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Introduction

The landscape of the sport and fitness 
industry has changed massively due to 
the implementation of technology 
across the sector. 

Working hard is no longer enough, 
athletes and businesses alike must 
now work smart - which on all
levels has been aided by the 
acceptance and mass adoption 
of technology.

In football thanks to the implementation of 
VAR (video assistant referees), referees no 
longer carry the burden of human error when 
making crucial game-changing decisions, and 
industry-wide, peak performance is no longer 
a term associated with only professional 
sports, high paid athletes and businesses with 
large budgets. 

Technology has allowed instructors, coaches, 
players and businesses across the globe of all 
levels to gain access to cutting edge 
technology for a lower than ever price tag. 
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As the world of sports and 
fitness continues to evolve, 
the industry is rapidly 
changing to meet growing 
demands of players, fans, 
clubs and businesses. 

As this growth continues, 
the only way for businesses 
to stay ahead of the curve 
and continue to satisfy 
these growing demands 
will be to accelerate its 
openness to the adoption 
and implementation of 
technology. 

An industry market research report published in April 2019 showed that over 
the past five years the Indoor Sports Facilities Management industry has 
grown by 1.4% in the US alone. Revenue surpassed $1bn, while the number of 
businesses grew by 1.8% with the total number of those employed in the 
industry growing by 3.8%.  The report also showed that as well as employment 
and revenue, the total number of businesses are also on the rise. 

Fitness facilities once considered to be a small part of the equation have 
emerged as anything but with data from the IHRSA showing that the industry 
globally has surpassed 200,000 clubs and serves over 162 million members. 

With rapid and continual growth, it’s 
safe to say those involved in the 
industry in any capacity that aren’t 
willing to adapt to the growing 
demands are at risk of being left 
behind. 

With all that being said, we’ve put 
together playbook that all sports and 
fitness businesses should execute 
and execute well in coming years to 
effectively manage, grow and even 
outperform the competition.  
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Digitise

The number of sports and fitness business that are currently available and 
being established is  increasing exponentially to meet growing demands of 
gym goers and sport lovers. With these growing demands, the level of 
competition has also skyrocketed as gyms, trainers, instructors, facilities and 
leagues battle it out for the same customers. 

The first way to ensure your business stands a chance is to ensure you are 
100% digital. This means that customers can find, access and engage with you 
or your business online (all three if possible). Should they want to book your 
service or utilise your facility, this should be available across online channels 
seamlessly in the easiest way.

Your business should be accessible in a few clicks or 
scrolls across all digital devices.

BOOK NOW

BOOK NOW

Sportsco HQ
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According to Athletic Business, business management software applications 
can eliminate the logistical nightmares for tournament and league organisers 
by eradicating the physical need for paperwork. Membership data, team 
sheets, competition brackets and payment receipts can now all be digitised. 

With more and more digital apps disrupting every industry imaginable, sports 
and fitness apps for businesses are about more than just looking out for the 
company’s bottom-line. It’s about creating an effective and workable space, 
providing peace of mind and reducing admin time for those in charge of the 
logistics and organisation…

Implementing any business management software without due diligence can 
be as detrimental to your business as no software. It is important to find the 
right fit for your business that gives you the freedom to run your operations in 
the way that works best for you. When executed correctly, this can not only 
enhance your personal life as a business owner, but provide a unique 
experience for your customers as well as increasing your brand exposure, 
engagement, and profits.

Customer reviews are essential 
and give prospective customers 
the confidence to book your 
product or service.

PRO TIP
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Mobile Optimisation 

More than a technical catchphrase, mobile optimisation has been described as 
the process of ensuring that visitors who access your website from mobile 
devices have the same experience on the go as they do at home on a desktop 
or laptop. 

These statistics mean your business must be fully mobile optimised in order to 
remain relevant and retain your customers.

A report by Statistia found that 
in 2019, the number of mobile 
phone users is forecasted to 
reach 4.68 billion which is over 
50% of the world’s population. 

This figure is expected to 
surpass 5 billion by the start of 
2020, which means it’s safe to 
say your customers all 
probably have a mobile phone. 

Worldwide
Mobile Phone 
Penetration

2017 2018 2019

4.68b

5b+ 
(Forecast)

2020



Questions to ask yourself

Is your product/service accessible online 
24 hours a day, 7 days a week?

Can your customers interact with you or 
your staff via mobile?

Do images appear as they should on all 
device sizes? 

Is your website fully responsive on a 
smaller screen?

Is customer feedback and ratings easily 
available?

As well as a few more, these are the top 6 questions that you must ask 
yourself as a sport or fitness business in 2019 when it comes to mobilising 
your online presence. Becoming fully mobile optimised can lead to better 
engagement for new and existing clients, which will ultimately give you the 
chance to surpass your return on investment. 

Meeting the demands of both clients and the industry comes first, meaning 
mobile should be a priority. Over 50% of advertising budgets from large 
organisations are spent on mobile first advertising, this means that If your 
business is to compete and achieve its true potential, having a strong mobile 
presence is a must!

Can your clients book on the go?

Business 8
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Content Generation

As with any changing landscape, how businesses react is crucial in their ability 
to further drive success. It is easy to get lost in an abyss of digital change with 
trends that are evolving faster than ever. With online time consumption 
increasing, businesses must find different ways to capture and sustain the 
interest of prospective customers.

While aiming to capture a younger and more active audience, sports and 
fitness businesses must give before they receive. This means finding 
alternative ways to provide value to current and potential customers. An easy 
and effective way to do this is content marketing via social media, emails, 
SMS, leaflets, and other platforms. 

According to LYFE marketing, “content marketing helps to improve 
conversions because it allows you to connect with and educate your 
customers. Not only are you working to build trust and relationships, but you 
also encourage conversions by giving consumers the information they need to 
make an educated purchasing decision.”

THIS INTENSE 10-DAY CHALLENGE 
WILL CHANGE YOUR LIFE.

For gyms or instructors 10-day 
challenges are a great example 
of how to capture and engage 
an audience with content 
marketing.

PRO TIP
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A few ways you can win

A smart business in 2019 will understand and embrace an effective content 
marketing strategy. Attracting new customers to your business and keeping 
your current ones loyal is where you will win in the long run. Here are a few 
ways you can win:

As a league organiser or coach create 
ways for players to interact with other 
players outside of playing hours. This 
can be casual social events for players 
to engage with each other or free 
scrimmage time.

As a facility, what further value 
can you offer your customers 
outside of physically attending 
your establishment?

As a PT, what value do 
you offer to your clients 

outside of sessions? These 
can be challenges or guides 

for them to do at home 
or with friends. 
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The content revolution has long started and is well underway. With growing 
digital noise, you must find a way to find your own your space and captivate 
your audience. For sports businesses, there are numerous platforms and 
listening tools to help you better understand what your customers are looking 
for online… A questionnaire can also go a long way.  

It will take an initial leap by sports business owners, if they want to reap the 
rewards that content marketing has to offer. However, this will allow your 
business to come together with its customers and find a common ground 
outside of a location (arena, stadium, sports complex, etc.). 
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Social Media

Athletes are now automatically recognised as content creators in the ‘digital 
age’ as they share their experiences in and out of sports via a range of social 
media platforms. Connecting with other players, industry professionals, the 
media and fans has never been as easy as it is today. This is true from amateur 
sports to collegiate and professional teams and athletes so why not throw 
your business in the mix?

Arenas, fields, stadiums, and other 
facilities are currently being built with 
just this in mind and are ensuring their 
businesses are social media friendly. 
Forbes.com reported that before true 
customer engagement can happen, 
companies must first build a social 
media dialogue that leads to a trusting 
relationship. Businesses that ignore 
this are missing out on the opportunity 
to communicate and build their brand 
value by engaging with existing and 
potential customers. 

Brian Finkel, Deloitte Sports Research, 
Deloitte & Touche LLP

“The fewer barriers there are between athletes and fans, 
the more commercial opportunities that will materialize. 
The value in having fans relate to their favorite players is 
immeasurable.” 
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As well as being engaging, growing your brand awareness and building trust, 
social media is the most cost-effective way to market your business. Paid 
advertising is another option but one that can prove costly. With social media 
being a free tool to market, creativity will go a long way. Social content should 
be channel specific and more importantly relevant to your target audience, 
this is an area where one size doesn’t fit all. 

Implement a social listening 
tool to see popular discussions 
and join in on conversations.

PRO TIP

Reports show that over 85% 
of us read reviews before 
making a purchasing 
decision. The opportunity 
for your current client base 
to be brand advocates via 
social media for your 
business is key. 

“I have been playing tennis 

here every week for the past 

6 years. There has never 

been a time where the courts 

were in a bad shape. Kudos 

to the club staff and 

management team.”

“I have been playing tennis 

here every week for the past 

6 years. There has never 

been a time where the courts 

were in a bad shape. Kudos 

to the club staff and 

management team.”



Conclusion

By now, you should have an idea of the small but effective changes you can 
make to drive big results for your business. 

Technology makes our lives easier, and as a result of 
embracing this, sports businesses can enjoy increased 
traffic, engagement and profits while providing players, 
clubs, and fans with the best possible experience.

It’s only a matter of time before we see new demands surface, so ensuring you 
have done the small things right will be key in future proofing your business.

YOU MUST ADAPT 
TO SURVIVE. 

Business 14
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About Rovo Business

Rovo Business is a free all-in-one 
software that allows sport venues, 
instructors, leagues and gyms to 
effectively run and grow their 
operations. 

The software was created by Rovo - 
the app that helps sports players 
across the globe to connect and play 
more. After conducting marketing 
research of some of Rovo’s 100,000 
players, Rovo Business was created 
to help sports and fitness businesses 
to better answer the demands of 
their customers. 

BOOK NOW

Sportsco HQ

The platform is free and you 
can register your business 
online at:

page.rovo.co/business


