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HealthClubSupport.com is the only organization in the fitness industry to offer a full sales 
certification course to develop a complete health club sales system.  
 
This program is ideal for an individual who might be 
looking to acquire a certification in order to become 
employed in a health club or an existing employee who 
would like to increase their own value by developing 
additional skills.  
 
They are also ideal on a club level to implement a 
complete system to develop and train the club's staff to 
increase closing ratios and ultimately sell more 
memberships. 
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