Outreach & Lead Generation Activity QHotels
Referral / Internal

· Friends for Free - Mini referral ticket all users to be given a referral card / ticket by reception team to use for two free guests only available for the next week / open weekend etc, all guests must book in by appointment with membership team
· Friends for Free Posters up around club to support above and mini handouts to be given to all members using club a few days prior to free day / weekend to support above open weekend / day.
· All Members guests to be met by ma for up sell and invited in to meet gym trainer or other inventive.
· All new joiners to be given a free 7 day pass only available for there first week of membership to bring a friend in for free, worth £70 and assign to the friend at time of joining.

· All members who have been there for 6 month / 12 months / however long you chose… get a Thanks for your loyalty letter “we would like to invite two of your friends in to use the club free” again on a set date. Or bring 3 friends in and have a free coffee on us invite / letter

X Members
· 3 Months previous x members or cancelled members to be called or letter out inviting them plus two friends in free of charge on a set date – only do an amount that can be effectively called for follow up- Make the letter or invite for the following week / weekend, with no longer than 2 weeks ahead.
Corporate
· All Conference & Corporate Hotel users to be invited in for all employees to use the club free of charge again on a set date / weekend plus families
· Corporate drop box at Main reception and maybe other location in changing areas with £XX vouchers / offer prize win card. do Bi-Monthly all business cards to be mailed with standard Employee letter / all employees go free on a set date / weekend etc
· To build relationships with the wedding and corporate sales advisors and create a weekly activity – 3 Tier Hit to cover

· All previous week Thank you letter & F/U call to invite company in
· All new bookings poster to go out with booking agreement
· POS display at conference area 

· All prospects and joiners to be used as a corporate contact and treated well or offered incentive to act as main link.
· Contra Links


· Local Sports Teams
· Local Charities

· Car dealerships / local shops / waiting areas / Garages / School

Leafleting / Outreach

· If leafleting make sure it is within your catchment and where your local members would go.

· Fit Street – Local map and cover all hot areas with “Dear neighbour we would like to invite you and a friend in free on XX.

· All local waiting areas to be hit with drop box / newsletters etc such as hairdressers / dentists / doctors anywhere with a waiting room.

Above to be created alongside normal operating procedures for prospects / referral / residential / corporate and ex members.
