62.3%

, 1999

1999

(1999)
71.8% 75.1% 76%
(1997)

1997 1996
1990)



IHRSA ( International Health , Racquet and Sportsclub
Association ) 1998 1982
IHRSA 18

(IHRSA, 1998)

( 11999
11993 ,1990)



112



, 1983
Porter, 1985

Pitts & Stotlar, 1996

( ,1996)



1950
YMCA
( Weight Lifting Center )
Philip Petroleum
National Cash Register
(calisthenics)
Granthan, Gerson & Gattman, 1989 )

1970

Stotlar, 1996 )

1970 Dr. Kenneth Cooper
1970

(Patton, et al., 1989)

1980

1950
( Boxing Club )

(Patton,

(Pitts

( Certification )

AFAA ( Association of Fitness & Aerobics of America ) IDEA

5



( International Dance Exercise Association ) ACSM ( American
College of Sports Medicine )
( Wellness) (Patton, et al., 1989)

1990

(Body Pump)

( Spinning, Precision Cycling )

( Trekking) 5-6
(CBI, 1998)
IHRSA (International Health,
Racquet and Sportsclub Association 1998 11
1982
6211 1985 9222 1380
1998 7 14100 2250
1-1 1997
36 1 7550
100,000
400,000
46.5% 53.5% 18-34 41%,
35-54 38% 55 12.2%
4:30 8:30 11:00 33%

100 (IHRSA, 1998)



11,804
12,358
13,047
13,854
12,146
12,635
11,655
12,408
12,608
13,354
13,097
14100

6,211
6,309
6,742
9,222
10,307

82 83 84 85 86 87 88 89 90 91 92 93 94 95 96 97 98

1-1 ( American Business
Information,Inc.)

IHRSA 1998

1998 IHRSA (University of
Massachusetts - Amhurst Sport Management Department)

IHRSA 17

(Profile of Success Report)
(IHRSA, 1998)

231 IHRSA
154
65
23
75




()

1996 1997

EBIT ( Earning Before Income Tax)

9.3%
30%

EBITDA (Earning Before Interest, Tax,

Depreciation, and Amortization)  14%
1997
11.2% 70%
16.7%
16%
11% 8% EBITDA
EBITDA 27% EBIT
16%
EBITDA 63% 38% EBIT
175%  150% (IHRSA, 1998)
()
(1). 20,000
(2). 20,000-34,999 (3). 35,000-59,999 (4). 60,000
20,000
10.3% EBITDA 17% 54%
EBIT 11% ( 7.5%)
( 13.6%) / / ( 14.3%)
4.5%
1997 19% 43%
20,000-34,999 1996 1997
55% EBIT 6% 12%
13.1% 35,000-59,999
7% EBITDA 27% EBIT 18% 1997
11.8% ( 38% 34%)
60,000 7.1% EBITDA
28% EBIT 16%
( 35,000 ) 87%



(35,000 ) 50%
(IHRSA, 1998)

()
44%
13%
52% 27%
59%
18%

75% 85%

Shop )
1997 “ “
32% (IHRSA, 1998)

()

1997
225,000
(IHRSA, 1998)

27%

( Pro



( ,1996)

( 1993 , 1996)

30-50 20

21

10



( ,1997)

(Clark Hatch) (Big
Sports), (Sun Fish)
(California Fitness
Center) Gold’ s Gym
( , 1995)

( , 1997 , 1995)

11



(1).
(2).
3).
1997)

(2).

(1999)

2-3

(1999)

(1993)

) (

(1).
3).
, 1997 1995 )
2

2-3 1-2

12



(1990)

(1998)

(1994)

12

13



112

112

IHRSA'’ s Industry Data Survey of the Health & Fitness
Club Industry

112
96 6
112 6
96 61 63.54 Gay (1992)
(descriptive research) 10%
20%

63.54

14



SPSS for Windows

)

(

)

(

)

(

)

(

)

(

—~ ~

N— N

)

(

15



61

18
12 19.7
11 18
4-1
3.
6.
IHRSA1999
2.

18%-24.6%

16

15

24.6

1.6

1

1.6
11

IHRSA

11

=

18



11 18.0%
15 24.6%
12 19.7%
1 1.6%
11 18.0%
11 18.0%
61 100%
1 73.8
9.8 14.8 1.6
4-2 4-1
2
30
4-2
14.8% 1.6%
9.8% w
73.8%
4-1
4-2
8 10 7 10 10 | 45 | 73.8%
1 2 3 6 | 9.8%
2 2 2 1 1 1 9 | 14.8%
1 1 | 1.6%
11 15 12 1 11 11 | 61 [100.0%

17




57 80 12 81
85 20 86 15 87
88 9 4-3
2 69
80
11 73.3 10 90.9
7 7.7 80
4-3
4-3
57 1 1 1.6%
69 1 1 1.6%
73 2 2 3.3%
75 2 2 3.3%
77 1 1 1.6%
78 2 1 3 4.9%
79 1 1 2 3.3%
81 1 1 2 3.3%
82 1 1 2 1 5 8.2%
83 1 1 2 3.3%
84 1 2 1 1 1 6 9.8%
85 2 1 1 1 5 8.2%
86 1 3 4 1 1 5 15 | 24.6%
87 1 1 1 3 4.9%
88 2 2 2 6 9.8%
9 15 11 1 9 11 56 | 91.8%
Missing 5 8.2%
61 [100.0%
/ / /
1 / / /
44 72.13 17 27.86
2 ,3 ,4 ,14 20
2 ,3 ,14

4-4

18




500-2000

19

4-6

4-2

3 44 2
63
4-4
4-4. | 1
9 12 5 1 9 8 44 2%
2 3 7 2 3 17 28%
11 15 12 1 11 11 | 61 | 100%
2 1 1 1 1 4 25%
3 1 2 1 2 1 7 44%
4 1] 1 | 6%
14 2 2 13%
20 2 2 0%
3 6 2 3 16 | 100%
2 1 2 2 5 63%
3 1 1 13%
14 2 2 25%
1 3 4 8 100%
1 1 1 2 100%
1 1 2 100%
1 : ;
500 , 501-1000 , 1001-2000
, 2001 500
., 21.3%, 501-1000 ,
23%,1001-2000 . 39.3%, 2001
16.4%, 4-5
2 1001~2000
(39.3%) 501~1000 (23%) 62.3%
500




4-5

500 13 21%
501~1000 14 23%
1001~2000 24 39%
2001 10 16%
61 100%
30
5 0 0
20 W501~10pO0
10 01 001~20D00O0
02001
0
4-2
4-6
2001 1 1 2 1 5 10 16%
1001~2000 3 7 6 7 1 24 39%
501~1000 3 2 3 2 4 14 23%
500 4 5 1 1 1 1 13 21%
11 15 12 1 11 11 61 | 100%

20




25

10
93.4 93.4 86.9
80.3 73.8 72.1
65.6 62.3
59 55.7 4-7
24
100
10  66.6
12 100 11 916
11 (100%)
4-7

1 10 15 10 11 10 57 | 93%

2 11 15 11 10 9 57 | 93%

3 10 11 12 11 9 53 | 87%
4 7 13 11 10 8 49 | 80%

5 9 8 8 11 9 45 | 74%

6 6 11 9 8 9 44 | 72%

7 9 12 5 9 4 40 | 66%

8 3 8 10 8 9 38 | 62%

9 7 5 8 9 7 36 | 59%
10 4 7 8 7 8 34 | 56%
11 2 10 6 6 6 30 | 49%
12 3 4 4 10 7 28 | 46%
13 5 4 4 8 6 27 | 44%
14 2 4 6 6 9 27 | 44%
15 3 8 6 3 6 26 | 43%
16 6 1 4 5 6 22 | 36%
17 4 5 4 6 3 22 | 36%
18 2 6 2 5 4 19 | 31%
19 7 1 2 4 15 | 25%

21




20 1 1 3 1 6 12 | 20%
21 3 2 3 3 11 | 18%
22 1 3 5 9 | 15%
23 2 2 4 8 | 13%
24 2 1 1 4 | 7%
25 1 2 1 4 | 7%
26 2 2 | 3%
1
26.6 25 116
4-8
21.6 18.3
16.6 4-9
18.3
15 13.3 4-10
2 26.6
21.6 15
4-8 4-9 4-10
4-8
1 3 6 2 1 2 2 16
2 2 3 4 3 3 15
3 2 2 1 1 1 7
4 2 2 2 6
5 2 2 4
6 1 2 3
7 2 2
8 1 1 2
9 2 2
10 1 1
11 1 1
12 1 1
Missing 1
61

22




4-9

13
11

10

61

Missing

10
11
12

4-10

11

61

Missing

10
11
12

13
14
15

23



2 9

3.6 22 36.1 2
4-11 4-12
1 20
4.3 2 15
24.6 4 11 18.0 4-11
4-13
6 2.2
2 28 459
4-11 4-14
3 1
24 393 18 295
4-11 2-15
7 1.3
1 17 279
17 279
4-11 4-16
19 311
12 1.5 4-11 4-17
100 98.36  96.7 4-18
1. 22 (36.1%) 2

2.15 (24.6%) 2
3.28 (45.9) 2
4. 24 (39.3%) 1 17
(27.9%) 1
17 (27.9%)

24



4-11

61

3.6

60

4.3

59

2.2

49

0.8

54

1.3

48

O|O|O0|OoO(Fr|N

15

4-12

36.1

19.7

18.0

13.1

6.6

1.6

1.6

D IN[OO|OTB|W|IN|F-

Ol N|O(OIWwW| AN

3.3

100

4-13

[EEN
a1

24.6

[EE
[EEN

18.0

14.8

13.1

8.2

6.6

|0, W|A|DN

4.9

10

3.3

OO N[OOI PA|WIN|F

7

1.6

=
o

14

1.6

|-
[

20

1.6

Missing

RPN W| A O10]|©O

1.6

(o}
=

100

25




4-14

1 2 28 45.9
2 1 15 24.6
3 4 5 8.2
4 6 4 6.6
5 0 3 4.9
6 3 2 3.3
7 5 2 3.3
Missing 2 3.3
61 100
4-15
1 1 24 39.3
2 0 18 29.5
3 2 6 9.8
4 3 1 1.6
Missing 12 19.7
61 100
4-16
1 0 17 27.9
2 1 17 27.9
3 2 13 21.3
4 3 4 6.6
5 4 1 1.6
6 6 1 1.6
7 7 1 1.6
Missing 7 115
61 100
4-17
1 0 19 31.1
2 1 15 24.6
3 2 4 6.6
4 4 4 6.6

26




5 3 3 4.9
6 6 2 3.3
7 12 1 1.6
Missing 13 21.3
61 100
4-18
11 15 12 1 11 11 61
11 14 12 1 11 11 60
10 14 12 1 11 11 59
9 8 11 1 11 9 49
9 11 12 1 11 10 54
9 8 10 1 10 10 48
1
56 91.8
4-21
30 7
4-19 13 21.3 1 4-21
44 6 4-19
2 13 21.3 1
14 23 1
4-21
8-12 11 (33%) 12
7 (12.8%) 12
4-22 4-3
4-19
56 0 30 7
55 0 44 6

27




4-20

56

55

10

10
11

11

14
13

11
11

4-3

4-21

21.3

9.8
6.6

4.9

4.9

4.9

4.9

4.9

4.9

3.3

3.3

3.3

3.3

1.6
1.6
1.6
1.6

13

10
12
14

15
17

11
13

10
11
12
13
14
15
16
17

28



18 20 1 1.6
19 25 1 1.6
20 30 1 1.6
Missing 5 8.2
61 100
4-22
1 1 14 23.0
2 0 10 16.4
3 3 6 9.8
4 2 4 6.6
5 10 4 6.6
6 5 3 4.9
7 6 3 4.9
8 4 2 3.3
9 9 1 1.6
10 12 1 1.6
11 14 1 1.6
12 17 1 1.6
13 20 1 1.6
14 24 1 1.6
15 27 1 1.6
16 30 1 1.6
17 44 1 1.6
Missing 6 9.8
61 100
1
1 4-23 48 78.7 1
4-25
2 57 934

4-25

29

4-24



4-23

57 1 2
4-24
10 14 10 1 11 11 57
4-25
1 48 78.7
2 9 14.8
Missing 4 6.6
61 100
4-4
4-26
1 35
2 28
3 18
4 12
5 11
6 11
7 9

30




8 8
9 6
10 4
11 3
12 1
13 1
14 T.D.S. 1
1 6:00
33% 6:30 23% 7:00 21% 4-27
22:00 49% 23:00
20% 4-28
2 5:00
14:00 12:00
23:00 6:00-7:00
22:00-23:00
1 6:00
23% 9:00 18% 7:00 14.7% 4-29
22:00 27.9% 23:00
16.47% 4-30
2 6:00 14:00
13:00 23:00
6:00~7:00

22:00~23:00

31



4-27

1 06:00 6 3 6 3 2 20 | 33%
2 06:30 3 3 5 3 14 | 23%
3 07:00 1 6 4 1 13 | 21%
4 09:00 1 2 1 4 7%
5 05:30 1 1 2 3%
6 08:30 1 1 2 3%
7 10:00 1 1 2 3%
8 05:00 1 1 2%
9 12:00 1 1 2%
10 | 13:00 1 1 2%
11 | 14:00 1 1 2%
11 15 12 11 11 61 [100%
4-28
1 22:00 8 6 4 4 8 30 |49%
2 23:00 4 5 1 1 12 | 20%
3 21:00 1 3 1 5 8%
4 |24:00:00 1 1 2 1 5 8%
5 21:30 1 1 1 1 4 7%
6 22:30 2 1 3 5%
7 15:00 1 1 2%
8 21:45 1 1 2%
11 15 12 11 11 61 |100%
4-29
1 06:00 4 2 4 3 1 14 | 24%
2 09:00 1 1 4 5 11 | 19%
3 07:00 3 2 3 1 9 | 16%
4 06:30 1 4 1 6 | 10%
5 13:00 2 2 4 7%
6 08:00 1 1 1 3 5%
7 05:30 1 1 2 3%
8 09:30 2 2 3%

32




9 10:00 2 2 3%
10 | 14:.00 1 1 2 3%
11 | 05:00 1 1 2%
12 | 07:30 1 1 2%
13 | 12:00 1 1 2%
10 15 11 11 11 58 [100%
4-30
1 22:00 5 3 2 3 4 17 | 29%
2 23:00 1 5 2 2 10 | 17%
3 | 1800 3 3 2 1 | 9 |16%
4 20:00 1 2 2 5 9%
5 21:00 2 2 4 7%
6 21:30 1 1 1 3 5%
7 13:00 1 1 2 3%
8 | 24:00:00 1 1 2 3%
9 15:00 1 1 2%
10 17:00 1 1 2%
11 17:30 1 1 2%
12 18:30 1 1 2%
13 19:00 1 1 2%
14 22:30 1 1 2%
10 15 11 11 11 58 [100%
1 25
15 26 41% 15
4-32
2
4-31

33




4-31

15 26%
15 26%
3 5%
3 5%
3 5%
3 5%
3 5%
2 3%
2 3%
2 3%
1 2%
29,30,31 1 2%
5 1 2%
1 2%
1 2%
1 2%
1 2%
Total 58 100%
4-32
3 4 3 3 2 15
2 2 3 5 3 15
1 1 1 3
5 9 5 3 3 25
10 15 12 9 58
9:00 459  9:01-12:00
21.3 12:01-14:00 18.03  14:01-17:.00  18.03
17:01-21:00 90.1  21:00 21.3
4-33
55  90.1 17:01-21:00
9:00 45.9 4-33

34



4-33

9:00 7 7 5 1 5 3 28 | 45.90%
9:01-12:00 1 2 4 1 5 13 | 21.30%
12:01-14:00| 2 2 2 3 2 11 | 18.03%
14:01-17:00{ 2 2 1 3 3 11 |18.03%
17:01-21:00| 11 14 11 1 10 8 55 |90.10%
21:00 3 1 3 2 4 13 | 21.30%
1 9:00 32.8 9:01-12:00
52.5 12:01-14:00 55.7 14:01-17:00 37.7
17:01-21:00 4.9 21:00 36 4-34
2 34 55.7 12:01-14:00
9:01-12:00 52.5
17:01-21:00 4.9
4-34
4-34
9:00 4 4 4 3 5 20 |32.80%
9:01-12:00 8 10 4 6 3 32 |52.50%
12:01-14:00 7 10 4 7 5 34 |55.70%
14:01-17:00 4 7 2 5 5 23 |37.70%
17:01-21:00 1 2 3 | 4.90%
21:00 4 3 7 1 4 3 22 |36.00%
1 4-35
1. 80 79 3. 75
4, 72 5. 69 6.
66 61 8. 59 9.

35




54 10.

49

14. 43
15. 37 16. 28 17.
16 15
5
2
20 4-35
4-35
1 6 14 11 10 8 49 | 80%
2 5 14 10 10 8 48 | 79%
3 6 13 10 9 7 46 | 75%
4 5 14 10 9 6 44 | 72%
5 7 13 8 9 4 42 | 69%
6 8 11 6 8 6 40 | 66%
7 7 6 10 9 5 37 | 61%
8 3 9 8 10 6 36 | 59%
9 4 9 9 9 2 33 | 54%
10 3 10 6 6 4 30 | 49%
11 5 6 7 5 7 30 | 49%
12 3 5 7 7 8 30 | 49%
13 2 10 5 8 1 27 | 44%
14 4 7 4 5 6 26 | 43%
15 3 4 4 6 6 23 | 38%
16 2 7 3 3 2 17 | 28%
17 1 2 3 3 1 10 | 16%
18 3 3 2 1 9 |15%
19 1 1 2 2 1 7 | 11%
20 1 1 1 3 | 5%

36




1 4-36
38.8 11.1 9.25
20.8
16.9 11.3
4-37
13.7 11.8 9.8
4-38
2 38.8
20.8 13.7
4-36

1 2 7 6 4 2 21 39%
2 1 1 1 3 6 11%
3 2 3 5 9%
4 2 1 2 5 9%
5 1 1 2 4 7%
6 2 1 3 6%
7 1 2 4%
8 1 1 2 4%
9 1 1 2 4%
10 1 1 2%
11 1 1 2%
12 1 1 2%
13 1 1 2%

7 14 11 10 11 54 | 100%

37




4-37

1 5 4 1 1 11 | 21%
2 3 3 1 1 1 9 |17%
3 1 2 3 6 | 11%
4 1 2 1 1 5 9%
5 1 1 2 4 8%
6 1 2 1 4 8%
7 2 3 6%
8 1 1 2 4%
9 2 2 4%
10 1 1 2%
11 1 1 2%
12 1 1 2%
13 1 1 2%
14 1 1 2%
15 1 1 2%
16 1 1 2%
7 14 11 9 11 53 [100%
4-38
1 1 3 2 1 7 | 14%
2 1 1 1 3 6 | 12%
3 2 1 2 5 | 10%
4 1 1 2 1 5 | 10%
5 1 2 4 8%
6 1 1 1 1 4 8%
7 1 2 1 4 8%
8 3 3 6%
9 2 1 3 6%
10 1 1 2 4%
11 1 1 2 4%
12 1 1 2 4%
13 1 1 2%
14 1 1 2%
15 1 1 2%
16 1 1 2%
7 14 11 9 9 51 |100%

38




350 29
150 9
4-39
6 11
20 9 16
1 8 15
2 13 100
4-40
4-41
4-39 /
57 1 350 29
55 0 150 9
4-40
1 20 1 3 6 |11%
2 16 1 1 2 5 9%
3 5 1 2 1 4 7%
4 10 2 1 4 7%
5 1 1 1 3 5%
6 11 1 2 3 5%
7 25 1 1 1 3 5%
8 2 1 1 2 4%
9 3 1 2 4%
10 6 1 1 2 4%
11 7 1 1 2 4%
12 9 2 2 4%
13 33 1 1 2 4%
14 4 1 1 2%
15 8 1 1 2%

39




16 12 1 1 2%
17 23 1 1 2%
18 26 1 1 2%
19 28 1 2%
20 29 1 1 2%
21 31 1 1 2%
22 32 1 1 2%
23 36 1 1 2%
24 41 1 1 2%
25 50 1 1 2%
26 70 1 1 2%
27 76 1 1 2%
28| 130 1 1 2%
29| 200 1 1 2%
30| 350 1 1 2%
15 12 11 9 57 |100%
4-41
1 1 1 1 2 2 8 |15%
2 4 4 2 1 1 8 | 15%
3 2 1 3 1 7 | 13%
4 0 1 1 6 |11%
5 6 4 1 5 9%
6 5 2 1 1 4 7%
7 10 1 1 3 5%
8 3 1 1 2 4%
9 12 1 1 2 4%
10 30 1 1 2 4%
11 8 1 1 2%
12 9 1 1 2%
13 15 1 1 2%
14 16 1 1 2%
15 20 1 1 2%
16 23 1 1 2%
17 24 1 2%
18| 150 1 1 2%
14 12 10 9 55 |100%

40




20
2.6 4-42
39.3 15 24.6
4-43
1 7 0
10
4-42
55 0 20 2.6

4-43
1 1 24 39.3
2 2 15 24.6
3 3 4 6.6
4 0 3 4.9
5 4 2 3.3
6 10 2 3.3
7 6 1 1.6
8 7 1 1.6
9 8 1 1.6
10 9 1 1.6
11 20 1 1.6
Missing 6 9.8
61 100

41




4-44

1 1 6 5 4 5 3 24 | 44%
2 2 2 4 5 1 3 15 | 27%
3 3 2 1 1 4 7%
4 0 1 1 1 3 5%
5 4 1 1 2 4%
6 10 2 2 4%
7 6 1 1 2%
8 7 1 1 2%
9 8 1 1 2%
10 9 1 1 2%
11 20 1 1 2%
8 14 12 11 9 55 |100%
1 29
7.1 4-45
2 4
10 164 8  13.1
4-46 29
4--46 4-47
4-45
56 1 29 7.1
4-46
1 4 10 16.4
2 3 8 13.1
3 7 7 11.5
4 1 5 8.2
5 6 4 6.6
6 8 4 6.6
7 9 4 6.6

42




43

8 2 3 4.9

9 5 2 3.3

10 14 2 3.3

11 10 1 1.6

12 12 1 1.6

13 20 1 1.6

14 22 1 1.6

15 24 1 1.6

16 28 1 1.6

17 29 1 1.6

Missing 5 8.2

61 100

4-47
1 4 3 2 1 2 2 10 | 18%
2 3 3 2 1 1 8 | 14%
3 7 1 3 2 1 7 | 13%
4 1 2 1 2 5| 9%
5 6 1 2 1 4 | 7%
6 8 2 2 4 | 7%
7 9 2 2 4 | 7%
8 2 1 1 1 3 | 5%
9 5 1 1 2 | 4%
10 14 1 1 2 | 4%
11 10 1 1| 2%
12 12 1 1| 2%
13 20 1 1| 2%
14 22 1 1| 2%
15 24 1 1| 2%
16 28 1 1| 2%
17 29 1 1| 2%
10 15 11 10 9 56 |100%
C.
1 9
3.5
23




4-48

16.4

4-50

4-48

6.1

12

15

19.7

4-49

24.6

3.1

10

4-51

55

3.5

48

23

4-49

=
N

19.7

[
o

16.4

13.1

115

8.2

6.6

4.9

4.9

OO |N|O|OPA|W[IN|F
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3.3
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1.6

Missing
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9.8
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=

100

4-50

24.6

16.4

13.1

6.6

4.9

4.9

1.6

O|IN|O|O AW IN|F

1.6
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4-52



9 13 1 1.6
10 16 1 1.6
11 23 1 1.6
Missing 13 21.3
61 100
4-51
1 4 3 2 1 1 5 12 | 22%
2 3 3 2 4 1 10 | 18%
3 1 2 1 5 8 15%
4 2 1 1 1 1 2 7 13%
5 5 2 3 5 9%
6 0 3 1 4 7%
7 6 1 2 3 5%
8 8 1 2 3 5%
9 7 1 1 2 4%
10 9 1 1 2%
10 15 11 10 8 55 | 100%
4-52
1 1 3 2 3 5 1 15 | 31%
2 0 3 2 2 3 10 | 20%
3 2 1 4 2 1 8 16%
4 3 1 1 1 1 4 8%
5 4 1 2 3 6%
6 5 1 2 3 6%
7 11 1 1 2%
8 12 1 1 2%
9 13 1 1 2%
10 16 1 1 2%
11 23 1 1 2%
8 12 10 9 8 48 | 98%
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1 17
6 4-53
2 1
7 115 5
6 9.8 4-54 4-55
4-53
49 0 17
4-54
1 1 7 115
2 5 6 9.8
3 3 5 8.2
4 8 5 8.2
5 2 4 6.6
6 6 3 4.9
7 10 3 4.9
8 0 2 3.3
9 4 2 3.3
10 7 2 3.3
11 9 2 3.3
12 12 2 3.3
13 13 2 3.3
14 11 1 1.6
15 14 1 1.6
16 15 1 1.6
17 17 1 1.6
Missing 12 19.7
61 100
4-55
Tota
I
1 0 1 3 2 7 1 14%

46




47

2 1 1 2 2 1 6 | 12%

3 2 2 2 1 5 110%

4 2 2 1 2 5 |1 10%

5 4 1 3 4 8%

6 5 1 1 1 3 6%

7 6 1 1 1 3 6%

8 7 1 1 2 4%

9 8 1 1 2 4%
10 9 1 1 2 4%
11 10 1 1 2 4%
12 11 1 1 2 4%
13 12 2 2 4%
14 13 1 1 2%
15 14 1 1 2%
16 15 1 1 2%
17 17 1 1 2%

8 12 11 10 8 | 49 |100%
E.
29
4.8 4-56
3
11 18 4 6
0.8 4-57 4-58
4-56
46 0 29 4.8
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Chapter |

Introduction

In the past years, the structure of Taiwan domestic production has
evolved from labor-intensive activities to hi-tech production manners with
plenty of capital resources. The structure of industries is changing rapidly.
According to the analysis of industry structure published by the
Directorate-General of Budget, Accounting, and Statistics, Executive Yuan,
the service sector has grown in a higher rate than both agricultural and
industrial sectors; it's taken up 62.3% of the whole. This structure shows the
similar pattern of a developed country.

Furthermore, in the year of 1997, the GNP (Gross National Product) has
increased to US$13,198; the standards of living in Taiwan has improved
greatly; the life expectancy has gone up as well: the male is 72 years-old, and
the female is 77.9. Taiwan will have to face the aging population, and the
social problems to follow. Aside from this, The Directorate-General of Budget,
Accounting, and Statistics Executive Yuan also announced the Top 10 Causes
of Death in Taiwan: cerebra-vascular and heart diseases are still on the top 5
of the list.

After the government started the five- workday policy, people have more
time for recreational activities. Since the National Council on Physical Fitness
and Sports was formed in July of 1998, it has been actively promoting the
proper concepts in exercise and recreation and bringing up people's
awareness of the benefits of exercise.

However, there are simply insufficient public recreational resources for
the whole population. Taipei City Government had implemented a plan where
they would open public schools during after school hours for public, but the
plan didn't quite succeed. The usage was low because the exercise and
fitness facilities in schools are very limited.

Health & fitness clubs started booming in the past 5 years. The clubs can
not only provide a wide variety of exercise equipment and also offer members
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a more versatile and variety of program through professional instruction.

Although the health & fithess club industry has only been developed in
Taiwan since 1980. It is a young industry, and it faces some obvious
problems in the management and government regulation sides.

Several researches of health clubs indicated the difficulties that club
operators have encountered: "lack of club related governing law", "lack of club
management professionals”, "difficulty in membership recruiting"”, "difficulty in
obtaining club property”, "underdevelopment of health awareness", " Difficult

to satisfy members' needs", "problems in acquiring legal license”, etc. (Lu Y.
Y., Yee C. L., 1997 KauJ.C., 1996 ChenJ.B. 1991)

According to 1999 IHRSA Report on the Status of The Health Club
Industry, both the number of clubs and memberships have grown steadily
since 1982. For the past 18 years IHRSA conducted an industry research
annually and the information were provided to club industry operators as
reference.

So far, the researches of the health & fithess club are only behavior,
service quality marketing strategy and member satisfaction related. (Shen S.J.,
Fan, J.M.,1999, Chen, S.H., 1993; Chen, J.B., 1991). There has not been any
well-rounded thorough research done on the club industry so far. Therefore,
the result of this research may provide the government with a helpful guidance
on establishing legal regulations, and to provide the club industry with a
reference on planning and operation. The results may assist clubs to develop
their competitive strategy. It also has academic values because of its integral
information, which can be very helpful in designing and revising professional
curricula.
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Part 1

Purpose of Study

The purpose of this study is to investigate the current status of the Taiwan
Fitness Club industry as follows:

1. To investigate its facilities, programs and activities

2. To investigate club operation hours, membership data, membership

fee structures, personnel

3. To investigate its marketing strategy

The result may assist the government as guidance on establishing legal

regulation, provide information to club industry, and serve as reference for

curriculum establishment and modification.

Part 2

Statement of Problem

The problem of the study was to find out:

(1). What are the differences in facilities and programs and activities between
different types of clubs?

(2). What are the differences in fee structures and personnel between different
types of clubs?

(3). What are there differences in marketing strategies between different types
of clubs?

Part 3

Delimitation and Limitation of the Study

Subjects were 112 health & fithess clubs in Taiwan. The name lists were

collected through two channels: 1 members of the Aerobic Fitness and

Health Association. 2 Customer lists of the two largest fithess equipment

suppliers, Fitness Plus International and Gymco.

Research Limitation:

(1). There are limited studies conducted related to the health & fitness club
industry in Taiwan, therefore, related resources and references are difficult
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(2).

3).

(D).

2).

3).

(4).

to locate.

The willingness of the respondents, and part of the content of the
questionnaires involving the confidentiality of the clubs which might have
an effect on the answers. It is assumed that respondents answer truthfully
and reflected a view consistent with their position and responsibilities.

The study is Ilimited by the degree to which the respondents’
understanding regarding the research instrument.

Part 4

Definition of Terms

Health related fithess: There are 5 components of the health related
fitness which including cardiovascular endurance, muscular strength,
muscular endurance strength, flexibility and body composition. (Jwo,
1983)

Industry: An industry is defined as “ a market in which similar or closely
related products are sold to buyers” (Porter, 1985)

The sport industry is the market in which the products offered to its buyers
are sport, fitness, recreation, or leisure-related and may be activities,
goods, services, people, places, or ideas. (Pitts & Stotlar, 1996)

Club: A group of people gathering for the purposes of being with the
people they are fond of, or conducting same type of consumer activities,
and thus form a close social organization. (Chen J. B., 1991)

Health & fitness club: A special fitness & leisure service business

provides the services, in order to improve the consumers’ health &
stamina as well as offering social interactivity.

85



Chapter Il

Literature Review

Part 1

Development of U.S. Fitness Club Industry

50s The U.S. club industry started when YMCA setting up their first
operation in the mid 50’ s, offering services to the youths. Followed by the
boxing clubs and weight lifting clubs, which was considered to be the first
commercial sport clubs. Philip Petroleum and National Cash Register offered
employees recreational program and calisthenics on the assembly line were

the first corporate fithess program in the U.S. (Patton, Granthan, Gerson &
Gattman, 1989 )

70's The United States experienced a fithess boom in the 70’ s. As the
baby boomers began to mature and became aware of their overall fithess and
health level, they became involved in fithess-and health- related activities. A
number of fithess and health- care products hit the market. There was an
increase number of sports center and health clubs. (Pitts & Stotlar, 1996) In
1970 Dr. Kenneth Cooper founded Institute for Aerobic Research in Dallas,
Texas. Tennis, racquetball, and aerobics were some of the popular exercise
programs in the health clubs.(Patton, et al., 1989)

80's In the early 80’ s, 80 million Americans exercise regularly. Health &
fitness clubs had experienced a rapid growth Lots of clubs moved into multi
purpose facilities, and small- and medium sized facilities jointed venture with
other facilities. Exercise video business experienced a boom during the 80’ s.

Various organizations offered instructor certification programs, such as AFAA
(Association of Fitness & Aerobic of America) IDEA (International Dance

Exercise Association) ACSM (American College of Sports Medicine) (Patton,
et al., 1989)

90's Health & fitness club industry has stepped into a new era in the
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90’ s.

Yesterday's aerobics room continues to be home to a growing variety of
groups exercise classes and programs. 92% of the clubs still offer aerobics
and dance exercise classes as mainstays of their group exercise programs,
studio cycling, and group exercise classes, such as "The Pump"; yoga, tai chi,
kick-boxing, boxing, Trekking and stretching classes are also popular classes
as well. The Boom in personal training has created another opportunity for the
fitness professionals. (IHRSA Report, 1999) (CBI, 1998)

Part 2

Current Status of U.S. Fitness Club Industry

According to the 1998 IHRSA International Health, Racquet and
Sportsclub Association Report on the Status of the Club Industry, the total
number of health club has grown from 6211 in 1982 to 9222 in 1985, and
reached 14100 in 1997 with total membership of 22.5 million.

The total revenue of the club industry was 9 billion U.S. Dollar. Total
expense on payroll was 3.6 billion U.S. Dollar, 9% grow from 1996. The Staff
size was 100,000 full time staff and 400,000 of part time staff. (IHRSA report,
1998)

Club membership Demographics were as followed

0 ByGender Men 46.5% Women 53,5%
0 By Age Under 18 8.8%

O 18-34 41%

O 35-54 38%

O 55andup 12.2%

Percentages of Traffic during average weekday
Opening —11:00 am 27%
11:00 am-2: 00 PM 15%
2:00 pm-4: 30 PM  11%
4:30 pm-8: 30 PM 39%
8:30 PM-close 8%
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9,222
10,307
11,804
12,358
13,047
13,854
12,146
12,635
11,655
12,408
12,608
13,354
13,097
14100

6,211
6,309
6,742

82 83 84 85 86 87 88 89 90 91 92 93 94 95 96 97 98

figure 1 Number of U.S. Health, Racquet, & Sportsclubs

Source American Business Information, Inc.

B 1998 IHRSA Report

The 17" annual Profiles of Success report was the result of a joint effort
between IHRSA and University of Massachusetts - Amhurst Sport
Management Department. This study represents a thorough and reliable
analysis of the operations and profitability of the commercial athletic and
fitness club industry.

A total of 231 IHRSA member clubs completed the Industry data survey
on which the report was based. They came from the following categories

Multipurpose 154 respondents these club have fitness facilities and
racquet sport courts. They may or may not have the additional facilities such
as gymnasium, swimming pool, etc.

Fitness only 65 respondents  These clubs have fitness facilities, such as

aerobic room and fitness center, but they did not have racquet sport courts.
Tennis only 23 respondents  These clubs have tennis courts but do not

have fitness facilities.

Multi Operations 75 respondents These clubs may be either multipurpose,
fitness only, or tennis only club, but they share a common ownership or
management with at least one other club. (IHRSA report, 1998)
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1. Key Findings
(1). Benchmarks by Club Type

For the clubs participation in the study, 1997 was a year of solid growth
and improvement in just about all categories of operation. The total revenue
growth was an impressive 9.3%.

At the same time, clubs in all categories reported decreases in their
operation expenses as well as their total fixed expenses. The only exceptions
were those clubs belonging to multiple club chains, which held their total fixed
expenses steady at 13% of revenues from 1996 to 1997.

Management’ s ability to control expense growth, while making significant
gains in revenue growth, has turn into an average 14% improvement in
Earnings Before Interest, Taxes, Depreciation, and Amortization (EBIDA) and
30% growth in Earnings Before Income Taxes (EBIT).

In particular, multipurpose clubs and clubs belonging to multi-club chains
proved to be the most profitable clubs of among the surveyed clubs.
Multipurpose clubs reported EBITDA at 26% of revenues, and EBIT at 15% of
revenues. Multi-club operations reported the best EBITDA and EBIT of the
sample at 27% and 16% of revenues respectively.

Fitness-only and tennis-only club profitability | reported dramatic
improvements in profitability over the year before. Specifically, fitness-only
clubs improved EBITDA by 63% and EBIT by 175% in 1997, and the tennis
clubs reported 38% growth in EBITDA and 150% growth in their EBIT. (IHRSA
report, 1998)

(2). Benchmarks by Club Size

The smallest clubs (less than 20,000 sg. ft. in size) reported EBITDA of
17%; and EBIT at 11% in 1997. Net membership growth of 19% in
combination with reductions in operating expenses, fixed expenses, and
interest, depreciation & amortization contributed to the success of the smallest
clubs in the study. (IHRSA report, 1998)

The clubs between 20,000 and 34,999 sq. ft. in size reported more
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modest revenue growth of 5.5% form 1996 to 1997, and EBIT of 6%. The
clubs between 35,000 and 59,999 sq. ft. in size reported solid revenue growth
(7.0%) from 1996 to 1997 while containing growth in their overall expenses,
including payroll.

The largest clubs sampled clubs of 60,000sq. ft. or greater in size also
reported respectable revenue growth of 7.1%. These clubs generated an
average of just under $3,000,000 in revenues, nearly 50% more than the next
largest group of clubs in the study.

Like the rest of the clubs sampled, these large clubs appear to have
been able to grow their gross revenues while managing to reduce operating
expenses moderately, and while maintaining low total fixed expenses of just
7%. As a result, the large clubs reported the best EBITDA of the sample at
28%, up 7.7% from 1996, and an EBIT of 16%, up 14.3%.

For all clubs over 35,000-sq. ft. in size, patterns in property ownership
versus the leasing of space may have contributed to their ability to report
dramatically lower fixed expenses as a percentage of their total revenues. The
vast majority (87%) of these larger clubs owned their facilities, while 50% of
the clubs under 35,000 sqg. ft. in size owned the property they occupied.
(IHRSA report, 1998)

(3). Discounting Practices

Clubs still continue to offer discounts on membership to attract new
members. 44% of the clubs surveyed indicated that they will “ often” discount
their initiation fees, with another 27% reporting that they “sometimes” offered
discounts on initiation fees. Only 13% of the clubs indicated that they “never”
offered a discount on their initiation fees.

59% of the clubs responded that they “never” discount their membership
dues, with another 27% reporting that they rarely discounted their dues.

On average, clubs offered discounts on initiation fees averaged nearly
52% for a single adult membership.
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About 75-85% of the clubs has been almost entirely dependent upon
membership dues as a revenue source. In the past 5 years, clubs started to
generate non-dues revenues from a wide range of services and programs
including massage & spa services, food & beverage sales, physical therapy
services, educational classes, pro-shops, personal training and other profit
centers. In 1997 fitness only clubs generated 32% of their revenues from the
non-dues revenues. (IHRSA Report, 1998)

(4). Facility and Fitness equipment Investment

In 1997 the clubs reporting spent an average of US$38, 903 on new
fitness equipment. In terms of overall fitness equipment, office
equipment/computers, and physical plant spending, they spent US$225,000
on their clubs in 1997. (IHRSA report, 1998)

Part 3
Current Status of Taiwan Health & Fitness Club Industry

The first health & fitness club, Clark Hatch Fitness Center, founded in
1980. The Clark Hatch Fitness Center was located in the basement of Bank of
America, an office building in the cross section of Tun Hua N. Road and Ming
Sheng E. Road. It was Taiwan’'s first membership club offering fitness
equipment as well as aerobics and weight training programs. 1980-1985, the
industry stood still. There was only one club established by a group of medical
professionals. Unfortunately, Clark Hatch Fitness Center was closed in Nov.
1999.

Sunrise Department Store built the first department store owned health
club in Taiwan, named Supershape Health Club, on the 5™ floor of the
department store in 1986.

Early 1990, the real estate developers started to build small health &
fitness facilities within the large housing development, in order to promote the
projects. Foreign investors from Japan, Hong Kong, and U.S. also invested
in the health and fitness clubs around island during early 90’ s.
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The health & fitness facilities are categorized as followed according to its

location Kao, 1996

(1). Professional Fitness Clubs in the city

(2). Hotel based Health Clubs

(3). Corporate Fitness Clubs

(4). Condo Health Clubs

(5). Hospital Clubs

(6). College / University Clubs

With different professional background and investor, the clubs carry
different management styles. There are three type of investors Cheng,1997

(1). Domestic investors (Supershape Health Club, Alexander Health

Club.).
(2). Foreign investors (Clark Hatch Fitness Center, Sun Fish health

Club.).
(3). Joint Venture (Sun Fish Club, Taichung, a joint venture of
Taiwanese and Japanese capital)

The organization structure of a health club is usually divided into 3 levels
Cheng,1997; Kao, 1996
(1). Basic operation, activity design, and program implementation staff.
(2). Aerobic instructors and fitness instructors.
(3). Receptionists, maintenance, and cleaning staff.

The varieties of membership fees include, initiation fee, monthly fee,
seasonal fee, ticket for each entry. etc.

Part 4
Literatures related to the health & fitness clubs
in Taiwan

There are limited studies related to the health and fitness club in Taiwan.
Most of them are emphasized on the member satisfaction, consumer behavior,
marketing strategy. There are also few studies related to the golf and
swimming club, mainly on the consumer behavior subject as well. Here are
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the summaries of the studies:

Chen (1993), Fan (1999) studied the consumer behavior of Taipei health
& fitness center, and found that member's most important consideration factor
of the club is the location. They preferred the nearest location to home.
Members work out 2-3 time a week, 1-2 hour each time. The top motives of
joining the club were for health reason and achievement. The satisfied

services included “location” “manners of staffs”, professional expertise of

staffs”, and “appearance of staffs”.

Shen (1999) discovered that members' motivations of joining club are to
be related to the frequency and time of attendance. Members joined clubs for
reasons of personal achievement and social contact. Members who attended
the clubs between 18-21 p.m. expressed a higher need for achievement than
those who attended during the afternoon hours. Members’ satisfaction with
club showed significant differences in terms of education background and
attendance frequency. The lower the educational background, and higher the
attendance, showed greater satisfaction in club services.

Huang’ s study (1990) also found there are significant differences in
consumer behavior among different population demography, members’
motives of joining, members’ self esteem, and life styles.

Chiang (1998) found that significant difference between perceived
importance and satisfaction to satisfaction dimension in different types of
health club. Different types of health clubs influence perceived importance and
satisfaction to satisfaction dimensions. The relationship between customer
satisfaction and customer loyalty is influence by the types of health club.

Lin (1994) analyzed the differences between various market segments
and members’ life styles, in order to assist swimming club proprietors’
marketing strategy. The questionnaires were collected from 12 swimming
clubs in Taipei. The study found that the lifestyle of the members can be
classified into “ Fashion chaser”, “ Social active”, * Family oriented”, “ Outdoor
active” and “Curious & Unique”, “ Sport’ s media Follower” groups. The Taipei
swimming clubs can be classified into 4 types: “ Active” “ Aggressive” “Passive”
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and“ Traditional”. Significant differences were found in all market segments at
ages, education background, professions, buying source, buying decision,
types of membership, and time of attendance variables.
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Chapter Il

Research Method & Procedure

The purpose of the research is to investigate the current status of the
Taiwan health & fitness club industry. Therefore, the research methods
include review of literatures, data analysis, and questionnaires. A
guestionnaire was designed in reference of the IHRSA Industry Data Survey
of the Health & Fitness Club Industry. The main focuses of the questionnaires
were on the facilities, program & activities, operation hours, fee structure,
personnel and marketing strategy. Questionnaires were modified & revised by
Dr. C.S. Kao and Dr. Wen Long Lin.

Questionnaires were mailed to the 112 clubs; 6 were invalid after verifying
by phone calls. The valid return was 61 63.54%

Data analysis includes descriptive statistics, through the use of SPSS for
Windows computer program. Research Procedure are as followed

(1) Literature Review (2) State the Problems (3) Select Subjects

(4) Design Research (5)Data Collection(6) Data Analysis
(7) Result and Discussion (8)Conclusion & Suggestion
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Table 3-1: Study Procedure:

Review

Literature

Define the
Problem

Identify the
Subject

Background and Motive

Purpose of the Study

Delimitation & Limitation of the
Study

Design the
Study

Health & Fitness Clubs in Taiwan

Interviewers
Training

Data Collection
& Evaluation

Develop Research Structure
Select the research approach
Define Variable

Design Questionnaires

Data Analysis

Result &
Discussion

Conclusion &
Suggestion
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reports and publication




Chapter IV

Results & Discussion

. The valid returns on the questionnaires were 61, 11 18% from the hotel
clubs, 15 24.6% from the fitness only clubs, 12 19.7% from the
multi-purpose clubs, 11 18% from the city clubs, and only one from the
condo club. Due to the insufficient response from the condo club, it will not
be included in the discussion.

. The study result shows that 73.8% of all variety of clubs are located in the
northern region. The central, south and east regions were underdeveloped
as far as the club industry is concerned.

. The study indicated that 73.3% of the fitness only clubs, 77.7% of the city
clubs and 90.9% of the multi purpose club were established after 1991.
Statistics show that 15 clubs were established in 1997.

. The findings confirm that 23% of the clubs with membership of 501-1000,
and 39.3% with membership of 1001-2000. The medium size of clubs
(membership 500-2000) totaled up to 62.3% of the total clubs. According
to the 1998 IHRSA Report, the average membership of the US health &
fitness club was 2360. Comparing with the US clubs, the size of the
Taiwan health & fitness clubs membership is smaller.

. The result shows that the majority of the Taiwan health & fitness clubs is
single clubs. The chained clubs are mostly direct operated clubs, such as
Alexander, Pacific, Sunfish, and Joy’ s Club chains. There is only one
franchised club, which belongs to a hotel club. One the other hand, Gold’ s
Gym, World Gym, and Bally’ s Clubs are over 300 clubs, which is large
chain clubs in the US.

. Our data shows that over 50% of the clubs in this study are equipped with
10 facilities, which include cardiovascular training area, variable resistance
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training area, free weights area, sauna/steam, aerobic room, juice bar, pro
shop, billiard room, massage room, and indoor pool.

There are no differences in facilities between different types of clubs.
IHRSA reported (1998) that over 50% of the US clubs have 7 facilities,
which are cardiovascular training area, variable resistance training area,
fithess center, aerobic room, free weights area, nursery, and sauna. The
only difference is that 60% of the US cubs have nursery facility.

Table 5-1: comparison chart of facilities between US and Taiwan clubs

Top 10 of Taiwan Club % Top 10 of US Club %
1 C.V. training area 93% C.V. training area 97%
2 V.R. weight area 93% Free weights 95%
3 Sauna 87% Fitness center 93%
4 Aerobic room 80% Aerobic room 91%
5 Juice bar 74% V.R. weight area 88%
6 Pro shop 72% Nursery 62%
7 Free weights 66% Sauna 57%
8 Billiard room 62% Jacuzzi 44%
9 Massage room 59% Racquet ball court 39%
10 Indoor pool 56% Indoor pool 37%

7. The top 3 most desirable facilities are cardiovascular training area, sauna
& steam, and indoor swimming pool. It has indicates that the desirable
facilities are not necessary exercise related. Chen (1993) found that the
purposes of joining a health club include: 1 for health & fithess purpose

2 relaxation & stress management 3 better figure 4 social purpose
5 self esteem & fulfillment.

8. The findings support that there are no differences in the varieties of
cardiovascular equipment used in clubs. But the numbers of the equipment
used are limited. 36.1% of the clubs owns 2 pieces of treadmills, 24.6% of
the clubs owns 2 pieces of stationary bicycles, and 45.9% of the clubs
owns 2 pieces of steppers.

The study indicates that 63.2% of the clubs are medium size clubs, with
membership of 500-2000. The limited number of equipment seems unable
to provide the adequate services to members concerned, especially during
the peak hours.
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The variable resistance weight equipment and free weights are widely
used in all clubs. But the number of the units seems to be low. 21.3% of
clubs owns only one unit of the variable resistance weight equipment. 23%
of the clubs owns only one piece of free weight unit.

IHRSA, NSCA(national Strength & Conditioning Association) and ACSM
(American College of Sports Medicine) recommend that strength training
area planning should consider providing progressive resistance training
equipment that to train the following major muscle groups: gluteus,

guadriceps, hamstrings, calves, chest, upper back, lower back, shoulder,
triceps, biceps, and abdomen Sawyer,1999

The testing equipment was widely used as well, but the equipment used is
very limited. The testing tool should include bicycle ergometer, skinfold
caliper, sit & reach bench, tension meter, sphygmomanometer,
stethoscope, and scale. (Granthan, Patton,York, & Winnick, 1998)

IHRSA (1994) reported that the average US club owns 27 sets of variable
resistance weight equipment and 81 sets of free weights. Our result
indicates Taiwan club owns the average of 7 sets variable resistance
weight equipment, and 6 sets of free weights.

Table 5-2: Comparison chart of equipment between US and Taiwan clubs

Average units

Item Taiwan Clubs US Clubs
Treadmills 3.6 N/A
Cycles 4.3 N/A
Steppers 2.2 N/A
Rowers 0.8 N/A
Elliptical trainers 1.3 N/A
Upper body ergometer 15 N/A
C.V. Equipment Total 13.7 31
V.R. weight equipment 7 27
Free weights 6 81

N/A Not Available
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The study indicates that professional expertise of facilities planning are
needed when the club is being planned

9. The results imply that there are no differences on the operational hours,
the peak hours and non-peak hours among various types of clubs. The
peak hours of the US health & fitness clubs is from 4:30pm-8: 30 p.m.,
which is similar to the peak hours of the Taiwan health & fithess clubs,
5:00pm-9: 00pm IHRSA, 1998

10. Most of Taiwan health & fitness clubs closed for maintenance and cleaning
regularly. Each club determined its maintenance day. It varies from
Mondays, public holidays, and the end of the month, except Sundays. The
result also shows that 26% of the clubs do not have maintenance day,
which may be the main reason that these clubs are unable to implement
the regular repair, maintenance, & cleaning work.

11. 1998 IHRSA Report showed that the top 10 programs & activities US
clubs provided which are similar to the club programs of Taiwan, except
baby sitting service and senior programs. The programs include aerobics,
personal training, yoga, health evaluation, weight management, massage,
water fitness etc. (IHRSA, 1998).

Table 5-3 Top 10 programs provision between US and Taiwan clubs

Order| Top 10 programs of % Top 10 programs of %
Taiwan clubs US clubs
1 Aerobics 80.3 Aerobics 92%
2 Fitness assessment 78.7 Personal training 92%
3 Exercise prescription 75.4 Fithness assessment 91%
4 Step 72.1 Baby sitting 83%
5 Stretch program 68.9 Weight management 69%
6 Personal training 65.6 Yoga 68%
7 Massage 60.7 Massage 67%
8 Health seminar 59.0 Health seminar 65%
9 Yoga 54.1 Senior program 62%
10 Nutrition Counseling 49.2 Water fitness 61%

The top 3 most popular programs of Taiwan clubs are Aerobics class, Step
class, and Yoga.
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12. The result of the study implies that different types of clubs show great
differences in full time, part time staff, and aerobic instructors employed.

There are no differences in manpower of fitness instructors, swimming
coaches, receptionists, nurses, beauticians, cleaners, clerks, and R& D
staffs. Among the multipurpose club, the average sales staff are 11.7
people which is greater than the rest of the clubs.

13. Comparing with the US club of 13.6 full time staff and 44.1 part time staff,
the average full time staff is 29, and part time staff is 9 in Taiwan. Large
numbers of full time staff are able to provide the better and timely services,
and greater part time staff contributes to the better budget control and cost
cut effectively.

Table 5-4 Comparison chart of Full/part time staff between US & Taiwan clubs

Staff Average Number
Taiwan clubs US clubs
Full time 29 13.6
Part time 9 44.1

Various types of clubs show great differences in entry fee (one year,
lifetime, and multi years) only hotel clubs and city clubs collect the deposit.
There is no difference on the monthly charge among different types of
clubs.

14. The fee structure of US clubs only involves with entry fee and monthly fee,
and no deposit. The US clubs charge US$99-234 for entry fee, and
US$37-66 for monthly fee, which are much less than Taiwan clubs. Taiwan
clubs charge NT$200-1,000,000 for entry fee, and NT$1000-6500 for
monthly fee. (IHRSA, 1998)

15. The top 3 marketing strategies Taiwan clubs used are brochures,
magazine advertisement, and direct mails. Over 30% of the clubs have their
own home pages as marketing tool. The most common discount programs
are promotional gifts, guest passes, and price discount. The study shows
that there are no differences in the marketing strategies among different
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clubs.

Chapter V

Conclusion & Suggestions

Conclusion

Taiwan health & fitness clubs are mainly located in the northern region and the
majority of clubs are average of 500-2000 memberships; single clubs, and
established after 1991. The findings are as follows:

1. Different types of clubs show no differences in facility planning & fitness
equipment used. Cardiovascular, variable resistance, and free weight
equipment are widely used in the clubs, but the number of units are
limited.

2. Different types of clubs show no difference in weekday and weekend
operational hours, peak hours, and non-peak hours. Different types of
clubs show great differences in the manpower of full time, part time staff,
and aerobic instructors. But there are no difference in the manpower of
managers, fitness instructors, swimming instructors, receptionists, nurses,
beauticians, cleaners, administration clerks, and R & D staff. Different
types of clubs show great difference in the amount of entry fee, deposit;
but no difference in the monthly fee.

3. The most commonly used marketing strategies are brochures, magazine
advertisement, and direct mails. Over 30% of the clubs have their own
home pages as marketing tool. The most popular discount programs are
promotional gifts, guest passes, and price discount. It appears that there
are no great differences in the marketing strategies used among different
types of clubs.
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A.

Suggestion

Follow up Research

. Taiwan health & fitness club industry in central, south, and east regions are

underdeveloped. It is suggested that a feasibility study & evaluation should
be conducted and the result can be served as the reference for the
establishment of new club/s in the regions.

. The study shows that the health & fitness clubs are mainly medium size

clubs. Further study could explore the possibilities of developing a larger
size of clubs in the future.

It could be interesting to study why the club industry in Taiwan is mainly
single clubs and directed operated clubs? And why the franchise business
is not developed in the club industry?

Further studies are recommended on the financial aspect, profitability, and
membership retention issues. etc. between the Taiwan and US club.

Suggestions to the Fitness Industry

The top 10 facilities and programs provision from the study may be used
as the references for the new clubs in the future.

A further study of the health & fitness clubs franchising business could
explore the potentiality of the industry.

It is recommended that the clubs managers to conduct survey on the
issues of peak hour services, non-peak hour promotion in order to improve
the services to members.

It is also recommended that the clubs managers to conduct survey on the

issues program, & activities provided, in order to manage the program and
activities better.
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5.

D.

It is recommended that the clubs managers also to conduct survey on the
issues of fithess equipment usage, in order to provide more efficient
service & management to the members.

It is recommended that all clubs must have a maintenance day for the
repair & maintenance work, and be able to provide better exercise
environment for members concerned.

Suggestions to the Univerities & Colleges Concerned:

The study shows that there is an urgent need for the expertise of facility &
equipment planning. Therefore it is recommended that facility & equipment
planning should be included in the curriculum of the sports & recreation
management program in the future.

It is desirable that the curriculum must be designed to suit the need of the
health & fitness club industry.

Suggestion to the Government Concerned

It is highly recommended that from the reference of oversee experiences

and researches, the guidelines for standard facilities and management for
Taiwan health & fitness clubs can be set up and legalized.
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