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Abstract 
Since its establishment in 2016, Jiujiang big coffee gym has developed rapidly. In a short 
time, chain stores are all over Jiujiang City, but it has entered a decline period soon after 
experiencing "glory". Therefore, this paper mainly uses the main research methods such 
as literature and field investigation to analyze the accounting team management and 
coach team management of Jiujiang Daka gym. Find out the influencing factors of the 
rapid development and gradual decline of the big coffee gym in a short time, in order to 
provide theoretical development guidance for the fitness industry. 
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1. Introduction 

With the rapid expansion of the gym, fitness coaches and related talents lead to short supply. 
The high salary of the fitness industry also has a great relationship with the shortage of talents. 
The fitness industry is still far from saturation. The proportion of gyms in developing and 
developed countries, with the rapid expansion of the fitness industry, the spring of the training 
industry also comes [[[] Shen Jianxi Research on the professional quality structure and 
development status of gym coaches [J] Fight (Sports Forum), 2009,1 (05): 46-48.]]. The fitness 
industry originated in the United States after World War II. After the war, people have a deep 
understanding of physical health and the importance of fitness. It entered China in the 1990s. 
The earliest Malaysia China fitness card was a symbol of nobility around 2000. 8901 annual 
cards. With the improvement of people's material living standards, more people pay attention 
to and join fitness. In recent years, Chinese people have paid more attention to the importance 
of health, and many people want to have abdominal muscles and waistcoat line. Now the body 
is people's second face, and the appearance is not enough. With the fitness of many stars, it has 
promoted the tide of fitness. Just like this, big coffee fitness was born in line with the trend. It 
has been established for just 4-5 years, and the chain stores are all over Jiujiang City. It can be 
considered that it has grasped the development trend of the fitness industry, but it is also 
inseparable from its own unique management mode. 

2. Establishment and Development of Big Coffee Fitness 

2.1. Company Introduction 
Jiujiang Daka fitness Co., Ltd. is located at No. 01-09, floor 3, building a, Chaisang International 
Center, Xiyuan South Road, Jiujiang Economic and Technological Development Zone, Jiujiang 
City, Jiangxi Province, with a registered capital of 700000 yuan. It was established on November 
22, 2016. At present, the main business scope of the company is fitness management; Fitness 
services; Fitness training; Dance training; Wholesale and retail of fitness equipment and 
sporting goods[1]. It is only five years since the establishment of big coffee fitness, which 
started relatively late. It is mainly a chain business model. Since 2016, there are four chain 



Volume 3 Issue 2, 2022 

DOI: 10.6981/FEM.202202_3(2).0039 

310 

Frontiers in Economics and Management 

ISSN: 2692-7608 

stores. No. 1 shop is located in Chaisang international, which is also the base camp, with an 
outdoor basketball court; No. 2 shop is located in the science and technology park. It is the first 
24-hour gym in Jiujiang, with a compact area; No. 3 shop is located in European style street and 
is equipped with an underground swimming pool. It is said that the top of the swimming pool 
is very low, small and dim; Shop 4 is located in xunnan mansion, next to the community and 
close to xunnan primary school. It has a semi national standard swimming pool. The location is 
good. 

2.2. Shareholder Information 
Table 1. Shareholder Information 

 Shareholding 
ratio 

Types of 
shareholders 

Subscribed capital 
contribution 

Jiang Li 
Zhang Ye 
Lu Qiao 

5.00% 
5.00% 

90.00% 

natural person 
natural person 
natural person 

RMB 35000 
RMB 35000 

RMB 630000 

 
It can be seen from table 1 that Lu Qiao, the largest shareholder, holds 90% of the shares, while 
Jiang Li and Zhang Ye each hold only 5%. Therefore, it is not difficult to find that the current 
boss is Lu Qiao. In terms of management, in order to stimulate employees to work efficiently 
and actively, he made the two employees hold 5% shares respectively. ESOP is an important 
way to mobilize the enthusiasm of employees and find and make use of a large number of small 
and medium-sized efficiency growth space in enterprises[2].With so many employees in the 
company, why are only these two coaches qualified to hold shares? That's because as early as 
2017, the two coaches have been doing well, and their personal figure and external image are 
also good. Presumably, this is also a way for the boss to keep people. 

3. Basic Information and Management Mode of Big Coffee Gym Managers 

3.1. Basic Information of Managers 
Man is the decision-maker of the survival, development and operation of the club and the 
controller of all activities of the club. Whether the operation and management of a club is 
reasonable is directly related to the management level of the manager of the club[3]. In 2017, 
the boss was Zhong Qi at that time. He had many identities: fitness enthusiast, wedding host 
and share owner of some other companies (the current boss is Lu Qiao, head of Jiangxi goblin 
Sports Industry Co., Ltd., who took over in 2019). In addition, at that time, the manager of the 
coaching department was Liu An, an undergraduate graduated from the aerobics Department 
of Jiangxi Normal University in 2012; The manager of the membership department is Wang Hao. 
He has a college degree, looks tall and slightly fat. His girlfriend is ban Jiamin, a person with 
strong performance in the coaching department. It is precisely because of this relationship that 
as the sales manager, Wang Hao gave priority to ban Jiamin's information of "rich customers", 
which violated the company's regulations, but he "covered the sky with one hand". From the 
boss to the managers of the two departments, they are the main managers of big coffee fitness 
(there is little contact with the front desk, cleaning and finance, so they don't elaborate). 

3.2. Management Mode 
Management mode plays an important role in improving the service quality and 
competitiveness of the club. Good management mode and management concept are the driving 
force and guarantee to support the long-term development of the club[4]. Established in 2016, 
big coffee fitness started relatively late. It is mainly a chain business model. The organizational 
structure of the management model mainly consists of two parts: management and operation 
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Department. The operation Department is divided into sales department, coaching department 
and front desk. Among them, the coach Department has a coach manager; There is a sales 
manager in the sales department. These two parts constitute the two most important parts of 
big coffee fitness. 

4. Big Coffee Fitness Membership Team Management 

In the gym, sales is generally called membership, and membership is divided into membership 
consultant and membership manager, that is, sales and sales manager. 
For the sales department, there is no doubt that the most important thing is performance. The 
Sales Department of big coffee fitness store has performance requirements every month or 
even every day. Below, the author expounds from three aspects: group meeting, duty and going 
out to run business. 
The group meeting is chaired by the manager after work at 10 p.m. every day. The time varies 
from 20 to 30 minutes. In special cases, for example, if the performance is not completed for an 
hour, and the performance is not completed, go out that night and hand out leaflets door to door 
in the community until 12 o'clock. The main contents of the meeting are: (1) the manager's 
summary speech. (2) the members' report. (3) arrange the personnel on duty the next day. 
Focus on the second and third points; The contents of the report mainly include the 
performance completed by yourself on the same day, the number of outdoor running business 
plus others' wechat, the card intention of target customers, and the situation of making 
customer calls in rainy days. The personnel on duty for the next day are mainly determined 
according to the customer information collected by each salesperson on the day. For example, 
I asked for a few calls and added a few wechat. Of course, being on duty is certainly beneficial, 
that is: all the card handling performance of self visiting customers on that day belongs to the 
person on duty on that day. Because self visiting customers are most likely to open their card 
successfully, everyone will desperately compete for this quota and can be on duty continuously. 
Only they can get the most customer information every day. 
On duty, as described above, arrange a sales and front desk match every day. Complete the 
information filling of all self visiting customers on the day, lead the introduction and visit, and 
guide them to apply for cards. This link is the main source of sales performance. 
Going out for business is to go to work at 13:00 every day. After half an hour of asking customers 
to come to the store to do card work, all sales, except those on duty, go to the assigned 
community, intersection and other places to collect customers' calls or wechat by sending 
leaflets, posters and other forms. This link is very important for sales, because it is more likely 
to open a card only if you praise enough customers. 
The above is the management mode of daily sales work. 

5.  Team Management of Big Coffee Fitness Coaches 

Through the understanding of big coffee fitness, his coach structure mainly includes: (1) full-
time coaches, including personal coaches, tour coaches and a small number of full-time exercise 
coaches. (2) part-time coaches mainly refer to college students like the author, mainly sports 
majors. 
Since it comes to the team management of coaches, it is inseparable from the introduction of 
the basic situation of coaches, which mainly includes: the age structure of coaches, the gender 
of coaches, the educational level of coaches and the qualification structure of coaches. However, 
due to the limited space and the fact that the author has been away from big coffee fitness for 
four years, many things have changed over time. Therefore, coach team management mainly 
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introduces several links such as "resource allocation", "billing", "class", "salary composition", 
etc. 
"Sub resources" refers to the sub customer resources. The coach Department of the first big 
coffee fitness store divides all coaches into three groups, with about 4 people in each group on 
duty in turn. If today is a group, the customers opened by the sales department that day or the 
self visiting customers today are divided equally by the first group, communicate with these 
customers, make an appointment to experience in the store at a specific time, and then proceed 
to the next link - "billing". 
"Billing" as the name suggests is to open a private teaching list (one more point: if the customer 
doesn't apply for a card at the store, he can also buy private lessons directly. If he wants to apply 
for a card, the performance can only be sold, and the performance coach can't have it.) after the 
coach invites the customer to the store, according to the routine of the first coffee fitness store, 
the coach will take the member to an experience class for free. In the process, he will 
understand the customer's needs and maximize them. After that, we will talk about orders, sell 
to customers and guide them to buy private teaching courses. In the billing process, customers 
generally have the following situations: (1) if they want to buy a class, they should pay for it 
immediately. (2) if they want to buy a class, they need to communicate with their family on the 
cost. (3) if they want to buy a class, they are hesitant for reasons such as time or money. (4) if 
they don't want to buy a class, they should refuse directly. (5) if they don't want to buy a class, 
they should refuse politely. (6) I don't want to buy a class and don't know what to say. The first 
and second are relatively simple and can be guided directly. The third is more troublesome and 
requires certain sales skills. If necessary, I need to turn to the store manager, the manager of 
the coaching department, or an experienced coach. The fourth is to be rejected directly, and 
then the possibility of successful billing is relatively small. The fifth and sixth need to Find out 
the reasons in the process of talking about orders. What is the reason? The customer doesn't 
want to buy private education. Find out, solve and continue to talk about orders. In these six 
cases, the bill was not issued successfully at that time. According to the requirements of the 
company's training, it should be tracked later, because the daily group meeting and wechat 
group should be reported for filing. In addition, let's talk about the price of private classes. Dake 
fitness is about 200-400 a class, and it will be sold from 10 classes. For example, Liu An, the 
coach manager at that time, taught 350 private lessons. When the coach has his own members, 
then he keeps asking members to attend classes. After finishing the class in a short time, he can 
maximize his interests. 
The billing is successful, followed by "class". If "class" includes: private teaching class and group 
class; Group classes mainly refer to cycling classes, yoga classes, dance classes, Pilates and other 
classes that can be enjoyed by some members with cards. Let's talk about private teaching. It's 
a class opened by the fitness coach. You can teach it yourself or to others. You can communicate 
with members and arrange time for teaching. Cycling class and coffee fitness are taught by 
experienced coaches in turn, with a session of about 45 minutes and another class fee. In 
addition, yoga classes, dance classes, Pilates and other group courses are taught by part-time 
professional teachers without basic salary due to their strong professionalism. 
Finally, the salary composition. The coach's monthly salary mainly includes: base salary + full 
attendance award + class fee + bonus. The most important part of the salary is the class fee, so 
the coach should pay more bills and take more classes to get a high salary. There is no need to 
add one point, that is, the "group meeting and filing" mentioned earlier. According to the 
requirements of the company, the team needs to hold a group meeting every day, followed by 
a meeting of the coaching department. The purpose of the meeting: first, report the situation of 
the day; Second, set goals. The content of the report includes: how many experience classes, 
how many private teaching classes have been taken today, what are the intentions of customers 
who have not bought the classes, how to follow up in the next step, when to bill, etc. The purpose 
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of filing is to let everyone know that someone of the customer is following up, and others can't 
intervene, otherwise the money will be deducted in violation of the regulations. 

6. Conclusions and Suggestions 

6.1. Conclusion 
(1) For the management of big coffee fitness, it has always implemented the "high-pressure" 
management mode with strict rules and regulations, which aims to stimulate the potential of 
employees and squeeze the maximum residual value of employees. This management system 
is feasible, especially for those who love this industry, but it also needs appropriate humanistic 
care. 
(2) Big coffee fitness, whether sales or coaches, has pre job training and "old hands" with new 
employees, which is very helpful to the growth of new employees. 
(3) The ownership structure of big coffee gym is relatively single, and the phenomenon of one 
share dominating is more obvious. Moreover, the sales model is still relatively traditional, and 
it is still a single way to send leaflets out. 
(4) The supervision system related to big coffee fitness is not strict enough and needs to be 
improved. Individual personnel are easy to seek benefits for themselves. 

6.2. Recommendations 
(1) The "high pressure" management mode is for the company's profits, but at the same time, 
we can't ignore the construction of corporate culture and lack of necessary humanistic care; it 
is suggested to hold unity activities from time to time to enhance team cohesion and employees' 
sense of identity and belonging to the company. 
(2) "Taking the old with the new" is a feasible way, but it also has defects, such as what kind of 
"old" Employees have the ability and experience to bring new employees, which lacks a 
qualitative standard and is prone to subjective behavior. It is suggested to implement the 
assessment system for new employees, and organize relevant training after employment, so as 
to ensure the professionalism of employees before employment, so as to make the greatest 
contribution to the company. 
(3) With a single equity, the majority shareholder is the dominant shareholder, which is often 
prone to short-term decisions eager for quick success and instant benefits, which is not 
conducive to the long-term development of the company, and in terms of capital, it is prone to 
inflexible turnover; in addition, only a few employees hold shares, which is not conducive to 
stimulating employees' work enthusiasm; it is suggested to increase the number and 
proportion of employee shares and deeply integrate employees with the company, Employee 
stock ownership and dividend at the end of the year to stimulate employees' work motivation 
and passion. 
(4) In the era of big data, sales, it is suggested that the APP and official account and the related 
media platform should be used flexibly to provide promotional opportunities for the gym, so 
that the gym business can be expanded from offline to online, and the radiation can be as large 
as possible. 
(5) It is suggested to improve relevant management systems and avoid some people with 
special relationships when employing key positions. 
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