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throughout this article, are very telling. 
For example, one member of my club, 
John, attends group fitness classes three 
times a week. 

“I started taking group fitness classes 
out of pure boredom,” he says. “I 
couldn’t stand another day of treadmill 
running and free weights. I found that 
having an instructor really helps to 
keep me motivated and the sports-con-
ditioning class I take kicks my butt.”

The goal is to get more men to fig-
ure out what John already knows—that 
group fitness classes can offer partici-
pants—men and women alike—a chal-
lenging workout. I often try to cajole 
some of my male friends into trying a 
class and over the years I’ve heard all 
the excuses: “All that dancing to the 
beat makes me look like a fool,” or “I’m 
not coordinated enough,” or “I don’t 
need to bruise my ego standing next to 
some cute girl while I act like a goof.” 

The solution, then, is to try and 
dispel the myths and misperceptions 
about group fitness, while demonstrat-
ing that classes don’t have to be too 
complicated from a choreography 
standpoint and they don’t have to be 
too easy from an athletic standpoint. 
Jim, a regular group fitness participant 
for the past eight years, cites a major 
benefit: “No doubt I work harder in a 
group fitness class than I do just work-
ing out on my own.” 

It is important to note that surveys 
have shown health-club member reten-
tion is higher among those members 

who participate 
in group fitness 
because they 
tend to use the 
club consis-
tently. Many 
group fitness 
participants 
form friend-
ships, find 

favorite instructors and even see it as a 
social event. It stands to reason, then, 
that drawing more men into our classes 
will continue to increase the viability of 
our group fitness classes, as well as our 
health clubs.

Continued on page 4

Group fitness classes are an inte-
gral part of most fitness club 
amenities, with many clubs 

offering a wide variety of classes seven 
days a week. With so many benefits and 
choices, these classes should appeal to a 
broad range of individuals, and yet the 
overwhelming majority of participants 
are women. So how do we attract our 
male counterparts? And how do we 
keep them engaged and invested in our 
group fitness classes?

Personally, I still enjoy a cardio class 
with some good old fashioned cha-chas 
and mambos, but unfortunately the 
perception that “dance” is all that is 
being offered is the stigma that keeps 
many men out of the group fitness stu-
dio. Men don’t typically flock to “Latin 
Dance Jam” or “Fit and Flow” classes. 
Rather, they generally prefer weight 
and agility training, circuits, intervals, 

sports-specific drills and athletic-style 
movements. And while they won’t fight 
traffic to catch your latest choreography 
to the new Britney Spears song, many 
men will get addicted to a class that 
offers straight-
forward moves, 
weights and less 
choreography. 
There are excep-
tions to the rule, 
but generally 
guys want to 
sweat without 
having to think 
about the next 64-count combo and 
step-touch. 

I recently surveyed the “Group 
Fitness Guys” at my club and asked 
them, “How did you start coming to 
class and why do you still come?” 
Their comments, which are referenced 

group fitness exercise series

Bring on the men: 
How to Attract more men to  
Your group fitness programs
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Here are some ways you can start increas-
ing the testosterone levels in your group fit-
ness studios:

Describe Your  
classes carefully

A first impression is priceless. It’s not 
uncommon to see a guy peering into the 
studio through the glass—chances are he’ll 
pick up a schedule or go online to learn more 
about the class he’s observing. The name 
and description of a class are often his first 
invitation into the room. Many times, mem-
bers may not have a chance to see the class 
in progress, but instead make a decision to 
come based on what they read. If the name 
or description creates the impression that 
this class is dominated by choreography, you 
have probably just discouraged many men 
from participating. 

Your class description should include 
things about improving general fitness lev-
els, agility and strength. Men are more apt 
to check out classes such as “Boot Camp,” 
“Sports Conditioning,” “Cycling” or “Fitness 
Yoga.” Yoga classes are a great example of 
what a class description can add. There is 
often a misconception about yoga that you 
have to be flexible to do it. However, call the 
class “Fitness Yoga” or “Yoga for Athletes” and 
include words in the description like “enhance 
your athletic performance by learning how 
to breathe properly, how to relax and how to 
gain flexibility” and more male participants 
may give it a try. 

Adding sports-specific classes that coordi-
nate with the seasons, such as “Winter Sports 
Conditioning,” will also often attract more 

men to the group fitness environment. A 
description of such a class could read: “Focuses 
on lower-body strength and power to carve 
those turns, navigate through the moguls or 
skate around the rink with speed. Also includes 
cardio and balance work for joint stabilization 
and core stability.” Another example: An “All-
Terrain Indoor Cycling” class that would simu-
late the outdoors and work the body at various 
resistance levels and speeds. 

My husband is a great example of how 
the description sells the class. He works out 
at three different locations of our health club 
depending on his work schedule. He goes 
online to determine what class to attend, at 
what time and where. Just like other guys, he 
is attracted to the CORE classes, cycling classes 
and a class involving cardio/strength-training 
circuits and intervals. But, if the CORE class 
was called “Buns and Abs,” he probably 
wouldn’t go. 

music is a motivator
If men only hear Britney and Mariah blar-

ing out the doors of the studio they are less 
likely to give it a try. Music is a huge factor  
in keeping people interested in a class, so  
it is crucial to know your audience. I play  
Top 40–type songs and the “Girl Hits” in my 
step class, which is comprised of 95 percent 
women. However, in my total-body condition-
ing and cycle classes, I add rock music: classic, 
alternative and modern. Or I’ll add songs with 
a driving beat, some of which are instrumen-
tal. Music preference is highly personal, so 
obviously you can’t please everyone, but the 
reality is that middle-aged guys aren’t usually 
going to get high on endorphins to a medley 
of Madonna or a disco jam. Make sure to keep 
in mind what will motivate the majority of 



your class participants and/or the majority of 
people you want to attract to your class. 

change up Your  
class format

To attract more men to a class you may 
have to change the format of your class. For 
example, my Triple Cardio class used to be 
mostly women and I did more classic step. 
To appeal to more men, I’ve changed it into 
more of a cardio circuit class, and I started 
mentioning in the warm-up that we would 
be doing cardio circuits rather than dance 
patterns. I string two or three moves together 
to build what I call a “power cardio circuit.” 
We perform each sequence or circuit for a 
few minutes and then recover before mov-
ing on to another sequence or repeating it 
again. As I teach the circuit, I “build” each 
move to increase the intensity by adding 
larger range-of-motion moves or power with 
plyometrics. For example, I may start with 
a classic V-step and then turn it into a V-sit 
and then a V-jump onto their step. I’ll com-

bine it with lunges onto the step and create 
the circuit. This may sound boring on paper, 
but I make it fun through cueing, good music 
and coaching. I verbally tell the class to peak 
at whatever level works for them and I also 
mention that it is okay if they are not quite 
on the beat—just keep going and I’ll keep 
coaching. The second form of cardio may be 
intervals consisting of shuttle runs and foot-
work drills. Finally, I may finish up my Triple 
Cardio class with basic power cardio drills 
such as jumping jacks, jumping ropes and 
agility/reaction games. 

Using functional-
training moves 
and body-weight 
exercises such as 
push-ups, squats 
and lunges are also 
generally attractive 
to men and fairly 
non-gender specific. 
For those of us who 
are choreography veterans, this simple stuff 
can actually be more difficult to teach than 
complicated dance combos. After all, we find 
comfort in having to lay out a whole dance 
pattern moving in multiple directions—it 
gives us lots to talk about. But with sports 
and conditioning drills, there is less count-
ing and choreography to cue and more time 
spent on giving good form tips and motiva-
tional words of encouragement. It’s just a dif-
ferent style of teaching that may take time to 
practice and master. 

Integrating equipment into your class is 
also a great way to attract men. Use equip-
ment such as hand weights, jump ropes, 
medicine balls and body bars to inspire guys 
to take part. Some men might be intrigued 
enough to join in if their interest is piqued 

by some equipment they have never tried. 
One of my students who plays pick-up bas-
ketball four days a week was lured into class 
by a BOSU ball: “I decided to try a class 
because I could see you were working on bal-
ance, stability and agility—all good for my 
game. I stood on that BOSU ball the first time 
and my legs were shaking like tree branches. 
Now it’s no problem to balance and I can see 
how my game has improved.”

promotional materials  
can Help 

Effectively marketing your group fitness 
classes can go a long way toward increasing 
class attendance and interest. If there is too 
much feminine imagery in your promotional 
materials, however, you may be missing out 
on the male market. For example, if your 
flyers and brochures all feature women in 
dance-like postures or doing stretches, the 
materials may not convince many men to 
take your classes. Make sure that your mar-
keting tools show both men and women and 
include imagery of strength training–type 
classes and of people using equipment such 
as hand weights or BOSU balls. 

If you want to increase male participation, 
focus on creating classes that can bring out 

the athlete in you 
and your partici-
pants. You may even 
find these classes 
more enjoyable to 
teach than your tra-
ditional dance-based 
classes. I find I have 
more time to 
rehearse a move with 

the class without worrying about screwing up 
my 64-count pattern. I cue good form and 
provide lots of motivation, which is, ulti-
mately, what all participants want.  

Chris Freytag is the author of Move 
to Lose and is the fitness expert 
and a contributing 
editor for Prevention 
magazine. Chris is 
ACE certified and a 
member of the ACE 
Board of Directors, 
a master trainer 
for SPRI Products 
and the creator of 
numerous fitness DVDs including 
Prevention Fitness Systems.
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Your new client is a 19-year-old college student and avid 
runner who recently has noticed increased difficulty 
breathing, chest tightness, wheezing and cough dur-

ing his vigorous training days. When he stops exercise, his 
symptoms persist for about 20 minutes and then he says he 
can breathe normally and has no other problems until his next 
vigorous workout. Lately his athletic performance has suffered 
dramatically and he is pessimistic that he will be able to success-
fully compete in next month’s marathon for which he has been 
training for several months. After repeated episodes of anger and 
frustration following his workouts, he has decided to consult 
you to help get to the source of his problem. 

exercise-induced Bronchospasm
This client, like millions of others including up to 50 percent 

of cold-weather athletes (Rundell & Jenkinson, 2002), likely suf-
fers from exercise-induced bronchospasm (EIB), also known as 
exercise-induced asthma (EIA) in those with clinically diagnosed 
asthma. For many athletes of all ages, sports and levels of com-
petition, exercise can trigger an asthmatic response in which the 
airways transiently and reversibly narrow, causing symptoms 
such as coughing, shortness of breath, chest pain or tightness, 
wheezing and/or unexpected endurance problems. Up to  
80 percent of people with classic asthma may experience symp-
toms with exercise (Butcher 2006), though many healthy indi-

viduals with no known asthma history also suffer asthma-like 
symptoms during exercise. 

No one knows for certain what causes EIB, though scien-
tists speculate that it results from some sort of inflammatory 
response triggered by a loss of heat, water or both from the 
lungs during exercise, a time when respiratory rate is increased 
and the respiratory tree experiences increased demand. When 
the inhaled air is warmed and humidified, water evaporates 
from the surface of the airway, leading to cooling. One theory is 
that this process of increased airway cooling provokes broncho-
constriction in individuals with hyperreactive airways. Newer 
research suggests that perhaps humidity rather than temperature 
plays a more important role in causing EIB (Evans et al., 2005), 
leading to a theory that high rates of air exchange in relatively 
low humidity results in water loss in the airway. The airway dry-
ing may then lead to changes that cause the release of inflam-
matory mediators and subsequent bronchospasm (Butcher, 
2006). The current consensus is that airway cooling and drying 
probably occur simultaneously and together lead to inflamma-
tion and EIB (Storms, 2008).

Because the severity of bronchospasm in EIB is related to the 
ventilatory rate, the risk of EIB increases with increased exercise 
intensity. EIB generally occurs at 80 percent or higher V

•
 O2 max, 

though people who suffer from severe asthma may experi-
ence symptoms at much lower intensities (NAEPP, 2007). The 
symptoms typically peak five to 10 minutes after stopping 
activity and last for 20 to 30 minutes. After acute symptoms 
are under control, the client can resume exercise. In fact, indi-
viduals are least likely to experience asthma symptoms up to 

exercise-induced 
Bronchospasm
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advanced health & fitness specialist series

Ace’S NeweSt certificAtioN—
the aCe advanced health & Fitness 
specialist—is launching this year along 
with an accompanying manual featuring  
23 chapters written by some of the most 
respected members of the exercise sci-

ence and healthcare communities. the ACE Advanced Health & 
Fitness Specialist Manual offers specific information and strategies 
necessary to provide safe and effective programming for clients 
recovering from, or dealing with, cardiovascular, pulmonary, meta-
bolic or musculoskeletal issues.

throughout the year we will introduce you to the concepts  
and topics covered in the ACE Advanced Health & Fitness 
Specialist Manual through a series of articles written by several 
of our contributing authors. For more information about the aCe 
advanced health & Fitness specialist Certification exam, visit 
www.acefitness.org or contact an aCe Professional services 
representative at 800-825-3636, ext. 781.

Ace Advanced Health & 
fitness Specialist
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one hour following an acute exercise-induced 
asthma attack. However, do not be alarmed 
if the client develops a hacking cough two to 
12 hours after exercise cessation. This cough 
may last for one to two days and often is mis-
taken for an upper respiratory infection.

Importantly, people with EIB should be 
encouraged to adhere to a regular exercise 
program. Research suggests that while exer-
cise may not decrease the incidence of EIB or 
improve pulmonary function, aerobic condi-
tioning decreases risk of an asthma attack by 
reducing the ventilatory requirement for any 
given activity (NAEPP, 2007). 

program Design 
considerations for  
clients with eiB

With appropriate management, most exer-
cise-related asthma symptoms can be avoid-
ed. The following exercise recommendations 
and guidelines will help your clients with EIB 
to safely and enjoyably participate in exercise 
and achieve their fitness goals.

Start with a referral to the client’s primary 
care physician. The physician can arrange an 
exercise challenge to confirm the diagnosis 
of EIB and work with your client to develop 
a treatment plan that may include long-term 
control therapy and/or pretreatment before 
exercise. Long-term control therapy reduces 
airway responsiveness and thus decreases the 
frequency and severity of EIB. Pretreatment 
usually includes use of a short-acting bron-
chodilator (albuterol, pirbuterol) to open up 
the airways. For mild symptoms, the short-
acting bronchodilators are administered as 
two puffs of an inhaler spaced five to 10 min-
utes apart, 20 to 40 minutes before exercise. 

Arrange for your clients to complete fit-
ness testing to assess their cardiorespiratory 

fitness before you design an exercise program 
or develop exercise goals. Remember to choose 
an indoor test, incorporate a prolonged warm-
up prior to beginning the test, and to gradu-
ally increase intensity if you use a graded 
exercise test. Use these results to recommend 
exercise intensities and evaluate your client’s 
response to a training program. With practice, 
a prolonged warm-up and medication use, 
most clients should be able to train at high 
intensities (if desired) and progress their train-
ing programs with few difficulties. 

Encourage your clients to engage in a 
well-rounded fitness program that includes 
resistance and flexibility training in addi-
tion to cardiovascular training. Individuals 
with asthma should engage in cardiovascular 
exercise at least three to four days per week 
at a comfortable intensity for at least 20 to 
45 minutes either continuously or in shorter 
bouts (ACSM, 2005). Clients may use the 
rating of perceived exertion (RPE scale) to 
monitor intensity and the Borg dyspnea scale 
(Figure 1, page 8) to characterize the extent 

of breathlessness during exercise and to guide 
exercise progression decisions. Swimming 
is often considered the preferred mode of 
exercise because of its many positive factors: 
a warm, humid atmosphere, year-round avail-
ability and horizontal positioning, which 
may help mobilize mucus from the bottom 
of the lungs. Walking, leisure biking, hiking 
and downhill skiing are also less likely to 
trigger EIB. While individuals who are suscep-
tible to an exercise-related asthma exacerba-
tion should use caution when lifting heavy 
weights, they otherwise can follow standard 
resistance-training recommendations. Regular 
flexibility training may prove especially 
beneficial for individuals with asthma. Some 
research suggests that certain relaxation tech-
niques, particularly muscle relaxation, may 
help to improve lung function. While some 
experts speculate that yoga may also provide 
unique benefits for individuals with asthma, 
little research is available to confirm or reject 
this hypothesis (NAEPP, 2007).

Remind your clients to pay attention to 
symptoms such as difficulty breathing, chest 
tightness, wheezing and coughing so that 
they can quickly recognize and respond by 
modifying their training and using their 
rescue inhalers. Also inquire whether other 
potential triggers such as pollution, cold air, 
pollens or other environmental contaminants 
cause symptoms. Your clients may consider 
keeping a workout log, noting the environ-
mental conditions and symptom onset to 
help identify other triggers. And, if a client 
does develop EIB during a training ses-
sion, make sure you know how to correctly 
respond (see sidebar).

What to Do When
a Client Experiences 

EIB During a 
Training Session

reduce exercise intensity so that the 1. 
client can easily administer rescue 
medication according to the client’s 
asthma action plan. Do not encourage 
the client to “push through” an attack, 
or stop the exercise abruptly.

remove the client from any environ-2. 
mental allergens or irritants such as 
cold or polluted air that may be con-
tributing to the symptoms

Provide calm support and coach the 3. 
client to use diaphragmatic breathing, 
taking deep breaths in through the 
nose and extending through the abdo-
men, and out through the mouth and 
drawing in the abdomen.

if symptoms persist, discontinue  4. 
exercise and seek immediate medical 
attention.

Follow your gym or business proto-5. 
col to document the incident and the 
actions taken

Continued on page 8
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Advise your clients to consult their physi-
cian to assess their overall and pre-exercise 
medication regimen and possible environ-
mental triggers if they experience repeated 
asthma attacks during workouts with exercise 
performance fluctuating from day to day. On 
the other hand, if a client consistently cannot 
tolerate the exercise program, it is likely he or 
she has reached a training plateau, and you 
should reassess the program and make modi-
fications as you would for a healthy client.

When preparing your clients for a com-
petitive event or race day, emphasize the 
importance of a prolonged warm-up; cover-
ing their mouth with a scarf or mask if the 
temperature outside is cold; taking physician-
prescribed medication 20 to 40 minutes 
before the race and keeping it nearby should 
symptoms occur during exercise; staying well-
hydrated; and always listening to the body 
for cues to decrease intensity, if necessary. 

Ultimately, EIB is a highly preventable and 
treatable exercise-related condition that 
affects even the most elite athletes. With 
effective treatment and appropriate precau-
tions, athletes with EIB can successfully par-
ticipate in even the most strenuous athletic 
endeavors.  

Natalie Digate Muth, M.P.H., R.D., 
is a registered dietitian and ACE-
certified Personal Trainer and Group 
Fitness Instructor. She also holds 
certifications from ACSM and NSCA. 
She is currently pursuing a medical 
doctor degree at the University of 

North Carolina at Chapel Hill. 
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figure 1.  
modified Borg Dyspnea Scale 

0 No breathlessness at all

 Very, very slight (just noticeable)

1 Very slight

2 slight breathlessness

3 Moderate 

4 somewhat severe

5 severe breathlessness

6  

7 Very severe breathlessness

8  

9 Very, very severe (almost maximal)

10 Maximal

Hurry before prices go up! After August 15, registration 
prices will increase for the three-day event, so register 

soon while discounts last. 
If you’ve already registered but still need to book your room at the Rio Hotel and Suites, discount-

ed room rates are still available until August 24 (space is limited). To make your reservations call 
the hotel directly at 888-746-6955 and be sure to reference group code SRACE8.

The 2008 ACE Symposium, held in Las Vegas Sept. 8–11, 2008, will feature 
fun and dynamic sessions, offer refreshing ideas and the latest in sound sci-
ence—all geared to advance your knowledge and enhance the value you bring 
to your clients. Worth 1.5 ACE CECs, the ACE Symposium is being held in 
conjunction with the 4th Annual IHRSA Profitability Conference as well as the 
27th Annual National Fitness Tradeshow, so you’ll have ample opportunities to 
meet and network with industry leaders.

Have You Registered for the 
2008 ACE Symposium?

For 
complete event 

information refer 
to page 20
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Ontario, first used ebooks to market 
himself as a personal trainer. “Once my 
ebook sales started taking off,” he says, 
“it provided me with a passive income 
stream, which allowed me to reduce 
the amount of personal fitness train-
ing hours I was putting in.” When his 
reduced hours led to a waiting list of cli-
ents, he was able to increase his rates. 

“Nothing can build your busi-
ness more than becoming a published 
author,” says Ryan Lee, a Florida-based 
fitness entrepreneur and author of The 
Millionaire Workout: How to Get Rich 
Quickly and Stay Fit Forever…in Just 21 
Days (Okenzie Publishing, 2007). “It 
really is the world’s best business card.” 

The Credibility Factor. No doubt 
about it—saying you’re a book author 
sounds prestigious. “It kicks you up 
a notch—at least in your audiences’ 
minds,” says Smith. “It makes you 
appear more reputable.” 

“Right or wrong, publishing a book 
gives you instant credibility, especially if 
you are published by a major publisher,” 
says Anthony Carey, M.A., a corrective 
exercise specialist and owner of Function 
First in San Diego, Calif. His book, The 
Pain-Free Program: A Proven Method to 
Relieve Back, Neck, Shoulder and Joint Pain, 
was published in 2005 by John Wiley & 
Sons, Inc. 

A Burning Desire. A final reason 
that many people feel driven to write a 
non-fiction book is to educate and/or 
entertain readers in a way that ultimate-
ly helps them. “I had always wanted to 
write a book,” says Cathy Moxley, M.A., 
an exercise physiologist in Germantown, 
Md., and author of The Busy Mom’s 
Ultimate Fitness Guide: Get Motivated and 
Find the Solution That Works for You! 
(Fitness InSight, 2006). “I had a message 
for a specific population [busy moms] 
that I felt compelled to deliver, and I 
really do mean compelled. The entire 
writing and publishing process is quite 
arduous, so if I hadn’t been so enthusi-
astic and committed to the message, it 
would have been much more difficult to 
see it through to completion.” 

Of course, a burning desire to bring 
Continued on page 10

there’s a joke among book authors: 
At least one person at any party 
will tell you they, too, want to be 

a published author … if only they had 
the time to do it. Writers laugh at this 
notion because creating a book and suc-
cessfully bringing it to market requires far 
more than finding time to sit in front of 
a computer. 

Authoring a book is no simple task, 
so most people who actually do it have 
distinct motivators. Here are several 
common reasons (plus one common 
misconception) for wanting to introduce 
yet another health/fitness book to the 
marketplace. 

Generates Revenue. Many people 
have a misconception that a published 
book becomes an instant cash cow for 
the author. But the average author won’t 
strike it rich from book sales alone. The 
profit from traditional publishing is split 
among many sources in addition to the 

writer, including, for example, the agent, 
publisher, bookstores and distributors. 
Self-publishing, on the other hand, can 
garner more sizable revenues because the 
author keeps most or all of the profits. 
With its minimal production costs, a 
digital book—known as an ebook—is 
probably the most profitable option for 
many authors. 

Career Advancement. In many 
cases, an author’s financial rewards come 
from career opportunities that arise out 
of having a book. “Unless you’re already 
a fitness ‘star,’ your book is more of 
a marketing tool for picking up other 
types of money-making endeavors, like 
presenting,” says Carrie Myers Smith, a 
fitness professional and writer in Landaff, 
N.H., and the author of Squeezing Your 
Size 14 Self into a Size 6 World: A Real 
Woman’s Guide to Food, Fitness and Self-
Acceptance (SourceBooks, 2004).

Scott Tousignant of Belle River, 

feature story

So, You want to be a Book Author: 
Book Publishing Options for Fitness Pros
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your book to the marketplace is just the begin-
ning. Read on to find out why platform is such 
a buzzword in today’s publishing industry. 

platform: what it is, and 
why You Need it

According to experts, book authors need 
platform. Platform means you are already rec-
ognizable and people are familiar with what 
you do. You don’t have to be famous. But 
you do need your own circle of influence and 
a proven track record for being able to pro-
mote yourself. For example: Can you boast a 
strong client following? Have you created a 
fitness program or brand that’s 
receiving rave reviews? Do you 
get large-scale publicity? Have 
your articles been published, or 
do you appear regularly on TV? 
Are you a presenter? A notable 
fitness expert? All these attribu-
tions amount to platform. 

“A common misconception 
is that anyone can get a book 
published if they have a great 
idea,” says Laura Nolan, an 
agent at The Creative Culture, 
a literary agency in New York 
City that represents a number 
of top fitness experts. In reality, 
she says, “publishers are look-
ing for fitness experts who have 
established platforms, have 
been in the media, or have an 
established following.” 

Plus, publishers are busy 
pursuing book ideas on their 
own, says Mike Bates, M.B.A., owner of Refine 
Fitness Studio in Windsor, Ontario, and the 
former managing director at Human Kinetics 
Canada, a publishing company that special-
izes in titles related to physical activity. If 
your idea is viable as a non-fiction book, a 
publisher has probably already thought of 
it. “This is not to say that unique ideas never 
come from outside of the publisher, but they 
are more rare than you might think,” Bates 
says. Therefore, prospective authors with a 
good idea and a built-in audience have the 
most leverage. (Incidentally, you could also 
coauthor a book or have someone ghostwrite 
it for you if you have the necessary platform, 
but not the time, interest or skill to write  
a book.) 

What if you’re not interested in tradition-
al publishing companies or bookstores? Let’s 

say you plan to self-publish a hardcopy book 
or ebook with the intention of selling it your-
self. Is platform still an issue? Think of it this 
way: You must be established as an expert in 
a particular niche to sell books. Your platform 
might stem from a large and dedicated cli-
ent base or people who avidly read your blog 
(yes, blogs do contribute to platform!). 

Beyond that, being self-published may 
eventually boost your platform enough to 
impress traditional publishers. “Self-published 
fitness authors will attract the attention of a 
publisher if they sell enough copies of their 
[self-published] book,” says Nolan. 

weighing Your options
Once you have the platform to succeed at 

writing and marketing a non-fiction health/
fitness book, it’s time to weigh your options 
for how you’ll get your message to the public. 
Here are three common avenues:

Pursue a deal with a traditional publish-•	
ing house 
Become an independent or self-pub-•	
lished author 
Create an ebook•	

Option 1. Pursue a Deal with a 
Traditional Publishing House

Many writers dream of having their book 
published by a prestigious company, so it’s 
not surprising that this option is quite com-
petitive. Your timing is important. “You must 

get at a topic before it becomes saturated, but 
not so early that there isn’t a proven market 
for it yet,” says Bates, editor of the second 
edition of Health Fitness Management, (Human 
Kinetics, 2008).

To sell a book idea, Nolan advises prepar-
ing a well-thought-out proposal that illus-
trates who the target audience is; why you 
are the best person to reach that audience; 
what the competition is (i.e., similar books 
on the market); why your idea is better than 
competing titles; and how the book will be 
organized, chapter by chapter. 

Also, consider getting an agent to rep-
resent you. Many publishers 
expect it. “None of the major 
publishers will accept unso-
licited manuscripts—that is, 
a manuscript just sent in by 
the author,” says Carey, whose 
agent helped him score a book 
contract from a large publish-
er. Not all health and fitness 
authors use agents though. 
Authors who work with a small 
or midsized publisher or even 
a niche/specialty publisher (for 
example, one that prints pri-
marily exercise-related books) 
may go it alone. 

In addition to helping you 
nab a book deal, agents deci-
pher and negotiate contracts 
so you get the best deal pos-
sible. “My agent handled all 
the negotiations with the pub-
lisher, which was something 

that I did not have the time or experience to 
do,” Carey says. 

“My agent also advised me to budget a 
percentage of my advance to use toward mar-
keting,” adds Carey. Yes, marketing. Many 
would-be authors don’t realize that the lion’s 
share of marketing a book is the author’s 
responsibility (or that of a PR firm hired by 
the author), not the publisher’s. And new 
authors are often surprised to learn that it 
takes one or two years after signing a contract 
before a book hits the market. These are two 
common reasons why some authors self-
publish instead. 

Option 2. Become an Independent 
or Self-published Author

Self-publishing (or independent publish-
ing) is a burgeoning market, and a boon for 
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authors who are unable 
to, or prefer not to, go the 
traditional route. “I wanted 
to keep editorial control, 
and since almost all of the 
publicity and marketing 
relies on the author, it 
made sense for me to keep 
the profits, as well,” says 
Lee, who self-published 
The Millionaire Workout. 

After careful research, 
Moxley discovered that 
self-publishing her book 
would be the most expe-
ditious and profitable 
choice. “The first advan-
tage of self-publishing is 
the certainty of publica-
tion rather than being 
dependent upon whether 
or not your book proposal 
is selected by an agent and 
then by a publisher from 
the enormous competition,” she says. “The 
other advantages [of self-publishing] include 
a much shorter timeline from idea to publica-
tion; retaining 100 percent of control of the 
content, cover design and promotion; and 
keeping the profit for all book sales.”

Based on the above advantages, you might 
wonder why everyone doesn’t self-publish. For 
one, you have to foot the bill for all produc-
tion costs upfront. Plus, it’s hard to convince 
bookstores to stock your book. In fact, many 
retailers do not carry self-published titles at 
all, especially if they look the least bit “home-
made.” The media is far less likely to promote a 
self-published book author because anyone can 
self-publish a book—it’s viewed as less credible.

Still, there are ways for self-publishers to 
overcome some of these limitations. Moxley 
did it—but with lots of research, legwork and 
commitment. “My goal was for my self-pub-
lished book to be of the same quality as that 
of a traditional publisher and accepted by the 
mainstream book industry. I made my compa-
ny, Fitness InSight, an independent publisher 
by purchasing my own ISBN [International 
Standard Book Number] and subcontracting 
out the jobs of editing, interior layout and 
design, cover design, and printing to providers 
in the professional book industry,” she says. 
Moxley has been able to sell her book on her 
Web site, on Amazon.com and in major book-
stores, such as Barnes & Noble. 

Fitness pros who don’t care to commit 
financially or time-wise to such an endeavor 
can choose less-involved self-publishing 
options. For example, a simple print-on-
demand (POD) arrangement means a copy of 
your book is printed only when an order is 
received online. This saves you from printing 
more books than you are able to sell. It also 
saves you from tripping over boxes of inven-
tory in your garage or home office. 

Option 3.  
Create an Ebook 

Another self-publishing 
option is to write an ebook 
and sell it from a Web site. 
Most ebooks are sold as PDF 
documents, so there are no 
printing or shipping costs. 
The money you collect is 
essentially all profit, says Lee, 
a creator of several ebooks. 

If you’re anxious to make 
your book public as soon as 
possible, an ebook might be 
the solution. The time from 
writing your book to selling 
your book can be as little as 
a couple of weeks, according 
to Tousignant, whose ebooks 
include The Fit Chic. 

Another benefit of being 
an ebook author is the 
chance to capture customers’ 

contact info. This helps you create relation-
ships with buyers for generating future sales—
something you can’t do with customers who 
purchase books from a bookstore. The main 
trade-off with writing an ebook is its lack of 
prestige outside the World Wide Web. “There 
is not as much credibility in the offline mar-
ket, especially when approaching news media 
outlets,” notes Tousignant. And not everyone 
knows what an ebook is, which makes market-
ing and selling it more challenging. However, 
just like with any book (self-published or not), 
if you know your market well, your book fills a 
necessary gap and your platform is strong, 
your chances of success will be greater.   

Amanda Vogel, M.A., human kinet-
ics, is a fitness pro and owner of 
Active Voice Writing Service in 
Vancouver, B.C. She’s currently 
coauthoring a fitness-related book 
for Sterling Publishing, a sub-
sidiary of Barnes & Noble, Inc. 
In addition to authoring several 
ebooks, Amanda writes articles 
for Prevention, All You, Self and 
Health. Read her fitness writing tips 
at http://FitnessWriter.blogspot.
com, and receive a free copy of her 
ebook, 51 Need-to-Know Writing & 
Marketing Tips for Fitness Pros at 
www.ActiveVoice.ca. 

resources
writing a Book proposal

•  How to Write a Book Proposal by 
Michael larsen (Writer’s Digest 
Books, 3rd edition, 2004).

finding an Agent
•  guidetoliteraryagents.com: how 

and where to find an agent.

•  Publishersmarketplace.com: 
research agents, including those 
who have sold fitness books. (also 
check the acknowledgments page 
of existing fitness books to see if 
an agent is thanked.) 

Self-publishing
•  lulu.com: sell print-on-demand 

(POD) books; build your own 
online storefront.

•  Parapublishing.com: Free resourc-
es and products to help you self-
publish. 
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A randomized controlled trial of the effect of Aerobic exercise 
training on feelings of energy and fatigue in Sedentary Young 
Adults with persistent fatigue

research-at-a-glance

Callahan, l.F., Mielenz, t., Freburger, J., et 
al. (2008). Arthritis Care & Research, 59, 1, 
92–101.

a recent study conducted at the university 
of North Carolina’s thurston arthritis research 
Center evaluated the effects of the eight-week 
arthritis Foundation exercise Program (formerly 
known as People with arthritis Can exercise, or 
PaCe) on participants’ symptoms, functioning, 

level of physical activity and psychological outcomes. 
a total of 346 individuals with self-reported arthritis 
participated in the study. the study participants had a 
mean age of 70 years (ranging from 32 to 94 years old), 
311 were female, 260 were white and 208 had more 
than a high school education.

Key findings of the study included participants report-
ing a reduction in pain and fatigue, improvements in 
upper- and lower-extremity function, and an increase 
in strength. in addition, participants who continued the 

exercise program after the study’s conclusion main-
tained improvements in joint mobility.

the results of this study demonstrate that minor life-
style changes focusing on simply moving more fre-
quently each day can help minimize the debilitating 
effects of arthritis and break the vicious cycle of pain-
inactivity-reduced mobility and function. By improving 
muscular fitness, enhancing the stability of the joints, 
increasing range of motion, and reducing passive ten-
sion of the soft tissue surrounding the joints, proper 
doses of regular exercise can play an important role in 
helping arthritis sufferers manage symptoms and 
improve their overall quality of life. it is important to 
keep in mind that effective exercise program design for 
optimal joint health does not need to be overly strenu-
ous. the arthritis Foundation exercise Program used in 
this study is a low-impact routine incorporating gentle 
range-of-motion movements that can be performed 
while sitting or standing.  

A randomized controlled trial of the people with Arthritis can 
exercise program: Symptoms, function, physical Activity, and 
psychosocial outcomes

Puetz, t.W., Flowers, s.s. 
and O’Connor, P.J. (2008). 
Psychotherapy and Psychosomatics, 
77, 3, 167–174

researchers at the university 
of georgia’s exercise Psychology 
laboratory conducted a randomized 
control trial to examine the effects of 
regular exercise workouts on individu-

als’ feelings of energy and fatigue. researchers recruited 
36 volunteers who did not exercise regularly and report-
ed suffering from persistent fatigue. the volunteers were 
divided into three groups: the first group engaged in 
20 minutes of moderate-intensity aerobic exercise three 
times a week for six weeks; the second group engaged 
in low-intensity aerobic exercise for the same time peri-
od. the study design also featured a control group that 
did not exercise. 

the volunteers in the study used exercise bikes that 
allowed the researchers to control the exercise workload 

so that the low-intensity group exercised at 40 percent 
of their peak oxygen consumption and the moderate-
intensity exercise group at 75 percent of peak oxygen 
consumption. 

the low- and moderate-intensity groups experienced 
a 20 percent increase in energy levels. surprisingly, the 
low-intensity group showed a greater reduction in fatigue 
levels than the moderate-intensity group (65 percent vs. 
49 percent).

according to the researchers, the improvements in 
energy and fatigue were not related to the increases in 
aerobic fitness that the exercisers experienced. instead, 
it appears that exercise acts directly on the central ner-
vous system to increase energy and reduce fatigue.

the results of this study are significant given the grow-
ing number of individuals who are overworked and not 
getting appropriate amounts of sleep. exercise can be a 
very healthful way (unlike the widely consumed caffeinat-
ed beverages and energy drinks) for people to get a 
much-needed energy boost and combat fatigue.  
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As a fitness professional, it is your 
job to help people make a life-
time commitment to exercise. Of 

course, that is not a simple task, espe-
cially given the current sedentary state 
of today’s society. And while there still 
is no easy answer about how to get peo-
ple to commit to an exercise program, 
there is a lot you can do to help further 
the cause. How? By making your classes 
and training sessions as inviting as pos-
sible so that you not only entice people 
to return, you also empower them to 
feel better about themselves.  

There are good reasons, after all, to 
make this a number-one priority every-
where you teach and train. Take, for 
instance, a recent study from the jour-
nal Psychology and Sport in Exercise. The 
study involved nearly 100 college-aged 
women with body-image issues whose 
average body mass was 24.7, which is 
just within normal ranges. The women 

feature story

connect with participants and 
Keep them coming Back for more 
By Creating a Nurturing environment

participated in one of four step aerobic 
classes. Each class was led by the same 
female instructor, but in two classes, 
she emphasized appearance over 
health, using cues like, “Work it—let’s 
get your legs toned so they look good,” 
and “Stand tall—you’ll look 5 pounds 
lighter.”

However, in the other two classes, 
the instructor focused on health versus 
appearance, encouraging participants 
with cues like, “Work it—let’s get fit 
and healthy,” and “Shoulders back 
for good posture.” The instructor also 
changed her style of dress for each sce-
nario, wearing tight-fitting attire in the 
appearance-oriented class versus a loose 
fitting T-shirt and gym shorts in the 
health-oriented class. One class in each 
situation also involved mirrors.

Overall, women in the health-
oriented classes reported enjoying the 
workout more and said they would 

be likely to take a similar class in the 
future. They also reported feeling more 
engaged in the workout, more energized 
and less fatigued after class than women 
in the appearance-oriented classes. 

what messages are 
you Sending?

These results didn’t surprise study 
author Tom Raedeke, Ph.D., associate 
professor of sport and exercise psy-
chology at East Carolina University in 
Greenville, N.C. “We know exercise can 
be intimidating, especially for people 
who are concerned about their appear-
ance,” he says. 

And it’s that intimidation that 
Raedeke wants fitness professionals to 
put in the forefront of their minds. 
“You have to be cognizant of the mes-
sages you’re communicating to partici-
pants from the minute they walk into 
your club or class,” he says. 

Start, for example, by looking at the 
posters on the walls. Of course, you 
may not have any influence on what 
hangs on the walls, but if you do, look 
carefully at the photos on the post-
ers. Do they show chiseled men with 
six-pack abs and scantily clad women? 
If so, does that jibe with the clientele 
you’re trying to attract? 

Even if you don’t have control over 
the ambiance in the club, you do have 
control over the environment in your 
class. From the minute participants 
walk into your class or training session 
until they leave, you need to make 
them feel comfortable, and a lot of that 
comes down to positive interactions 
with participants. “If we want partici-
pants to enjoy themselves and continue 
coming back, we need to connect with 
them,” says Peggy Gregor, group fitness 
instructor for Healthtrax Fitness and 
Wellness in Bethel Park, Penn., and a 
master instructor/presenter for SPIN 
Pilates and Mad Dogg Athletics. 

That’s why Gregor tells all of her fit-
ness instructors to show their eyes and 
teeth as much as possible in classes. 
“Always smile at your participants and 
make eye contact with them,” she says.
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communication and 
community

Communication with your participants is 
also key. “If fitness professionals just learned 
the name of every participant and found out 
a little about them, that would be enough 
to change that room from just a workout 
room to a place where magic happens,” says 
Patricia Moreno, an international fitness pre-
senter based in New York City and founder 
and creator of IntenSati Life, a series of fitness 
classes that mix positive, spoken affirma-
tions with physical movement. Moreno, for 
instance, arrives early to class so she can chat 
with participants, especially those who are 
new. She welcomes them, tells them a little 
about the class and then advises them to fol-
low her modifications if a move doesn’t feel 
right and take breaks as needed. She 
also stays after class to answer ques-
tions and chat with participants about 
their experience in class.  

To build a greater sense of commu-
nity, Moreno also asks her participants 
to do a meet-and-greet with each other. 
During this time, she gets ready for 
class, setting up the music and putting 
on her microphone. “Bonding with 
other people is one of the main reasons 
people join a gym,” she argues. “By 
asking participants to welcome each 
other, you’re helping create a com-
munity they can belong to, and not 
only does it help new individuals feel 
less awkward and less like they’re being 
left out, it also gives people a reason to 
come back.” Plus, it gives participants 
something to do, instead of staring at 
you, while you prep for class. 

Then as Moreno is about to begin 
class, she reminds participants how 
awesome it is that they showed up. “By 
just showing up, they’ve already suc-
ceeded,” she says. “The workout is just 
icing on the cake.” 

You should also be aware of what you say 
during classes or training sessions. Based on 
the above-mentioned study, emphasize the 
health aspect versus the appearance aspect 
of fitness. For instance, Moreno always tells 
participants to remember why they’re there 
and if they’re doing their best. “I ask them if 
they’re working out in a way that will make 
them proud when they’re done,” she says. 
And instead of harping on participants for 
what they’re doing wrong, she always uses 
positive encouragement. 

choose Substance over 
(the wrong) Style

Another study looked at the style of group 
fitness leadership and how it affected class 
participants. In one class, the instructor used 
a bland style, avoiding conversation with par-
ticipants and giving only generic feedback to 
the group as a whole. If she did give feedback 
to one person, it was to correct errors. In the 
other setting, though, she used participants’ 
names when talking to them, gave individual 
attention to participants before and after 
class, and focused on positive praise. As you 
might expect, participants in the second situ-
ation enjoyed the class more. “Personalizing 
the experience for participants can help make 
them feel more comfortable while exercis-
ing,” Raedeke says. 

Fun should be part of the equation, too. 
“We need to make exercise so enjoyable that 
participants are focused on how much fun 
they’re having and how great they feel,” 
Raedeke says. Of course, coming up with 
ways to make your classes or training sessions 
more fun is part of your challenge as a fitness 
professional. Raedeke points, for example, to 
an aquatic exercise class he observed while 
swimming laps nearby. During most of the 
classes he witnessed, the participants looked 
ultra serious. Yet one day, the instructor had 
them do fun games in the water, and every-

body was laughing and having fun, making 
Raedeke suspect they got a better workout on 
that day. 

And yes, your appearance does matter, for if 
you want to create a less intimidating environ-
ment, you need to dress with your participants 
in mind. Healthtrax, for instance, has a dress 
code for instructors and members that borders 
on the conservative side. No bare backs or bel-
lies are allowed, shirts have to go to the tips 
of the shoulders, and short shorts are frowned 
upon, athletic pants being preferred. “Because 
we’re a wellness center, we don’t want mem-
bers to feel like they have to be in shape to 
exercise here,” Gregor says. “Plus, by dressing in 
a less intimidating way, you can reach clientele 
who really need your help.”

Another factor to consider when design-
ing a nurturing environment: mirrors. 

Surprisingly, in Raedeke’s study, 
mirrors had no influence on par-
ticipants. Yet other studies have 
found that when some people exer-
cise in front of mirrors, especially 
individuals with body-image issues 
or low self-esteem, they have less-
positive experiences. That’s why 
some fitness professionals turn their 
participants away from mirrors. 
Gregor even dims the lights, espe-
cially in her dance-based classes, so 
students don’t feel so awkward, and 
she teaches facing her participants, 
which makes it easier for her to con-
nect with individuals. 

Finally, remember that this 
workout is for your participants, not 
you. To that end, if possible, walk 
around class while you’re teaching. 
“Make that personal contact, either 
giving individuals encouragement 
or asking how they’re feeling,” 
Gregor says.   

Do all of this, and in no time, 
your classes and training sessions 

will be even more popular among partici-
pants. And even more importantly, you’ll 
have instilled in participants a desire to con-
tinue exercising.  

Freelance journalist and ACE-
certified fitness pro Karen Asp is 
the fitness columnist for Allure, 
the sport training columnist for 
Oxygen and a regular contribu-
tor to Natural Health, Prevention, 
Redbook, Self, Shape, Weight 
Watchers and Woman’s Day.
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W orkplace conflict. No matter what 
your employment status—man-
ager, owner, instructor, trainer, 

front desk staff, marketing, sales—it 
happens. It can also be costly. According 
to several studies, 24 percent to 60 per-
cent of management time and energy is 
spent dealing with anger. This leads to 
decreased productivity, increased stress 
among employees, hampered perfor-
mance, high turnover rate, absenteeism 
and, at its extreme, violence and death. 

On the positive side, according to 
a study by Eckerd College Leadership 
Institute in conjunction with the Center 
for Creative Leadership, your organiza-
tion’s perception of your ability to effec-
tively manage conflict is directly linked 
to your promotability. In other words, 

says Charmaine McClarie, president 
of the McClarie Group in Los Angeles, 
being conflict competent can help 
ensure your ongoing career success. 

causes of conflict
“Underneath most workplace con-

flicts, someone feels dismissed, discount-
ed, disrespected or otherwise dissed,” 
says Elinor Robin, Ph.D., a licensed 
counselor and Florida Supreme Court–
certified mediator and mediator trainer. 

“The most common causes of work-
place conflicts are simple things, like mis-
understandings and differences that can 
grow out of control,” explain Tim Flanagan 
and Craig Runde, authors of Becoming 
a Conflict Competent Leader and Building 
Conflict Competent Teams. “They stem from 

natural differences in goals, values and 
interests that people have.” 

Kent Porter of Porter Leadership 
Development in La Jolla, Calif., adds that 
the wrong mindset is often a culprit of 
conflict, as well. “‘If you can’t say any-
thing nice, don’t say anything,’ and ‘Let’s 
agree to disagree,’ both lead to stuffing 
it or passive-aggressive behavior. In the 
workplace, this isn’t a solution. It’s a for-
mula for gossip and back challenging.”

Sandy Gluckman, Ph.D., president of 
The Gluckman Group, Inc., feels that the 
cause of conflict can be summarized into 
one word: ego. “Conflict arises when 
our egos get in the way,” she says. “It is 
our self-righteous, defensive and threat-
ened ego that creates workplace conflict, 
including: territorialism versus collabora-
tion, competition versus collaboration, 
self-serving and hidden agendas versus 
open honesty, and cliques and camps 
within the department.” 

resolutions
No matter what the actual cause of a cur-

rent conflict is, what do you do about it?
For starters, as intimidating as it may 

seem, avoiding conflict is one of the 
worst things you could do. But do you go 
directly to the source of your problems…
or hand it over to a supervisor? Most of 
our experts (actually, all but one) said to 
go directly to the source. “You should 
attempt to resolve this yourself first and 
only resort to a supervisor if it has esca-

feature story

learn to effectively Manage and 
resolve conflict in the workplace
SCENE: Free-weight section of the gym. You’re training a new client.

PloT: A coworker overhears you giving your client advice and interjects into the 
conversation, “correcting” you and interfering with your training session (oh, yeah…
and making you look foolish in front of your client). You now need to decide how to 
handle this awkward situation.

STARS: You and your (controlling, can’t-mind-her-own-business) coworker
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it’s All in How You look at it
sometimes changing your perspective—or how you say 

something—can make a big difference. “try changing the 
word ‘conflict’ to ‘sharing the impact they have on me,’” 
suggests Porter. 

Next, reword your conversation so that it’s not emotion-
laden and accusatory. For instance, rather than tell your 
boss you’re being overworked, Porter recommends saying 
something like, “the task you requested will take me 10 
hours and delay three other projects. is that okay?”



more than talking or proving. How does 
the other person see it?
Ask questions•	 . What does the other person 
really want and why do they want it?
Clarify often.•	  Check your understanding 
throughout the conversation. Paraphrase 
and summarize what the other person 
has said.
Acknowledge.•	  Without judging, show you 
understand the other person’s position.
Identify common ground.•	  Find areas of 
agreement to build from.
Seek resolution•	 . Avoid getting caught up 
in the conflict. Keep asking, “How do we 
move forward from here?”

The underlying theme of these tips is to 
check your ego at the door, as well. Try to 
determine, says Gluckman, how your ego is 
showing up. Are you being defensive, self-
righteous or arrogant? Another tip: Pause 
before you speak. “This will buy you some 
time to reflect on, ‘How would I speak and 

what would I do differently if I 
take my ego out of the situation?’ 
For example, would I be quieter, 
listen more or look for a collabora-
tive solution?”

conflict’s  
lighter Side

“When two people deal with 
conflict constructively, they do 
more than just resolve the issue at 
hand,” say Flanagan and Runde. 
“They discover the value in 
embracing their differences in 
ways that lead to more options, 
creativity and innovation than 
they could have imagined before. 
Without our naturally occurring 
differences and disagreements, 
there would be limited potential 
for new invigorating and innova-
tive ideas and possibilities. By 
addressing conflict effectively,  
you can enhance creativity and 
improve decision-making and  
productivity.”   

Carrie Myers is a trainer, 
instructor, author, writer, 
presenter and former 
avoider. She’s also the fit-
ness coordinator at the 
Mt. Washington Resort in 
Bretton Woods, N.H. 
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lated to a crisis point,” says Gluckman. 
Porter agrees. “You are part of the prob-

lem. But by talking to them, you then 
become part of the solution. How can they 
change if they don’t know [how their behav-
ior is affecting you]?”

He recommends that if, after three 
attempts to talk it out and nothing improves, 
go to the supervisor and request to have a 
three-way meeting. 

Leslie Beth Wish, Ed.D., psychologist, 
social worker and certified aquatic fitness 
professional, promotes caution regarding 
approaching a conflict-ridden coworker. 
“While confronting a difficult colleague is 
often a recommendation, direct approaches 
from colleagues rather than bosses usually 
end badly. The offending colleague may 
become defensive, belligerent or dangerous.”

She feels a better approach is to find out 
what the colleague needs emotionally. “Most 
often, it’s recognition.” 

Here are her recommenda-
tions for “calming down an 
obnoxious employee:” 

Include the colleague in con-•	
versations or invite them out 
to lunch.
Ask for a favor—it shows •	
you value them.
Give the person a task that •	
is important.

If you’re cringing at these 
recommendations, because you 
don’t feel it’s your job to have to 
figure out a coworker’s emotional 
needs, chances are you’re not 
alone. Many experts suggest tak-
ing the emotions out of the situ-
ation and focus on the issue, not 
the person.

“We practice the ‘cool 
down, slow down, then engage 
constructively’ method,” say 
Flanagan and Runde. Here are 
their tips:

Cool your emotions first by •	
observing and monitoring 
yourself.
Take a time-out if necessary.•	
Express your emotions by •	
describing them instead of 
behaving them.
Engage in perspective-taking •	
by fully exploring your con-
flict partner’s positions and 
views first.

for All You managers…
Many experts, including Wish, feel that much of conflict’s roots 

lie in managers not being taught how to effectively deal with it. As 
a manager, if you find yourself having to mediate between two dis-
gruntled employees, keep the following tips in mind:

Meet with everyone involved together, not separately. Allow •	
each person to clarify his or her perspectives and opinions 
about the problem. If necessary, establish a time limit for each 
person to talk. Do not allow either employee to verbally attack 
the other one.
Identify the problem. After everyone has had his say, para-•	
phrase the issue and make sure everyone understands and 
agrees to what it is. 
Identify the ideal end result from each party’s point of view. •	
Ask each participant what specific actions he’d like the other 
party to take. 
Figure out what can realistically be done to achieve each •	
individual’s goals. If action is taken, how will this affect other 
projects and objectives? Will the end result be worth the time 
and energy spent? If the attempt fails, what’s the worst that can 
happen? 
Find an area of compromise. Is there some part of the issue on •	
which everyone agrees? If not, try to identify long-term goals 
that mean something to everyone and start from there. 
As a supervisor, is there some responsibility you need to accept •	
for the issue? Is there something in the work environment that’s 
causing a rift among employees? Are work practices and policies 
fair? Are they being followed? Take a look at your own work 
ethics and decide if there’s something you could be doing to 
improve the situation…and prevent it from happening again. 

Sources: www.humanresources.about.com; www.allbusiness.com

“The greatest challenge in managing con-
flict is that most of us react to conflict situa-
tions without consciously thinking through 
how to manage them well,” says McClarie. 
“Effectively resolving conflict is about choice 
and skill: choosing an effective approach to 
handle the conflict and having the tools to 
use this approach effectively.”

McClarie believes “at nearly every sec-
ond in a conflict-filled conversation, we are 
at a choice-point—escalate the conflict by 
reacting to the conversation or diffuse it by 
masterfully addressing the issue behind the 
conflict.” 

Her tips for resolution include: 
Know yourself.•	  Most of us have a “conflict 
stance.” What is yours? If it isn’t work-
ing, then change it.
Start “clean.”•	  Leave your assumptions 
and emotional reactions at the door. 
Focus instead on the facts. 
Listen actively.•	  Concentrate on listening 
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2008 ACE-approved Conferences
ACE reviews and approves courses, workshops and conventions at which you can earn CECs. Call 800-825-3636, Ext. 781, or access the  

ACE Continuing Education Center online at www.acefitness.org for a schedule of courses and workshops available near you.

Date eveNt LoCatioN orgaNizatioN CoNtaCt # Web 

8/13–18 Can-Fit-Pro Toronto 2008 Conference Toronto, Ontario Can-Fit-Pro 800-667-5622 www.canfitpro.com
8/22–23 FIT PRO Seminars 2008 Albuquerque, N.M. FIT PRO Seminars 505-803-9682 www.fitfundamentals.com
8/22–24 Dallas MANIA Dallas, Texas SCW Fitness Education 877-SCW-FITT www.scwfitness.com
9/8–11 ACE Fitness Symposium Las Vegas, Nev. ACE 800-825-3636 www.acefitness.org
9/11–14 Inner IDEA Conference 2008 Palm Springs, Calif. IDEA 800-999-4332 www.ideafit.com
9/20–21 3rd Annual Midwest Strength, Conditioning  Chicago, Ill. (Northbrook) Fitness Education Seminars 773-343-4012 www.fitnesseducationseminars.com 
 & Rehabilitation Symposium
9/21–28 13th Annual Yoga Journal Colorado Conference Estes Park, Colo. Yoga Journal 800-561-9398 www.yjevents.com
10/3–5 Midwest MANIA Chicago, Ill. SCW Fitness Education 877-SCW-FITT www.scwfitness.com
10/1 TSI Summit and Trade Show for Fitness  New York, N.Y. Town Sports Internat ional 800-220-4385 www.mytsisummit.com 
 Industry Professionals
10/15–18 Club Industry 2008 Chicago, Ill. Club Industry 800-927-5007 www.clubindustryshow.com
11/4–8 Fit Beach 2008 Negril, Jamaica Fit Bodies, Inc 859-341-0830 www.fit-beach.com
11/7–9 Boston MANIA Boston, Mass. SCW Fitness Education 877-SCW-FITT www.scwfitness.com
11/13–16 ECA/THRIVE! Miami Miami, Fla. ECA 1800-ECA-EXPO www.ecaworldfitness.com
11/14–17 The 2008 Yoga Journal Florida Conference South Florida, Fla. Yoga Journal 800-561-9398 www.yjevents.com

12/4–6 Athletic Business Conference & Expo San Antonio, Texas Athletic Business Publications 800-722-8764, Ext 155 www.athleticbusinessconference.com

Whether you’re a full-time trainer or 
teaching group classes to supple-
ment your nine-to-five day job, you 

can maximize the benefits of an ACE certifi-
cation by earning a second ACE certification.

Becoming an ACE-certified Professional 
twice over can greatly improve your mar-
ketability—particularly advantageous in 
today’s uncertain economy and competitive 
environment—as well as further cultivate your 
knowledge and skill set. Moreover, ACE now 
offers discounts on renewal rates for additional 
certifications to help make it easier for you to 
maintain your credentials (see page 19).

To help you earn an additional ACE cer-
tification, ACE has developed several new 
preparation tools:

Personal Trainer Exam Review 
Course – Live Webinar 

In addition to the live workshop and online 
formats, ACE is pleased to offer the Personal 
Trainer Exam Review Course as a live webinar. 
The webinar option provides an ideal hybrid of 
the live and online versions of the course and is 
most suitable for those who learn best in their 
own setting, but also want to benefit from live 
support and teaching. Each webinar lecture 
is presented in real-time by an ACE Master 

Practical Trainer and offers an interactive and 
comfortable environment for asking questions. 
The ACE Personal Trainer Exam Review Course 
has long been a popular way to prepare for 
the ACE Personal Trainer Certification Exam. 
Through the course, exam candidates review 
key topic areas from the exam content outline, 
including foundational knowledge; applied sci-
ence; client interview and assessment; program 
design and implementation; program progres-
sion including modification and maintenance; 
professional role and responsibilities; and test-
taking strategies.

Group Fitness Instructor Exam 
Review Course – Online

The ACE Group Fitness Instructor Exam 
Review Course is a valuable study tool to help 
exam candidates prepare for the ACE Group 
Fitness Instructor Certification Exam. The 
5.5-hour online course is ideal for people who 
learn best on their own and in a self-paced 
environment, but want the in-depth teaching 
and support that the ACE curriculum provides. 
The course features six modules covering 
key topic areas of the exam content outline: 
applied sciences; exercise programming and 
class design; group instructional methods; 
group leadership methods; and professional 

responsibility. Take the course all at once or 
complete each module separately. Also, those 
who hold an ACE certification other than 
Group Fitness Instructor and successfully 
complete the course will earn 0.6 ACE CECs.

Study Coach Programs
Prepare to take an ACE exam with the 

new Study Coach Program, which includes 
free exam prep assistance to keep you on 
track with your studies. Convenient weekly 
emails guide you through the ACE Personal 
Trainer or Group Fitness Instructor manuals 
along with ACE’s recommended approach 
to exam preparation. Offered in both 12- 
and 20-week formats, you’re sure to find 
one that fits easily into your study timeline. 
Currently, Study Coach is offered to those 
preparing for the ACE Personal Trainer or 
Group Fitness Instructor Exams. However, 
stay tuned throughout 2008 for upcoming 
Study Coach Programs for Advanced Health 
& Fitness Specialist and Lifestyle & Weight 
Management Consultant Exam candidates.

For more information, including pricing on 
these programs, visit www.acefitness.org/
getcertified or contact an ACE Education and 
Certification Consultant at 800-825-3636, 
Ext. 782.   

Paving the Way for You to Earn That Second ACE Certification
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Did You Know?
ACE Offers Specialty 
Certification for Fire Fighters

The job of fighting fires and responding to 
emergency situations is one of the most 
dangerous and physically demanding 

professions. To help improve the safety, perfor-
mance and quality of life of uniformed person-
nel in the fire service, ACE partnered with the 
International Association of Fire Fighters (IAFF) 
and International Association of Fire Chiefs (IAFC) 
to develop the Peer Fitness Trainer Certification. 

Throughout the United States and Canada, 
the Peer Fitness Trainer Certification identifies 
fire service personnel who have demonstrated 
a certain level of knowledge and skill required 
to design and implement fitness programs and 
improve the wellness and fitness of their depart-
ments. The role of a Peer Fitness Trainer differs 
from a Personal Trainer because fire fighters 
have unique fitness needs and work in some of 
the most extreme environmental conditions.

This year’s Fitness Symposium attendees will 
have the opportunity to participate in exciting 
and challenging IAFF-sponsored events. Come 
out and meet our fire fighters and see how you 
measure up! Go through portions of the candidate 
physical abilities test just like new prospective 
fire fighter recruits. Participate in the hose drag, 
equipment carry and more. Plus, sit in on our fire 
fighter–conditioning session and learn to design 
functional training programs to improve fire 
fighter performance and reduce the risk of on-
the-job injury. After all, springing into action with 
75 pounds of equipment is no small feat!

For more information on the Peer Fitness 
Trainer Certification visit www.acefitness.org/iaff. 
For additional details on the ACE Fitness 
Symposium or to register, visit www.acefitness.
org/symposium. 

As a valued ACE-certified Professional, we’d like to remind you of a recent change 
affecting the renewal of your certification. All ACE certifications renewed on or after 
September 1, 2008, are subject to a new pricing structure.  

This new pricing addresses the frequent requests of ACE-certified Professionals to recog-
nize those that hold multiple credentials. In addition, it rewards online renewal via a discount.

We were fortunate to have gone five years without a rate increase for renewals. While 
we prefer to avoid these increases altogether, the simple cost of doing business has risen 
for ACE, just as it has for other organizations and industries across the nation. 

For an overview of the recent change in renewal rates, please refer to the side-by-side 
comparison in the table below.

We are committed to providing you with the highest level of customer service and quality 
programming. Should you have any questions about these changes, please don’t hesitate to 
contact a Professional Services Representative at 800-825-3636, Ext. 781.  

New Prices Effective September 1, 2008

   

 Former Rate ONLiNE MAiL-iN/FAx
First Certification:    
  On-time renewal $69 $79  $99 
Additional Certifications:* 
  On-time renewal for 2 certifications $69 each $69 each $79 each 
  On-time renewal for 3 Certifications $69 each $59 each $69 each 
  On-time renewal for 4 Certifications $69 each $49 each $59 each 
Late Renewals:  
  Renewal up to 2 months late $89 each $129 each $129 each
  Renewal up to 6 months late $109 each $159 each $159 each

If you are 6 or more months late and wish to renew, you must contact ACE to determine 
if you are eligible to be reinstated.

*Rate based on total number of current certifications at time of renewal.

 Rate Effective 9/1/08

Celebrating their 25th Anniversary this year, SPRI Products, Inc. 
is still dedicated to providing high-quality exercise products 
and fitness accessories for the health and fitness industry.

This commitment has led SPRI to become this year’s proud Premier 
Sponsor of the American Council on Exercise Fitness Symposium, 
which takes place in Las Vegas at the Rio Hotel and Suites from 
Sept. 8-11, 2008 (see page 20 for more information).

“This sponsorship allows us the first-hand opportunity to directly communicate with 
thousands of well-educated and talented fitness professionals who are looking for excel-
lence in equipment and information,” said Adam Zwyer, marketing manager of SPRI 
Products, Inc. “The American Council on Exercise continues to positively impact the fitness 
industry as well as the general population and we are pleased to be in a partnership with 
such a great organization.” A pioneer of highly effective strength-training methods, SPRI 
continues to popularize resistance-exercise programs and expand into related markets as 
new applications are discovered and professional and consumer interest builds. This keeps 
the organization on the cutting edge of today’s exercise trends.

 As the fitness industry continues its search for alternative, innovative and affordable 
solutions to help consumers meet their fitness goals, SPRI leads the way with a sophisti-
cated product line of fitness equipment and accessories, including rubber and weighted 
resistance, sport conditioning, balance and stability, mind-body and aquatics products.

For more information, visit the SPRI website at www.spri.com.  

SPRI Products–Premier Sponsor of 
the 2008 ACE Fitness Symposium



Join top fitness experts in fun and dynamic sessions, discover refreshing and creative ideas, and learn the latest 
in sound science—all geared to advance your knowledge and enhance the value you bring to your clients.

GAIN KNOWLEDGE 
Sessions include fitness nutrition; working with post-rehab clients; youth fitness; posture 
assessment; metabolism; firefighting conditioning programs; “diabesity;” Web site design; and 
tips, tricks and workouts for kickboxing, plyometics, Pilates, sports conditioning and more! 

BE INSPIRED 
Keynote sessions delivered by Barry Franklin, Ph.D., and Kathy DeBoer, M.B.A., as well as 
inspirational stories from two of NBC’s The Biggest Loser contestants who are now ACE-
certified personal trainers! Additional sessions from Len Kravitz, Ph.D., Keli Roberts,  
Marjorie King, Ph.D., A.T.C., Peter Twist, M.Sc., Shannon Fable, Scott Cheatham, D.P.T., 
A.T.C., Cody Sipe, M.S., Chris Freytag and ACE’s very own Cedric Bryant, Ph.D., Fabio 
Comana, M.A., M.S., Robyn Stuhr, M.A., Todd Galati, M.A., and many more!

mAKE A DIFFERENCE 
Speak with ACE decision makers to let us know what you need to take your health  
and fitness career and your passion to the next level. You’ll have every 
opportunity to develop long-lasting business relationships, cre-
ate new friendships and peer networks, and learn what 
club owners and managers are looking for when hir-
ing their staff. The Welcome Reception, opening 
breakfast, ACE + IHRSA Networking Lunch, 
and admission to the National Fitness 
Trade Show are all included in your 
registration.

ACE Fitness Symposium 2008 
September 8–11 
Las Vegas, Nevada

For the latest information, 
including how to register, visit 
www.acefitness.org/symposium.

STAY 
TUNED 

AMERICAN COUNCIL ON EXERCISE

SEPTEMBER 8-11 / LAS VEGAS, NV



calendar of events

aHa 
Heartsaver 
first aid with  
cPr & aed 
training 
Cost: $99        CECs: 0.6 
A first aid emergency can occur any-
where, including the workplace and 
within your community. The American 
Heart Association’s Heartsaver First Aid 
with CPR and AED course teaches life-
saving skills in an emergency until EMS 
arrives. This convenient course satisfies 
training requirements for CPR, AED and 
first aid in a single one-day course. The 
completion card is valid for two years. 
*The American Heart Association strongly promotes knowl-
edge and proficiency in BLS, ACLS and PALS and has developed 
instructional materials for this purpose. Use of these materials in 
an educational course does not represent course sponsorship by 
the American Heart Association, and any fees charged for such a 
course do not represent income to the Association.

Heartsaver  
first aid

cPr/aed training

sept. 27, 2008 
Baltimore, MD
Boston, MA 
Dallas, TX
Irvine, CA

Long Island, NY
Minneapolis, MN
New York City, NY

San Diego, CA 
Seattle, WA

  

ace Personal trainer  
Practical training 
Cost: $299      CECs: 1.5
During ACE’s two-day, 15-hour course, you’ll learn the critical 
areas of Fitness Assessment, Program Design, Upper- and  
Lower-body Strength Training and Flexibility Training.

Fitness Assessment
Learn how to effectively administer a health history screening and 
appropriately conduct exercise assessment tests, collecting valu-
able information that can identify areas of possible health and 
injury risks and aid in the development of an exercise program.

Program Design
Learn how to design and modify a safe and effective program for 
an apparently healthy adult.

Upper-body and Lower-body Strength Training
Get hands-on training on how to instruct and spot clients as they perform upper- and 
lower-body strengthening exercises. 

Flexibility Training
Learn to demonstrate proper exercise execution and technique for each of the main mus-
cle groups, as well as coach clients as they perform flexibility exercises, decreasing their 
chance of injury and enhance their exercise benefit. 

Practice Training Session
Spend time programming and executing an actual personal training session. This valuable 
hands-on experience will allow you to practice your program design, communication, 
instruction, and spotting skills as you take a client through portions of a mock personal 
training session you create. 

Personal trainer  
Practical training 

September 20-21, 2008

Atlanta, GA
Baltimore, MD

Boston, MA
Chicago, IL
Detroit, MI 

Los Angeles, CA
New York, NY
Portland, OR
San Jose, CA

aHa/aed anytime 
Home study Kit with 
live skills check
Cost: $99   CECs: 0.4
Heartsaver AED Anytime™ 
is a computer-based course 
that provides individuals with 
a flexible, research-proven 
alternative to the traditional, 
classroom-style Heartsaver Live 
Workshop. With the interac-
tive format, you’ll learn both 
CPR and AED, then simply 
complete a skills check in per-
son to get your certificate.

aHa/aed 
anytime

sept. 27, 2008 
Baltimore, MD
Boston, MA 
Dallas, TX
Irvine, CA

Long Island, NY
Minneapolis, MN
New York City, NY

San Diego, CA 
Seattle, WA

functional training 
Workshop
Cost: $175      CECs: 0.8
Date & Locations: 
Sept. 13, 2008 San Diego, CA 
  New York, NY   

Functional training continues to grow in popularity as the foundation 
for fitness and sports conditioning programs. Training to improve pos-
ture, movement efficiency and overall muscular performance related 
to a variety of activities defines functional training. Enhance your 
knowledge and applied skills with the latest tools and techniques in 
personal training to stay ahead of the game.

The one-day (8.5-hour) ACE Functional Training workshop teaches  
the important concepts of functional training by instructing  
personal trainers on how to: 

Conduct postural assessments and movement screens•	
Develop core-training progressions•	
Design exercise progressions for postural compensations•	
Implement effective dynamic warm-ups•	
Introduce sport-conditioning principles •	
into your clients’ training programs

for additional information 
or to register, go to 

www.acefitness.org/liveprograms



If you are interested in information on other health and fitness topics, contact the American Council on Exercise, 
4851 Paramount Drive, San Diego, CA 92123, 800-825-3636; or go online at www.acefitness.org and access the complete list of ACE Fit Facts.
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A sthma, characterized by inflamed and 
highly irritable airways, is an increas-
ingly common lung disease in the U.S. 

When the airways are exposed to irritants, they 
narrow, which makes breathing more difficult. 
Signs of asthma include wheezing, cough-
ing, chest tightness and difficulty breathing, 
especially at night and in the early morning. 
Common irritants include tobacco smoke, air 
pollution, viral infection, and allergens such as 
dust mites and cat dander. Vigorous exercise 
also can act like an irritant by triggering airway 
spasm and narrowing. This is referred to as 
exercise-induced asthma.

the ABcs of exercise-
induced Asthma

About five to ten minutes into a strenuous 
soccer game you start to cough and feel short 
of breath. You tell yourself that you’re out 
of shape and recommit to your resolution to 
participate in vigorous cardiovascular exercise 
at least three days per week. But then, the 
next time and the time after that the same 
feelings of difficulty breathing set in. You 
finally go visit your physician who tells you 
that you have asthma. But this only happens 
with exercise, you say.

If that’s the case, you’re one of 5 percent 
to 10 percent of people with asthma who 
only experience symptoms with exercise. On 
the other hand, 90 percent of people with 
asthma have exercise-induced symptoms. 
Exercise-induced bronchospasm may start 
during exercise or shortly after exercise. These 
episodes tend to be shorter than attacks with 
other triggers. 

Many people with asthma avoid exercise 
thinking it will do more harm than good. The 
truth is that people with asthma can experi-
ence the same benefits from exercise as every-
one else. And with the proper precautions, the 
risks are significantly lessened.

exercising with Asthma
First, have a thorough medical evalua-

tion and obtain your physician’s permission 
before beginning an exercise program. Your 

tm

exercise and Asthma
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physician will probably prescribe a medicine 
to help keep your airways open during exer-
cise. For example, you may be instructed 
to take albuterol, a short-acting inhaled 
bronchodilator, 15 minutes before exercise 
to prevent symptoms for up to about four 
hours.

Once you receive clearance from your 
physician, consider the following exercise 
guidelines:
•		Always	have	medication	nearby	for	use	in	

the event of an asthma attack. Be aware 
of early signs of an asthma attack such as 
shortness of breath and coughing.

•		Take	extra	time	(aim	for	15	minutes)	to	
warm up before exercising. This helps the 
airway retain a more normal size.

•		Prolong	your	cool-down.	The	second	most	
likely time to experience an exercise-
induced asthma attack is in the  five to 
10 minutes after exercise. By gradually 
decreasing intensity, you reduce your risk.

•		Be	aware	of	your	exercise	environment.	
Avoid exposure to other asthma triggers 
such as pollen and pollution when exercis-
ing. A warm and humid environment (like 
that in a pool) reduces exposure of the 
lungs to cool, dry air —the suspected cause 
of exercise-induced asthma.  

•		Consider	exercising	at	the	lower	end	of	
your target heart rate and incorporating 
intervals for high-intensity training to 
minimize your risk of an asthma attack. 
Choose exercises that are less likely to trig-
ger an attack such as pool swimming and 
walking. 

•		Maintain	adequate	hydration.	This	will	
decrease mucous accumulation in the 
airways, thus reducing risk for an asthma 
attack or a future infection like bronchitis 
or pneumonia.

•		Maximize	air	exchange	with	diaphragmat-
ic breathing. Inhale deeply through your 
nose and exhale through your mouth. 
With each inhalation you should see or 
feel your belly rise.

•		Rest	when	necessary	and	listen	to	what	
your body is telling you.

Keep Your options open
Asthma does not equate to an inactive life. 

In fact, six-time Olympic gold medalist 
Jackie Joyner–Kersee still achieved the high-
est levels of athletic success despite having 
asthma. As long as you and your physician 
are comfortable with your level of activity, 
nothing should keep you from doing the 
activities that keep you happy and healthy. 
Your local ACE-certified Advanced Health & 
Fitness Specialist can help you design the 
program that’s just right for you if you need 
help getting started.  

resources for  
more information
American Academy of Asthma, Allergy, & 
Immunology. Tips to Remember: Exercise-
Induced Asthma. www.aaaai.org/patients/pub-
licedmat/tips/exerciseinducedasthma.stm

Medline Plus. Asthma. www.nlm.nih. 
gov/medlineplus/asthma.html

Mayo Clinic. Exercise-induced Asthma:  
Avoid it With Preventive Medication.  
www.mayoclinic.com/health/exercise-  
induced-asthma/HQ00560
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Circle the single best answer for each of the following questions.

If you suspect a client is having an exercise-1. 
induced bronchospasm, you should advise him to 
_________________________.

 A.  Stop exercising immediately and call his doctor.
 B.  Push through the attack and continue exercising.
 C.  Reduce exercise intensity so he can take his res-

cue medication.
 D.  Keep exercising, but change environments to 

reduce exposure to possible irritants or allergens.

Which of the following is NOT a realistic reason for 2. 
wanting to write a book?

 A. To advance your career
 B. To increase your credibility
 C. To share your knowledge with others
 D. To make a lot of money

According to a recent study, individuals with persis-3. 
tent fatigue may benefit most from an exercise pro-
gram of _____________________________.

 A.  High-intensity exercise three to five times per week
 B.  Low-intensity exercise three times per week
 C.  Moderate-intensity exercise three times per week
 D. Daily stretching and meditation

A group fitness class environment that encourages 4. 
participants to stay engaged in the workout and keep 
coming back to class should include _____________
______________________________. 

 A.  Appearance-focused motivational cues and bright 
lighting

 B.  Motivational posters that feature highly fit people
 C.  Health-focused cues and regular communication 

with participants
 D.  Challenging choreography and a competitive atmo-

sphere

According to Flanagan and Runde, which of the 5. 
following is NOT one the four steps to construc-
tively dealing with a difficult coworker?

 A.  Cool your emotions first by observing and moni-
toring yourself.

 B.  Take a time-out if necessary.
 C.  Be sure your coworker knows exactly how you 

feel about their behavior.
 D.  Engage in perspective-taking by fully exploring 

your conflict partner’s positions and views first.

To minimize the risk of an exercise-6. 
induced bronchospasm, exercisers should 
_____________________________.

 A.  Consider exercising at the higher end of their 
target heart rate and incorporating intervals.

 B.  Choose exercises that are less likely to trigger 
an attack such as bicycling or tennis.

 C.  Keep warm-ups and cool-downs to less than 
five minutes to help airways retain a more nor-
mal size.

 D.  Maintain adequate hydration to decrease 
mucous accumulation in the airways.

To attract more men to group fitness classes, 7. 
instructors should _________________________
______________.

 A.  Use attractive women in marketing materials.
 B.  Create classes that focus on improving general 

fitness levels, agility and strength.
 C.  Choose upbeat music mixes that feature 

Madonna or disco hits.
 D.  Avoid using equipment such as BOSU balls and 

body bars.

Scientists speculate that exercise-induced bronchos-8. 
pasm is caused by ____________________.

 A.  Some sort of inflammatory response triggered by 
a loss of heat, water or both from the lungs during 
exercise

 B.  Overexertion and being unable to “catch” your 
breath

 C.  Underreactive airways that don’t respond quickly 
enough to changes in exercise intensity

 D.  Overuse of asthma medication in non-exercise 
situations 

Which of the following is NOT one of the three com-9. 
mon options for becoming a published author?

 A.  Pursing a deal with a traditional publishing house
 B.  Becoming an independent or self-published author
 C.  Taking out an advertisement to find a successful 

ghostwriter
 D.  Creating an ebook and selling it from a Web site

A recent study of the eight-week Arthritis Foundation 10. 
Exercise Program demonstrated that _____________
_____________________________.

 A.  Moving more frequently each day can help mini-
mize the symptoms of arthritis.

 B.  People with arthritis should participate in high-
intensity training to minimize their symptoms.

 C.  Exercise can improve functional fitness, but not 
reduce pain or fatigue.

 D.  Range-of-motion exercises are not very effective 
for enhancing the stability of joints.
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