
JW Social Media Marketing Case Study  

#8 Las Vegas Gym – Memberships – The Last Lead Generation System  

 

  

BACKGROUND: 

 

Client:  

David Barton Gym    

David Barton’s Gym is a luxury gym in Las Vegas that charges members $83 per month on a 

monthly agreement.  

 

Goal:  

Increase monthly sales count while not offering a lower gym price  

  

Budget:  

JW Social Media Marketing (Services): $750 USD monthly  

Advertisement Budget: $500 USD 

Used: The Last Lead Generation System   

 

Results: 

First Month Break Down  

- 40 Highly Quailed Leads  

- 30% Closed Percentage   

- 12 New Memberships 

- 190% Return on Ad Spent Investment    

 

 

 

HOW WE TURNED $500 OF ADS INTO $996 OF RE-OCCURRING MEMBERSHIP SALES: 

The Last Lead Generation System – Creating a Sales Funnel 

 

1. Audience Research: To attract people that live in Vegas, can afford a high-end gym 

and like to work out, our best platforms where going to be: Google search ads, YouTube 

Video Ads & Instagram Video Ads 



2. Video Edits/ Creation: David Barton Gym already had video footage for us to use. We 

took this footage + stock workout footage to make an amazing video ad campaign video.  

3. Website Landing Page: We were able to create a simple website landing page where 

we are able to direct traffic to so we can collect our leads. (Name, email & phone) 

4. Creating & Executing Campaign: Put 1 & 2 together (targeted audience + our video) to 

make an ad campaign to run over Instagram & YouTube. 

- While we are executing our ad campaign, all lead are being delivered to David Barton 

Gym sales team. We interact with our client daily to ensure quality leads are being 

deliver and to hear how sales are coming.  

5. Email Marketing – Comes into play the start of week #2 

6. Re-Targeted Marketing – Comes into play the start of week #2 

 

 

Step 1: Find our targeted audience that will be interested in a luxury gym 

 

 

 

 

 

 

 

 

 

 

 

 

Step 2: Edit an awesome video to run with our ad 

 

  



Step 3: Drive traffic to our landing where we collect “leads” + emails to use for future 

marketing 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Step 4: Follow up with sales team to collect data 

  

After first week of marketing Results:   

5 new members generated from 20 leads   

All others were added to our email list for our email marketing campaign to come at the 

end of every 2 weeks (Re-targeted)  

40% of ad budget has been spent  

Gross - $415 in sales in 1 week 

 

 

 

After 1 Month Of Working Together: 

- 40 Highly Quailed Leads  

- 30% Closed Percentage   

- 12 New Memberships 

- 190% Return on Ad Spent Investment    

David Barton Gym spent a total of $1,250 with JW Social Media Marketing (ONE MONTH: $750 

for our services + $500 to spend on ads) & after just 30 days grossed $996 in sales!  

Let’s not forget that we are talking about a gym on a monthly reoccurring payment schedule 

meaning these sales continue to pay every month! 

 


