Group Task Worksheet: Planning a Personal Training Business
BSc Sport & Exercise Science / BSc Sport and Exercise Therapy
Personal Training Module (CIMSPA-aligned)
Completed example – Carmarthen (West Wales), older adults


1. Business Concept & Target Market
Business name (working title): Active Years Carmarthen
Who is your primary target market? 
Adults aged approximately 60–75 years living in and around Carmarthen who want to maintain independence, strength and confidence.
Why is this group appropriate for your skills, interests and qualifications? 
This population benefits greatly from evidence-based exercise. Our background in sport and exercise science supports safe, appropriate programming for ageing adults within scope of practice.
2. Unique Selling Points (USPs)
USP 1: Specialist focus on healthy ageing, strength, balance and fall prevention.
USP 2: Small-group, supportive and non-intimidating environment.
USP 3: Evidence-based approach clearly explained in accessible language.
Why would a client choose you instead of another PT? 
The service prioritises safety, confidence and independence rather than appearance or high-intensity fitness, making it more suitable and welcoming for older adults.
3. Market Research
Local competition: Other PTs, local leisure centre programmes, Age Cymru activities.
Typical prices: Local PT and class prices in Carmarthen.
Client needs and barriers: Confidence, health conditions, transport.
Facility availability: Community halls and leisure centres.
Other: Potential referral routes via GPs and physiotherapy clinics.


4. SWOT Analysis
Strengths: Clear niche, strong understanding of ageing and exercise, supportive approach, CIMSPA recognition.
Weaknesses: Limited initial reputation and experience running a business.
Opportunities: Growing ageing population and public health focus on active ageing.
Threats: Low-cost community programmes and perceived fear of injury among clients.
5. Services, Pricing & Secondary Spend

Core service offered: Small-group personal training (4–6 participants).
Indicative pricing structure: £10–15 per person per session.
Ethical secondary service: Home exercise programmes with monthly reviews.
Client benefit: Supports independence, adherence and confidence between sessions.
6. Financial & Legal Considerations

Key costs: Facility hire; mobile equipment; insurance; IT systems; marketing materials.
Legal and professional responsibilities: Tax and National Insurance; public liability insurance; professional indemnity insurance; GDPR compliance; music licence if required.
7. Marketing Strategy

First contact: Word-of-mouth, local community groups, noticeboards, GP surgeries.
Digital platforms: Facebook and a simple website, chosen due to high use among older adults.
Content: Educational posts about ageing well, testimonials, clear explanations of benefits.
8. IT Systems & Data Management

Scheduling and booking: Simple online calendar.
Client records / CRM: Secure password-protected digital files.
Invoicing / payments: Bank transfer and simple invoicing software.
Training delivery / monitoring: Session records and periodic reassessments.
Data managed ethically: Health information, contact details, attendance records.
9. Goals, KPIs & Growth
Short-term goal: Build a regular base of 12–18 clients within the first 3 months.
KPI monitored: Client retention and weekly attendance.
Sustainable growth idea: Additional small-group sessions rather than longer 1-to-1 hours.
10. Group Reflection
Biggest challenge: Balancing affordability with financial sustainability.
Further research needed: Local demand, referral pathways and preferred session times.
