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Macro Meditations

“The only constant is change, continuing change,
inevitable change—that is the dominant factor
in society today. No sensible decision can be
made any longer without taking into account
not only the world as it is, but the world as it
will be.” —Isaac Asimov

Asimov’s observation is more relevant today than ever before. We're subject
to, and constantly responding to, a flurry of new developments, while,
simultaneously, attempting to effect positive changes on our own.

If the fitness industry were to address the issues and
situations that confront us right now, we’d have an excellent
chance of having a profound impact on the common good.
What are those conditions, what are those factors?

The most obvious one is the current inactivity/junk-food/
obesity epidemic. Our industry offers viable solutions—regular
exercise and sensible eating—and while we accomplish much
on this front, we’re still not reaching a critical mass of adults.

We must also do more to serve the needs of young people,
families, and schools. We need to rethink and reinvent our
industry in order to attract the 75% of adults who never enter
our doors.

And, of course, you may have noticed that healthcare costs
continue to climb.

A practical, attainable solution will arise when all of the parties involved—
the insurance and healthcare industries, employers, government agencies,
and prevention and chronic-disease-management programs, including
those offered by clubs—all begin to function together. We can initiate this
process by working more closely with physicians and corporations.

In our industry, among the changes that we're seeing are the emergence
of better-educated consumers and club members with higher expectations.
We need to strengthen our relationship with them by studying, coming to
understand, and listening to them even more assiduously. The means to do
so are at hand: innovative technology, better business systems, and what
we do best—a human touch.

Broadly speaking, we need to act with greater transparency and integrity,
and to adhere to high standards, such as those embodied in IHRSA’s
Code of Conduct. We need to recognize and value the importance of the
association and the collective industry voice it provides. You can assist
by contributing to its Industry Defense Fund and by visiting the advocacy
center, ihrsa.org/advocacy-center.

Let us stand together as a community, sharing information and
experiences, bringing buyers and sellers together, and working both
individually and collectively to grow, protect, and promote this amazing
industry. If we do, we’ll change the world for the better! —

— Bill McBride, Bill. McBride@ClubOne.com
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