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Pre-Sign Up Experience -
Optimizing Information Discovery

The journey a prospect takes before they even consider stepping foot in your gym is crucial.

The pre-sign-up experience, especially the interactions that occur through your digital
channels, can be the deciding factor in whether a potential member chooses your gym or
moves on to another option. Simply having a web presence is no longer sufficient; it’'s about
creating an online experience that is thoughtfully optimized to engage, inform, and connect
with prospects at every touchpoint.

Top-of-the-funnel strategies should not begin and end with ad campaigns or special offers,
nor should they focus solely on capturing leads. Instead, it’s vital to optimize the prospect’s
experience from the very first moment they digitally encounter your brand.

The objective is to make prospects feel invested, valued, and connected to your club long
before they ever hand over their details. When you prioritize their experience and make them
feel welcomed and understood while they evaluate your offerings from a distance, you
position yourself to capture higher-quality leads - those more likely to convert and remain
loyal members. This approach, in turn, enhances the return on investment (ROI) of your
member acquisition efforts and could even lower your cost per acquisition over time.

Want more tour bookings? Then don’t make it hard. In fact, make it so
easy to self-service they can convert without the burden of having to
speak to a member of staff.

This guide is designed to help you refine your top-of-the-funnel strategy, starting with the
most likely initial interaction a potential member has with your brand online. Whether through
your website, social media, or other digital platforms, every interaction should be crafted to
facilitate a seamless, enjoyable experience. The ultimate goal is to make information discovery
straightforward, reduce friction, and guide prospects effortlessly toward taking the next step;
whether that’s booking a tour, scheduling a free trial, or signing up for a membership.

To achieve this, gyms must prioritize user experience (UX) across all digital channels. This
involves being responsive, eliminating unnecessary steps, and ensuring that key information is
easily accessible. By optimizing the pre-sign-up experience, you not only increase the
likelihood of converting visitors into members but also establish a strong foundation for a
positive, long-lasting relationship with your facility.

In this guide, you'll discover best practice tips for every aspect of the pre-sign-up process,
from determining the optimal placement of pricing information on your website to enabling
self-service tour bookings. We'll also explore how to effectively leverage social proof, ensuring
that every interaction builds trust and reinforces the value your gym offers. By implementing
these strategies, you can create a pre-sign-up experience that not only attracts and converts
prospects, but also leaves them delighted and eager to invest in your brand.
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Jenny Kelso - KeepmeFIT Member
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