
YOUR INTRO OFFER
Offer name: Length (classes or weeks):

Cap per intake (if any): Who greets the newcomer:

Where it's promoted: Tracking period:   from ________ to ________

THE FIVE STAGES

1 LEAD
Someone gave you their

contact info

Track the source: which

channel or offer.

Rate: — (this is the top)

2 BOOKED
They scheduled the first

session

Booked intros ÷ leads.

Rate: Lead → booked

3 ATTENDED
They actually showed up

1 − (attended ÷ booked).

Rate: No-show rate

4 COMPLETED
They finished the full trial

Completed ÷ attended.

Rate: Attended →
completed

5 MEMBER
They signed

Members ÷ completed.

Rate: Completed → paid

MONTHLY FUNNEL LOG

MONTH LEADS BOOKED ATTENDED COMPLETED MEMBERS

LEAD →
BOOKED %

NO-SHOW

%

ATTENDED →
COMPLETED %

COMPLETED →
PAID %

6-month total

Each rate is the stage divided by the one before it. Lead → booked = booked ÷ leads. No-show = 1 − (attended ÷ booked). Attended → completed = completed ÷

attended. Completed → paid = members ÷ completed. Round to whole percent.

LEADS BY SOURCE
SOURCE LEADS BOOKED MEMBERS LEAD →  MEMBER %

Instagram

Google / Maps

Referral

Walk-in / drive-by

Paid ads

Other: ________

Running paid ads? Work out what a lead can cost you first with the ad break-even

calculator at gymdesk.com/tools/gym-ad-break-even-calculator.

WHERE THE LEAK IS

From MMA Gym Marketing: An Owner's Playbook. Gymdesk tracks leads, bookings, attendance, and sign-ups in one

place, so these numbers fill themselves in.
gymdesk.com

G Y M D E S K  ·  M M A  G Y M  M A R K E T I N G  W O R K S H E E T

FIVE-STAGE INTRO-OFFER FUNNEL TRACKER
There is no industry trial-to-member benchmark worth trusting. Build your own. Count every stage of your

intro offer each month, and compare this month to last month, not to a number somebody made up.

Low lead → booked. Nobody is following up. Every lead gets a reply

the same day, with a booking link in it.

High no-show. The booking is too far out, or nobody reminded them.

Send a reminder the day before and the morning of.

Low attended → completed. The first class didn't feel like a place for a

beginner. Check who greeted them and what they were thrown into.

Low completed → paid. The offer worked and the ask didn't. Have the

membership conversation in the last intro session, while they're still in

the room.

One source carries everything. That's a risk. Note it, and test a second

channel next month.

https://gymdesk.com/blog/mma-gym-marketing
https://gymdesk.com/

