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chapter 1

the NESTA system 
of personal training

The importance of being a 
personal trainer

By definition, a personal trainer is a fitness 
professional that provides individualized ex-

ercise programming and client instruction.  Pro-
gramming and client instruction has changed 
dramatically over time and will continue to 
change for years to come.  Your NESTA educa-
tion and continuing education courses are de-
signed to keep you at the forefront of the latest 
developments in exercise science applications 
within the fitness industry, allowing you to posi-
tion yourself as a professional in this important 
field.

Personal training has evolved significantly over 
the past 30 years.  It is no longer only the rich 
and famous that have personal trainers.  Health 
and fitness programs have increased in popular-
ity and personal training continues to be among 
the fastest growing of all careers.  People from 
almost every demographic are willing to retain 
professional fitness advice.  Why is personal 
training becoming so popular?

Primarily due to our rapidly changing society, 
modern medicine and technology have com-
bined to lengthen the average lifespan.  Howev-
er, many of these technological advances have 
made our society very sedentary and unhealthy.  
People sit in front of computers, spend more 
time on their cellular phones and drive their cars 
more than ever before.  This causes some mus-
cles to be overused, weakens others and in-
creases the average person’s bodyweight, girth 
and body fat percentage.  Although food itself is 
overly abundant in most areas, it was not long 
ago that our ancestors had to work for their food 
on a daily basis just to keep from starving.  We 
are now faced with high quantity, but low quality 
processed and chemically altered food choic-

es.  Our bodies were designed to move and eat 
natural foods.  While individuals in our society 
are living longer, we are actually “dying” longer 
due to our habitual tendencies to lead seden-
tary lives and the staggering trend to consume 
convenient and processed foods.  These conve-
nient and processed foods lack the nutrients our 
bodies need on a daily basis.  

 

Fortunately, people are also becoming more in-
formed about safe and effective ways to attain a 
healthy and fit lifestyle. Consumers are becom-
ing savvy about the exaggerated claims of quick 
fixes and “magic pills” offered through infomer-
cials. True health and fitness is neither quick nor 
does it use magic.  Many people now recognize 
that they need direction and professional guid-
ance.  More than ever, personal trainers are in 
demand; and the need will only become greater 
as personal fitness trainers seek to bridge the 
gap between fitness and medicine.  You will play 
an integral part in this movement toward fitness 
and health.
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the NESTA system 
Traits of a successful trainer

What does it mean to be a professional per-
sonal fitness trainer (PFT)?  What does 

professional personal fitness training entail?  
Does professional personal fitness training sim-
ply involve loving to workout and the enjoyment 
of teaching others to do the same?  The answer 
is yes…and no.
 
Being a personal trainer versus being a “profes-
sional” personal trainer takes a lot more than 
most people think.  While it does take a love for 
fitness and a willingness to help others, a per-
sonal trainer should have a solid understanding 
of the movement and functions of the human 
body.  Looking the part of a personal fitness 
trainer by appearing fit and healthy is important, 
but this is only image.  Image is external.  But 
more importantly, a professional personal fit-
ness trainer understands that fitness and health 
have a strong internal component as well.  This 
understanding must include foundational knowl-
edge of human anatomy, exercise physiology, 
kinesiology, biomechanics, exercise program-
ming and nutrition.  Many personal fitness train-
ers base most of their programming upon ex-
perience rather than science.  The professional 
personal fitness trainer bases decisions first 
upon science.  Personal experience and anec-
dotal evidence (information passed on by word-
of-mouth) are secondary.  

A professional personal fitness trainer is a coach 
and teacher, who provides not only motivation, 
but the right amount of program supervision 
and appropriate exercise progression to assist 
clients in reaching the goals they desire.  To ac-
complish these tasks, a trainer must have ex-
cellent communication skills.  Remember, a 
professional personal fitness trainer is not just a 
motivational coach or physical education teach-
er; they are also a guide who directs the client 
toward the destination of increased health and 
well-being.  Being a great coach and teacher is 
helpful, but does not solely make an individual a 
great personal trainer.

A professional personal fitness trainer must have 
effective business and sales skills.  Most trainers 
do not like to think of themselves as salespeo-
ple.  However, the world’s most knowledgeable 
personal trainer, from a scientific standpoint, is 
destined to be unsuccessful without a strong 
business sense and effective sales skills.  Other 
than education level, this is perhaps the most 
crucial aspect in differentiating personal fitness 
trainers from professional personal fitness train-
ers.  Without these skills, there will be no one to 
train.

With increasing advances in technology and re-
search a certified personal fitness trainer must 
possess the capability and willingness to learn 
continuously.  Mastering the art of selling must 
be one of the main learning priorities to catapult 
the fitness professional toward continued suc-
cess.  As with many things in life, you will only 
get out of it what you choose to put into it.

Job of a trainer 

What is the job of a professional personal 
fitness trainer?  How does it work?  What 

does a professional personal fitness trainer re-
ally do?

The goal is simple:  to help clients reach their 
goals the most efficient, effective and safest 
way possible.  This means designing programs 
which include exercising without wasted effort.  
Such programs minimize injury and maximize 
the benefits of improved performance, whatever 
the goal may be.  This cannot be accomplished 
without taking the time to understand the prin-
ciples of exercise science and taking into ac-
count the individual limitations and needs of 
each client.  There is not one perfect program 
for everyone.  The job of the professional per-
sonal fitness trainer is to fit the program to the 
client (never the other way around).

The professional personal fitness trainer is a 
guide who leads clients from point A (their cur-
rent health and fitness status) to point B (their 
fitness goals and health needs).  This is also 
known as Bridging the Gap.
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bridging the gap
Fitness wants and needs  B

 Current health & fitness level  A  

assess
Why assess?  What does it mean to assess?

If the job of a personal fitness trainer is to get 
a person from point A to point B, you must 
first find out where your client is now (A) and 
where they wish to go (B).  To properly design 
programs for clients, the trainer must determine 
the client’s explicit and implicit wants and needs 
(goals).  Explicit goals are goals that are men-
tioned by the client.  Your client may tell you 
that they would like to lose weight.  This is an 
explicit goal.  Implicit goals are implied but are 
not necessarily mentioned.  In this case, your 
client would clearly like to lose weight in the saf-

est and quickest way possible.  They don’t want 
to waste a lot of time and money.  While they 
may not mention this, it should be obvious.  De-
termine your client’s goals in explicit detail by 
asking questions until you know what they want 
and the deeper reasons why they want it.  You 
cannot plan to meet their goals until you under-
stand what drives them.  

Know your client.  They may be with you for a 
long time.  More on goal setting will be covered 
in the assessments chapter.  An individual client 
assessment may help form a client’s goals (by 
showing them their own capabilities and limita-
tions firsthand) and will provide you as a person-
al fitness trainer with their needs (through your 
close observations during the physical and fit-
ness assessments).  An initial assessment gives 
a baseline fitness level, helps to identify risk fac-
tors, and can be an effective motivational tool.  
The results should be used to develop goals and 
design an effective and efficient exercise pro-
gram.

What do you assess?
Point A - Begin with the client’s current health 
and fitness level.  

This would include performing a health history, 
an exercise history, and any physical (i.e. blood 
pressure, body composition, etc.) and fitness 
assessments (i.e. cardiovascular and strength 
endurance tests, etc.) which would help to es-
tablish a baseline for later personal comparison.  
Assessments are more valuable as a compari-
son to the individual themselves as compared 
to a norm.  As their personal fitness trainer, it is 
your job to improve your client’s individual skills 

step 1  

How do we get from point A to point B in the 
shortest and quickest way possible?  NESTA 
breaks it down into simple steps:
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and abilities, not solely to seek or to meet the 
guidelines of a societal norm.  A proper health 
screening must be performed to establish a 
possible need to be seen by a physician before 
proceeding with a new exercise regimen.  

A trainer may choose from varying cardio-pulmo-
nary, metabolic or musculoskeletal assessments.  
These must be standardized assessments with 
a specific protocol to ensure consistency and 
validity.  This establishes a baseline and gives 
you greater recognition of your client’s current 
fitness level and the need for future improve-
ments based upon their needs.  Assessments 
are vital in establishing your professionalism.  
Performing an in-depth assessment protocol (a 
precise and detailed plan) shows that you both 
care enough to learn more about your client and 
that you are professional enough to be extremely 
thorough before proceeding with their program.  
You cannot train what you do not understand.

Point B – The needs and wants (goals) of the 
client.

Identifying a client’s goals can mean the differ-
ence between success and failure, and main-
taining or losing a client.  A trainer must have a 
clear idea exactly what the client wants to ac-
complish, in order to successfully reach their end 
goals (point B).  Showing the client that you care 
by investing in their needs is crucial to not only 
gain a new client (Chapter 12), but to also retain 
long term customers.  A select few trainers are 
able to maintain a steady client base.  Your cli-
ent base will either grow, or it will decline.  Your 
clients are your walking billboards.  They are a 
testament to your abilities as a trainer and their 
physical success leads directly to future busi-
ness for you.  

design
How does a personal fitness trainer begin to 
design an exercise program?

Once you have gathered all the necessary in-
formation you need through a thorough client 
assessment (all performed within one training 
session), the principles of proper program de-
sign and progression (Chapter 9) must be imple-
mented to properly customize the client’s exer-
cise program. The principles of program design 
are based on the fundamental sciences (i.e. 
anatomy, exercise physiology, nutrition, etc.) 
that are covered in this manual.

instruct
What is the basis for proper instruction?

Based upon the principles of proper biomechan-
ics (Chapter 4), the personal trainer will teach 
proper exercise technique (Chapter 10) while 
making appropriate modifications.  You must 
advise your clients by using both scientifically 
proven principles of training combined with ef-
fective coaching skills. This will motivate the cli-
ent into taking action, and ultimately move them 
closer to the results they desire.

step 2

step 3  

What are the four steps in “Bridg-
ing the Gap” between current client 
health and fitness levels, and their 
future goals and needs?  What is 
the difference between implicit and 
explicit goals?

exam alert
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re-assess
What specifically must the  
personal trainer re-assess?
The personal trainer will continually assess the 
progress of a client on both a micro level and 
intermittently assess on a macro level.  A micro 
assessment is the close monitoring of every exer-
cise repetition.  If form breaks down, you should 
be able to identify the cause (roughly speaking, 
as this can be very difficult and complex) before 
you can expect to design the appropriate exer-
cise in order to see marked improvement.    It is 
the job of the trainer to both identify a client’s 
strengths and to discover weak areas.  A macro 
assessment concerns the individual as a whole 
and the 1-2 month full reassessment is crucial 
in order to determine progress.  A professional 
personal fitness trainer must devote the great-
est amount of their time toward a client’s im-
balances or deficiencies while highlighting the 
client’s abilities.  Weaknesses must be isolated 
and treated before strengths can be harnessed.  

Macro assessments are the 1-2 month follow-
up to the assessments which were completed in 
the first step.  This will show that you have de-
signed the workout properly and whether your 
instruction and coaching has been beneficial in 
producing the desired client results.  If results 
are not acceptable (or exceptional) from the cli-
ent’s perspective, changes must be made (to 
redesign or make necessary program changes 
and reestablish new goals).   This task becomes 
easier with experience as you commit to listen-
ing to your client by applying their assessment 
information toward bridging the gap between 
their personal needs and wants and their indi-
vidual goals.

step 4  

Remember:  Every rep of every set is an 
assessment!

What Do You Need to Know?

In a sense, the process of bridging the gap can 
be looked at as the process of maximizing 

performance. Maximum performance is per-
forming efficiently both physiologically and me-
chanically. In order for this to happen, you must 
first understand the basic sciences of the struc-
ture (anatomy) and function (physiology and bio-
mechanics) of the human body.  Only then can 
you understand the proper applications of the 
various sciences to ensure both physiological 
and mechanical efficiency for your clients.  

The structure of this program requires that you 
prepare to be a trainer just like an athlete per-
pares for an event.  Before athletes approach 
the starting line they must first prepare them-
selves physically and mentally for the challenge 
to come. You must also prepare yourself by 
learning and understanding the basic sciences 
before you can understand the applications of 
safe and efficient training. 

Once an athlete reaches the starting line they 
will apply their knowledge and skills obtained in 
training to successfully complete the race. In a 
similar way, after you master the fundamental 
sciences and prepare for your “race” by prepar-
ing as a trainer, you are then ready to start by 
beginning the practice of being a personal fit-
ness trainer.  For a novice athlete, the race is 
often long and arduous.  Your learning must be 
the same.  The most successful trainers are life-
long students of the structure and function of 
the human body and how to optimize it for their 
clients . 

This course will follow the flow chart displaying 
the path from knowledge of structure to maxi-
mum performance (see the following page). 
When you focus on the basic sciences first, only 
then will you be able to successfully utilize tools 
you have learned.  It is the ongoing process of 
assess-design-instruct where you will apply 
foundational sciences. It is not enough to sim-
ply have the tools to be a great trainer, you must 
also know how to apply the tools better than 
other trainers and better than what your clients 
can do on their own.
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The Mindset of a Successful 
Personal Fitness Trainer

NESTA and the Spencer Institute have come 
together to create a system that is designed 

to maximize your success.  The first thing you 
need to do is start asking yourself a few impor-
tant questions.

What’s your vision? 

In the world of fitness, there are no guarantees.  
There is no way to eliminate all of the risks asso-
ciated with starting a fitness practice.  Whether 
you work as an independent contractor, an em-

Max Performance

Function
 Biomechanics & Physiology

Structure
Anatomy

Science

Mechanical
Efficiency

Physiological
Efficiency

Individual
Application

ployee for a gym/club, or you own your own fit-
ness practice, the success of your fitness prac-
tice is always up to you, and no one else.  Some 
trainers judge their success by the frequency of 
mistakes they have to overcome whereas oth-
ers, judge themselves only by their clients’ suc-
cesses. You can increase your chances for suc-
cess by visualizing success. A vision is a vivid 
mental image of your fitness practice and your 
successes in clear detail. Why is visualization 
important? It separates trainers who have not 
taken the time to know what their vision is, and 
ends up setting themselves up to fail. Don’t let 
this happen! Read on…

•Why do you want to become a personal fit-
ness trainer? 

•What does this mean to your life?  Can you 
see the “big picture”?

•How will your new profession impact oth-
ers?  How will they benefit from you? 

•What do you hope to accomplish?  Why is 
this important?
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You must take the time to answer these ques-
tions and return to them often.  Over the first 
few months as a NESTA Certified PFT, you will 
continuously evolve and change your fitness 
practice.  Your vision should be so clear, you will 
never have to alter it.  Once you have created a 
vision for yourself, you will have a clear purpose 
and a reason for doing what you do.  This is not 
something that needs to be shared with others 
(unless you want to), this vision and a sense of 
purpose are the things that will keep you moti-
vated while giving you reason to get out of bed 
every morning (for most successful trainers, this 
means before the sun).  It’s your personal vision 
and purpose which will help you get through the 
challenging times in your life and your business. 
When things seem difficult, you will always know 
what you want and stay committed to get there.  
After all, if you don’t know where you are going, 
how will you know when you are there?  Think 
about it.

Once you have a vision, what’s 
next?
Create a plan. It doesn’t have to be elaborate, 
but it should be a road map outlining where you 
are going and how you plan to get there. Wheth-
er you plan on working in a health club or want 
to train people on your own, successful fitness 
professionals know what they want and have a 
plan for getting there. Some questions to con-
sider as you develop your plan are:

• What are your financial goals?  How much 
money do you want and expect to make?

• Do you have any additional tools available 
to help achieve your financial goals?

• What is your timeline for achieving those 
financial goals?  Is it realistic?

• How many clients do you need to train 
each week to get there?

• Does your club have a minimum number of 
clients you need to train to keep your job?

If you plan on training people outside of a club or 
want to open your own gym, how many clients 
or members do you need to attract and retain to 
break even?  Have you accounted for no-shows 
and cancellations?  Break even numbers give us 
a good place to start, however, very few small 
businesses can operate for extended periods of 
time on break even numbers.  Consider that ele-
ment when you outline your goals.

Let’s say you want to make $50,000 your first 
year as a personal trainer while working for a 
gym, and you start out at $20/session.  $50,000 
a year equates to about $1000/week and $4000/
month.  If you want to make $1000/week at 
$20/session, how many clients will you need to 
train?  That’s 50 sessions a week!  And that’s if 
every one of them shows up!  You will need to 
work very hard and very smart.  If you don’t take 
the time to both plan and to figure out what you 
have to do to earn what you need, you may re-
ceive a lot less than you want.  Make a pact with 
yourself to plan your work and work your plan.  
Make a plan, and act on it.

Self-Assessment
Now that you have a vision, a pur-
pose and a plan, what’s next?
There is no way to eliminate all risks associated 
with starting your own fitness practice but you 
can improve your chances for success with a vi-
sion, proper planning and good preparation. 

Start by evaluating your strengths and weak-
nesses as a potential fitness instructor, employ-
ee, or small business owner.  Consider the fol-
lowing questions:

Would you expect to run your fastest 
time without knowing your previous 
best time?  You must build upon what 
you have done, not continue to start 
over.

think about it
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Are you self-motivated?

It is up to you to develop your client base, orga-
nize your time and follow through on all facets of 
your fitness practice. This includes:

• Getting new clients

• Creating plans for their success

• Filing all necessary paperwork

• Billing for your time

• Following up with clients between ses-
sions

• Marketing and advertising to attract new 
clients

• Attending networking mixers where you 
will meet potential clients

• “Working” the gym floor

• Staying fit

How well do you relate to different 
personality types?

Fitness professionals need to develop working 
relationships with many different people. Some 
people will help you grow your fitness practice, 
while others may try to undermine your efforts. 
Ask yourself if you can professionally handle a 
demanding/flaky client or, a negative/unsup-
portive manager if the success of your fitness 

practice/vision depends on those people? 

You have to expect things of 
yourself before you can do them.

-Michael Jordan, NBA legend 

How well do you make decisions? 
What’s involved in that process 
for you?
Fitness professionals must make a variety of de-
cisions all day long. Some are snap decisions 
while others require more thought. 

 

Do you have the endurance and 
emotional capacity to have your 
own fitness practice?
While a career in the fitness industry can be 
exciting, it requires a lot of hard work. Can you 
work 7, 8, 12 or even 15 hour work days? This 
includes the time that you spend training your 
clients, developing new relationships and filing 
paperwork.  This is also typical for a personal 
fitness trainer who is building their business.  
You cannot expect to “take off” if you have not 
developed enough speed to get off the ground.  
The power and effort needed to fly an airplane 
is minimal once it has lifted off the runway.  The 
power and effort needed to get off the ground is 
enormous.  Building your business is no differ-
ent.  If you have laid the groundwork and worked 
your “tail” off, you will get off the ground, and 
you will be able to succeed with less long term 
effort.  But first, you must get off the ground.

How well do you plan and execute 
your ideas?
Poor planning is one of the main reasons why 
business practices fail.  Organizing your time, 
client records, managing your client base and 
having a clear direction for getting new clients, 
will help you overcome many obstacles in your 
fitness practice.  You must take time at the be-
ginning and end of each day to go over your 
plan.  The best personal fitness trainers have a 
plan, know it well, and adjust their plan when 
necessary.  They may change their daily, weekly 
or monthly plan, but they never work without 
one.

Are you driven to succeed?
Managing a fitness practice can be physically 
and emotionally demanding. Some fitness pro-
fessionals burn out quickly because they liter-
ally feel like “the weight of the world is on their 
shoulders.” If you are driven to succeed in your 
fitness practice and you truly want to help your 
client’s achieve their goals, you will overcome 
those challenging times when you are on the 
brink of throwing in the towel.

“ .”
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How will your fitness practice af-
fect your personal life?
The first several months of any new career, busi-
ness or practice can present some challenges in 
your personal life. It’s important that your friends 
and family know what you are trying to accom-
plish so they can support you during this tem-
porary phase in your life. You may need to take 
a pay cut for the first several months until you 
develop your fitness practice and find yourself 
having to spend less time on new client devel-
opment.  It all points back to your vision, pur-
pose and plan. Until you achieve the success 
you deserve, you may need to make some ad-
justments to your spending habits in order to 
achieve your short term goals.  There is no surer 
way to sabotage yourself than to spend more 
than what you have.

Playing to Your Strengths
OK, now what? You’ve identified your strengths 
and weaknesses.  How will that knowledge help 
you develop and expand your client list?

My attitude is that if you push me 
towards something that you think is 

a weakness, then I will turn that 
perceived weakness into a strength.

- Michael Jordan, NBA Legend

“
.”

Would you try out for a position on 
a team, and expect to make the team, 
without playing upon your strengths 
or working to overcome your weak-
nesses?

think about it

Playing to your strengths involves develop-
ing your “story” or “elevator pitch.” If you were 
standing next to someone in an elevator and they 
asked you what you do for a living, you would 
have the remainder of the elevator ride to tell 
that person your story. Develop your pitch now. 
It may change, but you must develop one. Test 
it out on your friends, family and other personal 
trainers and ask for honest feedback. Were they 
sold on you?

When you approach potential clients you need 
to be ready to tell them a quick, yet interesting 
story about what or why you do what you do. 
This is your chance to stand out from the rest of 
the trainers at your gym.

Example:

My name is Shelly Rainer. (Briefly pause so 
the other person can introduce themselves.)
I’m part of the fitness team who opened the 
gym. I specialize in creating fast results train-

imagine this...
You and five other trainers are hired to help open 
up a gym in an area where there is little or no 
competition. Your employer has done his/her 
homework. The community has been crying out 
for a gym like the one in which you now work. 
You are one of five personal fitness trainers that 
were hired to train new members. 

All of you are eager to build your fitness prac-
tices. Every one of you has been given two new 
clients in an effort to launch your new fitness 
business. The rest is up to you. 

• How do you differentiate yourself from the other 
trainers at your gym? Do you have an area of 
specialization?

• Why would a client want to work with you in-
stead of the other four trainers? What would you 
tell them?

• What’s your niche? How will others be aware of 
your niche?
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ing programs for busy professionals. What 
made you decide to join our gym?

Example:

My name is Ed Smythe. (Briefly pause so 
the other person can introduce themselves.) 
I’m a member of the fast fitness team who 
opened up the gym. Two years ago I was 
an attorney with XYZ Company and realized 
there was more to life than depositions and 
courtroom appearances. When I left the firm, 
I lost 100 pounds and was so invigorated that 
I realized my true calling was to help others 
who weren’t happy with their personal ap-
pearances. That’s my story… Why did you 
decide to join our gym?

You will need to give your “elevator pitch” many 
times before it will feel natural. Like anything, 
practice makes perfect. The more people you 
talk to, the more comfortable you’ll be.

Take Your Strengths and Start 
Talking
Here’s the hard reality. You won’t build your fit-
ness business over night. Unless you are Don-
ald Trump and you are making a career move, 
it’s a tough bet to assume you’ll have your time 
slots filled in the first few days of your business. 
Building a fitness practice is a process that re-
quires discipline, focus and mental stamina.

It’s a funny thing, the more I 
practice the luckier I get.

-Arnold Palmer, Golfing Legend

Would you give a professional pre-
sentation without planning what you 
were going to say to your audience?

think about it

One of our favorite former fitness trainers, now a 
club owner, told us this when he started out:

“It was tough. I wanted to build a big base of 
clients quickly. With no sales background to 
speak of, I bought some traditional Zig Ziglar 
books and pulled some nuggets from there. 
After landing my first client, I did the math. 
I needed to hear 60 no’s before someone 
would say yes to me. So, my reality was, I 
had to talk to 600 people before I would land 
10 clients and make some headway in my 
business. The good news is, the more peo-
ple I approached at and outside of the gym, 
the easier it became for me. At the end of the 
day, it is a numbers game.”

You’ve got to take the initiative and 
play your game. In a decisive set, 

confidence is the difference.

-Chris Evert, Tennis Legend

What is the new NESTA PFT 
2.0?

NESTA is committed to providing you with 
the education and tools necessary to be-

come a professional personal fitness trainer.  It 
is for this reason that we are excited and proud 
to announce the development of the NESTA PFT 
2.0 System.  The NESTA PFT 2.0  System is a 
collaboration between the National Exercise & 
Sports Trainers Association and Polar - the lead-
er in heart rate monitoring technology.  PFT 2.0 
is intended to give NESTA students and gradu-
ates the necessary tools to ensure their clients’ 
success and thus, their own success.

“

“

”

”
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Utilization of heart rate monitoring has been a 
staple of the professional trainer for many years, 
primarily in the cardiovascular arena; that has 
changed and the new era of personal fitness 
training is here.  There is now substantial data 
regarding heart rate monitoring during resis-
tance training, cardiovascular training, exercise 
programming and program design that we have 
included in this program to enhance your edu-
cational experience and the expertise you will 
gather while working with your clients during 
their training sessions, and even during their in-
dependent training days without you.

These days, the electronic mea-
surement of the heart rate in thera-

peutic, fitness and competitive 
sport is taken for granted, and is 

the most important way of control-
ling and monitoring load intensity.  

However, measurement is still 
not really a training aid in itself.  
A heart rate monitor is only re-

ally useful if the user can correctly 
evaluate the data it measures.

-Dr. Kuno Hottenrott
   Heart Rate Monitoring Specialist and author of 

“Training with the Heart Rate Monitor”

The above quote by noted heart rate training 
expert Dr. Kuno Hottnerott points out the inher-
ent flaw with any device or tool - a tool is only a 
benefit if you know how to properly use it.  While 
heart rate monitors have been an essential tool 
for personal fitness trainers for many years, 
many trainers and clients do not take full advan-
tage of the technology simply because they do 
not understand all that it can do for them.  The 
NESTA PFT 2.0 program will go over the bene-
fits of heart rate monitoring technology and how 
to properly integrate it with your clients.

You clients will have various goals.  Some may 
want weight loss, others may have specific per-
formance goals while others may want simply 
to improve overall health and fitness.  No mat-
ter what their goals may be, in order to achieve 
these goals it is very important to listen to the 

“

”

benefits to heart 
rate monitoring
improved 
performance

Training in appropriate heart 
rate zones will allow the client 
to progress more quickly.

improved
 efficiency

Maximizes the benefits of 
exercise  in a limited amount 
of time.

increased 
motivation

By tracking cardiovascular ca-
pacity in an objective manner 
as well as having an accurate 
measurement of calories 
burned every workout.

increased 
knowledge

Of the function of the heart, of 
the effects of stress and health 
problems on heart rate, and 
how heart rate varies during 
training will enable the client to 
take more responsibility for his 
or her own training.

adaptability

Regular measurement and cor-
rect interpretation of heart rate 
will allow the trainer and client 
to train based on the client’s 
current performance level and 
state of health.

account-
ability

The exercise diary will keep 
client’s accountable for their 
workouts on the days they are 
not training with a trainer.

objective 
assessment

For assessing performance, 
intensity and recovery man-
agement.  Unlike RPE (Rate of 
Perceived Exertion), the heart 
does not lie - it shows the 
response of the body at any 
moment in time. 

objective 
training

Takes the guesswork out of 
cardiovascular program de-
sign by customizing exercise 
intensity to the individual (i.e. 
the trainer doesn’t have to do 
any mathematical formulas or 
complicated testing). 
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body’s signals as you train and use these sig-
nals to your benefit.  As stated earlier, workouts 
should be based on the client’s current abil-
ity and their goals.  If the workout intensity is 
too low they will not reach their full potential.  If 
workout intensity is too high, it can often lead 
to injury, overtraining and discouragement.  In 
order to train effectively, exercise must be prop-
erly planned at the proper intensity.

Benefits of the Polar FT60
We chose to offer you the Polar FT60 for numer-
ous reasons. It is Polar’s pre-
ferred heart rate monitor for 
use in a personal training 
environment. The monitor 
is easy to use and comes 
with an interactive tuto-
rial. Trainers can actually 
see and track their client’s 
workouts, monitoring heart 
rate levels, calories burned, 
and total time in which they 
exercised. All of this data is 
captured on the FT60 and easily ac-
cessible for the trainer to track and review. The 
monitor is sleek in appearance and can be used 
as a watch as well. 

OWNZONE®:  this feature of the FT60 is perfect 
for your client’s individual physiological status. 
The OWNZONE® pt feature allows you to enter 
your client’s target heart rate zone for maximal 
training. It also provides you with total number 
of calories your client should be burning on a 
weekly basis to help achieve their goal. This fea-
ture takes the guesswork out of all of the formu-
las trainer’s used to have to figure out.

 

You will NOT be tested on any Polar FT60 spe-
cific information on your NESTA PFT exam.  This 
information is provided to help ensure your suc-
cess as a trainer, so it is to your benefit that you 
understand how to use this technology.  How-
ever, you WILL be expected to understand the 
scientific premise for heart rate monitoring.

Benefits of Trainers Selling the 
Polar FT60
Once you successfully pass the PFT certifica-
tion test and become a NESTA graduate, we are 
proud to announce an additional way for you 
to succeed as a professional fitness trainer – 
NESTA certified Trainer Polar distributor. To help 
ensure the success of your clients we have de-
veloped a program that will allow trainers to be-
come an authorized distributor of the FT60 heart 
rate monitor. 

This is how it works: trainers fill out a distribu-
tor agreement, located on our website at: www.
nestacertified.com/graduates. Once the agree-
ment is processed and approved, certified NES-
TA graduates can then order the FT60 monitor 
at NESTA graduate preferred pricing. The trainer 
can then sell the monitors to their clients and 
earn up to $60 per unit sold! This will ensure 
your clients will achieve their goals in the quick-
est, safest way possible when they are not train-
ing with you. This program gives NESTA trainers 
the ability to actually hold their clients account-
able for you now have the capability to track 
their workouts on their off days.
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heart rate training for various 
populations - by Chris Hagar, Polar Training Resource Specialist

the first timer
The first timer is maybe the luckiest. They can start out in the right direction with 
an understanding of building lean mass, proper nutrition and what intensity to 
work in and for how long. They can work smarter and not harder from day one.

overweight/
deconditioned

This person might need HR training the most. How many times have you seen 
these members over on a piece of cardio equipment going full speed and 
sweating profusely? It’s obvious that they are there to lose weight and they 
are giving it all they have. Unfortunately we all know that in 2 – 3 weeks they 
will either be too sore or injured to workout any more. They will not be back to 
the club, they won’t reach their goal and there goes another member retention 
casualty. This group needs you and your knowledge of the correct way to reach 
their goals.

the average gym 
member who 
exercises 
moderately

Again it’s all about working smarter and not harder. There are a lot of members 
that are going exercise only as much as they think they need/ want to. That’s 
fine, but they should understand that as long as they are going to exercise, they 
should spend that time productively. This is the group that might be exercising 
below the zones that would want make a change in their body composition.

the dedicated
member exercising
5 times/week

If they are going to spend so much time in the club, why not make every minute 
count. Even though they already have the motivation to be there, why not make 
their time there more fun and productive too. Are they burning calories or just 
burning time?

the elite athlete
who trains daily

This is the member that is constantly stepping over the edge of over training. 
Their VO2 max, Max HR, Resting HR and HR recovery between efforts all suffer 
from overtraining. They need to constantly monitor their training intensity and 
insure they have enough resting and active recovery.

the weighlifter/
bodybuilder

This member needs to monitor his intensity for several reasons. Building lean 
mass and decreasing fat is his goal.  Working at the wrong intensity can break 
down hard earned muscle and add fat as well as increase fat if they are working 
too hard or not hard enough. For the competitive body builder, this becomes 
critical the closer they get to contest time.

the “cardio junkie”
They are already addicted to working out. They will also get that same feeling 
when they learn to monitor and track their workouts. There should be special 
promotions / contests for this group. Show them how easy it is to use the HRM 
and the benefits they can get by making all of  their workout time count. 

the personal
training client

The FT60 is the perfect tool for the PFT client and the PFT. The PFT and cli-
ent can build and agree upon the STAR fitness program. They can agree that 
the client will work out a certain amount of days with and without the PFT, the 
intensity / time and the calories to be burned. For the client and PFT, it will be 
like having the PFT always or their wrist, creating accountability. The Clients 
know that their PFT is going to check the HRM files daily and or weekly so they 
have to do the work. It lets the PFT know what their client is or is not doing 
when they are not training together. Every PFT who gets an HRM on their client 
increases the buy in from their client.
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The NESTA System for Infinite Training Success

Congratulations on choosing to become a NESTA Certified Personal Fitness Trainer.  You are 
invited by the entire NESTA staff to enjoy the process of learning and obtaining the tools nec-

essary to help your clients make lasting positive changes in their lives – and yours!  It’s time to get 
started…

Polar Resources
• www.polar.fi  At this site, go into the Global Site.  On the lower right side, choose Go To Support,
Download & Research to find research articles on the validation behind Polar HRM’s.

• www.polarpersonaltrainer.com  This site will show you how to create an online training pro-
gram and will also give the link to download the link to your computer that will allow you to com-
municate with the FT60.

• www.polarusa.com   At this site you can go into the Health Clubs tab and choose Personal
Trainers.  There is quite a bit of training information here as well as the opportunity to register and
get Polar discounts and promotions.

This Manual

You will see that the manual is broken down into three sections.  Section one covers the fun-
damental sciences that every personal trainer should know.  Section two reviews the practical 

application of the sciences and how they relate in the four step process of “bridging the gap”.   
Section three will explain how to successfully implement the NESTA System to turn your love of 
health and fitness to a lucrative career.

These boxes have valuable infor-
mation to help you think critically.

think about it

look for these symbols throughout 
your manual:

These boxes contain useful tips and information.

Can you guess what these boxes 
are for?  That’s right, potential exam 
questions!  Make sure you pay at-
tention to these, they will help you 
pass your test!

exam alert

tras 
pertsX 4

c l i c k  h e r e

Click these to see 
videos and get more 
in-depth information. 
However, you will not 
be expected know this 
material for the exam.
-Internet connection
required

http://www.polar.fi
http://www.polarpersonaltrainer.com
http://www.polarusa.com


http://www.nestacertified.com/personal-fitness-trainer-certification/
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