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Introduction:

The Power of the Challenge

Many gyms and studios see a fitness challenge as a way to increase short-term engagement and
community spirit. However, its true value goes even further. When thoughtfully designed, a
challenge acts as a supportive framework to enhance your business by building steady growth,
fostering client loyalty,

and attracting new members who share your values.

The magic lies in human psychology. People are naturally hesitant to commit to a lifelong overhaul
of their health, but they will eagerly commit to a short-term sprint. By leveraging a structured
timeline, a built-in supportive community, and a clear sense of urgency, you lower the barrier to
entry for newcomers.

People commit to short-term sprints, not lifelong overhauls.
An 8-week challenge lowers the barrier to entry while building lasting habits.

A helpful perspective for fitness studios and gyms is this: focus on providing a meaningful, time-
bound journey towards wellness. People aren't just looking for "3 training sessions a week”; they
are seeking a path to feeling more confident, energised, and capable in their daily lives. A fitness
challenge organises that journey into an encouraging, results-focused experience.




Chapter1
Defining Your Challenge Framework

Before you post a single teaser on social media or print a flyer, you must establish the foundation of your
challenge. Shifting from a shorter format to an 8-week timeline completely changes the game. While
shorter resets have their place, an 8-week framework gives you the runway required to deliver profound,
undeniably visible physiological results. It allows participants enough time to break old habits, push past
early plateaus, and form genuine bonds with your community and staff.

The Hook/Theme

Move past generic, uninspired names like "The Winter Weight Loss Challenge.” Your title should
immediately convey the intended outcome and who it is for.

The 8-Week Lean & Lift:
Focuses on body

The 8-Week Body Reset:
A perfect introductory

The Summer Engine Builder:
Appeals to a performance-

composition, strength, and
definition.

The Dual-Pricing Model

driven crowd looking to
boost conditioning.

title for beginners or those
returning to fitness after a
long hiatus.

To maximise profitability consider structuring your pricing to target two distinct audiences

simultaneously:

FRONT-END VIPS

For Non-Members
Premium, High-Ticket
Includes Full Access

Front-End (The Non-Member Engine):
This is a high-ticket, premium package aimed

strictly at people who are not currently
members of your facility. It includes full access
to your facility, classes, the challenge
infrastructure, and coaching. The goal here is
to demonstrate so much value that converting
them to a long-term membership at the end is
an easy decisions.

BACK-END ADD-ONS

For Current Members
Lower Cost Entry
Boosts Retention

Back-End/Add-On (The Member Retainer):
This is a lower-priced tier designed exclusively

for your existing membership base. They are
already paying their monthly dues; this fee
grants them access to the challenge-exclusive
resources, community, and prizes. This drives
incredible engagement and breathes fresh
energy into your current community.



Chapter 2

The Three Pillars of Value (Deliverables)

If participants feel like they are just doing normal gym workouts with a different name, your challenge will
lose its luster. To command a premium price, you must build your challenge on three structural pillars.

1. TRAINING 2. NUTRITION/HABITS 3. ACCOUNTABILITY
* Progressive Programming + Simple Guidelines * Weekly Check-ins
* Challenge-Only Classes * Scalable Portions » Comm Channels
* Habit-Stacking Checklists * Points-Based Leaderboards

Success Formula:

Pillar 1: Training

Provide your challengers with a clear roadmap for the gym floor. This could mean hosting exclusive,
challenge-only team training sessions every Saturday to build a "tribe” mentality, or delivering a specific,

progressive 8-week program via your member app. They need to know exactly what workouts to do, how
often to do them, and how to track their progress.

Pillar 2: Nutrition & Habits

Do not make the mistake of handing out generic, highly restrictive 1,200-calorie meal plans. They are
impossible to maintain, and a single slip-up can leave clients feeling like failures. Instead, provide simple,
scalable nutritional guidelines. Focus on behavioral habit-stacking checklists, such as hitting a daily
protein target, drinking a set amount of water, or sleeping 7 hours a night. Compliance is the absolute key
to results; keep the barrier to execution low.

Pillar 3: Accountability & Community

The greatest workout program in the world is useless without execution. Keep your challengers on track by
setting up a dedicated communication hub. Use channels like Slack, WhatsApp, or a private Facebook
Group where they can share wins, recipes, and struggles. Pair this with weekly digital check-ins and a
dynamic, points-based leaderboard to gamify the process from day one.



Chapter 3:

The "Hype Machine’ Marketing Timeline

A great challenge will stall out if nobody knows it exists. You cannot just post a single graphic on
Instagram and expect a flood of registrations. You need a calculated, 3-week promotional runway to
build anticipation, create desire, and manufacture urgency.

Week Campaign Phase Key Activities

Tease inner circle, Run internal

Week 1 The Whisper Campaign emails, Build waitlist

Open early registration, Offer
Week 2 The VIP Launch .
special VIP rates, Secure early

commits

Hard social media push,
Week 3 The Public Push Launch local paid ads, Enforce
strict scarcity

Week 1: The Whisper Campaign

Start by teasing the challenge to your inner circle, your current members and most active email
subscribers. Talk about the incredible results coming up, share a few details about the 8-week timeline,
and open a "First Dibs" waitlist. The goal here is to make people feel like insiders and gauge initial
interest.

Week 2: The VIP Launch

Open registration exclusively to your waitlist and current members. Offer them an early-bird incentive or a
special rate to reward their loyalty. This creates an early wave of momentum and ensures that by the time

you open doors to the general public, you already have a strong group of committed participants locking
in spots.

Week 3: The Public Push

Now, turn the volume all the way up. Launch a coordinated campaign across your public social media
channels, your broader email list, and targeted local paid advertisements. Shift your messaging from

features to scarcity. Use phrases like "Only 5 spots left for our evening cohort” or ‘Registration closes
Friday at midnight”. Urgency drives action; do not be afraid to enforce real deadlines.



Chapter 4:

Execution & Keeping the Energy High

A common mistake in an 8-week challenge is managing it heavily at the start, only to let it run on autopilot
until the final week. With a longer timeframe, you have to actively fight the "Week 3 to Week 5 Slump,”
which is the exact window where the initial excitement fades and old habits start creeping back.

The Sunday Prep

Every Sunday afternoon, send out a brief "Weekly Survival Guide" or a mindset email. Use this to prep your
clients for the week ahead, outline exactly what they need to focus on, and share a healthy habit tip. This
keeps your gym top-of-mind before their busy work week begins.

Mid-Way Check-ins

When you hit the halfway mark in Week 4, shake up the rhythm. Introduce micro-prizes and public shout-
outs to keep the energy high. Crucially, make sure these rewards aren't just for the people losing the most

weight or lifting the heaviest loads; praise the participants who are showing up consistently and engaging
with the community.

The Gamification Matrix

To ensure 100% engagement across the entire 8 weeks, look past typical leaderboard structures. If a prize
only goes to the person with the most dramatic physical transformation, the majority of your roster will

give up by week four once they realize they aren't leading. Instead, reward consistent positive actions. Use
this point system to keep everyone competitive and motivated:

Points Awarded

Attending a workout session 10 Points

Hitting daily hydration goals 5 Points

Posting a supportive comment in the community 5 Points
group
.. |
Bringing a friend or family member to a Saturday 20 Points
session



Chapter 5:

The Ultimate Conversion (Turning
Challengers into Members)

The real metric of a successful fitness challenge isn't how much revenue you bring in during launch week.

It's your long-term retention rate. The true financial windfall comes from seamlessly transitioning your

front-end non-member challengers into committed, recurring monthly members.

Weeks1-4

|

Weeks 5 - 6

|

Weeks 7 - 8

The Week 5 & 6 Pivot

Engagement

The Pivot

Presentation

Focus on community building
and habit formation

Book "Success Consultations”

Celebrate wins & Map out next
6 months

Do not wait until the final day of the challenge to talk about what comes next. By then, your participants

are mentally winding down. Start your transition pivot during Weeks 5 and 6. Begin reaching out to

schedule mandatory "Success Consultations” for the final weeks of the challenge. Frame these meetings
as an opportunity to review their data, celebrate their progress, and plan for the future.

The Presentation

During the consultation, review everything they accomplished over the 8 weeks. Show them their initial

stats versus where they stand now. Validate their hard work, and then gently present the next steps:

"You've built an incredible foundation over the last two months, but this is just Chapter 1. Let's look

at what we can achieve over the next 6 months to make sure these habits stick for good.”

Offer them a seamless, hassle-free transition into a standard membership. By keeping the momentum

going, you turn a short-term promotion into a long-term engine for gym growth.



Partnering with Ochra Wellness:
Scale Your Challenge with Zero Friction

Executing a world-class challenge requires time, marketing power, and precise data tracking. To help you

maximise student retention and challenge revenue without overloading your staff, Ochra Wellness offers

three flexible partnership models tailored to your gym's specific budget and operational capacity.

Choose the framework that best fits your business model:
Choose Your Partnership Model

Feature /
Model

Who Pays?

InBody Scans

Marketing Support

Prizes & Logistics

Your Staff Effort

Revenue Model

The User (Directly)

Included (Paid per
scan)

Standard

Managed by Gym

High

|
Traditional Challenge
Fees

The Studio (Built

into ticket)
I

Included

Standard

Managed by Gym

High

High-Ticket Packaged
Margin

Zero Cost to the Studio

Included

Full Execution

Provided by Ochra

Ultra-Low / Hands-
Off

Profit Share Split



Model Deep Dive: Which is Right for You?

Model 1: InBody Scans Only (User Paid)

How it works: Ochra Wellness brings our medical-grade InBody testing equipment to your facility at
the launch and conclusion of your 8 weeks. Participants book and pay for their scans individually.
Best for: Gyms looking to add professional data tracking to their existing challenge framework
without taking on upfront financial risk.

Model 2: Built-In Scan Package (Gym Covered)

How it works: You purchase the scan packages wholesale from Ochra upfront and bake the cost
directly into your premium front-end or back-end challenge pricing tier.

Best for: Gym owners looking to create a high-ticket, premium experience where every single
deliverable feels cohesive and completely integrated under your gym's brand.

Model 3: The Full Service Turnkey Solution (Zero-Risk Profit Share)

How it works: We run the entire challenge for you. It costs your facility absolutely nothing. We
leverage your current class timetable, handle the marketing, bring the InBody testing equipment,
manage the accountability tracking, and source the challenge prizes.

The Revenue: We split the front-end challenge profits with you. You generate a brand-new revenue
stream, engage your existing member base, and inherit highly qualified front-end leads to convert into
long-term monthly memberships—all with near-zero operational effort from your team.

Ready to Automate Your Next Challenge?

Let’s discuss how to plug Ochra Wellness directly intoiyour upcoming launch timeline to maximise
your revenue while protecting your time.
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