 30 seconds. 

 
There are different online platforms that offer this service. It’s free 
to cheap, and the costs only increase as you have more patients. I 
hope you’re excited about the possibilities this raises? 

 
To find out those I’ve used and recommend, head to 
www.DrRebeccaHarwin.com/automated-email-services 

 

A few things you can automate: 
 
* Birthday card send outs 
* Blog posts 
* Social media posts 
* Your Facebook posts, so they share instantly on Twitter 
* Contact forms 
* Email responses 
* Reputation watching I highly recommend you set up an 
automated alert system to monitor the web for at least your name 
and your practice name. If someone is unhappy, you can address 
it a.s.a.p. If someone is thrilled, you can thank them and share 
their comments with your community. Even better than a simple 
Google alert, there is a MUST have reputation watcher and 
patient finder that’ll blow you away. Use this powerful tool from 
today, or it could cost you your business. You can access it at 
www.DrRebeccaHarwin.com/PracticeReputationSaver 
* Even a digital newsletter updated daily ON YOUR WEBSITE 
(This is Strategy Twenty-seven – The secret free, automated 
newsletter! in my 49 Easy Strategies To Simply Woo, Convert & 
Keep Hordes of Eager New Patients (Many Absolutely Free!) 



and it’s incredible! 

 
 
 
It’s amazing how much of an impact you can have on your 
business, bottom line and personal free time and happiness by 
automating. 

 
How Can You Automate? 

 
Think about the things and processes you do repetitively in your 
business. 

 
Answer the same questions, say the same things, send out 
birthday cards, and take bookings… 

 
Spend some time brainstorming. 

Then seek ways to automate these. 

It can take a little time upfront, but will save you immeasurably in 
the future. 

 
Create a quick video for each of your frequently asked questions 
and host them on your website or YouTube. In your first automated 
email, answer this question and direct them to the specific video 
link. 

 
Write – or outsource the writing of – an article or special 
report on each of the most common conditions that you see, or 
want to see, in your practice. When someone presents with this 
condition, rather than going through every details in person again 



(time consuming!), say: 
 
“This condition is an area we specialise in. We know that when 
people first seek advice, it can feel overwhelming and it’s easy to 
forget what is said. We’ve created a wonderful resource, which 
explains this condition including the most common questions 
people have about it. Take it home and read it. If you still have any 
questions, we can talk about them at your next appointment.” 

 
Hand them the article or special report. 

 
Set up your daily digital newspaper. Let people know about it. 

Automation will change your life, and your bank balance! 

 
Mistake #1 

 
This brings us to the #1 Biggest Mistake Personal Trainers Make 
That Limit Cash Flow, Cause Burnout, And Ultimately Strangle The 
Growth Of Their Business. 

 
This is the most common error. It is the most dangerous. And it’s 
the most costly. 

 
And when you get the hang of it, it’s also the most powerful! 

 
If you fully understand the importance of this, I’ll feel I have served 
you deeply. 

 
Very, very few people out there are using this next concept, and 
NO-ONE is teaching it properly. 

 
It will be the secret to your success if you grasp it fully. 

 
The BIGGEST Mistake Personal Trainers make is that they… 

 
 
 

There's an old adage that says the harder you work, the more you 

Swap Their Time for Money 



earn. This may be your current situation. 
 
All you need to do is look at someone toiling away at minimum- 
wage job to know that's an utterly false and flawed assumption. 

 
As an expert, you should expect to be paid more than minimum. 
But regardless of whether you are, or aren’t, whether you’re a 
lower income earner or earning a million a year, chances are if you 
don’t see clients, you don’t get paid. 

 
Period. 

 
Or maybe you own one or more practices where you are no longer 
the sole practitioner or may no longer see patients, but the position 
hasn’t really changed. You are the decision maker, the risk bearer 
and without you, the practice would not run. 

 
After I was injured at work, I found this out the hard way. I’d 
worked hard, and had little time off. I’d earned a very good 
income… while I was working. 

 
But when I didn’t work, I didn’t earn. 

 
While I was covered under Workcover, an experience I hope you 
never need to go through, and also had a healthy income 
protection plan (yes, I like to cover all bases), my income dropped 
significantly. 

 
And all the years of University, the decade of clinical experience, 
the mentoring I paid tens of 1000s of dollars for, and I can’t work 
as a Chiropractor again. Poof! My high income was gone over 
night! 

 
Or you may have less time for yourself, so you don’t chase your 
passion or read as much as you’d like. 

 
Or you miss your daughter’s birthday, friends wedding or your 10th 

anniversary. 
 
Or when you’re with the people you love, your mind isn’t really 
there. For all intensive purposes, you’re back in your practice. 

 
Lack of time is serious. 



 

As a Personal Trainer, you no doubt know the effect stress has on 
a body and mind. The constant time pressures could cost you 
much more than missing important events. It could cost you your 
most treasured relationships, or even your life. 

 
Then there’s the stress and pressure of financial challenges. 

 
Keeping a practice open is costly, even if you practice from your 
home or your paid commission at a gym. Supplements and 
ongoing training, stationery and insurances, equipment and 
furniture, rent and amenities (think electricity, gas, rates), staff and 
cleaning products… 

 
I’m sure you have enough of these worries on your plate to know 
exactly what I’m talking about. 

 
Even if you’re an associate, your costs add up quickly. 

 
The effects of this might be small like the hassle of lodging regular 
paperwork, or they might force you into bankruptcy. 

 
But not with this powerful option. 

 
How it Works 

 
There is an underappreciated, little considered and powerful option 
that allows you to earn money from retail sales, while not having to 
stock or handle product. 

 
This option enables you to provide potent and professional grade 
supplements, and make more than only the wholesale-retail 
difference you are probably earning from your supplement 
providers right now. 

 
It saves you incredible amounts of time, because clients can 
purchase online, with their orders being automatically placed into 
your business, and then shipped out for you, not by you. 

 
Your clients can choose auto-ship - automatic monthly shipping 
(are you seeing how automation is imperative to your success?), 
which means dollars in your pocket without you having to lift a 
finger and the patient continues to experience massive benefit by a 



constant supply of the critical nutrients they need. 
 
This builds your reputation too, because people are getting 
wonderful results from top-notch products and care. 

 
On top of this, this company pays incentive bonuses, and can 
potentially deliver ongoing, passive and reliable, leveraged 
income. 

 
This can completely transform your life! 

 
In fact, this little know secret of the rich is recommended by the 
likes of Donald Trump, Bill Gates and Robert Kiyosaki as THE way 
for people like you and I to secure our financial futures and 
freedom. 

 
Bill Gates says if he had to start over, this is what he’d do… 

 
Donald Trump says if he lost everything, this is what he’d 
do… 

 
Robert Kiyosaki – the bestselling author of Rich Dad, Poor Dad 
and multimillionaire - says “The richest people in the world look 
for and build networks, everyone else looks for work” 

 
How? 

 
There is no large conglomerate of middlemen employees to pay. 
Plus, there is a different structure, which allows you and I to profit, 
prosper and make the difference in the world we want to. 

 
This is in contrast to the large multinational corporations that 
commonly supply health professional products, who have a large 
number of people layered through the various hierarchies who 
each require a wage. 

 
Don’t kid yourself. This antiquated system significantly adversely 
affects your income, because these companies need to charge 
inflated prices to cover their costs… Resulting in less practice 
profit for you. 

 
Instead… 



I recommend partnering with a company who supplies premium 
quality, evidence based and wholesome products. One you can 
stake your reputation on, who will handsomely and permanently 
reward you for your service… 

 
AND one that gifts you a powerful done-for-you online system, 
where you can help in-practice patients as well as people around 
the globe. After all, we’re all busy, and being able to harness the 
power of the ‘net is no longer just an ideal. It’s a necessity. 

 
So there needs to be an easy, ethical system that both tech lovers 
and technophobes can easily implement… 

 
And there is. 

 
Yes, I may be enthusiastic, but it’s taken me more than a decade 
to find such a game changing company. Why? It never existed 
before in Australia. While this company has years of proven 
success, it’s excitingly only recently reach our Australian shores. 

 
And it’s growing… FAST! 

 
Now is absolutely the perfect time to get started. 

 
To find out more about what this incredible, life changing company 
is offering you, and how exactly it works, visit this link: 

 
http://reimagine.kyaniviral.com/webinar 

 

I recommend you put a marker in this page and do this right 
now! So often we put off the things that matter most in 
business. This is one of those game changers. 

 
I’ve seen so many Personal Trainers struggle to make real 
leveraged, passive income and have free time… 

 

And some go out of business, because they didn’t know how to 
use the simple tools and strategies that allow them to better serve 
their patients, and themselves. 

 
And it’s tragic because it doesn’t have to be this way. 

Goodness knows the world needs Personal Trainers more now 



than ever! 
 
People are suffering; they’re struggling big time with their health, 
stress, and their finances too. 

 
They need you, and you need to be available, with energy left to 
give. 

 
Because what you do REALLY MATTERS! 

So here’s what I’d like to do for you. 

Let me help you with a one-on-one personal support session. Yes, 
we’ll book a convenient time so you can speak to myself and a 
support team member, to see how this approach could help you to 
powerfully change your practice and your life, and add leveraged 
dollars to your bank account. 

 
A life of leveraged and truly passive profits, PLUS time to live on 
your terms and profoundly help your clients in more ways than you 
can currently imagine is possible - which is so rewarding as a 
health expert. 

 
My goal is to provide you with a simple, powerful way to massively 
transform your life – and to provide you with an amazing 
opportunity to plug straight in to a done-for-you system that 
significantly lessens your time commitment and stress. 

 
Now please keep in mind, this is also a great opportunity for us as 
well! 

 
We get to meet a new potential team member and if there’s a fit – 
support you further. 

 
Now – here’s the thing. 

 
I will be personally supporting, helping and guiding each Personal 
Trainer and sharing my Internet and marketing expertise, free of 
charge. So if you’re interested, don’t hang around or think you’ll 
put this on the back burner for a future date. In my experience, 
these rarely arrive. 

 
It’s the action takers that create success and practice profits, and 



it’s the action takers who profoundly positively change the world for 
the better for themselves, their families and their community. 

 
This report will be going out to 100s of Personal Trainers in the 
next few weeks. And there’ll be great interest from other health 
professionals too… 

 
… and there are only so many health professionals I can 
personally mentor and support… 

 
so if you wait, you will most likely miss the chance! 

 
So if you want to get booked for your session quickly, you’ll 
have to act now. 

 
Thank you for trusting me with your time and energy! 

I look forward to hearing from you. 

Until next time, 
 

 
Dr. Rebecca Harwin 
Chiropractor, Bestselling Author, Entrepreneur 

 
Ph.: 0421 986 547 
info@DrRebeccaHarwin.com 
www.DrRebeccaHarwin.com 


