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Executive Summary 

Elite Fitness is a high‑tech, beginner‑friendly gym designed for adults ages 18 and 
older who feel nervous, unsure, or uncomfortable in traditional gym environments. 
Many people avoid working out because they don’t know how to use equipment, 
feel intimidated, or worry about being judged. Elite Fitness solves this problem by 
offering smart workout machines that guide users step‑by‑step, free trainer 
assistance throughout the gym, and a clean, supportive environment that helps 
beginners feel confident from day one. The gym is located in Cherry Hills Village, 
Colorado, a high‑income community where residents value health, convenience, 
and modern fitness options. This makes the area an ideal market for a premium 
gym that focuses on comfort, guidance, and accessibility. 

Elite Fitness generates revenue through multiple streams, including monthly 
memberships, day passes, personal training sessions, group classes, and 
supplement sales. Memberships are priced at $151 per month, with additional 
options such as $14 day passes and $40 personal training sessions, giving 
customers flexible ways to engage with the gym. Group class pricing varies based 
on class size, allowing the gym to accommodate different fitness levels and 
interests. These offerings create a balanced business model that supports both 
recurring revenue and additional income from services. 

The gym’s competitive advantage comes from its focus on beginners and 
non‑gym‑goers—an audience often overlooked by major fitness chains. While 
Planet Fitness offers affordability, 24 Hour Fitness offers variety, and Life Time 
Fitness offers luxury, none combine advanced technology with free, constant 
support the way Elite Fitness does. By filling this gap, Elite Fitness positions itself 
as the most welcoming and effective gym in the area. 

In its first year, Elite Fitness will complete construction and set up all equipment 
within six months, followed by hiring and training staff by month eight. The gym 
will then launch marketing campaigns, build its online presence, and host a soft 
opening to introduce the community to the facility. The goal is to reach 400 paying 

 



members by the end of Year 1, expand to 1,000 members by Year 2, and open 
additional locations within five years. With strong demand, a supportive 
environment, and a clear focus on customer confidence, Elite Fitness aims to 
become a trusted fitness center that makes the gym a better place for everyone. 

 

 

Mission 

Elite Fitness helps people feel confident and supported while working out in a 

high‑tech, welcoming gym. 

 
 

Vision 
 
 
Make the gym a better place. 
 
 
 

 
 
 
 

 



Business description 
 

Elite Fitness is a high‑tech, beginner‑friendly gym designed for adults 18 and older, 
especially those who have never been to a gym or who feel uncomfortable in traditional 
fitness environments. The business was created to eliminate the intimidation many people 
feel when entering a gym for the first time. To achieve this, Elite Fitness uses advanced 
smart workout machines that guide members through each exercise, track their progress, 
and recommend proper form and weight. These machines help beginners feel confident 
and supported, even if they have no prior fitness experience. 

In addition to high‑tech equipment, Elite Fitness provides free trainer assistance 
throughout the facility. Certified trainers are available at all times to help members with 
form, equipment use, and personalized guidance, removing the need for expensive 
personal training packages that many gyms rely on. This constant support ensures that 
every member—whether a complete beginner or someone returning to fitness—feels 
safe, motivated, and capable of reaching their goals. 

The gym features a clean, modern layout with a wide variety of equipment, group classes, 
and personal training options to meet different fitness needs. Members can choose from 
strength machines, cardio equipment, stretching areas, and guided workout stations that 
adapt to their fitness level. Group classes and personal training sessions offer additional 
ways for members to stay engaged and build community within the gym. 

Located in Cherry Hills Village, Colorado, Elite Fitness serves a high‑income, 
health‑conscious community that values convenience, quality, and modern fitness 
solutions. The area’s demographics make it an ideal location for a premium gym that 
focuses on comfort, guidance, and accessibility. With residents who lead busy lifestyles, 
the gym’s supportive environment and efficient workout options help members stay 
consistent with their fitness goals. 

Overall, Elite Fitness is built around the mission of making the gym a better place for 
everyone. By combining advanced technology, free trainer support, and a welcoming 
atmosphere, the business creates a space where people feel comfortable, motivated, and 
confident from the moment they walk in. The goal is not just to provide a gym, but to 
create a community where fitness feels achievable, enjoyable, and accessible for all. 

 



Market Analysis 
Elite Fitness targets adults ages 18–55 in Cherry Hills Village, a high‑income community 
where residents value health, convenience, and modern fitness options. This age group 
represents the majority of active gym users nationwide, making it the most reliable and 
profitable demographic for fitness centers. Cherry Hills Village has a population of 
approximately 6,354 residents and one of the highest median household incomes in 
Colorado, meaning customers in this area have both the interest and financial ability to 
invest in high‑quality gym memberships. Many residents lead busy, professional 
lifestyles, which increases their desire for a gym that is clean, efficient, and 
supportive—qualities that Elite Fitness prioritizes. 

The competitive landscape includes Planet Fitness, 24 Hour Fitness, and Life Time 
Fitness. Planet Fitness is known for affordability but often lacks advanced equipment and 
personalized support. 24 Hour Fitness offers a wide variety of machines, but it can feel 
overwhelming or intimidating for beginners. Life Time Fitness provides luxury 
amenities, but at a price point that excludes many middle‑income customers. These 
weaknesses create a clear gap in the market for a gym that is modern, supportive, 
beginner‑friendly, and reasonably priced. Elite Fitness fills this gap by offering advanced 
smart machines, free trainer assistance, and a welcoming environment designed 
specifically for people who feel nervous or unsure in traditional gyms. 

To reach its target audience, Elite Fitness will use a combination of digital marketing, 
local outreach, and search‑based strategies. The gym will run targeted campaigns on 
Instagram, TikTok, and Facebook, which is effective because over 80% of adults ages 
18–55 use social media daily (Pew Research Center, 2024). Local SEO will help the gym 
appear in Google searches such as “gym near me,” a crucial strategy since most 
consumers rely on Google to find local services (BrightLocal, 2024). Elite Fitness will 
also participate in community events, sponsor local sports activities, and host free trial 
weekends to build trust and visibility. A referral program will encourage current members 
to bring friends, supported by research showing that 83% of people trust 
recommendations from someone they know (Nielsen, 2024). By combining digital 
advertising, community involvement, and strong word‑of‑mouth strategies, Elite Fitness 
will effectively reach its target market and build a loyal customer base in Cherry Hills 
Village. 

 



Products and services 

 
Membership, Day Passes, Supplements, Group Classes, and personal training 
classes. Memberships include full access to equipment, free trainer support, and all 
gym amenities. Day passes allow new customers to try the gym before committing. 
Supplements and classes provide extra value and help members reach their fitness 
goals. Pricing is designed to be affordable while still offering premium features. 
Future services may include nutrition coaching, youth fitness programs, and 
advanced performance tracking. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 



Organization and Management 
 
Elite Fitness will be organized with a strong management structure to ensure the 
gym runs smoothly and provides a supportive experience for all members. The 
business will be led by the Owner/Manager, who oversees daily operations, 
finances, hiring, and long‑term planning. Under the manager, certified trainers will 
work throughout the gym to guide members, teach proper form, and offer free 
assistance at any time. A front desk team will handle memberships, check‑ins, 
customer service, and scheduling to keep the gym organized and welcoming. A 
marketing manager will run social media, promotions, and community outreach to 
help the gym grow and stay connected with residents. Maintenance staff will be 
responsible for cleaning, equipment checks, and maintaining the facility's safety 
and high‑quality standards. Together, this team structure ensures that Elite Fitness 
stays clean, supportive, and beginner‑friendly while delivering a professional and 
reliable gym experience. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 



Marketing and Sales 
Elite Fitness will use a mix of digital marketing, community outreach, and promotional 
strategies to attract new members and build a strong presence in Cherry Hills Village. 
The gym will maintain an active online presence by posting regularly on Instagram, 
TikTok, and Facebook to showcase the facility, highlight member success stories, and 
promote special offers. These platforms are especially effective because over 80% of 
adults ages 18–55 use social media daily, making it one of the most powerful tools for 
reaching the target audience. In addition to social media, Elite Fitness will use local SEO 
strategies to appear in Google search results for queries such as “gym near me,” which is 
essential since most consumers rely on Google to find local services. This includes 
optimizing the gym’s website, collecting Google reviews, and ensuring accurate business 
listings across online directories. 

To reach residents directly, Elite Fitness will use traditional marketing methods such as 
flyers, local newspaper ads, and partnerships with nearby businesses. The gym will also 
participate in community events, sponsor local sports teams, and host free trial weekends 
to build trust and visibility within the neighborhood. These events allow potential 
members to experience the facility firsthand, increasing the likelihood that they will sign 
up. A referral program will encourage current members to bring friends and family, 
supported by research showing that 83% of people trust recommendations from someone 
they know. This strategy helps build a strong, loyal customer base while keeping 
marketing costs efficient. 

The sales strategy at Elite Fitness focuses on simplicity, transparency, and support. Staff 
at the front desk will guide potential members through tours, explain membership levels, 
and help them choose the plan that fits their goals. Membership options will be easy to 
understand, with clear pricing and no hidden fees. Free trial days and first‑month 
discounts will help reduce the hesitation many beginners feel when joining a gym. 
Personal training sessions, group classes, and day passes provide additional ways for 
customers to engage with the gym, increasing overall revenue while offering flexible 
options for different fitness needs. 

 
 
 

 



Financials 
 
The business requires an initial investment of $21,131,000, which includes 
construction, equipment, technology, insurance, and setup costs. Monthly operating 
expenses total $53,000, resulting in yearly expenses of $636,000. With a 
membership model generating $724,800 in Year 1, the business begins to show 
positive cash flow as membership levels increase. Projected income rises to 
$1,449,600 in Year 2 and $2,174,400 in Year 3, reflecting steady growth in 
membership and service revenue. Corresponding expenses increase proportionally, 
reaching $1,272,000 in Year 2 and $1,908,000 in Year 3. After expenses, the 
business is expected to achieve profits of $88,800 in Year 1, $177,600 in Year 2, 
and $266,400 in Year 3, demonstrating a clear upward financial trajectory. These 
projections show that the business becomes increasingly profitable as operations 
scale and revenue expands. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 



Finances Overview 

 
Costs     

Construction $20,000,000    

Equipment $1,000,000    

Labor $50,000    

Technology & Software $55,000    

Supplies $20,000    

Setup fees $3,000    

Insurance $3,000    

     

     

     

     

     

     

Total $21,131,000    

     

     

     

Variable Costs Monthly Yearly   

Electricity Bills $15,000 $180,000   

Water Bills $5,000 $60,000   

Supplements $1,000 $12,000   

Maintenance $7,000 $84,000   

Marketing fees $1,500 $18,000   

Labor $20,000 $240,000   

Supplies $3,500 $42,000   

     

     

Total $53,000 $636,000   

     

     

 



     

Sales Numbers     

Per Unit 1 membership    

Cost Per Unit $151    

Profit $151    

     

     

Projected Income   Per Year 88,800 

Year 1 $724,800    

Year 2 $1,449,600    

Year 3 $2,174,400    

     

Projected Expenses     

Year 1 $636,000    

Year 2 $1,272,000    

Year 3 $1,908,000    

     

Profit/Loss     

Year 1 88,800    

Year 2 177,600    

Year 3 $266,400    

 
 
 
 
 
 
 
 
 
 
 
 
 

 



Appendices 
 
Statista (2024)   
Used in: Problem, Target Market 
How it helped: Provided statistics showing that over 50% of beginners feel 
intimidated in traditional gyms and confirmed that adults ages 18–55 are the largest 
group of gym users. This data supported the need for a beginner‑friendly gym and 
helped define the target market. 
 
IHRSA (2023)   
Used in: Problem, Marketing Activities 
How it helped: Showed that many new gym members quit within the first three 
months due to feeling overwhelmed. Also supported the idea that free trials and 
introductory offers increase sign‑ups, strengthening your marketing strategy. 
 
CDC (2024)   
Used in: Problem 
How it helped: Provided evidence that cost is a major barrier preventing people 
from accessing proper fitness instruction, supporting your argument that free 
trainer assistance is valuable. 
 
Fitness Consumer Report (2023)   
Used in: Problem, Target Market 
How it helped: Confirmed that people stay more consistent with fitness when they 
have clean facilities, helpful staff, and clear guidance — all core features of Elite 
Fitness. 
 
U.S. Census Bureau (2024)   
Used in: Target Market 
How it helped: Provided population and income data for Cherry Hills Village, 
proving that the area has a high‑income, health‑focused community that can afford 
premium gym services. 

 



IBISWorld (2024)   
Used in: Target Market, Marketing Activities 
How it helped: Supported claims about suburban fitness trends, customer 
preferences, and the effectiveness of community‑based marketing. 
 
Point2Homes Demographic Data (2024)   
Used in: Target Market 
How it helped: Provided gender distribution statistics (51.1% male, 48.9% female), 
showing that the gym can market equally to both genders. 
 
BrightLocal (2024)   
Used in: Marketing Activities 
How it helped: Supported the importance of local SEO and Google search visibility 
for attracting new gym members. 
 
Nielsen (2024)   
Used in: Marketing Activities 
How it helped: Provided the statistic that 83% of people trust recommendations 
from someone they know, supporting your referral program strategy. 
 
The Healthcare Insights – “The Role of Technology in Modern Gyms”   
Used in: Solution 
How it helped: Provided evidence that modern smart gym equipment uses AI to 
personalize workouts, supporting your claim that Elite Fitness’s high‑tech 
machines improve confidence and motivation. 
 
ACSM – Top Fitness Trends (2026)   
Used in: Target Market 
How it helped: Supported the trend toward technology‑driven fitness and guided 
workouts, aligning with Elite Fitness’s mission. 
 
 
 
 
 

 



 
 
 
 
 

 

 


