APILOT STUDY IN DETERMINING THE STATUS OF THE HEALTH AND
FITNESS INDUSTRY IN TURKEY

A THESIS SUBMITTED TO
THE GRADUATE SCHOOL OF SOCIAL SCIENCES
OF
MIDDLE EAST TECHNICAL UNIVERSITY

BY

BETUL SEKENDiz

IN PARTIAL FULFILMENT OF THE REQUIREMENTS
FOR
THE DEGREE OF MASTER OF SCIENCE
IN
THE DEPARTMENT OF PHYSICAL EDUCATION AND SPORTS

APRIL 2005



Approval of the Graduate School of Social Sciences

Prof. Dr. Sencer AYATA
Director

I certify that this thesis satisfies all the requirements as a thesis for the degree of

Master of Science.

Prof. Dr. Feza KORKUSUZ
Head of Department

This is to certify that we have read this thesis and that in our opinion it is fully

adequate, in scope and quality, as a thesis for the degree of Master of Science

Assist. Prof. Dr. Settar Kocak
Advisor

Examining Committee Members

Prof. Dr. Feza KORKUSUZ

Prof. Dr. Omer GEBAN

Assist. Prof. Dr. Settar KOCAK



I hereby declare that all information in this document has been obtained and
presented in accordance with academic rules and ethical conduct. | also
declare that, as required by these rules and conduct, | have fully cited and
referenced all material and results that are not original to this work.

Betll Sekendiz



ABSTRACT

APILOT STUDY IN DETERMINING THE STATUS OF THE HEALTH

AND FITNESS INDUSTRY IN TURKEY

Sekendiz, Betul

M.S., Department of Physical Education and Sport

Supervisor: Prof. Dr. Settar Kogak

April, 2005, 216 pages

Before Turkey starts lamentation about her residents’ poor state of health
due to lack of regular physical activity, the fitness facilities should be recognized
as means of exercise and recreational activities for all. Yet the lack of studies
regarding the status of the health and fitness industry of Turkey such as the
credentials of education and certification of the fitness professionals surges the
fitness industry into the unknown. The purpose of this study was to investigate
the status of the health and fitness industry in Turkey.

In order to investigate the current status of the health and fitness industry
in Turkey, a pilot study was conducted to adopt the “Survey of the Health and

Fitness Industry” developed by Dean Mantia (2000). Participants (N=167) were
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queried in the areas of business operations, professional development, growth
opportunities and consumer influences. Using SPSS frequency counts and
percentile rankings were used to analyze and compare responses of the three sub-
groups (18 % managers, 62 % instructors, 20 % consumers) that were surveyed.

The findings of the study demonstrates that although the industry seems to
be in a rapid growth phase, there are problems that would not allow the future
success of the industry. The consumers overestimate the credentials of the fitness
professionals, and at the same time quickly withdraw if their goals are not met.
The industry lacks standardization, and regulations are not adequate to save it
from abuse. Although the Bodybuilding and Fitness Federation emerged as the
major certification body, it holds less than half (38 %) of the industry, and lacks
trust and respect by the fitness professionals due to illegalities. The industry is
driven by fad and fashion and the role of the media, and marketing practices
seems to be underrated despite their educational value to make the consumers take
responsibility of their own health and well being.

Future growth of the industry requires investigation of the fitness
professionals at all levels and in all provinces of Turkey. In order to develop
standardization for the licencing of the health and fitness centers, and certification
of the fitness professionals within the industry, it is recommended that the
federation should act in a joint effort with the other federations, academia, and the
leading international certifying organizations to meet the needs of the fitness

industry towards a continuous development and growth.

Keywords: standardization, health and fitness industry
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TURKIYE’DE SAGLIK VE FITNESS ENDUSTRISININ MEVCUT

DURUMUNU BELIRLEMEK ICIN YAPILAN BIiR PILOT CALISMA

Sekendiz, Betul

Yuksek Lisans, Beden Egitimi ve Spor Bélumu

Tez Yoneticisi: Dog. Dr. Settar Kogak

Nisan, 2005, 216 sayfa

Tirkiye, vatandaslarinin yetersiz fiziksel aktivite diizeyi yuziinden olusan
saglik sorunlari ile ilgili pismanlik duymadan 6nce, saglikli yasam merkezleri
herkes icin egzersiz ve rekrasyonel aktivite araclari olarak kabul edilmelidir.
Ancak, Turkiye’de saglikli yasam endustrisinin ¢alisanlarinin egitim ve sertifika
gibi vasiflarinin konu alindigi ¢alismalarin olmayisi saghkli yasam endistrisini
bilinmeyene dogru suriklemektedir. Bu ¢alismanin amaci Turkiye’deki saglikl
yasam endustrisinin mevcut durumunu arastirmaktir.

Turkiye’deki  saghikhh  yasam  endustrisinin -~ mevcut  durumunu
inceleyebilmek igin, Dean Mantia (2000) tarafindan gelistirilmis olan “Saglik ve

Fitness Endustrisi Anaketi” bu pilot ¢alisma ile Turkge’ye uyarlanmistir.
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Katilimcilara (N=167) is operasyonlari, profesyonel gelisim, blytime ayricaliklari,
ve mdasteriyi etkileyen faktorler konularinda sorular sorulmustur. Anketlerin
uygulandigl t¢ grubun (18 % yoneticiler, 62 % egitmenler, 20 % tuketiciler)
cevaplarini analiz etmek ve Kkarsilastirmak igin SPSS yilizde analizleri
kullantimstir.

Bu calisma gostermistir ki, her ne kadar endustri hizla blydyormus gibi
gorinse de gelecek basarisina izin vermeyecek problemler vardir. Tuketiciler bir
yandan saglikli yasam calisanlarinin vasiflarini fazlasiyla éverken, bir yandan da
hedeflerine  ulasamayinca  hizla  sporu  birakmaktadirlar.  Endustride
standardizasyon yoktur, ve ilgili yonetmelikler suistimali engellemek icin yeterli
degildir. Vicut Gelistirme ve Fitness Federasyonu’nun endistrideki temel
sertifika organizasyonu olmasina ragmen, endustrinin yaridan azini (38 %) elinde
tutmakta, ve yolsuzluklarindan dolayr saglikli yasam calisanlarinin giiven ve
saygisini kaybetmistir. Endistri heves ve moda olan ile yonetilirken medya, ve
pazarlama yontemlerinin  tlketicileri egitmek ve kendi saghklarinin
sorumlulugunu tasimalarinda saglayacagi katki goz ardi edilmektedir.

Saglikh yasam endustrisinin gelecekteki gelisimi Turkiye’de her ilde ve
her seviyedeki calisanlarinin incelenmesini gerektirmektedir. Saglkli yasam
endustrisine standardizasyon getirilebilmesi icin Vicut Gelistirme ve Fitness
Federasyonun diger federasyonlar, Universiteler, ve uluslararasi lider sertifika
organizasyonlariyla isbirligi icerisinde hareket etmesi, endustrinin durmadan

gelismesi ve biytmesi i¢in dnerilmektedir.

Anahtar Kelimeler: standardizasyon, saglik ve fitness endustrisi
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CHAPTER |

INTRODUCTION

In Turkey, fitness emerged as an industry in the 1980s, and gained its
popularity through 1990s with the opening of numerous health and fitness centres.
In the new millenium the industry marked an apperent success having reached
over two thousand fitness centres all around the country (Varos viicut timi, 2002).
The aim of this study is to determine the status of the health and fitness industry in
Turkey.

Fitness industry in Turkey is in a continuous growth phase in contrast to
the general turbulant national economy. Holding the title of one of the four
countries left in the world, who manages the sport system by the government
(DPT, 2000), Turkey’s fitness industry is directly affected by the roles of the
government through the General Directorate of Youth and Sports (GSGM), who
has set regulations for the opening of private health and fitness centres under the
control of the Provincial Directorates. Yet, only 25 % of the fitness centres are
licenced and authorized by the Turkish Bodybuilding and Fitness Federation, and
the Gymnastics Federation leaving over 1500 of the fitness centres out of control
(\Varos vucut timi, 2002).

As it is stated by the Turkish Constitution“Government takes the
precautions for the physical and mental development of the Turkish citizens of all

ages. Encourages the development of sport for all.”(Trans. from DPT, 2000, p.1).



Yet, the efforts of the General Directorate of Youth and Sports has remained
inefficient in the management of the sport organizations, construction of the sports
facilities, and the development of the sport for all programs due to the budget
system that gets only 3%. of the national budget (GSGM, 1999).

In the new millenium, in contradistinction to the fact that Turkey leads the
developing countries in Europe with the highest and the youngest population rates
(\Vehid, 2000), the number of the public sport centres are neither sufficient nor
homogeniuosly situated (Sunay, 2002). Unfortunately Turkey cannot make
advantage out of the exclusive health and fitness centres as a new industry. Today
most of the countries follow international standards in the industry and require
international certificates such as fitness instructor and first aid along with a
physical education diploma. The success of the health and fitness industry in
Turkey may only be promoted and maintained through the consideration of
professional management, appropriate management structures, training and
education, and consumer awareness.

It is quite striking that although scientific studies that quivered service
quality of the private health and fitness centres in Turkey are present (Cimen, and
Sunay, 2003; Girbiiz, 2003), there is lack of scientific evidence regarding the
current status of the health and fitness industry in Turkey. Yet, “Service quality
depends upon good instructor training and professional knowledge” and “Fitness
center service quality is raised when the principles of service are applied
systematically to the entire operation” (Wu, 2001, p.98). From this standpoint,
taking into consideration the fact that only 3.5% of the entire Turkish population

is involved in regular physical exercise (T.C. Saglik Bakanligi, 2004), the need to



determine the status of the health and fitness industry in Turkey seems to be

crucial before development and improvement can take place.

1.1.  Purpose of the Study:
The purpose of this study is to do a pilot study in determining the current
status of the health and fitness industry in Turkey, using the Turkish version of the

Survey of the Health and Fitness Industry (SHFI).

1.2.  Operational Definitions:

Health: The state of being well and free from illness in body or mind

(Webster Online).

Fitness: The state of health characteristics, symptoms, and behaviors
enabling a person to have the highest quality of life (Webster Online).

Health and Fitness Centres: Physical Fitness Sports Club Facilities that
have the NAICS (North American Industry Classification System) code of
713940. The NIACS definition of health and fitness sports centers are
establishments primarily engaged in operating fitness and recreational sports
facilities featuring exercise and other active physical fitness conditioning or
recreational sports activities, such as swimming, skating, or racquet sports
(Physical Fitness, 2004).

Status: A basis for comparison, a reference point against which other
things can be evaluated; the ideal in terms of which something can be judged

(Webster Online).



Industry: A commercial activity that provides services (Webster Online).
Health and Fitness Industry: Commercial health and fitness centers that provide

services.

1.3.  Assumptions of the Study:

i It is assumed that the subjects completed the Turkish version of the
Survey of the Health and Fitness Industry (SHFI-T) unbiasedly and
sincerely to determine the main issues of the industry.

ii. It is assumed that the subjects followed the instructions of the

survey.

1.4.  Significance of the Study:

A review of literature in the health and fitness industry literature
demontrates that determining the status of the commercial health and fitness
centres is crucial due to the lack of standardization in this industry. Scientific
analysis of the fitness industry in Turkey will help with the definition of the
existing strengths and weaknesses while detecting areas in need of further
investigation. This data may be used to determine strategies for the continued
growth of the fitness industry. What is more, with a clear description of the issues
and a plan for development, the fitness industry may work more efficiently on the
behalf of the Turkish population towards an improved quality of life, health and

wellness.



CHAPTER II

REVIEW OF LITERATURE

Introduction

As the world begins a new millennium, man’s quest for physical fitness
throughout prehistoric time for survival needs such as hunting and gathering, has
turned into a means of health enhancement, maintenance, and rehabilitation in
addition to its effects in conditioning for competitive sports. The health and
fitness industry has come a long way all around the world, with on going
advances in a quest for longevity of the healthy lifestyles in a triangle of “mind-
spirit- body” (Golding et al., 1989).

According to the recent fitness industry research “clubs of all sizes
reported growth and improved profitability”, while “Fitness-only clubs reported
the strongest rates of revenue and net membership growth, producing 7.3% and
7.7% increases, respectively, on their 2001 numbers” (IHRSA, 2003). In contrast,
according to World Health Report 2003, Cardio Vascular Diseases (CVD) that
mainly result from obesity and inactivity, made up 16.7 million, or 29.2% of total
global deaths, and by 2010, CVD will be the leading cause of death in developing
countries (WHO, 2003a).

According to the recent studies, a strong positive correlation exists
between obesity and CVD (Mahley et. al., 2001). Such that, the food pyramid

guide (USDA, 2005), that has long been valid, and tried to be implemented by



masses, has started to be an issue of debate for the scientists, with convincing
suggestions. With regard to these suggestions, physical activity and exercise
should be in the base of this pyramid (Willett, and Stampfer, 2002). As the health
oriented approach suggests, active participation in sports is seen as a parameter
for the level of physical activity (Vaneusel etal., 1997). Studies that have
investigated the relationship between physical activity and health have stressed
the importance of continuity of physical activity starting from youth into
adulthood (Bouchard et al., 1994; Faigenbaum, & Zaichkowsky, 1997). Many
studies not only have stated a positive correlation with regular physical activity
and physical health attributes, but also a negative correlation with CVD and many
other diseases (Stein, & Motta,1992; Bouchard et al., 1990; Ewart et al., 1987).
With regard to prevalent mortality, and unemployment that such diseases
cause, the cost of physical unconditioning appears to be quite expensive, taking
into account the treatment costs that the patients will have to sustain after a certain
age, in addition to the rehabilitation, and physical education payments
(Potter,1986). According to the World Health Report the prevention and the
control of CVD and other noncommunicable diseases can be possible through
simple, and cost-effective legislations, regulations, and mass education in the
presence of conducive environmental alterations (2004, chap.6, p.89). As it is
suggested by a stepwise approach, inactivity, a worldwide trend and one of the
leading environmental factors that predisposes individuals to risk of
noncommunicable diseases, can be prevented through sustained, well- designed
physical activity programmes - “movement”- in recreational and fitness centers

(WHO, 2003, chap.6, p. 89). All around the world, * ‘sport for all’ type



programmes ” (Collins, 1991; Palm, 1991; cited in Vanreusel et. al., 1997, p.374)
have focused on the philosophy of sport for a life time and especially the youth
sport with effective strategies, campaigns, and regulations (Carr, 2001).

A decade earlier Turkey has also started to experience the storm in the
fitness industry with private health and fitness centres growing in number each
day. According to unofficial track records, the industry marked an apperent
success having reached over two thousand fitness centers all around the country in
the new millenium (Varos vicut timi, 2002). Despite the government controlled
sport system and the retrenched budget allocated to sports in times of political and
economic crises (Sekendiz, & Kogak, 2003), fitness industry is in a continuous
development in Turkey. In contrast with such healthful trends, today 40.6% of
deaths in Turkey is from CVD, and obesity has become a national epidemic with
more than 8.5 million obese patients (DIE, 1999). According to more recent
research conducted by the Turkish Ministry of Health that investigated the present
current of the risk factors leading to CVD in Turkey, urban life is an important
factor increasing hypertension with 23% patients in the cities, whereas this ratio
falls down to 19 % in the rural areas ( T.C. Saglik Bakanligi, 2004).

Despite the fact that it has been reported many times in the sport councils
that noncompetitive, recreational sport facilities that are common, and done for
pleasure and health, are not paid enough attention (DPT, 2000; GSGM., 1999),
the government is not eager to take precautions to fulfil the needs of the Turkish
population for physical, psychological, and social development and well-being
(Cankalp, 2002; Sunay, 2002). “Because funding for public agencies is often tied

to public money (e.g., tax revenues)” and “the career growth potential in



government supported sport organizations fluctuates according to the changes in
the local, state, national and international economy”(Lamb, 1987, cited in Quain,
1990, p.59).

In Turkey, it is stated by the Turkish Constitution section 59 that
“Government takes the precautions for the physical and psychological
development of the Turkish citizens of all ages. Encourages the development of
sport for all.”(Trans.from, DPT, 2000, p.1). Yet, 96,5 % of the Turkish population
still do not participate in regular exercise (T.C.Saglik Bakanligi, 2004) - at least
30 minutes, 3 days a week as prescribed by ACSM (1998) standards to receive
minimum health benefits of physical activity- while the worst among the
developed countries in Europe is affirmed to have an inactive population rate as
low as 25 % (DPT, 2000).

In the new millenium, with regard to the fact that Turkey leads among the
developing countries with the highest and the youngest population rate at 27 %,
ages ranging between 12-24 (Vehid, 2000), it is confirmed that the government
has been insufficient in providing her citizens with the youth services, sport
facilities, and equipments to complete their physical, psychological, and social
development (Gu¢li, 2001; Cankalp, 2002), and received a “C” grade from the
top level sport managers in GSGM (Alkurt et. al., 2003).

As Sunay claims, the technological, scientific, and medical developments
in Turkey not only increased the average life expectancy, but also the demand for
physical exercise (2002). “ *As we become so modern and dependable on modern
appliances, people don't use their bodies very much for physical activities and this

(fitness club) is a very convenient and sensible way of doing that™” (Herek, 2003,



p.52). From this stand point, as Ekenci and Imamoglu suggests, all sorts of
investments in the sports, especially the ones concerning sport for all, such as the
private health and fitness centres, should be encouraged by the government and
the sport governing bodies in Turkey. Thinking of the financial yield fitness
industry would provide in the long term of the development of the national
economy and to give each Turkish citizen the right and freedom to get physical
education and participate in sports (Ekenci, & Imamoglu, 2002), there is no
gainsaying the health and fitness centres are investments in people, and should
consistently be treated with a national physical activity policy in order to manage
sport opportunities for the masses.

The health and fitness industry has come a long way all around the world -
no longer regarded as a luxury but more of a necessity- with on going advances in
a quest for the longevity of the healthy lifestyles. Yet, it is only a decade earlier
that Turkey has met private health and fitness centres that offer a variety of sport
programs, such as weight training, personal training, step, dance, aerobics,
kickboxing aerobics, pilates, yoga, squash, tennis, and swimming. Turkey’s
fitness industry is controlled by the government by the General Directorate of
Youth and Sports (GSGM), who has set regulations for the licencing of private
health and fitness centers under the control of the Youth and Sport Provincial
Directorates (GSIM). Hence, as the resigned president of the Turkish
Bodybuilding and Fitness Federation Mr. Eryetis Kurtaral revealed, only 25% of
the fitness centres are legitimately licenced, with over 1500 sport centres left out

of control regarding issues of safety and security (Varos viicut timi, 2002).



Having resulted from the increased demand for physical exercise in
Turkey in the last decade, 85% of the sport consumers, whose expectations could
not met by the public services, have made their choices on the behalf of the
private sport centres, that have resulted in a growth in the quantification of the
health and fitness centres (Cimen, & Sunay, 2003). For significant advances to be
accomplished in the health and fitness industry to better serve the Turkish
residents with equalized and extended sport opportunities, we should have a clear
understanding of the development and the current status of the fitness industry in
Turkey.

To better understand the current circumstances of the industry in Turkey,
we should have a look at the development of the fitness industry encountered in
The United States, keeping in mind that “physical activity for better health and
well-being has been an important theme throughout much of western
history”(Surgeon General, p.12). Hitherto, the fact that U. S. fitness management
system has pioneered the fitness professional movement in many European, and
Asian countries (Wu, 2002; Deane Mantia, 2000; Lee, 1991), brings a review of
the American fitness industry forward.

The following section will examine the developmental phase of the health
and fitness club business, training and certification for professional development,
and the influences of the fitness consumer in the United States, from a critical

perspective.

10



2.1. Health Club Development

The first health club concept was nonprofit, and developed by The Young
Men’s Christian Association (YMCA) in 1844, London, England. At the end of
the Industrial Revolution it had emerged as a response to unhealthy social
conditions in the big cities. In 1866 the influential New York YMCA adopted a
fourfold purpose for the improvement of the spiritual, mental, social, and physical
condition of young men (Golding et. al., 1989). In 1881 Robert Roberts was the
first to use the term bodybuilding --a member of the staff at the Boston YMCA--
who also developed the exercise classes that led to today’s fitness workouts.

Although YMCASs were only run by volunteers in the early days, by 1880s,
full time employees started to work due to the construction of new buildings.
Gyms, equipped with wooden dumbbells, heavy medicine balls and long-necked
bowling pins, swimming pools, big auditoriums and bowling alleys were built in
every YMCA building with hotel like rooms that made a major financial
contribution to the “Fore runners of today’s aerobic” for the next century
(Golding et. al. , 1989).

In the 20th century, by the 1970s, fitness industry, “a multifaceted
phenomenon” (Parks, 1990, p. 71), took America by storm and still continues to
capture the imagination of not only the Americans, but the whole world. In the
1980s the fitness craze resulted in the abundance of health and fitness facilities
that emerged to answer the increasing demand for exercise programs. Yet the
financial success of the fitness centres was threathened by “the expensive
equipments, monumental payrolls, and dropouts”(Deane Mantia, 2000, p.4). This

threat was inevitable, as the owners and the fitness leaders of the fitness centres

11



often lacked the education, training, and qualifications that a manager needs to
possess for the survival , development, and the long-lived success of an
organization. The only qualification expected of a fitness leader was “a fit, good
looking body with good stereo system” (Deane Mantia, 2000, p.4).

As the industry continued to grow, the benefits of being a fitness instructor
charmed many people with the ease of working hours, free memberships, and lack
of academic degree, and certification prerequisites. Despite the fact that the pay
may be low within the sport industry, “ Many have remarked, ‘I get paid for doing
what is essentially my hobby!"”(Stedman, 2001, p. 4).Yet, “In 1988, less than
25% of the estimated 100,000 fitness instructors in the United States had formal
training. Lack of standard qualifications has resulted in confusion- and
injury”(Parks, 1990,p. 71 ). In turn, the alarmingly high injury rates, lack of
quality and standards, made the need for the certification of the fitness instructors,

and regulation in this field evident and inevitable (Deane Mantia, 2000).

2.2. Training, Certification and Education

During the 1950s, numerous organizations took initiatives in the education
of the general public about the consequences of low fitness levels. There have
been several agencies that have been involved in fitness promotion since the mid
1950s, such as the American Health Association (AHA), the American Medical
Associaiton (AMA), the American Association for Physical Education,
Recreation, and Dance (AAPHERD), and the American College of Sports

Medicine (ACSM) (Dalleck & Kravitz, 2002).
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Training, defined as an ‘organized process concerned with the
acquisition of capability, or the maintenance of capability’ ”” would not be wrong
to be considered as needs against present regirements (Wilson, 1999, p.118). Just
like the Young Men’s Christian Association (YMCA ), who instituted the
certification of physical fitness specialists through workshops that were offered to
prepare fitness leaders for this certification, having published the first edition of
the Y’s Way to Physical Fitness Program in 1972. By 1982 The Y’S Way to
Physical Fitness was revised with added norms for women, and new national
programs in cardiac rehabilitation, weight reduction, back exercises, school
health, and other areas.

In 1983, a nurse called Ms. Pfeffer, having realized that there were no
qualifications required from a fitness leader after having experienced a serious
injury during an aerobics class, assembled a group of allied health professionals
and developed the Aerobic and Fitness Association of America (AFAA), to train
and certify leaders in fitness. Followed by AFAA, the yielding potential of the
training organizations have been realized and many other certifying bodies
emerged in the mid 1980s, claiming to be the first and the best within the health
and fitness industry ( Deane Mantia, 2000). Despairingly, many of these
organizations, such as International Fitness Association (IFA, 1999), American
Council on Exercise (ACE, 2000), and International Sports Science Association
(ISSA, 1988) were accused of being inadequate in providing practical skills as
well as theoratical knowledge (Deane Mantia, 2000).

For instance, the International Fitness Association (IFA) offers a $99

certification on the world wide web, that is less than a half of its competetors
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prices, not paid unless the multiple choice test is passed (IFA, 1999). From this
stand point it is clear that anyone willing to work in the fitness industry can be
qualified as a fitness professional. As Deane Mantia suggests “ close examination
reveals a market driven industry that continues to lack standardization and
regulation” (2000). According to Nash,
certification tells the consumer that the instructor has demonstrated
a certain standard of knowledge and competence. Certification also
assures health club owners that their instructors have satisfied state
or nationally accepted criteria for safety awareness, injury
prevention, and knowledge of anatomy and exercise physiology
(1985, p.142).
As Mark Twain once conjured up, “ “Training is everything. The peach
was once a bitter almond; cauliflower is nothing but cabbage with a college

education’”’(as quoted in Palmer, 1999, p.117). As Palmer connotes, despite the
fact “that training is important; the question is , what training and what level of
detail?”(1999, p.117). Certification is generally believed to have a positive impact
on the fitness industry, however “the presence of a certification on a resume ...
may or may not indicate competence” (Summerfield, 1991, p.14). The answer to
this question lies within the industry itself; to set standards for the certification
agencies in order to prevent the certificates from merely being pieces of paper
(Parks, 1990).

As J. Parks claims, even the physical education professors are unable to
advice about certifications to their students,who want to work in the business of
fitness:

Unfortunately, most professors are ill-equipped to provide reliable
advice because of the diversity of certifications and the absence of
a source of current, valid information concerning the available

certifications (Parks, 1990, as quoted in Deane Mantia, 2000, p.
41).
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Arisen out of this hallow in the fitness industry, today National
Association for Sport and Physical Education (NASPE), serves consumers,
employers, and students and faculty involved in physical fitness professional
preparation programs through a project designed to: * (a) collect data concerning
fitness certifications, (b)organize the data in a standardized format, (c) develop
directory of professional fitness certifications in which the information would be
kept up-to-date, and (d) make the information readily available” (Parks, 1990,
p.72).

The last few decades, “An increased visibility and knowledge about health
and fitness through the media has led to a much more informed consumer. . . .who
has sparked an expansive evolution of the health and fitness industry”(Kravitz,
1999). According to Kathy Wenzlau, director of a fitness center in Phoenix-
Arizona, “With so much in the media about health and wellness, the public is
fairly well educated about fitness, and they're looking for instructors who know
what they're talking about” (Gibson, 1998, p.27). As the health and fitness
industry is in continuous growth with more people getting interested in getting fit,
a variety of avenues and career opportunities have also expanded in such ways
that:

Career opportunities in the fitness industry include fitness club
owner/manager, fitness director, aerobics director, special
programs director, aquatics directors, teachers, exercise
physiologists, and personal trainers....An emerging field is medical
health and fitness programs which serve as an advocate for hospital
and physician- based fitness centers (Kravitz, 1999, p.15).

It is quite paradoxical that while “...fewer school systems today require

physical education (Newell, 1990)” in America, with “...over 70 different

academic department labels are marked in the area of physical education,
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including exercise and sport sciences, kinesiology, health promotion and human
performance, and sport fitness and leisure studies...”, in an abundance of
technical high schools, colleges, and universities (Zak, and Sullivan, 1992).
According to Parks, certification established by the fitness industry could protect
prospective students preparing for careers in fitness from competition with
unqualified people (1990). The researcher futher claims that if *...stringent
certification standards become accepted nationwide, the industry will become
more professionalized and the more highly qualified candidates should get the

jobs”(Parks, 1990, p. 72).

2.3.  Professional Development

In civilized societies, the sustenance of individuals depends on the
coherence and maintenance of a healthy body and soul. An individual and a
society can be healthy, happy, successful, efficient, and long-lived met the needs
of a balanced mental, and physical development (Gli¢li, 2001). In this respect, the
value of physical exercise and sports is apparent in developing physically and
psychologically healthy individuals through helping them to adopt to the daily
challenging activities and cope up with the social life constraints successfully.
Yet, this is mostly dependent on the effective management of the sport
organizations and facilities (Yetim, & Senel, 2001). Sport management, in its
broadest sense, can be identified to be all of the steps taken to provide
coordination and collaboration for the effective and efficient implementation of an

aim through training, planning, and practice (Stedman, 2001).
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In 1887, when Woodrow Wilson claimed that human beings were not born
with good manager qualifications, he rather suggested that they could learn the
art and science of it through education (as cited in Tortop, 1999). In an era that
knowledge, and technology has gained importance in many aspects in the sport
industry, no doubt it has become very crucial to preserve the qualifications of an
effective sports manager, and trainer under the guidence of an academic training
body.

In the recent years the qualifications that an education leader needs to
possess have been studied extensively by the researchers (Gordon, 1997; Capel et
al., 1996 ). Three major behavioral characteristics that a leader needs to possess
are posited to be; (1)organization and planning, (2) professional development, and
(3) social skills (Capel et al. 1996). Out of these three items social skills can be
identified to be a means to a mutually dependent relationship between the science
and art of education that helps the leader to sense the emotions, thoughts, and
behaviors of the people around, specific to that interpersonal situation (Marlowe,
1986). As Cherniss suggests, it is possible for educators, and managers to develop
social skills for successful personal and interpersonal relationships, that are
crucial for their surveilance, through well organized training programs (2002).

In this respect, in service training, as a means to a life long education, aims
at providing the staff with the knowledge, skills, and behaviours to make them
successful, innovative, and satisfied with their jobs (YYalin, 2001). Particularly,
professional development programs are defined as learning opportunities for
employees that are provided by an external source, an expert consultant or trainer

“ “to acquire a set of capabilities which will equip a person to do a job’” (Palmer,
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1999, p.118). In order to avoid bias in staff development, opportunity to
contribute in the planning and development of new programs should be set for the
fitness managers and instructors. However, “managers and instructors are offered
an array of programs with frequently unrelated themes and limited practical
application to the fitness setting” (Deane Mantia, 2000, p.52).

While developing inservice training the persons responsible for organizing
and implementing staff development should keep in mind that in the fitness
industry, “proper staff training is the biggest competitive advantage health clubs
have”(Cirulli et al., 2004). Because firms, especially the starters pay a big price
for staff defection. As Griffin suggests, when staff members defect, customers
would soon drop-out, followed by the demoralization and the demotivation of the
remaining staff (2001, p.256). Equally noteworthy, the replacement of the
departed employee may also be rather expensive due to the novice employee’s
reduced productivity through the learning phase and the time spent during the
coworkers’ guidance (Griffin, 2001).

As McDonnell remarks, “Fitness center staff should have the training and
knowledge to serve members better ....Once you have a great staff in place,
member services can also keep your retention rates high”(2004, p.1). In contrast
to terrific equipment, the intangible things such as talented, well-trained,
enthusiastic and empathetic personal trainers doing what a client needs in a
particular situation may better keep members coming back, and bring new
members in (Deluca, 2000; O’Brien, & Sattler, 1999). As Griffin suggests,
strategic advantages do not last as others can easily copy it and technology

changes fast (2001). In this sense, inservice training in the fitness centers plays a
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crucial role in the professional development of the fitness professionals to

differentiate among the competitors and survive in the marketplace.

2.4. Consumer Influences

According to the literature, more than 90% of unsatisfied consumers
prefer going to the competitor facilities and share their discord with the other
potential consumers (Varva, 1999). One of the biggest challenges, and key to the
subsistance of the health and fitness facilities -member retention- has been an
issue for many studies that have searched for reasons for dropouts from physical
activity programmes, examining the motivational and volitional dispositions for
exercise involvement (Barber, & Havitz, 2001; IHRSA,1998; Fuschs, 1996; Iso-
Ahola et al., 1994; Heck & Kimiecik 1993). According to these findings,
determinants of exercise adherence can be grouped into 3 categories: 1-personal
attributes, 2- environmental or social factors, and, 3- characteristics of the
physical activity itself (Dishman, 1993). However, a more recent research has
ordered these determinants as; (1) instructor quality,( 2) facility attraction and
operation, (3) program availability and delivery, and (4) other services
(Papadimitriou, 2000).

Within management systems that follows total quality orientation, defining
customer needs, exploring customer expectations, and meeting the customer’s
needs have attained a predominant role. Such that:

In this philosophy, organizational success is not only inherently
linked with the ability of the sport and fitness service provider
primarily to identify and respond to needs, but also to influence

what is perceived as quality service by the targeted segment of the
market (Papadimitriou, 2000, p.157).
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Member retention -viewed from another point of view- has also been
related to the exercise course instructor’s behaviours (Lippke et al. 2003,
Nupponen & Laukkanen, 1998, Remers et al. 1995). Results of these studies show
that sport consumers’s rating of perceived competence of their exercise course
instructors, particularly their sensitivity and supportive behaviors, are crucial to
the programme satisfaction and adherence (Duncan et al., 1993; Willis, &
Campbell, 1992). On the contrary, today the leading problem in the health and
fitness industry remains to be the employees, who have been selected for the
minimal salaries, and poor benefit packages (Plummer, 1999).

Despite the optimistic developmental reports outlined by IHRSA
(McCarthy, 1999), the fitness industry has brought about imitative management
strategies that are only seeking for what is in fashion, and the consumer
expectations. Unfortunately, such fitness managements tactics - “compulsory
competitive tending”(Tawse & Keogh, 1998, p.219) - cannot go far beyond
providing temporary solutions to the member retention problems, and cause
dropouts that result in an inevitable downturn in the quality of the service
provided by the health and fitness centers (Gurbuz, 2003).

Standardization, defined as an ideal, a basis in terms of which something
can be judged (Webster, 2004), can be identified as a measure to make a
conventional application, discipline, or a system significant. Accoring to Brown, a
certain degree of standard is aroused after receiving a service for the first time,
that gives the consumers a chance to make a comparison between the past and the
present service, and critisize in terms of time, quality, and value, resulting either

in disappointment, or satisfaction (1995). In terms of fitness management
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practices, in order to make use of the advantages of standardization such as
minimized cost, simplified production, planning, and programming, with
increased safety, and profit, facility owners should abandon their tendency to be
reactive that turns them into mere imitations without unique strategies (Plummer,
1999). As it is outlined by more recent research in this field, existing marketing
patterns must be changed through a well established standardization process in
order to recruit sedentary populations to become a part of the fitness phenomenon

(Deane Mantia, 2000).
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CHAPTER Il

METHOD AND PROCEDURES

3.1. Setting

Private health and fitness facilities are getting common throughout Turkey.
Although participation relies to economic and population demographics in each
region in Turkey, Ankara, her capital city who keeps abreast of the current affairs
of the General Directorate of Youth and Sports (GSGM), plays a vital role in the
overall growth of the health and fitness industry. So, the focus of this research

project included fitness professionals in Ankara.

3.2. Population

The objective of this research project was to determine the status of the
fitness industry in Ankara by analyzing the perspectives and insights of health and
fitness professionals. The study included health and fitness professionals at all
levels: owners, managers, consultants, directors and instructors. In order to get
complete representation of the industry, consumers of exercise programs were
also taken into account in this project.

The private health and fitness centres included in the study were selected
according to the document of the licenced private sport centers list in Ankara

obtained from the General Youth and Sport Provincial Directorate (GSGM, 2004).
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There were 26 sport (health and fitness) centres in the list, all of which were

included in the study.

3.3.  Instrumentation

In this study “Survey of the Health and Fitness Industry” (SHFI)
developed by Deane Mantia (2000), was used as the instrument after an
adaptation process into Turkish. The original version is available in Appendix B-1
and B-2, and the Turkish version in Appendix C-1 and C-2. The researcher got the

permission to use the SHFI scale from Deane Mantia via e-mail (Appendix A).

3.3.1. Validity

The translation of SHFI from English into Turkish was done seperately by
three specialists in English linguistics, which were collected to be argued upon the
most suitable draft by the researcher and two more academicians expertized in
physical education and sport management in a university. To ensure that the
survey would be culturally relevant to the Turkish population, a focus group of
eighteen subjects was made to increase face validity. The focus group included
three sport managers, five sport consumers, and ten fitness centre employees, who
were asked to complete the survey after a through introduction by the researcher.
Discussion during the survey was not allowed. The time to completion was fifteen
to twenty minutes. As soon as the focus group members were finished taking the
survey, a discussion of each category and questions within was allowed. Members
of the focus group were asked questions to ensure clarification. As a result of the

focus group discussion, some words and several questions were changed; new
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questions were added; and some were removed. As a result of the focus group
study two seperate surveys were adapted to Turkish: one for the professionals, and
one for the consumers in the health and fitness industry (Appendix C-1 and
Appendix C-2).

The Survey questions are categorized into nine main categories:

1. Professional Information

2. Facility Information

3. Markers of Success

4. Entry into the Industry

5. Professional Development

6. Business of Fitness

7. Membership Growth Opportunities

8. Consumer Influences

9. Personal Information

There are two separate surveys, one for the professionals in the fitness

industry (owners, managers, and fitness instructors) that consists of ten pages, 256
items, and another one for the sport consumers that consists of 6 pages, 122 items.
The first two pages of the survey for professionals queried the demographic
information (professional information, and facility information) of survey
participants. The remainder of the survey included a series of statements about the
markers of success, entry into the industry, the business of fitness, professional
development, growth opportunities, and consumer influences, with personal
information added in the last page of the survey. The survey for the sport

consumers queried only the demographic information of survey participants (type

24



of involvement in health and fitness, and facility information), and a shortened
series of statements that included markers of success, professional development of
the staff, business of fitness, and consumer influences. Respondents were asked to
use a four point Likert scale that included the following categories: strongly agree,
agree, disagree, and strongly disagree. A neutral or non-applicable category was

purposedly ommited to encourage respondents to commit to the response.

3.4.  Distribution of the Survey

Three hundred and fifty copies of the ten- page professional survey, and
260 copies of the six- page consumer survey were made. Surveys were distributed
to two major populations: fitness professionals (instructors, trainers, directors,
managers, and owners) and consumers of exercise. Surveys were distributed by
the researcher, or colleagues of the researcher at all of the health and fitness
centers in Ankara that were listed in the licenced private health and fitness centres
list obtained from the Provincial Directorate of Youth and Sport (GSGM, 2004).

In order to arise interest in the study and ensure a high return rate, both of
the surveys were distributed by the researcher to managers and owners of health
and fitness facilities after taking appointments by personal phone calls to the
facility owners. Managers who volunteered to participate in the study, were asked
to complete the survey and distribute the consumer version of the survey to five of
their consumers. Instructions for completing the surveys were included and
explained to the participants in detail by the researcher. To ensure the anonimity
and the confidentiality of the participants the managers and instructors were given

their surveys in closed envolopes. The researcher also gave surveys to randomly
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selected consumers, who volunteered to participate in the study, after they had just
finished a fitness session at different times. The surveys were retrieved from the

health and fitness centers by the researcher through direct contact.

3.5. Data Collection

During the four month data collection period, a total of 167 surveys were
collected out of 610 surveys distributed in 26 health and fitness centres.

Surveys were seperated into three main categories: consumers, fitness
instructors (including personal trainers and group exercise instructors), and
management staff (including owners, managers, and front desk personel). The

number of responses from each group are given in Table- 1.

Table 3.5. Number of Responses

Number of responses(n)
Management: 28
Instructors: 105
Consumers: 34
Total responses: 167

3.6. Data Analysis Procedure
Demographic data and responses were transferred into the appropriate
master Excel spreadsheet (manager, instructor, and consumer) so that information
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could be entered and analized in SPSS 10.0 statistical package. Likert scale
responses, Strongly Agree, Agree, Disagree and Strongly Disagree, were assigned
a numerical value with 1, 2, 3, 4 used respectively so that the scores could be

statistically analyzed by frequency and percentile ranking.

3.7.  Limitations of the Study

Time and resources were the main limitations of this study. Because of
these limitations of the researcher, only the 26 health and fitness centres in
Ankara, that were listed in the licenced private health and fitness centres list of the
Provincial Directorate of Youth and Sport (GSGM, 2004), could be surveyed that
left many sport centres that are operating without licence. In this sense, because
this is a pilot study in Ankara and it represents only the licenced health and fitness
centres in Turkey, financial aids are essential for the researcher to further conduct
the study in the rest of the fitness centres in Turkey.

Another limitation of the study was the time of the year the surveys started
being distributed among the sport centres due to the fact that most of the fitness
professionals and the sport consumers were on summer vacation. This have
affected the time to completion and the low return rate of the surveys, as the
researcher could not collect the surveys from the sport centres until the owners,
managers, fitness instructors and sport consumers were back.

The fact that only 2 % of the personal information was filled in by the
managers and instructors was another limitation to the study that took the
initiative away from the researcher to make statistical analysis between survey

results and the demographics of the fitness professionals such as the level of
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education, diploma, type of professional education and certifications. The reason
for this type of ommitment may be due to the fact that the owners and the
managers of the health and fitness centres may have thought that this study was
being conducted by the Provincial Directorate of Youth and Sports to detect the
health and fitness centres in Ankara contravening the Private Sport Centres
Regulations rather than thinking that the research presented would be seen by
government officials and academics to help grow the fitness industry.

Finally, one of the biggest challenges that the researcher experinced in this
study was the length of the surveys which caused the participants to get bored and

keep complaining about time constraints.
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CHAPTER IV

RESULTS

In this pilot study the Turkish version of the Survey of the Health and
Fitness Industry (SHFI- T) was used in order to analyze the current status of the
health and fitness industry in Ankara. Fitness professionals (owners, managers,
fitness instructors) were presented a ten page (Appendix A-1), and the consumers
a six page survey (Appendix A-2) to determine the central issues of the industry.
The purpose of the research project was to target the following topics (Deane
Mantia, 2000):

1. What is the business of fitness?

2. In what facilities and under what conditions are these matters
undertaken?

3. What are the markers of success?

4. Who are the professionals involved in the industry?

5. Do professional development program address the needs of
fitness leaders?

6. What is important in the mind of the consumers and how does
this influence the industry?

7. What are the inter- relationships and how do they influence the
industry?

8. Does the industry have a developmental path?
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9. What (or who) is the most effective agent of change?

In this section, the key findings of the surveys are presented. For the
results to all of the items, Appendix C is provided. Survey data was organized
categorically to respond to the questions posed in the dissertation. Before each of
these topics is adressed, the demographic information of the survey respondents

are presented.

4.1. Demographics of Respondents

There were two types of surveys used in the study, one for the fitness
professionals distributed to managers and fitness instructors, and the other one for
the consumers of exercise. The number of responses from each group are given in

Table 4. 1.

Table 4.1. Number of Responses to the Types of Surveys

Number of responses(n)

Survey for Fitness Professionals: Managers: 28

Instructors: 105

Survey for Consumers of Exercise: | Consumers: 34

Total responses: 167

In the surveys for the fitness professionals, work experience was found to
be as follows. All owners and managers were full time employees at fitness
centres and work in a health and fitness facility. There were 14 ( 43%) managers
with professional work experience in the industry for 1-5 years, 7 (25%)managers
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for 6-10 years, and 9 (32%) managers more than 10 years. There were 67(64%)
instructors with professional work experience in the industry for 1-5 years, 23
(22%) instructors for 6-10 years, 15 (14%) instructors more than 10 years (see

Figure 4.1).

@ managers

B instructors

Figure 4.1. Rating of Managers and Instrustors Work Experience

Among the fitness centres that were included in the study 53% were
reported to be operating for 1- 5 years, 27% for 6 — 10 years, and 11% for more
than 10 years. The number of years that had been worked in the facility for 1- 5
years was 57% by the managers, 84% by the instructors, and 91% by the

consumers (see Figure 4.2).
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Figure 4.2. Rating of Years of Work in Current Facility

4.2.  \What is the Business of Fitness?

4.2.1. Fitness Facilities

Participants were queried about the type of health and fitness facility in
which they worked and/or exercised. Out of 167 respondents surveyed, 95%
identified “health club” as their facility type that involved fitness, racquet sports,
and aerobics studio, while 5% identified “gym” that is only fitness and aerobics.
None of the respondents indicated “other” to describe the type of facility that they

worked and/or exercised.

4.2.2. Specialty Areas of Fitness Facilities
Out of the survey respondents who described the speciality area of the
facilities in which they work and/or exercise, 25% identified fitness, 15%

identified bodybuilding, and 60% left blank. The low answer rate of this item, and
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the broad use of the term fitness could not help make any further identification

concerning speciality areas of the facilities.

4.2.3. Services Provided

Managers, instructors, and consumers were asked to identify services
provided at their health and fitness centres, using a Likert scale to either agree
(strongly agree or agree) or disagree (disagree or strongly disagree). Analysis of
the findings combining the strongly agree and agree responses shows that all of
the managers, 94% of the instructors, and 64,7% of the consumers provide and/or
request motivation most. This is followed by 78,6% of the managers, 87,6% of
the instructors, and 100% of the consumers who provide and/or request exercise
programming, and personal training with 71,4% of the managers, 81% of the
instructors, and 88.2% of the consumers provide and/or request most. According
to the normalized summaries combining the strongly agree and agree responses,
39% of all the respondents ranked group exercise classes at the very bottom of

the other services (See Table. 4.2.3).
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Table 4.2.3 Services Provided and/ or Requested in the Fitness Industry

1. Motivation 89,2%
2. Exercise programming 89%
3. Personal training 81%
4. Safety advice 80%
5. Advice for rehabilitation of injuries 79,6%
6. Weight management 66%
7. Nutritional advice 59%
8. Stress management 45%
9. Recommendation and distribution of supplements | 43%
10. Group exercise classes 39%
11. Pre and Post natal advice 30%

4.2.3.1. Group Exercise Classes as a Service

Despite its popularity worlwide (Deane Mantia, 2000), group exercise
classes are only 48,5% convincing enough to the respondents (managers,
instructors, consumers) to appear to be the vital component of the health and
fitness centres in Ankara. Further more 68,3% of the survey participants disagree
that their group exercise program offers an exiciting variety of classes and 49,1%
of the participants do not believe that group exercise programs will remain
popular in the future.

The criteria used by members to select an exercise class was asked to the

survey participants. Intensity of class (67%), qualifications of the instructor
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(79%), type of class (88%), and personality of the instructor (96,4%) were ranked
as the major criteria used by members to select which exercise class they would
participate in. Survey participants were queried to answer if “it is important for
exercise instructors to be present and visible in the facility- they are not just there

for their classes” and 95 % of the respondents agreed with this statement.

4.2.4. Profit Centres of the Fitness Business

The survey for the managers and the instructors asked to respond to the
item, “The greatest profit centre at my facility is...”. The fact that group exercise
classes were ranked at the second place by 90 % of all the respondents who agree
(strongly agree & agree), is one of the most striking results that conflicts with that
of the previous findings that 51,5 % of the respondents disagree that group
exercise classes are the vital component of the health and fitness centres in
Ankara. A ranking of the other profit centres according to the total of strogly

agree and agree scores is presented in Figure 4.2.4.
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Figure. 4.2.4. Rating of Profit Centres as Reported by Managers/Instructors
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4.2.5. Expenditures of the Fitness Business

Expenses of the health and fitness facilities were also examined in the
survey. According to the results, equipment rated as the most costly expenditure
by both facility managers (100 %), and instructors (95,2 %). Payroll was listed as
the second highest expense by 96,4 % of managers, whereas it was rated third by
the instructors (69 %). Overhead such as rent and utilities was rated as the third
highest expense by managers (93 %) and second by instructors (95 %). For the

rating of the other expenses incurred by the fitness facilities see Figure 4.2.5.
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Figure 4.2.5. Rating of Expenses Incurred by the Fitness Facilities

4.2.6. Budgeting for Staff Development

Fitness professionals were asked about budgeting funds for marketing and
staff development. Fourty six percent of managers agreed that they have a set
budget for marketing and only 32 % of managers agreed that they have a set

budget for staff development. With respect to responses from instructors, 37 % of
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instructors agree that a budget is reserved for marketing and as low as 28 % agree

that a budget is set for staff development.

4.2.7. Fitness as a Modern Day Business

The surveys included two questions to determine if the fitness business
was advancing with technology: 1.) Does your facility have a facsimile machine,
and 2.) Does your facility have access to the World Wide Web?

Out of 167 participants surveyed 133 gave answer to the item that queried
if the health and fitness facility has a facsimile machine. A hundred and twenty
two (73 %) answered yes, 3 (2 %) answered no, and 8 (5%) noted that they did
not know whether their facility had a fax or not. The question of access to the

Internet (www), received 106 (64 %) yes, 23 (14 %) no, and 4 (2%) do not know.

4.3. In What Facilities and Under What Conditions are These Matters

Undertaken?

4.3.1. Length of Operation
The average length of operation of facilities was reported to be eight years,
based on the response of 156 out of 167 survey participants. Length of operation

ranged from one to 15 years.

4.3.2. Size of Facility
According to 76 survey respondents who specified the size of their

facilities the average size of health and fitness facilities was 967 square meter.
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The facilities ranged between small facilities of 250 square meter to 60,000 square

meter multi chain health and fitness centres.

4.3.3. Membership Size

Identifying the item asking for the number of members that the facility
currently has it was found that one of the fitness centres had less than 50
members, and another had 50-100 members, while 12% had 101- 200 members,
20% had 201- 400 members, and 28% had more than 401 members. Due to the
fact that 75% of the consumer respondents answered to this item as “I don’t know
how many members my facility has”, their information was not utilized (see

Figure 4.3.3).
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Figure 4.3.3. Rating of Number of Members
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4.3.4. Membership Breakdown by Gender

Both the fitness professionals and the consumers were queried about the
gender breakdown of the facility members. Out of 167 survey respondents, 58 %
said that males and females were equally distributed, 25 % emphasized that males
were more, and 7 % said that women members were more than the males.
Seventeen percent said that they had no idea about the gender breakdown of the

membership in their facility (See Figure. 4.3.4.).
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Figure 4.3.4. Membership Breakdown by Gender

4.3.5. Membership Fees

According to normalized results of 151 (91,4 %) survey participants who
addressed this question full facility membership fees ranged from 25 YTL and
125 YTL per month. Only one of the respondents reported an annual membership
to an health and fitness centre to be 1500$. The range of the monthly membership
fees according to the total responses from all of the respondents is demonstrated

in Figure 4.3.5.
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Figure. 4.3.5. Range of Monthly Fees in YTL

Sixty seven percent of the survey respondents mentioned that members
pay on a monthly cash basis, 14 % pay monthly and 4 % pay annually by credit
card.

The item issueing the contracts required to sign when joining a fitness club
received 57 % agree (13 % strongly agree, 44 % agree) from all of the survey
respondents while 43 % disagreed (28 % disagree, 15 % strogly disagree). Sixty
percent of the survey participants reported that the contracts are explained clearly

and completely to members.

4.3.6. Influence of Competition

Fitness professionals were queried about the influence of competitors on
their business operations. Managers and instructors replied disagreement (diagree
& strogly disagree) 68 % and 65 % respectively. Sixty eight percent of the
managers and 69 % of instructors claimed that they did not pay attention to the

operations and programs of the competition. What is more, pricing of competition
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also does not influence membership fees according to 58 % of managers and 66 %
of instructors. Membership fees are widely based on the amenities offered by the

facility with regard to the responses of 96 % of managers and 82 % of instructors.

4.3.7. Business Operations

Managers were queried about the operations of the fitness business. Only
53 % of the managers report that they had a formal business plan when they
started working in fitness, however 68 % report that they review and revise
business plans, and do not use external consultants (96 %).

Seventy eight percent of managers and 74% of instructors surveyed
defined their business operations as pro-active. Seventy one percent of managers
agree that they spend a great deal of time solving problems in their facility, while
43 % of instructors disagree. The answers (agree and strongly agree) to these

items are presented in Figure 4.3.4.
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Figure 4.3.7. Business Operations
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4. 3. 8. Staffing Concerns

Staffing remains as a problematic concern for the managers. Seventy nine
percent of the managers agree that “it is difficult to find qualified employees” and
86 % of them agree that “it is difficult to find employess with good work ethics”.

(Figure4.3.8.1).
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Figure 4.3.8.1. Rating of Managers about Staffing Concerns

However, both fitness professionals and consumers rate front desk employees
relatively high in the areas of member services (94 % agree), friendliness (88 %

agree), and professionalizm (87 % agree) (Figure 4.3.8.2).
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Figure 4.3.8.2 Rating for Front Desk Employees
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4.3.9. Orientation of New Members

Member services such as orientation and training were regarded by fitness
professionals, and consumers. Fifty four percent of the managers report that their
facility provides prospective members to try the facility free of charge. Fourty one
percent of the consumers agreed that they were allowed to try the fitness facility
free of charge, while only 28 % of instructors agreed with this statement.

In terms of the quality of member orientation, 93 % of the managers agree
(strongly agree and agree) that they provide a quality orientation to new members.
However, only 74 % of instructors, and 62 % of consumers agree with this item.

Eighty two percent of the consumers agree that when joining, their facility
provided “all the training they need” to be comfortable with their workouts. A
rather strong report was received from the managers and instructors agreeing with

this statement, with 100 % and 92 %, respectively.

4.3.10. Attention to Members
Attention paid to members was asked with the statement “the members we
give the most attention are ...”. The responses received varies as seen in Figure

4.3.10.
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Figure. 4.3.10 Members Who Receive the Most Attention from Staff

Eighty five percent of the consumers agreed (strongly agree and agree)
that long standing members and members who are always at the gym get the most
attention from facility personnel. Ninety four percent of the fitness instructors
agreed (47,6 % strongly agree and 46,7 % agree) that they paid the most attention
to the long standing members, while 92 % of the managers report that their

facility personnel pay the most attention to the new members.

4.3.11. Assessment of Member Satisfaction

The use of surveys to assess member needs and overall satisfaction was
queried to three of the populations. Discrete responses show that managers (89
%), insructors (81 %), and some how optimistic consumers (62 %) disagree
(strongly disagree and disagree) with the statement that member satisfaction is
frequently assessed through the survey process. Eighty two percent of the
managers, and 80 % of the instructors disagree (strongly disagree and disagree)

that surveys are used to determine member needs and wants, yet rather optimistic
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41 % of consumers agree (strogly agree and agree) with the statement (Figure

4.3.11).
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Figure 4.3.11 Rating of the Assessment of Member Satisfaction

4.4. What are the Markers of Success ?

4.4.1. Important Factors in the Health and Fitness Industry

According to the response from managers, instructors, and consumers

combined ranking of factors in the health and fitness industry is as follows (Figure

4.4.1).
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Figure 4.4.1. Ranking of Important Factors in the Industry

Considering the three populations seperately by taking strongly agree
responses as the credential in ranking the important factors in the health and
fitness industry, “reaching previously inactive populations” is ranked first by the
managers, with 82 % strongly agree and 18 % agree. “Adherence of the existing
members” is ranked first by the instructors (67 % strongly agree and 25 % agree),

and consumers (55 % strongly agree and 44 % agree).

4.4.2. Financial Rewards

Managers and instructors were asked to consider if “the fitness business is
financially rewarding”. Both managers, and instructors were pessimistic about the
fact that fitness business is financially rewarding. Only 32 % of the managers, and
34 % of instructors (5,7 % strongly agree, and 28,6 % agree) agreed that fitness

business is financially profitable (Figure 4.4.2.).
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Figure 4.4.2. Rating of Financial Rewards

4.4.3. Rating of Success

Surveys for the fitness professionals and consumers queried the
participants to respond to the item “Overall, | believe that the health and fitness
industry has been successful”. Out of 167 respondents to this item, only 2 (1 %) of
the respondents strongly agreed with the statement, while 45 (27 %) of them
agreed, and a rather pessimistic 120 (44% disagree, and 27, 5 % strongly disagree)
of the respondents disagreed with the statement that health and fitness industry
has been successful.

When the responses were analyzed among the three populations
(managers, instructors, and consumers), the consumers were more optimistic
about the overall success of the health and fitness industry with 34 % (6 %
strongly agree, and 27 % agree) agreeing that the health and fitness industry has
been successful. The comparison of the analysis of this item is displayed in figure

4.4.3.
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Figure 4.4.3. Percentile Ranking of Agreement with Success of Industry

4.4.4. Satisfaction with the Status of the Industry

Fitness professionals (managers and instructors), and consumers were both
queried to decide upon the statement “I am satisfied with the current status of the
fitness industry”. Eleven percent of the total respondents strongly agreed, and 23
% agreed with this statement. Fifty percent of the respondents disagreed, and 13
% strongly disagreed that they were satisfied with the current status of the fitness

industry. The level of satisfaction as stated by the managers, instructors, and

consumers is provided visually in Figure 4.4.4.
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As it is pictured in Figure 4.4.4, out of the three populations surveyed,
instructors are slightly more satisfied with the status of the fitness industry, with
14 % of the respondents strongly agreeing, and 24 % agreeing with the statement.
Managers, and consumers are rather pessimistic about the state of the fitness
industry, with 72 % (61 % disagree, 11 % strongly disagree), and 74 % (56 %

disagree, 18 % strongly disagree) disagreeing with the statement respectively.

4.4.5. A Need for Change

Managers, instructors, and consumers were asked to state if they saw a
need for change upon several areas of the industry such as professionalism,
education, management practices, and communications. According to both the
strongly agree and agree results, management practices, and communications need
for change, with 95 % of all the respondents agreeing. Ninety two percent of the

respondents agree that education, and 90 % of the respondents agree that
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professionalism also are among the areas in the fitness industry that have to go for

a change.

4.5.  Fitness Professionals
Data of the survey responses were analyzed to gather information specific
to the professionals who work in the health and fitness industry. Three questions
that were listed in the objectives of this study is to find answers:
1. Who are the professionals involved in the industry?
2. Do professional development programs address the needs of
fitness leaders?
3. What are the inter-relationships and how do they influence the

industry?
4.5.1. Who are the Professionals Involved in the Industry
As demonstrated earlier in this chapter, the breakdown of the survey

respondents’ groupings by position can be summarized in Table 4.5.1.

Table 4.5.1. General Summary of Groupings of Respondents

Number of % of Total

Grouping of Respondents Responses(n) | Respondents

Management: 28 17 %
Instructors: 105 63 %
Consumers: 34 20 %
Total: 167 100 %
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4.5.2. Entry into Fitness

Ninety two percent of the fitness professionals agreed with the statement
that they entered the fitness industry through a related field such as dance or sport,
and according to 73 % of the responses at first they considered their position in
the fitness industry to be a hobby. Yet only 24 % of the fitness professionals
agreed with the statement that they currently work in fitness as a hobby, and only
8 % agreed that they work in fitness for free membership. The majority (75 %) of
the fitness professionals (79 % of managers, and 74 % of instructors) could not
state their job in fitness to be personally rewarding. However, 50 % of the
instructors (10, 5 % strongly agree and 39 % agree), and 39 % (4 % strongly agree
and 35 % agree) of the managers agreed that they work in fitness because of the

salary and benefit package.

4.5.3. Employment Years in Fitness

Instructors and managers were asked to state the number of years that they
have worked as fitness professionals. Managers (n=28) reported a range of 1 to 24
years experience with an average of 9 years. There were 14 ( 43%) managers with
professional work experience in the industry for 1-5 years, 7 (25%)managers for
6-10 years, and 9 (32%) managers more than 10 years. Instructors (n=105) also
reported a range of 1 to 24 years of experience with an average of 5.5 years. There
were 67 (64 %) instructors with professional work experience in the industry for
1-5 years, 23 (22 %) instructors for 6-10 years, 15 (14 %) instructors more than 10

years (see Figure 4.1).
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4.5.4. Employment Years in Facility

Fitness professionals participating in the survey were queried about the
duration of employment in their health and fitness facility. Managers’(n=28)
responses ranged between 1 to 24 years, with the mean at 6 years, the median at 4
years, and the mode at 1 year. The responses of the instructors showed a shorter
duration of employment in their current fitness facility than managers did.
Instructors (n=105) demonstrated a mean employment length of 3 years, median

of 2 years, and mode of 1 year.

4.5.5. Gender Breakdown of Fitness Staff

Both types of the surveys distributed to the fitness professionals and the
consumers asked if the staff in their facility was mostly male, mostly female, or
equally distributed. An additional option was provided for the respondents as “I
don’t know about the gender breakdown of the staff in my facility”.

Out of 167 survey respondents, 59 % said that males and females were
equally distributed, 29 % emphasized that males were more. Twelve percent of
the respondents said that they had no idea about the gender breakdown of the

fitness staff in their facility (See Figure. 5.5).
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4.5.6. Salary of Fitness Professionals

Participants of the survey for the fitness professionals were asked to
demonstrate their salaries for their fitness employment. Ninety nine percent of the
respondents (n=131), who are full time employees, demonstrated their salaries on
a monthly basis.

Manager (n=28) salaries ranged from 450 YTL to 1500 YTL, with the
mean at 840 YTL, the mode at 750 YTL. Instructor (n=103) salaries ranged
between 350 YTL to 750 YTL, with the mean of 500 YTL, and the mode of 350
YTL. The responses of the fitness instructors showed that 45 % of the fitness

facilities paid to their fitness professionals on a minimum wage system.

4.5.7. Pay Structure and Credentials
Fitness professionals were asked to consider if their “...company bases the
pay structure on the credentials of the employees (Greater credentials = greater

pay)”. A relationship between pay structure and employee credentials was not
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identified by survey respondents. Fourty seven percent (strongly agree and agree)
of the total respondents agreed with the statement, while 53 % disagreed (
disagree and strongly disagree). Analyzed seperately, managers seems to be more
optimistic than the instructors about the statement that pay structure is based on
the credentials of the employees, with 54 % agree, and 55 % disagree (disagree

and strongly disagree) respectively.

4.5.8. Compensation Satisfaction

Fitness professionals were asked to consider the statement , “I am well
compensated for the work that | perform in fitness”. Fourty three percent of
managers agreed (21,4% strongly agreed and 21,4 % agreed) with this statement.
The instructors were less satisfied with compensation with only 37 % agreeing
(11,4 % strongly agree and 25,7 %agree) with this statement. Interestingly
consumers were less content with the compensation for the work that the fitness
professionals perform, as 26 % agreed (strongly agree and agree) and 74 %

disagreed (disagree and strongly disagree) with the statement.

4.5.9. Benefit Packages

Both the managers and the instructors are not content with the benefit
packages. Only 18 % of managers, and 24 % of instructors agree that they receive
paid vacations, 14 % and 11 % agree that they receive sick pay respectively. Fifty
four percent of managers reported that they received health and life insurance,

while instructors reported only 45 % agreement on this statement. However , both
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the managers and the instructors 53 % disagreed that their fitness employer pays

payroll taxes (SSK) for social security.
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Figure 4.5.9 Benefits Received by Fitness Professionals

4.5.10. Perception of Status

Despite the fact that the fitness professionals are not quite content with the
benefits that they receive, they are optimistic about their status in the industry.
Fourty six percent of the managers strongly agree and 29 % agree that they are
well respected in the community for their business in the fitness industry. Seventy
percent of instructors (35 % strongly agree and 36 % agree) also agreed with this

statement.
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4.6. Do Professional Development Programs Meet the Needs of

Professionals?

4.6.1. Qualifications of Fitness Leaders

Managers and instructors were asked to identify the qualifications
necessary to perform the role of fitness leader that include knowledge (100 %
agreed), practical skills (100 % agreed), interpersonal skills (98 % agreed), and
management skills (87 % agreed).

Sixty two percent of the instructors, and 64 % of managers emphasized
that they had a good understanding of the job requirements before entering their
position in fitness. Sixty eight percent of the managers and 70 % of the instructors
reported that the staff at their facility is aware of the international standards of the
industry. Yet only 54 % of the managers, and 51% of instructors agreed that their

staff follows the international guidelines.

4.6.2. Training Institutions

Seventy five percent of managers (60,7 % diasagree and 14 % strongly
disagree), and 71 % of instructors (44 % disagree and 27 % strongly disagree)
disagree that there are a variety of well-qualified institutions from which they can
receive training. However, 64% of managers and 73 % of instructors claimed that

their initial training prepared them well for their position in fitness.
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4.6.3. Initial Training

Fitness professionals were requested to list the source and duration of
training prior to entry into the fitness industry. Out of 133 fitness professionals
only 24 provided complete information about training source, yet none of the
respondents provided information about the duration of training.

Nine (38 %) of the respondents indicated that they received training from
Youth and Sports General Directorate (GSGM) Body Building and Fitness
Federation. Surprisingly although 56 % of the managers agreed that they provided
in house training, only 7 respondents (29 %) stated that they received their initial
training from the facility in which they work. Two (8 %) of the survey
participants identified themselves to be graduates of a physical education and
sports department of a university as a source of initial preparation for their
position in fitness, and the rest of the respondents (25 %) identified “gym
experiences” as training. The ranking of the sources of training as identified by

the fitness professionals can be seen in Figure 4.6.3.
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Figure 4.6.3 Initial Training Sources Identified by the Fitness Professionals
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4.6.4. Certification of the Fitness Professionals

Certification does not seem to be accepted as a measure of competency in
fitness by the fitness professionals. According to 93 % (71,4 % strongly disagree
and 21,4 % disagree) of the managers certification is not an indication of a well-
qualified fitness professional. Eighty five percent (50,5 % strongly disagree and
34,3 % disagree) of the instructors also disagree with the statement that
certification is an indication of a well-qualified fitness professional. However,
consumers are more optimistic about this statement with 62 % agreeing (33 %

agree and 30 %strongly agree) (Figure 4.6.4.1.).
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Figure 4.6.4.1. Rating of Certification as Competency

In the survey for the fitness professionals the personal information section

asked the respondants to fill in “l hold a(n) certification from

organization” and to list additional certifications. Only 20 (11 %

of fitness instructors and 29 % of managers) out of 133 fitness professionals

responded to this item (See Figure 6.4). Twelve of the fitness professionals (4% of
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instructors and 25 % of managers) identified “bodybuilding and fitness trainer
certification” from Bodybuilding and Fitness Federation, 2 of the fitness
instructors (2%), and 1 of the managers (4 %) listed *“step and aerobics trainer
certification” from Turkish Gymnastics Federation. Five of the fitness instructors
(7 % of all the fitness instructors) listed unrelated certifications with regard to
their positions in the fitness industry. Two of the fitness instructors (2%) listed
“tennis coach certification” from Turkish Tennis Federation, 2 listed (2 % of
fitness instructors) “football coach certification” from Turkish Football

Federation, and 1 one of them listed “massage cetification”.
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Figure 4.6.4.2. Certification Status of Fitness Professionals

4.6.5. Value of Certifying Organizations

Despite the fact that the fitness professionals state that there is a need for
more standardization (70 %), and professionalism (74 %), 80 % agree (5
%strongly agree and 75 % agree) that “in a cost-benefit analysis, certification is
valuable to the industry”. Only 56 % of the fitness professionals agree with the

statement that the major certification organizations help in the development and
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growth of the industry and 53 % disagree that the certification organizations help

to promote health and fitness to inactive populations.

4.6.6. Additional Certifications Held by Fitness Professionals

According to the responses to the question concerning additional
certifications, only 3 (2%) of the surveyed fitness professionals (n=133) could
identify themselves as certified in first aid. This is in contrast with statement that
the staff at their fitness facility maintained current certification in first aid with a

response rate of 40 % of managers and 27 % of instructors agreeing.

4.6.7. Academic Preparation

Fitness professionals were asked to describe their level of education and
field of study. Among 133 fitness professionals who answered to this item, 12 (9
%) listed Bachelor’s degrees. Seven of the respondents (5 %) described a
Bachelor’s degree in the field of physical education and sports. Five of the fitness
professionals (4 %) listed areas of study in fields such as social sciences,
medicine, electronics, and unrelated fields. Ninety one percent of the fitness

professionals (n=121) have no academic degree listed.

4.6.8. Attitudes About Credentials of Fitness Staff

Although the analysis shows that the fitness industry is inadequate in terms
of training and certification, professionals and consumers are positive about the
credentials of the fitness staff. Eighty percent of the consumers surveyed agreed

(strongly agree and agree) that the fitness staff holds the proper credentials for the
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work they perform. Eighty two percent of the consumers agree that the
management staff is qualified for the work that they perform. Ninety three percent
of the managers agree (strongly agree and agree) that the fitness staff holds the
credentials for the work they perform and 79 % of the managers agree that
managers are qualified for their positions. Eighty three percent of the fitness
instructors agree (strongly agree and agree) that the fitness staff holds the proper
credentials for the work they perform , yet only 66 % agree that the management
staff is qualified for the work that they perform. For the rating of responses about

the credentials of the fitness staff and management Figure 4.6.8 is presented.
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Figure 4.6.8. Responses About Credentials of Fitness Staff

4.6.9. Attitudes About Certification

All of the managers agree (79 % strongly agree and 21 % agree), and 94 %
of the instructors agree (58 % strongly agree and 36 % agree) that it is important
for the fitness staff to obtain certification in each area that they work. Somehow

consumers are not much concerned about certification of the fitness staff in every
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area that they work, with 82 % agreeing (strongly agree and agree) and 18 %

disagreeing (disagree and strongly disagree).
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Figure 4.6.9.1. Total Responses About Importance of Certification

Despite such positive attitudes towards the importance of the certification
of the fitness staff in every field that they work, 71 % of survey respondants
agreed with the statement (11% strongly agree and 60 % agree) that “as long as
the fitness staff holds one certification, they are not required to pursue further

certifications”.
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Figure 4.6.9.2. Response About Importance of Certifications in Every Area

4.6.10. Continuing Education

Sixty eight percent of the fitness professionals agree (strongly agree and
agree) that they participate in additional training to better themselves as fitness
professionals. Although only 34 % of the fitness professionals agree that
continuing education providers help to promote industry standards, 59 % of
professionals agree that the workshops they attend are relevant and applicable to

their work in fitness

4.6.11. Value of Workshops

As the survey respondants were asked to identify workshops that they
found most useful, both managers and fitness instructors reported agreement with
exercise science workshops such as anatomy (98%), kinesiology (98 %),
physiology (96 %). Management (91 %) and communication (93%) workshops
were also of similar importance for the managers and fitness instructors who

agree.
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4.6.12. Criteria for Continuing Education Selection

Regarding the response summaries of all fitness professionals same
criterias are valid for managers and instructors to select continuing education
workshops. All of the fitness professionals agree (45 % strongly agree and 54 %
agree) that they decide to attend a workshop based on the topic. Convenience (98
%) of the program and credentials of the presenter (95 %) are secondary in this
decision making process. Fitness professionals consider the price of the workshop
and the number of the continuing education credits with 70 % and 66 % agreeing
on the criteria respectively. Personality of the presenter received the lowest rank

from the professionals with only 39 % agreeing on the criteria.
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Figure 4. 6. 12 Criteria Used by Fitness Professionals in Selection of

Workshops
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4.7.  What is Important in the Mind of the Consumers and How Does This

Influence the Industry

4.7.1. Member Initiation

Seventy seven percent of the consumers agreed (21 % strongly agree and
56 % agree) that new members find the club environment to be intimidating.
Eighty one percent of the fitness professionals also agree (strongly agree and
agree) that fitness facilities are intimidating to new members.

According to 61 % of managers, and 55 % of managers and consumers
new members are provided a tour of the facility. Although managers agree (25 %
strongly agree and 75 % agree) that professional materials about the facility are
distributed to the prospective members, 68 % of the consumers disagree with this
statement. Only 30 % of the survey respondants agree that their facility provides
the potential members with a free of charge trial of the facility services.

Fitness professionals report that their facility provides new members with
quality orientation and sufficient training with 84 % and 95 % agreeing
respectively. Yet only 61 % of consumers agree with the fact that new members
receive quality orientation programs.

Consumers agreed that new members feel welcomed by both facility staff
members (82 % agree) and existing members (77 %). From the point of view of

the fitness professionals 99 % and 82 % agreed upon the statements respectively.
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4.7.2. What Members Want from Fitness Facilities

Survey respondents were asked to identify what members want from a
fitness facility. Fitness professionals described good service (100%), good
equipment (98 %), sense of belonging (98%) and a friendly (98 %) and qualified
staff (95 %) as top priorities of members. Ninety five percent of the professionals
reported “a bargain on membership fees” as one of the important factors. Ninety
one percent of the fitness professionals also identified fitness education of the

members to be one of the top priorities of members.

4.7.3. Reasons Why Members Join Fitness Facilities

Survey respondants (fitness professionals and consumers) were asked to
describe the reasons why members join a health and fitness facility. Both fitness
professionals and consumers identified losing weight and getting in shape as top
priorities of fitness facility members. Sixty nine percent of the fitness
professionals and 65 % of the consumers wrote “finding lovers” in the place of the
item “Other (Please specify)”. The results of the survey respondants are outlined

in Figure 4.7.3.
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Figure 4.7.3. Percentile Ranking of Why Members Join Fitness

Facilities

4.7.4. Factors That Influence the Membership Decisions

Fitness professionals and consumers were asked to rate the factors which
effect their decision to join a fitness facility. According to the 100 % of the fitness
professionals athmosphere is a top priority of the potential members, while
convenience is ranked the first among the other factors with 100 % of the
consumers (77 % strongly agree and 23 % agree) agreeing. The ranking of all of
the other items by both the fitness professionals and consumers is provided in

Figure 4.7.4.
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Figure 4.7.4. Perspectives on Selection of Facilities

4.75. Member Retention Factors

Survey respondents were queried about the reasons why members adhere

to a fitness facility. Ninety eight percent of the fitness professionals agreed
(strongly agree and agree) that members stay at a health and fitness facility
because they see the results, program meets their schedule needs and they like the
atmosphere. Professionals also agree (98 %) that the good service, friendships

with other members, health benefits (96 % agree) and camaderie (95 %) helps

members adhere to a health and fitness facility.

Similar with professionals consumers (100% agree) also view seeing the

results, and good services as top reasons for their adherence to a facility.

Consumers also agree (100%) with the factor that they chose to stay at a facility
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because they want the health benefits. The results of the other factors of both the

fitness professionals and consumers are outlined in Figure 4.7.5.
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Figure 4.7.5. Perspectives on Why Members Stay

4.7.6. Why Members Leave

The surveys also investigated statements concerning why members leave
health and fitness facilities. Ninety three percent of all respondents identified not
reaching their goals as the reason why members leave fitness facilities. Ninety
two percent of the respondents agreed upon “busy lifestyles” as another factor for
the members to leave. Interestingly 91 % of the respondants admited that
members “get bored” , and “don’t realize the value of health and fitness” (88 %)
as other reasons why members leave. Seventy five percent of the respondents
disagree that members experience pain from the workouts, and 45 % also disagree

that the members cannot afford membership fees as reasons for dropouts. A
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summary of reasons why members leave fitness facilities is provided in Figure

4.7.6.
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Figure 4.7.6. Perpectives on Why Members Leave Fitness Facilities

4.7.7. Members’ Knowledge of Fitness

Members’ fitness knowledge was investigated with statements about
members’ knowledge of safety issues and training principles. Although 95 % of
the fitness professionals agreed (strongly agree and agree) that “members have a
sound knowledge of training principles” only 44 % of the consumers agreed with
the statement. Thirty eight percent of the consumers agreed that “members have a
sound knowledge of safety issues”, while fitness professionals were interestingly

positive (94 % agree) about the statement.

70



Training
Principles
P - O Consumers Agree
@ Professionals Agree
Safety 2
Issues

o 20 40 60 8 100
Figure 4.7.7. Views on Member Knowledge

Survey respondants were also asked about unsolicited guidance provided
by fitness professionals. Seventy one percent of both managers and consumers
agreed that members appreciate unsolicited advice, however 65 % of instructors

disagreed with the statement.

4.7.8. Special Considerations of Members

Survey respondents were asked about the difference between morning and
evening members at their facilities. Sixty five percent of fitness professionals and
68 % of consumers agreed that “morning members are very different than evening
members”. Yet, only 40 % of fitness professionals and 32 % of consumers agreed
that “morning members are more demanding than evening members”.

Survey respondents were also questioned about a global epidemic of the
fitness facilities that is the use of steroids and performance enhancing drugs. Fifty
percent of managers, fitness instructors and consumers agreed that many members

use performance enhancing drugs.
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4.8. What are the Inter-Relationships and How Do They Influence the

Industry?

4.8.1. Investigation of Relationships

In this research project relationships between managers and staff, and
relationships between staff and facility members were investigated.

As discussed earlier in this chapter, professionals and consumers are
positive about the credentials of the fitness staff. Eighty percent of the consumers
surveyed agreed (strongly agree and agree) that the fitness staff holds the proper
credentials for the work they perform. Eighty two percent of the consumers agree
that the management staff is qualified for the work that they perform.

Ninety three percent of the managers agreed (strongly agree and agree)
that the fitness staff holds the credentials for the work they perform and 79 % of
the managers agreed that managers are qualified for their positions. Eighty three
percent of the fitness instructors agreed (strongly agree and agree) that the fitness
staff holds the proper credentials for the work they perform , and 66 % agreed that
the management staff is qualified for the work that they perform.

Fourty six percent of the managers strongly agreed and 29 % agreed that
they are well respected in the community for their business in the fitness industry.
Seventy percent of instructors (35 % strongly agree and 36 % agree) also agreed

with this statement.
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4.8.2. Communication Systems

Communications between fitness staff members were described to be
positive by the fitness professionals who participated in the study. Eighty nine
percent of managers and 80 % of instructors agreed that “communication between
management and staff is effective”. Seventy nine percent of managers and 69 %
of instructors agreed that the fitness facility holds regular staff meetings.

Query about the communications between fitness personnel and consumers
showed that managers are more optimistic about the statement that
“communications between the staff and members is effective”. Ninety percent of
managers, and 78 % of instructors agreed with this statement.

The surveys asked the respondents to consider if “members understand the
challenges of fitness professionals”. Despite the fact that 44 % of the consumers
agreed with this statement, 81 % of managers and 79 % of instructors disagreed
that members understand the challenges that they go through. The gap between
the consumers and fitness professionals is even more striking with the statement
“members have realistic expectations of the staff”. Eighty percent of the fitness
professionals disagreed that members have realistic expectations of the staff,
however, 71 % of the consumers agreed with this statement.

What is more, the findings about the fitness professionals’ point of view
about the members’ reasons for leaving a fitness facility indicated that 100 % of
managers and 88 % of instructors believe that consumers do not realize the value
of fitness. These findings shows that there is a need for better communications

between staff and members, and educational systems to increase the consumers’
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consciousness of the health benefits of regular physical activity needs to be

improved in the community.

4.9. Does the Industry Have a Developmental Path?

4.9.1. Populations Currently Served in the Fitness Industry

Fitness professionals were asked to define populations that are currently
served by the fitness industry. Overall, both the managers (68 % strongly agree
and 32 % agree) and instructors (65 % strongly agree and 35 % agree) state that
the health and fitness industry currently services a strong percentage of young
adults between the ages of 20 — 40 years. Highly fit clientele is also ranked at the
top of the populations well served in the industry by the managers (89 %) and

instructors (86 %). A summary of findings is presented in Figure 4.9.1.
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Figure 4.9.1. Rating of Populations Served
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4.9.2. Populations to be Focused On in the Future

Populations that the industry should focus on in the future were also asked
to the fitness professionals . Despite the fact that all of the fitness professionals
were content with the focused group of ages between 20 -40 and (100%) agreed
that the industry should go on targeting the same population, they were also
concerned about the sedentary (96 % agree) and overweight (78 %) populations.
A summary of findings of the populations to be focused on in the future is

demonstrated in Figure 4.9.2.
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4.9.3. Growth Potential

Managers and instructors were asked to identify the fitness venue with the
greatest growth potential. Ninety six percent of managers ranked recreation
centres as having the greatest potential for growth, and 93 % ranked fitness
centres second, and 89 % ranked senior fitness programs third . Whereas 88 % of

instructors agreed that fitness centres and health and fitness clubs were the fitness
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venue with the greatest growth potentials, youth fitness programs second (80 %),

recreation centres (79 %) and schools and universities (79 %) third.

4.9.4. An Ever Changing Industry

All of the managers (100 %) and 77 % of instructors participated in the
study agreed that the nature of the industry presents many challenges. Sixty eight
percent of managers and 62 % of instructors agreed that the industry is repetitive.
Fitness industry was said to be cyclic in nature by both the managers (89 %) and

instructors (74 %).

4.9.5. The Direction of the Industry

Despite the dynamic nature of the industry, fitness proffesionals are
hesitant about the direction of the industry. Only 60 % of managers and 67 % of
instructors agreed that they felt aware of the current direction of the industry.
Fitness professionals were also asked about the future direction of the industry.
Similarly only 61 % of managers and 55 % of instructors agreed with this

statement.

4.10. What (or Who) is the Most Effective Agent of Change?

Fitness professionals were asked to consider the agents of change in the
industry. Ninety nine percent of the fitness professionals identified themselves to
be the most effective agent of change in the fitness industry. Members were
ranked second (95 % agree), facility owners were ranked third (85 % agree),

product manufacturers were ranked fourth (81% agree), media was ranked fifth
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(62 % agree), and certification organizations were ranked sixth (56 % agree) by

the fitness professionals (Figure 4.10).
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Figure 4.10. Ranking of Agents of Change by Fitness Professionals
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CHAPTER V

DISCUSSION

“Find solution, not mistake™

H. Ford (Trans.from, Sancaktar, 2004).

The purpose of this study was to determine the status of the health and
fitness industry in Turkey. Due to the limited current research about the status of
the fitness centres in Turkey, this study is expected to contribute to the literature,
through a developmental additional future research on this topic. In this chapter,
results detailed in Chapter 4 are discussed, and possible solutions are offered to
the problems under four topics: the business of fitness, professional development,
growth opportunities, and consumer influences. Finally recommendations for

future research is provided.

5.1. Business of Fitness

As it is stated by the Turkish Constitution, government takes the
precautions for the physical and mental development of the Turkish citizens of all
ages, and encourages the development of sport for all (DPT, 2000). Thus, fitness
industry in Turkey is controlled by the government by the General Directorate of

Youth and Sports (GSGM), who has set regulations for the licencing of private
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health and fitness centres under the control of the Provincial Directorates of Youth
and Sport (GSIM). According to untracted information, eventhough there are over
2000 private fitness centres in Turkey, only 25 % of the fitness centres are
legitimately licenced, with over 1500 sport centres left out of control (Varos viicut
timi, 2002). It is revealed during the study that there are only 26 licenced private
fitness centres in Ankara recorded in the General Directorate of Youth and Sports
(GSGM) private sport centres list. In this sense, the Provincial Directorate of
Youth and Sports (GSIM) may be accepted to have lost authority over the health
and fitness industry, as the researcher came across more than 50 fitness centres
other than the ones in the list.

This study also revealed that there isn’t a single organization that the
fitness centers are responsible to. Such that, 19 of the fitness centers are licenced
from the Gymnastics Federation and 7 of them from the Bodybuilding and Fitness
Federation (GSGM, 2004). It may be suggested that the Bodybuilding and Fitness
Federation - established in 1991 - could not catch up with the fast development of
the fitness industry in Turkey in the 1990s, and has been unsuccessful in
gathering, and unifying the new opened fitness centers under a single body.
According to an interview that the researcher have conducted with Mehmet Sadi,
the chief of the Licencing Office of Provincial Directorate of Youth and Sport:

The current system is far from reliability because of an undefined
biased licencing system. The owners of the fitness centers can
easily get permission for the openning of fitness centers either from
the Gymnastics Federation, or the Bodybuilding and Fitness
Federation in return of a licencing fee paid in the federations’
accounts (Sadi, 2004).

As Sadi further complains about the difficulties experienced during the

routine controls of the private sport centres, the Private Physical Education and
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Sport Facilities Regulation (GSIM, 2004) refrains Provincial Directorate of Youth
and Sport (GSIM) from making sound judgements about fitness centres that do
not possess any international standards in terms such as the quality of fitness
machines, safety, air-conditioning, or hygiene (2004).

With regard to these findings, in order to avoid the credibility gap of the
licencing of the fitness centres, competing for-profit federations should be
replaced with a single accrediting body, and a standardization system should be
developed to bring limitations to the licencing procedures of the private health and

fitness centres.

5.2. Professional Development:

With regard to the GSGM Private Physical Education and Sport Facilities
Regulation (GSIM, 2004), the owner of the facility has to employ a trainer who
has a GSGM trainer certification particular to the sport, or service, which has to
be hang in the sport center visible by everybody. However, 71 % of survey
respondants agreed with the statement that “as long as the fitness staff holds one
certification, they are not required to pursue further certifications”. Sadi (2004)
suggests that, the current regulations cannot prevent the certificates from merely
being pieces of paper:

During the controls, the fitness centre managers claim that the so
called allied trainers just have finished their shift and departed from
the facility, and thus they cannot be captured during the controls...
and so they keep abusing the industry.

Not surprisingly, the fitness instructors, and managers do not believe in the

credibility of certifications. Certification does not seem to be accepted as a

measure of competency in fitness by the fitness professionals. In contrast to the
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findings of Deane Mantia (2000), who reported that majority of the fitness
professionals and consumers in US belived that “certification is an indication of a
well- qualified fitness professional”, this study revealed that 93 % of the
managers and 85 % of instructors in Turkey, believe that certification is not an
indication of a well-qualified fitness professional, and fitness professionals further
suggest that there is a need for more standardization (70 %), and professionalism
(74 %).

The disenchantment with the certifications may be due to the fact that the
governing body in fitness certification in Turkey- the Turkish Bodybuilding and
Fitness Federation - is deplored by the media , and notorious for running many
illegalities in the distribution of the bodybuilding and fitness trainer certifications
(Diploma gelistirme, 2004). Actually the main problem of the fitness industry in
America resembles that in Turkey with the difference that instead of a single
governing body in certification there are more than a hundred certifiying
organizations lacking standardization (Deane Mantia, 2000). As Parks (1990)
suggests, in order to prevent the certificates from merely being pieces of paper,
protection should come within the industry itself to set standards for the
certification agencies. In terms of the current situation in Turkey, that is sport is
under the control of the government, GSGM and the Turkish Bodybuilding and
Fitness Federation should reconsider the current situation and the needs of the
fitness industry to develop sound, and standardized certification programs.

For instance, while first aid and CPR certificates are prerequisites of many
international certifying bodies such as ACSM, AFAA, and ISSA, out of 38 %

GSGM certified fitness instructors only 2 % could identify themselves as being

81



certified in first aid. What is more, according to the European Union criteria, by
the end of 2005 the firms have to provide their one out of ten employees with the
first aid certification (Tekfidan, 2005). In order to catch up with the international
standards in the fitness industry regarding safety issues, this criterion should also
be implemented by the GSGM Private Physical Education and Private Physical
Education and Sports Facilities Regualtion, and first aid should become a
prerequisite for getting certificates from the Bodybuilding and Fitness Federation
and the other federations respectively.

This study shows that the meaning of “health and fitness” should be
redefined, and the wide scope of sport practices that it covers should be realized
by GSGM and the Turkish Bodybuilding and Fitness Federation as soon as
possible. In order to develop standardization for the licencing of the health and
fitness centres, and certification of the fitness professionals within the industry,
the federation should act in a joint effort between the other organizations,
federations, the universities, and leading international certifying organizations
such as ACSM (1998; 1995; 1992), and AFAA (1995) to meet the needs of the
fitness industry. In the words of Wu, “Service quality depends upon good
instructor training and professional knowledge” and “Fitness center service
quality is raised when the principles of service are applied systematically to the

entire operation” (2001, p.98).

5.2.1. Academic Preparation
Despite GSGM’s convincing regulations (Antrendr Egitim Yonetmeligi,

1994) to catch up with the EU standards, and support the graduates of physical
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education and sports departments of universities in the sport industry by means of
coaching certificates, this study revealed that the fitness professionals working in
the health and fitness centres are mostly graduates of other sciences of the
universities other than physical education and sports, or mostly not at all.

In order to set standards and protect the fitness industry from abuse, the
Turkish Bodybuilding and Fitness Federation has to coloborate with the
universities to reinforce the physical education and sports departments to open
diversity of courses such as fitness management, fitness leader, fitness instructor,
personal trainer, and recreational sports management under the branch of sport
management, that will prepare the students for the career opportunities in the
health and fitness industry. Certification established by the fitness industry could
protect prospective students preparing for careers in fitness from competition with
unqualified people (Parks, 1990). In the words of Parks if *...stringent
certification standards become accepted nationwide, the industry will become
more professionalized and the more highly qualified candidates should get the

jobs”(1990, p. 72).

5.3.  Growth Opportunities

Fitness professionals (managers and instructors), and consumers were both
queried to decide upon the statement “l am satisfied with the current status of the
fitness industry”, and state if they saw a need for change upon several areas of the
industry such as professionalism, education, management practices, and
communications. In contrast to Deane Mantia’s findings that reported 73 %

satisfaction with the current status of the fitness industry, 63 % of the respondents
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mentioned that they were unsatisfied with the current status of the fitness industry,
and 95 % of all the survey respondents agreed that management practices and
communications need for change. However, the results of the surveys show that
the fitness professionals do not make a determined effort to save their business
and overcome the problems of the fitness industry. What is more, even though
both the fitness professionals in the United States (Deane Mantia, 2000), and in
Turkey reported that they received minimal benefits and pay was low within the
sport industry, they continue to work and open new fitness centres. This might be
due to the fact that the benefits of being a fitness instructor charmed many people
with good reputation in the society, the ease of working hours, free memberships,
and lack of academic degree, and certification prerequisites.

Managers and instructors claimed that they do not pay attention to the
operations and programs of the competition, and the pricing of competition also
does not influence membership fees. With regard to the fitness professionals’
responses no budget is set for marketing in the fitness facilities. Unfortunately,
despite the glamourous number of fitness centres increasing day by day, fitness
industry of Turkey is in a dull state, and a business cannot be expected to develop
and attract customers, in a state of no challenge, and competition. If the fitness
professionals up hold the credential to be the most effective agent of change in the
fitness industry as they claim themselves to be, the fitness industry would not
develop and reinvigorate unless they overcome their hesitant feelings about the
current and future direction of the industry through a well organized management

and marketing structure applied to the entire operation.

84



5.4.  Consumer Influences

As Griffin suggests, in order “to have loyal customers, you must have a
talented, well trained loyal staff”, since strategic advantages don’t last as others
can easily copy it and speed of technological changes cannot be stopped (2001,
p.253). However, fitness centres in Turkey are spending most of their revenue on
tangible things such as equipment and facility, far from satisfying the consumers’
needs, and trust built on a service standard. In its simplest form, according to the
results of the study, fitness centres do not even use surveys in order to determine
member needs and wishes.

Taking into account the fact that only 3,5 % of the entire Turkish
population is involved in regular physical exercise (T.C. Saglhk Bakanligi, 2004),
it is no surprise that consumers of fitness are intimidated, and confused about the
content and value of service by the operations of the fitness business such as
costly membership fees, poor orientation programs, and unqualified staff.
Findings of this research study strongly suggest that there are many underlying
problems in the business of fitness that needs to be dealt with individually.

Hence, all the blame shall not be put on the fitness professionals. When the
survey respondants (fitness professionals and consumers) were asked to describe
the reasons why members join a health and fitness facility, the respondents
identified losing weight and getting in shape as top priorities of fitness facility
members. “Finding a lover” was also specified hand written on the surveys by 69
% of the fitness professionals and 65 % of the consumers. The surveys also
investigated statements concerning why members leave health and fitness

facilities. Ninety three percent of all respondents identified not reaching their
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goals as the reason why members leave fitness facilities. Ninety two percent of the
respondents agreed upon “busy lifestyles” as another factor for the members to
leave. Interestingly 91 % of the respondants admited that members “get bored” ,
and “don’t realize the value of health and fitness” (88 %) as other reasons why
members leave. However, Deane Mantia’s screening reported “busy lifestyles” at
the first place, “not reaching goals” at the second and “programs don’t meet their
schedule needs at the third place as the reasons why members leave a health and
fitness facility. From this stand point , it can be concluded that the Turkish
government has also been insufficient in providing the Turkish people with sport
knowledge and making sport and physical activity a habit for a life time.

As Sunay suggested in an earlier study concerning the development of
sport in Turkey, the budget allocated to sports is not enough and needs to be
increased (Sunay, 2002). However, despite the government controlled sport
system and the retrenched budget allocated to sports in times of political and
economic crises (Sekendiz, & Kogak, 2003), fitness industry is in a continuous
development in Turkey. In this sense, to increase public consciousness about the
health benefits of regular physical activity, and make sport a life time habit for all,
starting from youth through adulthood, Ministry of Education (MEB) should
collaborate with the General Directorate of Youth and Sports (GSGM) to make
use of the private sport centres. Today most of the public primary and high
schools in Turkey and even her capital Ankara, lack sport saloons, and
equipments necessary for the physical education lessons to take place. That’s why
a simple solution can be to operate school programs in the health and fitness

centres (Issues, 1998), to whom the government can apply tax avoidance in return.
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5.5. Recommendations for Future Research

Although the SHFI- T included items that delivered many aspects of the
status of the health and fitness industry, no item covered the standards of the
fitness machines being used in the health and fitness centres in terms of safety,
equipment quality, price, ergonomy, design, and hygiene. Recently, it is
recognized as a threat into the fitness industry that “manufacturers are not making
it clear enough in the labels that are on the machines about how to do it

right”(Hewek, 2003), which may in turn alarmingly increase injury rates.

Depending on the results of the consumer responses 98 % of the
consumers want good equipment from a fitness facility, however equipment is
rated as the most costly expenditure by both facility managers (100 %), and
instructors (95 %). Therefore an investigation and analysis of equipment used, and
safety regulations imposed on equipment manufacturers in the fitness industry in
Turkey emerged as a research topic for future studies . As Deane Mantia (2000)

suggests research questions in this field that need to be answered are as follows:

1. Are there regulations imposed on manufacturers which
relate specifically to product safety and quality?

2. If so, who is in control of these regulations and whose
standards of safety are used?

3. Is there a system of checks for scheduled maintenance of

equipment once placed in the facility or is maintenance left
to the responsibility of facility operators?

4, Has product safety been identified as an existing problem of
the industry?
5. If so, what are the circumstances surrounding the incidents?

87



REFERENCES

ACE.(2000). Personal Training Manual, American Council on Exercise, San
Diego,CA.

American College Sports Medicine (ACSM).(1998). American College Sports
Medicine, The recommended quantity and quality for exercise for
developing and maintaining cardiorespiratory and muscular fitness in
healthy adults. Medicine and Science in Sports and Exercise. 30 (6), p.
265-274.

American College of Sports Medicine (ACSM).(1995) ACSM’s Guidelines for
Exercise Testing and Prescription. Philadelphia: Lea & Febiger.

American College of Sports Medicine (ACSM).(1992). ACSM’s Health/ Fitness
Facility Standards and Guidelines (N. Sol, C. Foster, Eds)., Champaign,
IN: Human Kinetics Books.

AFAA,(1995). The Emerging Fitness Practitioner, Aerobic and Fitness
Association of America, Sherman Oaks, CA.

Alkurt, S. O., Celebi, M., Dogu, G. (2003). Spor Y 6neticilerinin, Turkiye’de
Genglik Hizmetlerinin Gergeklestirilmesinde Basari Dizeyine Iliskin
Gorusleri [opinions of the sport managers about the success level of the
implemantation of youth services in Turkey] . Sporda SosyalAlanlar
Kongresi Bildiriler Kitabi , 10-11 Ekim2003. Gazi Universitesi, Ankara.

pp. 316- 324.

Antrenor Egitim YoOnetmeligi [Coaches Education Regulation] (11.9.1994).
Resmi Gazete , (24848).

Barber, H., Havitz, M. E.(2001). Canadian Participation Rates in Ten Sport and
Fitness Activities. Journal of Sport Management. 15, 51- 76.

Brown, A.(1995). Misteri Hizmetleri YOnetimi [Customer Services
Management].(M.Kili¢, Trans.). MEB Yay: Ankara

Cankalp, M. (2002). Sporda Ydnetim ve Organizasyon [Sport Management and
Organization]. Nobel : Ankara.

Capel , S. (1996). Learning to Teach in the Secondary School. A Companion to
School Experience, Routledge 11. New Fetter Lane: London.

Carr, H. (2001). Physical Activity and Health: The benefits of physical activity on
minimising risk of disease and reducing disease morbidity and mortality.
Hillary Commission for Sport, Fitness and Leisure. August 2001.

88



Chersniss, C. (2002). Social and Emotional Learning For Leaders. Leadership.
April, p. 26-28

Cirulli, J., Lee, D., Matkovich, J. (2004). Training for Outstanding Customer
Service. Fitness Management. Retreived March 16, 2004 from:
http://www.fitnessmanagement.com/FM/tmpl/genPage.asp?p=/inform.../fi
t20000300. htm

Cimen, Z. , Sunay, H. (2003). Spor Isletmelerinde Toplam Kalite Y&netimi:
Buyuk Olgekli Spor Merkezleri Ornegi [ Total quality management in
sport administrations: an example of large sport centers]. Sporda Sosyal
Alanlar Kongresi Bildiriler Kitabi, 10-11 Ekim2003( pp. 238- 244). Gazi
Universitesi: Ankara..

Dalleck, L.C., Kravitz, L.(2002). The History of Fitness. IDEA Health and Fitness
Source, 20(2), p. 26-33.

Deane Mantia, P. L.(2000). An Analysis of the Status of the Fitness Industry.
(UMI No: 9965669)

Deluca, Lawrance, A. JR. (2000). Defining and Analyzing the Professional
Responsibilities of Personal Trainers. Boston University School of
Education. Doctoral Thesis.

DiE. (1999). Tiirkiye Istatistik Yillig1 1998, Ankara: Author
Diploma Gelistirme Federasyonu [Certificate building federation]. (2004, March.

03). Merhaba Gazetesi. Retrieved April 1, 2004 from
http://www.merhabagazetesi.com.tr/arsiv/2004/03/03/s19.htm

Dishman, R. K.(1994). Introduction: Consensus, problems, and prospects. In R.
K. Dishman(ed.).Advances in exercise adherence (pp. 1-28). Campaign,
IL: Human Kinetics.

DPT. (2000), Beden Egitimi, Spor ve /stanbul Olimpiyatlari Ozel /htisas
Komisyonu Raporu, Sekizinci Bes Yillik Kalkinma Plani, yayin no:2513-
530

Ewart, G. (1989). Psychological effects of resistive weight training: Implications
for cardiac patients. Medicine and Science in Sports and Exercise, 91
(6), 683-688

Faigenbaum, A., Zaichkowsky, L. D. Psychological Effects Of Strength

Training On Children. Journal of Sport Behavior, 01627341, Jun97, Vol.
20, Issue 2 (Database: Academic Search Premier).

89



Fuschs, R. (1996). Causal models of physical exercise participation: Testing the
predictive power of the construct ‘pressure to change’. Journal of
Applied Social Psychology, 26, 1931- 1960.

Gibson, A.(1998).Hot jobs in health & fitness. Career World. Stamford: Sep.
27:1, p. 27- 30.

Golding, L., Myers, C. , and Sinning, W. (1989). Y’s Way to Physical Fitness.
Champaign, IL: Human Kinetics.

Gordon, L. R. (1997). How Novice Teacher Can Succeed with Adolescents.
Educational Leadership, 54:7, (April), p.56-58.

Griffin, J. (2001). How to Build a Fiercely Loyal Staff. In Customer Winback:
How to Recapture Lost Customers- and Keep Them Loyal.Somerset, NJ,
USA: Jossey- Bass, Incorporated Publishers, p.251-280

GSGM. (2004). Genglik Spor Genel Mudurliigl Spor Kuruluslari Daire
Bagkanligi Ozel Spor Salonlari Listesi [General Directorate of Youth and
Sports private sport centers list]. Ankara: Author.

GSGM. (1999). Spor Sirasi 1999 On Komisyon Raporlari [1999 Sport council
pre-commission reports]. Haziran, 1999, Ankara:Author.

GSIM. (2004). 15.10.1999 Giin ve 23847 Sayili Resmi Gazete Ozel Beden Egitimi
ve Spor Tesisleri Yonetmeligi [Private Physical Education and Sports
Facilities Regualtion] Retrived September 26, 2004 from:
http://www.ankara-gsim.gov.tr/ozelsportesisi.htm

Gugla, M., (2001). Avrupa, Amerika Birlesik Devletleri, Cin ve Tirkiye’de Beden
Egitimi ve Sporun Gelisimi [The development of physical education and
sports in Europe, U.S.A., China, and Turkey]. Milli Egitim Dergisi.
Say1:150, Retrieved on 23.8.2004 from http://www.MilliEgitimDergisi-
besporun gelisimi.htm.

Gurbiz, B. (2003). Reliability and Validity of the Turkish Version of the Service
Quality Assessment Scale .Unpublished master’s thesis, Middle East
Technical University, Ankara, Turkey.

Gurbiiz, B. & Kogak, S. (2003). Devlet ve Ozel Sektorde Calisan Antrendrlerin s
TatminDiizeylerinin Cinsiyete ve Is Deneyimine Gore Karsilastiriimasi:
Ankara Ilinde Bir Uygulama [A comparison of job satisfaction of trainers
working in the public and private sector in terms of sexual identity and
work experience]. Sporda Sosyal Alanlar Kongresi Bildiriler Kitabi , 10-
11 Ekim 2003, Ankara: Gazi Universitesi, p. 278- 282.

Heck, T. A. & Kimiecik, J. C. (1993). What is exercise enjoyment ? : A

90



qualitative investigation of adult exercise maintainers. Wellness
Perspectives, 10(1), p.3- 22.

Herek, M. (2003). The Truth About the Health and Fitness. Sporting Goods
Business. San Francisco: Jul 2003, 36 (7), p. 52.

IHRSA. (2004). Profiles of Success 2003. International Health and Racquet Sport
Association, Boston, MA. Retrieved on August 18, 2004 from:
http://www. IHRSA - Feb 2004 CBI - Profiles.htm

IHRSA. (1998). Why People Quit, Case Studies and Research in Member
Retention and Marketing to Former club Members, Boston, MA:
International Health and Racquet Sport Association. International Fitness
Association (IFA).(1999). International Fitness Certification Internet Site.
Retrieved on August 18, 2004 from http://www.internationalfitness.com

Iso- Ahola, S.E., Jackson, E.L., & Dunn, E. (1994). Starting, ceasing, and
replacing leisure activities over the life span. Journal of Leisure
Research, (26), p. 227-249.

Issues, Should outside program providers, such as fitness clubs, supplement
physical education programs effectively and appropriately through
contracted services (swimming instruction, weight training, squash
instruction, etc.) when the school lacks the facilities and trained
personnel to provide instruction in these areas? (1998) JOPERD. 69: 4,
p. 12-14.

Iste Turk’tn kalp sagligi [Turks’cardiac health].(2004, October 20). Hiirriyet, p.6.

Kravitz, L., & Rockey, C. (1999). Career growth tips for the 21st century: A
resourceguide to career opportunities. ACSM Health and Fitness Journal,
(3), p. 15-18.

Lee, I.S. (1991). A comparative study of fithess management between Taiwan and
the United States. Journal of Fitness, (8), p. 23-24.

Lippke, S., Knauper, B., Fuchs, R. (2003). Subjective theories of exercise course
instructors: causal attributions for dropout in health and leisure exercise
programmes. Psychology of Sport and Exercise, (4), p. 155- 173.

Marlowe, H. A., Jr. (1986).Social Intelligence: Evidence for Multidimensionality
and Construct Independence. Journal of Educational Psychology. (78),
p. 52- 58.

McDonnell, A. B. (2004). Retention: It’s All About Customer Service. Fitness
Management. Retreived on March 10, 2004 from
http://www.fitnessmanagement.com/FM/tmpl/genPage.asp?p=/infor.../ersp
ect0102.htm

91



Newell, K. M. (1990). Physical education in higher education: Chaos Out of
Order. Quest, 42(3), p. 227- 242.

Nupponen, R., & Laukkanen, R.(1998). How to develop a group curriculum:
Developing an exercise programme for overweight adults. Patient
Education and Counselling, (33), p. 77- 85.

O’Brien, T. & Sattler, T. P.(1999). Make Personal Training a Profit Center
Through Unsurpassed Customer Service. Fitness Management Magazine,
15(12), p.56.

Palmer, R. (1999). The Identification of Organizational and Individual Training
and Development Needs. In J. P. Wilson, Human Resource Development:
Learning. Herndon, (p.117) VA, USA: Stylus Publishing.

Papadimitriou, D. A & Kostantinos, K. (2000). The Service Quality Expectations
in Private Sport and Fitness Centers: A Reexamination of the Factor
Structure. Sport Marketing Quarterly. 9 (3), p.157- 164.

Parks, J. B.(1990). Directory of Fitness Certifications, Journal of Physical
Education, Recreation, and Dance, p. 71- 75.

Physical Fitness Sports Club Facilities (n.d.). Retrieved January 10, 2004 from
http://www.Small Business Notes - Physical Fitness Sports Club Facilities
as a Business.htm

Piskurich, G.M.(2000). On — The - Job Training. In D. A. Gallup, & K. V.
Beauchemin (Eds), The Astd Handbook of Training Design and Delivery:
A Comprehensive Guide to Creating and Delivering Training Programs-
Instructor- Led, Computer- Based or Self Directed.Blacklick, OH, USA:
McGraw- Hill Companies, p.121- 152.

Plummer, T.,(1999).Making Money in the Fitness Business. Los: Leisure
Publications Inc.

Potter, J. C.(1986). Beden Faaliyetleriyle Hastaliklarin Onlenmesi ( C. Sipal,
Trans.). Ankara: M.E. Basimevi.

Quiain, R. J., (1990). Community- Based Sport. In J. B. Parks, and B. R. K.
Zanger (Eds), Sport and Fitness Management: Career Strategies and
Professional Content ( p. 57- 61). Champaign, IL: Human Kinetics Books.

Remers, L., Widmeyer, W. N., Williams, J. M., & Myers, L.(1995). Possible
mediators and moderators of the class size- member adherence
relationship in exercise. Journal of Applied Sport Psychology, (7), p. 38-
49,

92



Sadi, M. (2004). Conversation with Mehmet Sadi, the Chief of the Licencing
Office . Provincial Directorate of Youth and Sport, (October 17, 2004).

Sancaktar, Y. (2004). Dinyayr Degistiren Sozler: insanhgin birikimi/
afronizmalar 1 [Sayings changing the world: aphorism1] istanbul: Okul
Yayinlari, p. 241.

Sekendiz, B., & Kogak, M. S. (2003). 2000°li Yillarda Turkiye’nin Spor Bitce
Sistemi ve Milli Olimpiyat Basarisi: Kuba ve Kore Karsilastirmali bir
Arastirma [The Turkish sport budget system and her national olympic
success in the 2000’s: a comperative investigation with Cuba and Korea].
Sporda Sosyal Alanlar KongresiBildirilerKitabi, October 10-11, 2003,
Gazi Universitesi, Ankara. p. 334- 342 .

Stedman, G. (2001). The Ultimate Guide to Sports Marketing: (2nd ed.).
Blacklick, OH, USA: McGraw- Hill Companies.

Stein, P., & Motta, R. (1992). Effects of aerobic and non-aerobic exercise on
depression and self-concept (Abstract). Perceptual and Motor Skills, 4, p.
79-89.

Summerfield, L. M. (1991). Credentialing in the health, leisure, and movement
professions. (Trends and Issues paper No. 5). Washington, DC: ERIC
Clearinghouse on Teacher Education (ED 339 697), p. 2-42.

Sunay, H. (2002). Turkiye’de Sporun Yayginlastiriimasi [Development of sport
for all in Turkey]. Retrived December 7, 2004 from
http: //yayim.meb.gov.tr/ yayimler/147/sunay.htm

Tawse, E. L., & Keogh, W. (1998). Quality in the leisure industry: An
Investigation. Total Quality Management. 9 (4/5), p. 219- 221.

T. C. Saglik Bakanhgi [T. R. Ministry of Health].(2004). Saglikli Beslenelim
Kalbimizi Koruyalim Projesi ( Kroner kalp hastaligi risk faktorleri ). [Eat
healthy save your heart project (risk factors of cardiovascular diseases)].
Ankara: Author.

Tekfidan, N. (2005). ilkyardim egitimine AB zorunlulugu [EU criterion to first
aid education]. (2005, February 13) Hurriyet IK, p. 14.

Tortop, N. (1999). Personel Yonetimi.[Personnal Management], Ankara: Yargi
Yayinlari.

Turkiye Amator Spor Kullpleri Konfederasyonu [Turkish Confederation of

Amateur Sport Clubs] (TASKK). (1999). Ulkemizde Spor Kuliibii Sayisi ve
Oranlar [The number of sport clubs and ratios]. Ankara: TASKK.

93



USDA.( 2005). The Food Guide Pyramid. Retrived April 1, 2005 from
http://www.cnpp.usda.gov/pyrabklt.pdf

U.S. Department of Health and Human Services (USDHHS).(1996). Physical
activity and health: AReport of the Surgeon General. Atlanta, GA: Author.

Vanreusel, B., et. al. (1997). A Longitudinal Study of Youth Sport Participation
and Adherence to Sport in Adulthood. International Review for the
Sociology of Sport, 32 (4), p. 373- 387.

Varos Vicut Timi [Bodybuilder ghettos].(2002, November. 16). Hirriyet.
Retrieved October 10, 2004 from
http://www.hurriyetim.com.tr/haber/0.,tarih-2002-11-16m@nvid-

197891,00.asp

Varva, T. G. (1999). Musteri Tatmini Olciimlerini Gelistirmenin Yollari [Ways to
develop customer satisfaction scales]. (G. Giinay, Trans). istanbul: Kal
Der Yay.

Vehid, S.(2000). Comparison between Turkey and member of European Union
(EU) countries by their health and basic demographic indicators.
Cerrahpasa J Med.31(2), p.100-106.

Webster’ s Online Dictionary. Retrieved October 15, 2004 from
http://www.websters. online.dictionary.org

WHO. (2003a). Diet and Physical Activity. Retrieved September 15, 2004 from:
http://www.who.int/dietphysicalactivity/publications/facts/cvd/en/print.ht
ml

WHO. (2003b). Neglected Global Epidemics: three growing threats. World Health
Report 2003. chap:6, p.89.

Willetti,W.C., Stampfer, M.J. (2002). Rebuilding the Food Pyramide: Overview/
The Food Guide Pyramid. Scientific American, Dec 16 2002. Retrived
March18, 2003 from
http://www.sciam.com/article.cfm?articlelD=000A97BD-80FC-1DF6-
9739809B C5 88 EEDF

Willis, J. D., & Campbell, L. F.(1992).Exercise Psychology. Campaign IL:
Human Kinetics.

Wilson, J. P. (1999). Human Resource Development: Learning. Herndon, VA,
USA: Stylus Publishing.

Wu, C. J. (2002). An Analysis of Management and Development Structure of
Fitness Centers in Taiwan. Dissertation for the Doctor of Philosophy. The
University of the Incarnate Word. (UMI Number: 3061465)

94



Yalin, H. 1. (2001). Hizmet ici Egitim Programlarinin Degerlendirilmesi
[Investigation of inservice educational programs]. Milli Egitim Dergisi,
Mart- Nisan- Mayis, no: 150. Retrieved August 23, 2004 from
http://yayim.meb.gov.tr/yayimler/150/yalin.htm

Yetim, A. A., & Senel, O. (2001). Tiirkiye’de Spor Yoneticisi Yetistirme [Sport
manager education in Turkey], Milli Egitim Dergisi, no: 150. Retrieved
August 23, 2004 from http://yayim.meb.gov.tr/yayimler/150/yetim.htm

YMCA. (2004). A Brief History of the YMCA Movement . Retrieved August 15,
2004 from http: //www.ymca.net/about/cont/history.htm

Zak, J. L., Sullivan, P.(1992). Alternative Career Paths in Physical Education:
Fitness and Exercise. ERIC Clearinghouse on Teacher Education.
Washington, DC: ERIC Digest

95



APPENDICES

APPENDIX A

LETTER OF PERMISSION TO USE THE SURVEY OF THE

HEALTH AND FITNESS INDUSTRY

From : pmantia <pmantia@hightide.hcc.mass.edu>

Reply-To : <pmantia@hightide.hcc.mass.edu>

Sent : Monday, December 29, 2003 6:46 PM

To: Betll Sekendiz <betulsekendiz@hotmail.com>

Subject : Re: analysis of the fitness centers in Turkey
Hello,

I am pleased to hear that someone else can benefit from my dissertation work.
You have my permission to use the surveys that were in my dissertation. Feel
free to contact me if you have further need. Good luck to you.

Dr. Patti Mantia

---------- Original Message
From: Betiil Sekendiz <betulsekendiz@hotmail.com>
Date: Mon, 29 Dec 2003 12:56:17 +0200

Dear Mantia,

| am a research assistant and fitness instructor at Middle East Technical
University Sport Center in Turkey. Recently | am working on a dissertation to
analyze the development and the management structure of the fitness centers in
Turkey. | think that this study is of crucial importance for the development of
the fitness industry in Turkey as it is for the other civilized nations. | have

to admit that your dissertation :" An Analysis of the Fitness Industry" has

great guidence upon my study. Further more | would really be glad if you could
give me the permission to use the relevant surveys that were used in your study
under your reference.

| appreciate your care and concern,
and wishing you the very of best everything in the New Year.

Betul Sekendiz
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APPENDIX B-l

SURVEY OF THE HEALTH AND FITNESS INDUSTRY

This survey is to be completed by owners, managers and fitness instructors. A
separate (and shorter) survey is available for consumers. Thank you for your
participation in this survey of the health and fitness industry. This information will be used
to make recommendations for improvements and growth with the fitness industry. The
information that you provide will be strictly confidential. Please complete the entire
survey. If you work in more than one fitness position, please respond separately for each
position that yon hold. If yon don't know the answer or It doesn't apply to you* please
indicate that next to the question or leave it blank. Survey participants are encouraged to
elaborate when appropriate on the backside of the survey or another piece of paper. Thank you
for your time and investment in the health and fitness industry. Surveys should he submitted
to Patti Mantia at 120 High St Mansfield, MA 02048 or e-mailed to: fitfirm@ici.net or
faxed to 508-339-0422. You may also participate in this survey on the web at: www.the-
fitness-firm.com

PERSONAL INFORMATION

Check all boxes that describe your involvement in health and fitness.
O 1 do not exercise at all

OO | exercise, but not in a health and fitness facility.

O I exercise in a health and fitness facility.

O 1 work in a health and fitness facility.

PROFESSIONAL INFORMATION

Current position in fitness: Full or part time:

# Years as fitness professional

# Facilities that you currently work in:
City and State of Fitness

Employer(s):

Full time position (if in other field):

Average salary for this fitness position in my region: $ class / week / month/
year

(Circle one)
FACILITY INFORMATION
I currently work in a: (circle all that apply)

Health Club (fitaess, racquet sports; pool, etc) Gym (fitness and aerobics only)
Aerobics studio Personal training studio
Corporate proyam Recreation center
School affiliated program Military/Public Service Fitness
Medically affiliated program Post rehabilitation program
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Our company has a fax (Circle one) Yes No

O /don’t know if we have a faX
Our company has access to the Internet/ World-wide-web. (Circle one) Yes No
O 1don't know if we have access to the Internet/World-wide- web

I have worked in this facility for # years,

My facility specializes in the area(s) of:

The staff in my facility is (circle one): mostly male mostly female equally distributed
O /don’t know our gender breakdown.

The members in my facility are (circle one): mostly male mostly female equally distributed
O /don’t know our gender breakdown.

My facility has been in operation for years.

The size of my facility is square feet.
O 1 don't know the size of my facility.

My facility currently has (number of members).
O 1don't know how many members my facility has.

My facility offers (number) different memberships.
O 1dontknow how many different memberships my facility offers.

The membership breakdown is as follows:

Full facility@ (circle one) per month per year
Partial membership (specify) @_ per
month
Senior membership @ per month
Youth membership @ per month
The average cost of a membership at my facility m $ per month / per year
O Idon't know the membership breakdown.
Most of our members pay: (circle all that apply)
Monthly Annually by EFT In person
O 1 don't know tow the members pay.
Services that we offer include: (circle all that apply)
Baby-sitting Tanning Massage Personal Training Nutrition
Program
Towel Service Laundry Beauty Rehabilitation Smoking
Cessation
Wellness Fitness Assessments Adherence Programs Post/Pre
Natal

Qther (please specify)
Please place a check in the box that best describes your response to the following statements/questions.
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Please use the following codes:
SA-Strongly Agree / A-Agree / D-Disagree / SD-Strongly Disagree

MARKERS OF SUCCESS IN THE HEALTH & FTTNESS INDUSTRY
QUESTION

SA A D SD

Overall, | believe that the health and fitness industry has been successful.

The following are important factors in the health and fitness industry:

Profitability

Number of memberships

Adherence of existing members

Reaching previously inactive populations

Influencing the lifestyles (wellness) of clients

Increased professionalism

Increased salaries

Improved training & education

Personal accomplishments

Other (please specify):

| am satisfied with the current status of the fitness industry.

I see a need for changes) in the following areas of the industry:

Professionalism

Education

Management Practices

Communications

Other (Please specify)

ENTRY INTO THE FITNESS INDUSTRY

QUESTION

SA A DSD

I knowingly and purposely entered my current position in fitness.

My entry into the fitness industry was through a related field such as dance or sports.

At first, | considered my work in fitness to be a hobby.

| entered the industry for a supplemental income.

I currently work in the industry as a hobby.

I work in the fitness industry because it allows me a free membership.

I work in the industry because of the salary and benefit package.

I currently work in the fitness industry because I find it to be personally
rewarding.

It is more difficult to enter the fitness profession today as compared to the past.

There are many young adults eager to enter the fitness profession.

There are many older adults eager to enter the fitness profession.

There are many males eager to enter the fitness profession.

There are many females eager to enter the fitness profession.
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PROFESSIONAL DEVELOPMENT
QUESTION

SA A D SD

I had a good understanding of the job requirements before entering my current position in
fitness.

My initial training prepared me well for my position in fitness.

My company provides "in-house™ training for new staff members.

There are a variety of well-qualified training institutions from which I can receive
training for my position.

As a health/fitness professional, | frequently provide services such as:

Personal training

Exercise programming

Group exercise classes

Safety advice

Motivation

Advice for rehabilitation of injuries

Recommendations and distribution of supplements

Nutritional advice

Weight management

Stress management

Pre and Post natal advice

The qualifications necessary to perform my job well include:

Knowledge

Practical Skills

Interpersonal Skills

Management Skills

Other (please specify)

The fitness staff in my facility holds the proper credentials for the work they perform.

The management staff holds the proper credentials for the work they perform.

It is important for the fitness staff to obtain certification in every area that they
work. (i.e., aerobics, step, personal trainer, weight room.)

As long as the fitness staff holds one certification, they are not required to pursue
further certifications.

The staff at my facility maintains current certification in CPR.

The staff at my facility maintains current certification in first aid.

The staff at my facility is aware of ACSM industry guidelines.

The staff at my facility follows the ACSM industry guidelines.

I have a clear understanding of the roles and limitations of my position.

| participate in additional training to better myself as a professional.

My company pays for (or provides) professional development

Continuing education providers help to improve industry standards.

The workshops that | attend are relevant and applicable to my work.
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PROFESSIONAL DEVELOPMENT
QUESTION

SA° A D SD

Workshops that | find most useful cover the topics of:

Management

Communications

Programming

Exercise Science

Anatomy

Physiology

Kinesiology

Nutrition

Choreography

New trends or equipment

My decision to attend a workshop is based on:

The topic of the workshop.

The convenience of the program (location, time, etc.).

The credentials of the presenter.

The personality of the presenter.

The number of continuing education credits.

The price of the workshop.

My company bases the pay structure on the credentials of the employees (Greater
credentials = greater pay)

My facility looks for a specific certification when hiring,

Certification is an indication of a well-qualified fitness professional.

In a cost -benefit analysis, certification is valuable to the industry.

The major certification organizations help in the development and growth of the industry
as awhole.

The major convention sponsors help in the development and growth of the industry as a
whole,

The major fitness/certification organizations work to promote health and fitness to the
inactive populations.

There is a need for increased professionalism in the industry.

There is a need for more standardization in the fitness industry.

I am well respected by allied health and fitness professionals.

I am well respected in the community for the position | hold in fitness.

I am well compensated for the work that | perform in fitness.

I receive paid vacations at my fitness facility.

I receive sick pay at my fitness facility.

I receive health and life insurance at my facility.

My fitness employer provides me with a pension plan.

I work part time in fitness but would like to make this my full time career.

I know the steps required to develop my Interests Into a full time career in fitness.
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BUSINESS OF FITNESS
QUESTION

SA. A D SD

When | started working in fitness, | had a formal a business plan.

We provide prospective members with professional materials about our facility.

We provide prospective members a tour of the facility.

We offer special programs to orient newcomers.

We have a set budget for staff development

We have a set budget for advertising/marketing.

We frequently survey members to determine their needs and wants.

We frequently survey members to assess the level of satisfaction.

The pricing of my competition influences my membership fees.

The greatest profit center at my facility is:

Overhead (rent, utilities

Equipment

Maintenance

Marketing

Payroll

Programming

The greatest profit center at my facility is:

Memberships

Pro Shop (retail sales)

Food and beverage

Diet and /or nutrition supplements

Rental fees

Special events/programs

Group exercise classes

Personal training

My membership fees are determined by the services/amenities that | offer

My health and fitness facility holds regular staff meetings.

My company is pro-active in its management style.

My business is strongly influenced by my competitors

It is difficult to find qualified employees.

It is difficult to find employees with good work ethics.

| use external consultants to analyze my business.

I spend a great deal of time solving problems in my facility.

I review businesses outside of the fitness industry for ideas.

I pay close attention to the operations/programs of my competition.

I frequently review and revise my business plan.

I follow the guidelines of external consultants to improve my business.

Communication between the staff and members is effective.

Communication between management and staff is effective.
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BUSINESS OF FITNESS
QUESTION

SA A

SD

We allow prospective members to try the gym free of charge.

We provide quality orientation for new members.

We offer new members all the training they need to become comfortable with their
workouts.

New members feel welcomed by existing members.

New members feel welcomed by facility staff members.

The front desk staff is efficient in member services.

The front desk staff is friendly.

The front desk staff is professional.

The front desk staff is dressed professionally.

What members want most from the health and fitness facility is:

Good service

Good equipment

Qualified staff

Friendly staff

A sense of belonging

Education

A bargain on membership fees

The members we give the most attention to are:

New members

Those up for renewal

Long standing members

Members who are always at the gym

Members who are rarely at the gym

I am well aware of the current direction of the fitness industry.

I am well aware of the future direction of the fitness industry-

Industry trends are repetitive.

Industry trends are cyclic.

The dynamic nature of the fitness industry presents many challenges.

Our group exercise program is currently a vital part of the facility.

Our group exercise program offers an exciting variety of classes.

I believe that group exercise classes will remain popular in the future.

Members select exercise classes according to the following criteria:

Qualifications of instructor (knowledge and skills)

Personality of instructor (fun and motivating)

Type of class (Step, kickboxing, etc.)

Time of class (meets schedule needs)

Intensity of class (members like a hard workout)

Complexity of choreography (members like complex patterns)

It is important for group exercise instructors to be present and visible in the facility
(they're not just there for their classes)
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GROWTH OPPORTUNITIES
QUESTION

SA A D SD

Industty changes are driven by:

Members

Fitness professionals.

Facility owners.

Product manufacturers.

Media

Certification organizations

Other (please specify)

The fitness industry currently services a strong percentage of the following
populations:

Youth (6-18 years)

Young Adults (20 - 40 year olds)

Older Adults (40 - 60 year olds)

60 + year olds

Overweight (Over fat) population

Post rehabilitation clients

Sedentary

Highly fit

The fitness industry should focus more on the following populations:

Youth (6-18 years)

Young Adults (20 - 40 year olds)

Older Adults (40 - 60 year olds)

60 + year olds

Overweight (Over fat) population

Post rehabilitation clients

Sedentary

Highly fit

The fitness venue with the greatest growth potential is:

Health Clubs (that offer a variety of activities)

Gyms (aerobics and fitness only)

Aerobics studios

Personal training studios

Corporate programs

Recreation centers

Schools and universities

Military and public service programs

Medically affiliated programs

Diet and nutrition centers

Wellness centers

Youth fitness programs

Senior fitness programs

Post rehabilitation

Other (please specify)
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CONSUMER INFLUENCES
QUESTION

SA°AA D SD

Members are realistic in the development of fitness goals.

New members often feel intimidated at health clubs.

Members join a health and fitness facility:

To lose weight.

To get in shape.

To improve appearance.

To improve health.

To relieve stress.

For social interaction.

Other (please specify).

Members select a health and fitness facility based on:

Price

Convenience (location)

Equipment

Services

Cleanliness

Qualifications of staff

Members look for degreed professionals.

Members look for certified professionals.

Atmosphere

Advertising and marketing of facility

Other (please specify)

Members stay at a health and fitness facility because:

They see results.

The program meets their schedule needs.

They want the health benefits.

They get good service.

They like the staff members.

They developed friendships with other members.

They like the atmosphere.

They enjoy the camaraderie of working out with others.

Other (please specify)

Members that don't adhere to fitness programs leave because:

They hate to exercise.

They experience pain from the workouts.

It's too much work — not worth the value.

They feel intimidated at the health club.

They did not meet their goals (ie., weight loss, fitness, etc.)

Other (please specify):
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CONSUMER INFLUENCES
QUESTION

SAAA D SD

Members that don't adhere to fitness programs leave because:

Of busy lifestyles.

They can't afford membership fees.

They don't realize the value of health & fitness.

Programs don*t meet their needs and/or schedule.

They get bored.

Members are required to sign a contract when joining the facility.

Contracts are explained clearly and completely to members.

Members understand the challenges of fitness professionals,

Morning members are very different from evening participants.

Morning members are more demanding than evening participants are.

Members have realistic expectations of the staff.

Members often pressure staff to work outside of industry guidelines (for example,
fast music in step aerobics, dangerous exercises, etc.)

Many members use steroids and other performance enhancing drugs

Members have a sound knowledge of training principles.

Members have a sound knowledge of safety issues.

Members appreciate fitness professionals who provide unsolicited guidance on
safety issues.
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PERSONAL INFORMATION

Name (optional):
Telephone (optional): H(__ ) - W ) -

Address (optional):

City/State/Zip (NOT optional):

Email address (optional):

Qualifications: Please describe all qualifications and list organizations. Leave blank any areas that are
not applicable to your background.

O Before working in the fitness field, | participated in a training program offered by:

that lasted a duration of

O Iam certified as a(n)

by (organization)

O Additional certifications that | hold are:

O I received a bachelor's degree in the field of

from (College or University).

O 1 have an advanced degree in the field of

from (College or University).

O Additional training that I have participated in:

I am willing to be contacted for further interviews: (circleone)  Yes No

107



APPENDIX B- 2

SURVEY OF THE HEALTH AND FITNESS INDUSTRY

This survey is to be completed by consumers of exercise and non-consumers (people
not currently exercising). A separate survey is available for owners, managers and fitness
instructors. Thank you for your participation in this survey of the health and fitness industry.
This information will be used to make recommendations for improvements and growth with the
fitness industry. The information that you provide will be strictly confidential. Please complete
the entire survey. If you work in more than one fitness position, please respond separately for
each position that yon hold. If yon don't know the answer or It doesn't apply to you please
indicate that next to the question or leave it blank. Survey participants are encouraged to elaborate
when appropriate on the backside of the survey or another piece of paper. Thank you for your time
and investment in the health and fitness industry. Surveys should he submitted to Patti Mantia
at 120 High St. Mansfield, MA 02048 or e-mailed to: fitfirm@ici.net or faxed to 508-339-
0422. You may also participate in this survey on the web at: www.the-fitness-firm.com

PERSONAL INFORMATION

Check all boxes that describe your involvement in health and fitness.
O 1do not exercise at all

O | exercise, but not in a health and fitness facility.

OO I exercise in a health and fitness facility.

O 1 work in a health and fitness facility.

Name (optional);
Telephone (optional): H(__ ) - W ) -

Address (optional):

City/State/Zip (NOT optional):

Email address (optional):

I am willing to be contacted for further interviews: (circleone)  Yes No

FACILITY INFORMATION
I currently exercise in a: (circle all that apply)

Health Club (fitness, racquet sports pool, etc) Gym (fitness and aerobics only)
Aerobics studio Personal training studio
Corporate program Recreation center
School affiliated program Military/Public Service Fitness
Medically affiliated program Post rehabilitation program
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I have been a member in this facility for #years

My facility specialize in the area(s) of:

The staff at my facility is (circle one): mostly mate mostly female equally distributed

O /don’t know our gender breakdown.

The members in my facility are (circle one): mostly male ~ mostly female  equally distributed
O /don’t know our gender breakdown.

My facility has been in operation for years.

My facility currently has ___ (number) of members.
O 1don't know how many members my facility has.

My facility offers (number) different memberships
O 1 don’t know how many different memberships my facility offers,

The membership breakdown is as follows:

Full facility @ (circle one) per month  per year
Partial membership (specify) @ per month
Partial membership (specify) @ per month
Senior membership @ per month
Youth membership @ per month

The average cost of a membership at my facility is $ per month / per year

O 1don't know the membership breakdown.
Most of the members pay: (circle all that apply) Monthly  Annually by EFT In person
O 1don’t know how the members pay

Services that my facility offers include: (circle all that apply)

Baby-sitting Tanning Massage Personal Training Nutrition Program
Towel Service Laundry Beauty Rehabilitation Smoking Cessation
Wellness Fitness Assessments Adherence Programs Post/Pre Natal

Qther (please specify)
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Please place a check in the box that best describes your response to the following statements/questions.

Please use the following codes:
SA-Strongly Agree / A-Agree / D-Disagree / SI-Strongly Disagree

MARKERS OF SUCCESS IN THE HEALTH & FTTNESS INDUSTRY
QUESTION SA|A D SD
Overall, | believe that the health and fitness industry has been successful. | |
The following are important factors in the health and fitness industry:
Profitability
Number of memberships
Adherence of existing members
Reaching previously inactive populations
Influencing the lifestyles (wellness) of clients
Increased professionalism
Increased salaries
Improved training & education
Personal accomplishments
Other (please specify):
I am satisfied with the current status of the fitness industry.
I see a need for changes) in the following areas of the industry:
Professionalism
Education
Management Practices
Communications
Other (Please specify)
PROFESSIONAL DEVELOPMENT OF THE STAFF
QUESTION SA A D SD

| frequently ask the health/fitness professional(s) for services such as:

Personal training

Exercise programming

Group exercise classes

Safety advice

Motivation

Advice for rehabilitation of injuries

Recommendations and distribution of supplements

Nutritional advice

Weight management

Stress management

Pre and Post natal advice

The qualifications necessary for fitness professionals includes:

Knowledge

Practical Skills

Interpersonal Skills

Management Skills
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PROFESSIONAL DEVELOPMENT OF THE STAFF
QUESTION

SA°A D SD

The fitness staff in. my facility holds the proper credentials for the work they perform.

The management staff holds the proper credentials for the work they perform.

It is important for the fitness staff to obtain certification in every area that they work.
(ie., aerobics, step, personal trainer, weight room.)

As long as the fitness staff holds one certification they are not required to pursue further
certifications.

The staff at my facility maintains current certification in CPR

The staff at my facility maintains current certification in first aid.

Certification is an indication of a well-qualified fitness professional.

There is a need for increased professionalism in the industry.

There is a need for more standardization in the fitness industry.

I have a great deal of respect for health and fitness professionals.

Fitness professionals are well compensated for the work they perform.

BUSINESS OF FITNESS
QUESTION

SA A D

Communication between the staff and members is effective.

Surveys are frequently used at my facility to assess member satisfaction.

Surveys are frequently used at my facility so that members can express their needs and
wants.

My facility offers special programs to orient newcomers.

As a prospective member, | was given a tour of the facility.

As a prospective member, | received professional materials about the facility.

As a prospective member, | was allowed to try the gym free of charge.

My facility provides quality orientation for new members.

My facility offers new members all the training they need to become comfortable
with their workouts.

New members feel welcomed by existing members.

New members feel welcomed by facility staff members.

The front desk staff is efficient in member services.

The front desk staff is friendly.

The front desk staff is professional.

The front desk staff is dressed professionally.

BUSINESS OF FITNESS
QUESTION

SA A DA SD

The members who receive the most attention from staff are:

New members

Those up for renewal

Long standing members

Members who are always at the gym

Members who are rarely at the gym

Industry trends are repetitive.

Industry trends are cyclic.

Our group exercise program is currently a vital part of the facility.

Our group exercise program offers an exciting variety of classes.
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I believe that group exercise classes will remain popular in the future.

Members select exercise classes according to the following criteria:

Qualifications of instructor (knowledge and skills)

Personality of instructor (fun and motivating)

Type of class (Step, kickboxing, etc)

Time of class (meets schedule needs)

Intensity of class (members like a hard workout)

Complexity of choreography (members like complex patterns)

It is important for group exercise instructors to be present and visible in the facility
(they're not just there for their classes)

CONSUMER INFLUENCES
OUESTION

SA A D SD

Members are realistic in the development of fitness goals.

New members often feel intimidated at health clubs.

Members join a health and fitness facility:

To lose weight

To get in shape,

To improve appearance.

To improve health.

To relieve stress.

For social interaction.

Other (please specify).

Members select a health and fitness facility based on:

Price

Convenience (location)

Equipment

Services

Cleanliness

Qualifications of staff

Members lode for degreed professionals

Members look for certified professionals

CONSUMER INFLUENCES
QUESTION

SA°A D SD

Members select a health and fitness facility based on:

Atmosphere

Advertising and marketing of facility

Other (please specify)

Members stay at a health and fitness facility because:

They see results.

The program meets their schedule needs.

They want the health benefits,

They get good service.

They like the staff members.

They developed friendships with other members.

They like the atmosphere.

They enjoy the camaraderie of working out with others.

Other (please specify)

Members that don't adhere to fitness programs leave because:

They hate to exercise.
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They experience pain from the workouts.

It's too much work - not worth the value.

They feel intimidated at the health club.

They did not meet their goals (i.e., weight toss, fitness, etc.)

Other (please specify)

Of busy lifestyles.

They can't afford membership fees.

They don't realize the value of health & fitness.

Programs don't meet their needs and/or schedule.

They pet bored

Members are required to sign a contract when joining the facility.

Contracts are explained clearly and completely to members.

Members understand the challenges of fitness professionals.

Morning members are very different from evening participants.

Morning members are more demanding than evening participants are.

Members have realistic expectations of the staff.

Members often pressure staff to work outside of industry guidelines (for example,
fast music in step aerobics, dangerous exercises, etc.)

Many members use steroids and other performance enhancing drugs

Members have a sound knowledge of training principles.

Members have a sound knowledge of safety issues.

Members appreciate fitness professionals who provide unsolicited guidance on safety
issues.
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APPENDIX C -1

SURVEY OF THE HEALTH AND FITNESS INDUSTRY (SHFI)
(TURKISH VERSION)

SAGLIK VE FITNESS(*) ENDUSTRiSI ANKETI

Bu anket is veri sahipleri, yoneticiler, ve fitness danismanlari tarafindan doldurulacaktir.
Uyeler icin ayrica (ve daha kisa) bir anket bulunmaktadir.

Bu saglik ve fitness endustrisi anketine katiliminizdan dolayi tesekkirler. Bu anketten elde
edilen bilgiler Turkiye’de fitness endustrisinin gelisimi ve blyumesi icin yapilacak Onerilerde
kullanilacaktir. Vereceginiz bilgiler tamamen gizli tutulacaktir. Litfen anketi sonuna kadar
doldurunuz. Eger birden fazla fitness pozisyonunda gorev yapiyorsaniz litfen sahip oldugunuz
her pozisyon i¢in ayri bir anket doldurunuz. Eger cevabini bilmiyorsaniz veya size uymuyorsa
lutfen sorunun yanina belirtiniz veya bos birakiniz. Anket katilimcilarinin gerekli gordikleri
sorulara anketin arka ylziine veya baska bir kagida ayrintili cevapta bulunabilirler. Saglik ve fitnes
endustrisine ayirdiginiz zaman ve katkilarinizdan dolayi tesekkdrler.

KISISEL BiLGILER
Spora katiliminizi tarif eden bitlin kutulara cek atiniz.
O Hig egzersiz yapmam
O Egzersiz yaparim, ama bir saglik ve fitness merkezinde degil
O Bir saghk ve fitness merkezinde egzersiz yaparim
O Bir saglik ve fitness merkezinde ¢alisilyorum

PROFESYONEL BILGILER
Saglik ve fitness merkezindeki mevcut pozisyonuz: yarim veya
tam giin:

Profesyonel olarak kag yildir fitness sektdriindesiniz?:

Su anda ka¢ spor merkezinde calisiyorsunuz?:

Is yerinizin bulundugu semt ve sehir:

Tam giin olarak ¢alistiniz is (eger baska bir sektdrde ise):

Bulundugum bdélgede bu fitness pozisyonu igin (birini daire icine aliniz):

ders — saat basina / haftalik / aylik /  vyillik

verilen ortalama maas: TL

(*) bu ankette Tirkge karsilik olan “‘saglikli yasam’ yerine, yaygin olan kullanimi ve anlasilir olmasi
nedeniyle “fitness’ kelimesi kullaniimistir.
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TESIS BiLGILERI
Su anda ¢alistigim yer: (‘uyanlari daire igine aliniz)

Spor Merkezi (fitness, raket sporlari, havuz, vb.) Spor Salonu (sadece fitness)

Aerobik salonu Bireysel antreman stiidyosu
Okula bagh (egitim amacli) programlar Rekrasyon merkezi
Rehabilitasyon sonrasi program Askeri/ kamu fitness servisi

Saglik kurulusuna bagh (tibbi) programlar

bunlardan bagka (belirtiniz)

Calistigim sirkette faks var. ( Birini daire icine aliniz) Evet Hayir

O Faksimiz olup olmadigini bilmiyorum

Tesisimizin internet erigimi var. ( Birini daire icine aliniz) Evet Hayir

O Internet erisimimiz olup olmadigini bilmiyorum.

Bu tesiste aydan / yildan (' birini daire icine aliniz ) beri galisiyorum.

Tesisimin uzmanlik alanlari:

Tesisimdeki ¢alisanlar genelde(birini daire igine aliniz): erkek kadin esit dagilimh
O Cinsiyet dagilimimizi bilmiyorum.

Tesisimdeki tyeler genelde (birini daire icine aliniz): erkek kadin esit dagihimli
O Cinsiyet dagilimimizi bilmiyorum.

Tesisim yildan beri hizmet vermektedir.

Tesisimin alani metre karedir.
O tesisimin ka¢ metre kare oldugunu bilmiyorum.

Tesisimdeki mevcut lye sayisl:

O Tesisimin kag tyesi oldugunu bilmiyorum.
Tesisim farkl tane Uyelik sunmaktadir.
O Tesisimin kag cesit tyelik sundugunu bilmiyorum.

Tesisimin Uyelik dagilimi asagidaki gibidir:

Tam Qyelik: (birini daire icine aliniz) ayhk / yillik TL

Kismi tyelik (lutfen belirtiniz): aylik / yilhk TL

Bunlardan bagska (lttfen belirtiniz):
Tesisimdeki ortalama bir Gyelik (birini daire igine aliniz) aylik / yilhik YTL’ dir
O Tesisimdeki Uyelik cesitlerini ve Ucretlerini bilmiyorum.

Bircok tyemiz 6demelerini ile yapar (uygun olanlari daire icine aliniz):
Ayhk yillik EFT/havale kredi karti nakit
O Uyelerin nasil 6deme yaptigini bilmiyorum.

Verdigimiz hizmetler: (uygun olanlari daire icine aliniz):

cocuk bakicihgl solaryum masaj bireysel antreman
beslenme programi camasirhane  rehabilitasyon sigaray! birakma programi
glizellik salonu fitness dlgtimleri

Digerleri ( lutfen belirtiniz)
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Latfen asagidaki sorulara/ cimlelere vereceginiz yaniti en iyi sekilde ifade eden kutunun igine
cek atiniz. Latfen cevaplandirirken asagida verilen kodlari kullaniniz:

1 = tamamen katiliyorum

2 = katiliyorum

3 = katilmiyorum

4 = tamamen katiimiyorum

SAGLIK VE FITNESS ENDUSTRISINDE BASARI GOSTERGELERI
Sorular 1 2 3 4

Genel olarak saglik ve fitness endistrisinin basaril olduguna inantyorum. | 1 ]

Asagidakiler saglik ve fitness endistrisinde 6nemli faktorlerdir.

Kar getirisi

Uye sayisl

Mevcut Uyelerin devamliligi

Daha 6nce aktif olmayan Kitlelere ulasmak

Mosterilerin yasam Kkalitesini yukseltmek

Profesyonelligin artis!

Maaslarin artisi

Is egitimi ve tahsilin gelistirilmesi

Bireysel basarilar

Diger (litfen belirtiniz)

Fitness endistrisinin icinde bulundugu mevcut durumdan memnunum

Endustride agagidaki alanlarda degisiklik yapilmasina ihtiya¢ olduguna inantyorum:

Profesyonellik

Tahsil

Idari uygulamalar

Tletisim

Diger (lutfen belirtiniz)

FiTNESS ENDUSTRISINE GECIS
Sorular 1 2 3 4

Fitnesstaki mevcut isime bilerek ve amacim dogrultusunda girdim.

Fitness endustrisine gecisim dans ve diger sporlar gibi ilgili bir alandan olmustur

Fitnesstaki isim baglangigta benim igin bir hobiydi.

Bu endistriye bana ek gelir olmasi amaciyla gegtim.

Su anda bu endistride hobi olarak ¢alisiyorum.

Fitness endustrisinde bana bedava Uyelik sagladigi icin ¢aligiyorum

Fitness endustrisinde maas ve kazang paketi i¢in ¢aligilyorum.

Su anda fitness endustrisinde beni tatmin ettigi icin ¢aliglyorum .

Bugun fitness sektdriinde is bulmak ge¢mise oranla daha zor.

Fitness sektoriinde ¢alismak igin can atan pek ¢ok geng yetiskin bulunmaktadir.

Fitness sektdriinde ¢alismak icin can atan pek ¢ok orta yasli yetiskin bulunmaktadir

Fitness sektoriinde calismak igin can atan pek cok erkek vardir.

Fitness sektdriinde calismak icin can atan pek cok kadin vardir.

PROFESYONEL GELIiSIiM
Sorular 1 2 3 4

Fitness sektoriindeki mevcut isime girmeden once isin gereksinimleri hakkinda
yeterli bilgiye sahiptim.

Aldigim 6zel egitim beni fitness’taki isim i¢in iyi hazirlad

Calistigim sirket yeni calisanlar icin ‘hizmet ici' egitim saglamaktadir.

Mevcut isim igin egitim almami saglayacak cesitli kaliteli egitim merkezleri vardir.
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Bir saglik/ zindelik profesyoneli olarak sikca verdigim hizmetler:

Kisisel antrenman

Egzersiz programi

Grup egzersiz siniflar

Guvenlik tedbirleri Gizerine tavsiyeler

Motivasyon

Yaralanmalarin rehabilitasyonu igin tavsiyeler

Performans arttirict  yardimci  maddelerin  kullanimina  y6nelik
tavsiyeler ve dagitimi

Beslenme danismanligl

Kilo kontrolii

Stres kontrol{

Dogum Oncesi / sonrasi tavsiye

Isimi iyi yapmam icin gerekli nitelikler:

Bilgi

Pratik beceriler

Insan iliskilerinde beceriklilik

Idari beceriler

Diger(lutfen belirtiniz)

Is yerimdeki fitness personeli yaptiklari isin gereksinimlerine sahipler.

Yoneticiler yaptiklari is icin gerekli ézelliklere sahipler .

Fitness calisanlarinin  calistiklari  her alan icin ayri sertifika almalari
Onemlidir.(6r:aerobik;step,Kisisel antrenman,agirlik salonu)

Fitness calisanlarindan bir sertifikalari oldugu surece baska bir sertifika
istenmemektedir.

Isyerimdeki calisanlar ilk yardim sertifikasini elinde bulunduruyor.

Isyerimdeki calisanlar fitness endustrisinin uluslararasi gegerli standartlarinin
farkindadir.

Isyerimdeki calisanlar fitness endiistrisinin uluslararasi gegerli standartlarini
uygulamaktadir.

Isimin gerektirdigi gorev, yetki ve sinirlarin farkindayim.

Bir profesyonel olarak kendimi daha kalifiye hale getirmek igin ek olarak
egitimlere katiliyorum.

Isyerim profesyonel egitim (masraflarini )veriyor.

Surekli egitim merkezleri endstri standartlarini yikseltmeye yardimcidir.

Katildigim egitim seminerleri (workshoplar) isimle ilgili ve uygulanabilir.

En faydali buldugum egitim seminerlerinin icerdigi basliklar:

Yonetim

Insan iliskileri

Program gelistirme

Egzersiz bilimi

En faydali buldugum egitim seminerlerinin icerdigi basliklar:

Anatomi

Fizyoloji

Kinesiyoloji

Beslenme

Koreografi

Yeni akimlar ve malzemeler

Bir seminere katilmaya karar vermemin nedeni:

Seminerin konusu

Programin uygunlugu (yer,zaman,vb.)

Egitimcinin vasiflari

Egitimcinin Kisilik 6zellikleri

Devam eden egitim kredilerinin sayisi

Seminerin ucreti

Sirketim maas 6demelerini ¢alisanlarin vasiflarina gore sekillendirmistir.(daha ¢ok
vasif=daha ¢cok maas)
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PROFESYONEL GELIiSiM

Sorular 314
Is yerim ise alirken &zel bir sertifika talep eder.

Sertifika kalifiye bir fitness profesyoneli olundugunun bir gostergesidir.
Bedel-kazang analizi icerisinde, sertifika endustri icin degerlidir.

Belli bagl sertifika saglayan organizasyonlar fitness endustrisinin gelismesine
yardimci olmaktadir.

Belli bagli spor organizasyonu sponsorlari fithess endustrisinin gelismesine
yardimci olmaktadir.

Belli basl sertifika/fitness organizasyonlari aktif olmayan topluluklarda saghk ve
zindeligi gelistirmek icin calismaktadirlar.

Enduistride profesyonelligin arttirilmasina ihtiyag vardir.

Fitness endustrisinde daha fazla standardizasyona ihtiyag vardir

Toplum iginde fitness sektdrindeki isimden 6tiiri saygl gériiyorum

Fitness' ta isimde gdsterdigim performansin karsthgini aliyorum.

Caligtigim fitness merkezi bana Ucretli izin saglamaktadir.

Calistigim fitness merkezi bana Ucretli hastalik izni saglamaktadir.

Calistigim fitness merkezinde saglik ve hayat sigortam yapiimistir.

Isverenim SSK primlerimi 6demektedir.

Fitness sektoriinde yarim giin ¢aligiyorum ancak bunu tam gunlik isim yapmak
isterdim.

flgi alanlarimi tam giinlik fitness Kariyeri haline getirmek igin izlemem gereken
adimlari biliyorum.

FITNESS iSi

Sorular 1 2 3 4

Fitnesta calismaya basladigim zaman,yazili bir is planim vardi.

Sikca is planimi yeniden gdzden geciriyor ve diizeltmeler yapryorum.

Isimi analiz etmesi icin 6zel danisman kullaniyorum.

Isimi gelistirmek icin danismanlarin talimatlarini dikkate aliyorum.

Is yerimde problemlerimi ¢c6zmek icin oldukca fazla zaman harciyorum.

Sirketim yonetim sistemi agisindan vizyon sahibi ve yenilikgidir.

Sirketimdeki en biylik harcama :

Kira

Malzemeler

Temizlik

Pazarlama

Maas 6demeleri

Programlama

Is yerimde en cok kar getiren sey:
Uyelikler

Indirimli satislar magazasi

Yiyecek ve icecekler

Diyet velya beslenme Grinleri

Kira Ucretleri(raket,top,kort,vb.)

Ozel organizasyonlar

Egzersiz gruplari

Bireysel antrenman

Diger (litfen belirtiniz )

Fitness finansal olarak kazangl bir istir.

Reklam ve pazarlama i¢in ayrilan senelik bir bitcemiz var.

Calisanlarin egitimi icin ayrilan bir biltcemiz var.

Degisik fikirler edinmek icin fitnes endistrisi disinda kalan isleri gbzden
geciriyorum.

Isim rakiplerimden oldukca fazla etkilenmektedir.

Rakiplerimin uyguladig strateji ve programlarla yakindan ilgileniyorum.

Rakiplerimin uyguladigi fiyatlar yelik tcretlerime yansir.
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FITNESS iSi
Sorular

Uyelik ticretlerimi verdigim hizmetler ve ayricaliklar belirler.

Kalifiye eleman bulmak zordur.

Iyi is ahlakina/etigine sahip eleman bulmak zordur.

Benim saglik ve fitness merkezimde diizenli olarak ¢alisanlarla toplanti yapilmaktadir.

Yoénetim ve calisanlar arasi iletisim etkilidir.

Calisanlar ve yonetim arasi iletisim etkilidir.

Uyelerin tatminlik diizeyini 6lcmek icin sikca anket diizenliyoruz.

Uyelerin ihtiyac ve isteklerini belirlemek icin sikca anket diizenliyoruz.

Yeni lyeleri yénlendirmek icin 6zel programlar sunuyoruz.

Potansiyel tyelere merkezimizde tur diizenliyoruz.

Potansiyel Uyelere merkezimiz hakkinda 6zel brosirler dagitiyoruz.

Potansiyel Uyelere bedava deneme lyelik sagliyoruz.

Yeni Uyeler icin kalite orientasyonu sagliyoruz.

Yeni Uyelere antrenmanlarini rahat yapabilmeleri icin ihtiyaclari olan gerekli tim
egitimi veriyoruz.

Yeni gelen lyeler eski iyelerle yabancilik cekmez.

Yeni gelen lyeler calisanlarla yabancilik cekmez.

Danisma calisanlari tyelere verilen hizmetlerde yeterlidir.

Danisma calisanlari arkadas canlisidir.

Danisma calisanlari profesyoneldir.

Saglik ve fitness merkezinden Uyelerin beklentileri en ¢ok:

Tyi hizmet

Tyi ekipman

Kalifiye personel

Arkadas canlisi personel

Ait olma duygusu

Egitim

Uyelik ticretlerinde indirim/pazarlik

En cok ilgi gosterdigimiz lyeler:

Yeni Uyeler

Sozlesmesini yenileyecek lyeler

En uzun sureden beri gelen devamli yeler

Her zaman spor salonunda olan Uyeler

Ender olarak spor salonuna gelen Uyeler

Fitness endistrisinin su anda hangi yone dogru gittigini biliyorum.

Fitness endustrisinin gelecekte nerede olacagl konusunda bilgi sahibiyim.

Fitness endustrisindeki akimlar yinelenir.

Fitness endustrisindeki akimlar hep birbirini takip ediyor.

Fitnes endustrisinin degisken yapisi pek ¢ok zorluklari beraberinde getirmektedir

Grup egzersiz programlari su anda merkezin en énemli hizmetidir.

Grup egzersiz programlari ilgi cekici cesitlilikte siniflar sunmaktadir.

Grup egzersiz siniflarinin gelecekte de popller kalacagina inantyorum.

Uyeler egzersiz siniflarini asagidaki kriterlere gore secerler:

Egitmenin becerileri(bilgi ,yetenek)

Egitmenin Kisiligi (eglenceli , motive edici)

Sinifin tipi(step,jimnastik,viicut gelistirme,vb.)

Sinifin saatleri(haftalik program ihtiyaclarini karsilamasi)

Sinifin zorluk derecesi (Uyeler zor bir antrenmani severler)

Koreografinin komplike ve karmasik olusu(tiyeler karmasik rutinleri sever)

Egzersiz egitmenlerinin spor merkezinde surekli bulunmalari ve gorinmeleri
Onemlidir.(sadece dersler icin orada degillerdir)
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BUYUME AYRICALIKLARI
Sorular

3

Endustrideki degisikliklerin ¢ikis nedeni:

Uyeler

Fitness profesyonelleri

Isyeri sahipleri

Spor malzemeleri Ureticileri

Medya

Sertifika veren organizasyonlar

Diger (litfen belirtiniz )

Fitness endustrisinin su anda en ¢ok hizmet ettigi Kitle:

Gengcler(6-18 yas)

Geng yetiskinler(20-40 yas)

Yetigkinler (40-60 yas)

60 yas ve lzeri

Obezler

Rehabilitasyon sonrasi hastalari

Spor yapmayanlar (sedenterler)

Oldukca formda olanlar

Fitness endustrisi daha ¢ok asagidaki kitleye odaklanmali:

Gengcler(6-18 yas)

Geng yetiskinler(20-40 yas)

Yetigkinler (40-60 yas)

60 yas ve lzeri

Obezler

Rehabilitasyon sonrasi hastalari

Spor yapmayanlar (sedenterler)

Oldukca formda olanlar

Biyume potansiyeli en yiksek olan fitness alani:

Saglik kulupleri(birgok aktivite gesitliligi sunan)

Spor salonlari(sadece aerobik ve fitness)

Aerobik stldyolar

Bireysel antrenman stiidyolari

Karisik programlar

Rekreasyon merkezleri

Okullar ve Universiteler

Askeri ve halk programlari

Tedavi amagli programlar

Diyet ve beslenme merkezleri

Fitness merkezleri

Genglere yonelik fitnes programlari

Yetiskinlere yonelik fitnes programlari

Rehabilitasyon sonrasi programlar.

Diger (litfen belirtiniz )
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MUSTERIiYi ETKILEYEN FAKTORLER
Sorular

Uyeler fitness hedeflerini belirlerken gercekgilerdir.

Yeni Uyeler saglik kuliiplerinde genelde kendilerini tedirgin hissederler

Uyelerin bir saglik ve fitnes merkezine katilmalarinin nedeni:

Kilo kaybetmek

Sekle girmek

Gorunlsun iyilestirmek

Sagligini iyilestirmek

Stres gidermek

Sosyal etkilesim

Diger (lutfen belirtiniz)

Uyelerin bir saghk ve fitness merkezini secmesinin nedeni:

Fiyat

Ulasim

Ekipman

Hizmetler

Temizlik

Calisanlarin nitelikleri

Uyeler egitimli profesyoneller gormek isterler

Uyeler sertifika sahibi profesyoneller gérmek isterler

Ortam

Tesisin reklam ve pazarlanmasi

Uyeler bir saglik ve fitness merkezine gelmeye devam ederler ciinkii:

Sonuglari gérarler

Program kendi program ihtiyaclarina cevap verir

Sagliklarina faydah gelir

Iyi hizmet goriirler

Calisanlari severler

Diger Uyelerle arkadaslik kurmuslardir

Ortami severler

Antrenmanlarda dogmus olan dostluk ve given duygusundan zevk alirlar

Diger(lutfen belirtiniz )

Fitness programlarina devam etmeyen lyelerin birakma sebebi:

Egzersiz yapmaktan nefret ederler

Antrenmanlarda aci ¢ekerler

Cok fazla calismak gerekiyor-bedeline deymez

Saglik merkezinde kendilerini tedirgin hissederler

Hedeflerine ulagamamalari(kilo vermek,viicut gelistirmek vb.)

Yogun hayat tarzlari yiiziinden

Uyelik ticretlerini karsilayamazlar

Saglikli ve zinde olmanin degerini anlamazlar

Programlar onlarin programlarina/ihtiyaglarina uymaz

Sikilirlar

Merkeze ye olurken Uyelerden s6zlesme imzalamalari istenir.

Sozlesmeler Uyelere agik ve net bir sekilde anlatilir.

Uyeler fitness calisanlarinin yasadigi zorluklari anlarlar.

Sabah gelen lyeler aksam kullanicilarindan ¢ok farklidir.

Sabah gelen lyeler aksam kullanicilarindan daha fazla sey isterler.

Uyelerin calisanlardan beklentileri gercekgidir.

Uyeler sikca  calisanlari  endistri  standartlarimin ~ disina  ¢ikmaya
zorlar(6r:step,aerobik derslerinde daha hizli mizik,tehlikeli ,ileri seviye hareketler)

Pek ¢ok (ye steroid ve performans arttirici ilaglar kullanmaktadir.

Uyeler antrenman prensipleri tizerine yeterli bilgiye sahiptir.

Uyeler giivenlik konularinda yeterli bilgiye sahiptir.

Kendilerine sorulmadan giivenlik konularinda bilgi veren fitness profesyonellerini
tyeler takdir etmektedir.
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KiSiSEL BiLGILER

Ad- Soyad :

Telefon : ev ( ) - is( ) -

Adres:

Sehir/ semt/ posta kodu (litfen belirtiniz):

e- posta adresi :

Nitelikler : Litfen tim niteliklerinizi tanimlayiniz_ve organizasyonlari listeleyiniz. Oz

gecmisinize uygun olmayanlari bos birakiniz.

e Fitness alaninda ¢alismadan énce

tarafindan sunulan, stirelik, bir egitim programina katildim.

. organizasyonundan

olarak sertifika aldim.

e Aldigim diger sertifikalar sunlardir:

e Diplomami alaninda

(yuksekokul veya tniversite) den aldim.

. ('ylUksekokul veya universite) de

alaninda lisansistl  egitim

yaptim.

o Katilmig oldugum diger egitimler:

Gelecek gorismeler icin irtibata gecilmek istiyorum ( birini daire icine aliniz): evet hayir
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APPENDIX C-2

SURVEY OF THE HEALTH AND FITNESS INDUSTRY (SHFI)
(TURKISH VERSION)

SAGLIK VE FiTNESS* ENDUSTRIiSI ANKETI

Bu anket spor tiketicileri ve tiketici olmayanlar (su anda egzersiz yapmayanlar)
tarafindan doldurulacaktir. is yeri sahipleri, yoneticiler, ve fitness danismanlari icin ayri bir
anket bulunmaktadir.

Bu saglik ve fitness endustrisi anketine katiliminizdan dolayi tesekkirler. Bu anketten elde
edilen bilgiler Turkiye’de fitness endustrisinin gelisimi ve blyumesi icin yapilacak Onerilerde
kullanilacaktir. Vereceginiz bilgiler tamamen gizli tutulacaktir. Lutfen anketi sonuna kadar
doldurunuz. Eger cevabini bilmiyorsaniz veya size uymuyorsa litfen sorunun yanina belirtiniz
veya bos birakiniz. Anket katilimcilari gerekli gérdikleri sorulara anketin arka yiziine veya baska
bir kagida ayrintili cevapta bulunabilir. Saglik ve fitness endUstrisi icin ayirdiginiz zaman ve
katkilarinizdan dolayi tesekkiirler.

KISISEL BILGILER

Spora katiliminizi tarif eden bitln kutulara ¢ek atiniz.

Hic egzersiz yapmam

Egzersiz yaparim, ama bir saglik ve fitness merkezinde degil
Bir saglik ve fitness merkezinde egzersiz yaparim

Bir saglik ve fitness merkezinde ¢aligiyorum

ooon

Gelecek gorismeler icin irtibata gecilmek istiyorum (birini daire i¢ine aliniz): evet hayir
TESIS BiLGILERi
Su anda egzersiz yaptigim yer (uygun olanlari daire igine aliniz) :

Spor Merkezi (fitness, raket sporlari, havuz, vb.) Spor Salonu (sadece fitness)

Aerobik salonu Bireysel antrenman stiidyosu
Okula bagh (egitim amacli) programlar Rekrasyon merkezi
Rehabilitasyon sonrasi program Askeri/ kamu fitness servisi

Saglik kurulusuna bagh (tibbi) programlar

bunlardan baska (belirtiniz)

(*) bu ankette Tirkge karsilik olan ‘saglikli yasam’ yerine, yaygin olan kullanimi ve anlasilir olmasi
nedeniyle ‘fitness’ kelimesi kullaniimistir.
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Bu tesisin (say1 ile) yildan beri Gyesiyim.

Tesisim alanlarinda uzmandir.

Tesisimdeki ¢alisanlar genelde(birini daire igine aliniz): erkek  kadin  esit dagilimli
O Cinsiyet dagilimimizi bilmiyorum.

Tesisimdeki tyeler genelde (birini daire icine aliniz): erkek kadin esit dagihimli
O Cinsiyet dagilimimizi bilmiyorum.

Tesisim yildan beri hizmet vermektedir.

Tesisimin alani metre karedir.
O tesisimin kag metre kare oldugunu bilmiyorum.

Tesisimdeki mevcut Uye sayisi:

O Tesisimin kag Uyesi oldugunu bilmiyorum.
Tesisim farkli tane dyelik sunmaktadir.
O Tesisimin kag cesit tyelik sundugunu bilmiyorum.

Tesisimin Uyelik dagilimi asagidaki gibidir:
Tam Gyelik: (birini daire icine aliniz) ayhk / yillik YTL
Kismi Gyelik (litfen belirtiniz): ayhik / yilhk YTL
Bunlardan bagska (ltfen belirtiniz):

Tesisimdeki ortalama bir Oyelik  (birini daire igine aliniz) ayhk / yillik
YTL’ dir
O Tesisimdeki tyelik cesitlerini ve tcretlerini bilmiyorum.

Bircok tiyemiz édemelerini: (uygun olanlari daire icgine aliniz)

Aylik yillik EFT/havale kredi karti nakit
ile yapar.
O Uyelerin nasil 6deme yaptigini bilmiyorum.

Tesisimin verdigi hizmetler: (uygun olanlari daire igine aliniz):

cocuk bakicthgi solaryum masaj bireysel antrenman
beslenme programi ¢camaslirhane havlu servisi rehabilitasyon
guzellik salonu fitness dlgtimleri sigaray! birakma programi

Digerleri (lGtfen belirtiniz):
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Lutfen asagidaki sorulara/ cimlelere vereceginiz yaniti en iyi sekilde ifade eden kutunun igine
cek atiniz. Lutfen cevaplandirirken asagida verilen kodlari kullaniniz:

1 = tamamen katiliyorum

2 = katiliyorum

3 = katilmiyorum

4 = tamamen katiimiyorum

SAGLIK VE FITNESS ENDUSTRIiSINDE BASARI GOSTERGELERI
Sorular 1 2 3 4

Genel olarak saglik ve fitness endiistrisinin basaril olduguna inanryorum. | | ]

Asagidakiler saglik ve fitness endistrisinde 6nemli faktorlerdir.

Kar getirisi

Uye sayisi

Mevcut lyelerin devamlilig

Daha 6nce aktif olmayan kitlelere ulasmak

Moisterilerin yasam Kkalitesini yukseltmek

Profesyonelligin artisi

Maasglarin artisi

Is egitimi ve tahsilin gelistirilmesi

Bireysel basarilar

Digerleri (litfen belirtiniz)

Fitness endistrisinin icinde bulundugu mevcut durumdan memnunum

Endustride asagidaki alanlarda degisiklik yapilmasina ihtiya¢ olduguna
inaniyorum:

Profesyonellik

Tahsil

Idari uygulamalar

Tletigim

Digerleri (litfen belirtiniz)

PERSONELIN PROFESYONEL GELIiSiMi
Sorular 1 2 3 4

Saglik/ zindelik (fitness) calisanlarindan sik sik yararlandigim hizmetler:

Kisisel antrenman

Egzersiz programi

Grup egzersiz siniflar

Guvenlik danismanhgi

Motivasyon

Yaralanmalarin rehabilitasyonu icin danismanlik

Performans arttirici yardimci maddelerin kullanimina yénelik
danigsmanlhk

Beslenme danismanligl

Kilo kontroli

Stres kontroli

Dogum Oncesi ve sonrasi danismanlik

Fitness calisanlari icin gerekli nitelikler sunlari kapsar:

Bilgi
Pratik beceriler
Insan iliskileri

idari beceriler

Is yerimdeki fitness personeli yaptiklari isin gereksinimlerine sahipler.

Yoneticiler yaptiklari is icin gerekli 6zelliklere sahipler .

Fitness calisanlarinin ¢alistiklari her alan icin ayri sertifika almalari
Onemlidir.(6r:aerobik;step,kisisel antrenman,agirlik salonu)

Fitness calisanlarindan bir sertifikalari oldugu slrece baska bir sertifika
istenmemektedir
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Isyerimdeki calisanlar ilk yardim sertifikasini elinde bulunduruyor
PERSONELIN PROFESYONEL GELIiSiMi
Sorular

Sertifika kalifiye bir fitnes profesyoneli olundugunun bir gdstergesidir

Endustride profesyonelligin arttirilmasina ihtiyag vardir.

Fitnes endustrisinde daha fazla standardizasyona ihtiyag vardir

Fitness calisanlari islerinde gosterdikleri performansin karsiligini almaktadirlar.

FITNESS iSi
Sorular

Caliganlar ve Uyeler arasi iletisim etkilidir.

Tesisimde Uyelerin tatminlik diizeyini 6lgmek igin sikca anket dizenleniyor.

Tesisimde Uyelerin ihtiyag ve isteklerini belirlemek icin sikca anket
diizenleniyor.

Tesisimde yeni Uyeleri yonlendirmek igin 6zel programlar sunuluyor.

Potansiyel bir iye olarak bana tesis i¢inde bir tur diizenlenmisti.

Potansiyel bir Uye olarak tesis hakkinda profesyonel tanitim materyalleri
(brosurler)verilmisti.

Potansiyel bir iye olarak spor salonunu icret 6demeden denemem saglanmisti.

Tesisim yeni Gyeler i¢in oriyantasyon (6r: randevu ile kosu bantlarinin ve fitness
makinelarinin kullaniminin égretilmesi) diizenlemektedir.

Yeni Uyelere antrenmanlarini rahat yapabilmeleri icin ihtiyaclari olan gerekli tim
egitim verilmektedir.

Yeni gelen lyeler eski Uiyelerle yabancilik cekmez.

Yeni gelen lyeler calisanlarla yabancilik gekmez.

Danigma caliganlari Uyelere verilen hizmetlerde yeterlidir.

Danigma calisanlar arkadas canlisidir.

Danigma caliganlar profesyoneldir.

Calisanlardan en cok ilgi géren Uyeler:

Yeni Uyeler

So6zlesmesini yenileyecek yeler

En uzun sureden beri gelen devamli tyeler

Her zaman spor salonunda olan tyeler

Ender olarak spor salonuna gelen lyeler

Fitness endistrisindeki akimlar tekrarlanir.

Fitness endustrisindeki akimlar hep birbirini takip eder.

Grup egzersiz programlari su anda merkezin hayati bir parcasidir.

Grup egzersiz programlari ilgi cekici cesitlilikte siniflar sunmaktadir.

Grup egzersiz siniflarinin gelecekte de popiiler kalacagina inaniyorum.

Uyeler egzersiz siniflarini asagidaki kriterlere gore secerler:

Egitmenin becerileri(bilgi ,yetenek)

Egitmenin Kisiligi (eglenceli , motive edici)

Sinifin tipi(step,jimnastik,viicut gelistirme,vb.)

Sinifin saatleri(haftalik program ihtiyaclarini karsilamasi)

Sinifin seviyesi (Uyeler zor bir antrenmani severler)

Koreografinin komplike ve karmasik olusu(liyeler komplike rutinleri sever)

Egzersiz egitmenlerinin spor merkezinde stirekli bulunmalari ve gériinmeleri
Onemlidir.(sadece dersler icin orada degillerdir)

MUSTERi ETKILESIMLERI
Sorular

1

2 3 4

Uyeler fitness hedeflerini belirlerken gercekgilerdir.

Yeni Uyeler saglik kuliiplerinde genelde kendilerini tedirgin hissederler

Uyelerin bir saglk ve fitness merkezine katilmalarinin nedeni:

Kilo kaybetmek

Sekle girmek

126




Gorunlsuni iyilestirmek

Sagligini iyilestirmek

Stres gidermek

Sosyal etkilesim

Diger (lutfen belirtiniz)

Uyelerin bir saghk ve fitness merkezini secmesinin nedeni:

Fiyat

Ulasim

Ekipman

Hizmetler

Temizlik

Calisanlarin nitelikleri

Uyeler tahsilli profesyoneller gérmek isterler

Uyeler sertifika sahibi profesyoneller gérmek isterler

Ortam

Tesisin reklam ve pazarlanmasi

Uyeler bir saglik ve fitness merkezine gelmeye devam ederler ciinkii:

Sonugclari gorirler

Program kendi program ihtiyaclarina cevap verir

Sagliklarina faydal gelir

Iyi hizmet gorirler

Calisanlari severler

Diger Uyelerle arkadaslik kurmuslardir

Ortami severler

Dostluk ve gliven duygusundan zevk alirlar

Diger(lutfen belirtiniz )

Fitness programlarina devam etmeyen lyelerin birakma sebebi:

Egzersiz yapmaktan nefret ederler

Antrenmanlarda aci ¢ekerler

Cok fazla calismak gerekiyor-bedeline deymez

Saglik merkezinde kendilerini tedirgin hissederler

Hedeflerine ulasamamalari(kilo vermek,viicut gelistirmek vb.)

Diger(lutfen belirtiniz )

Yogun hayat tarzlari yiziinden

Uyelik Ucretlerini karsilayamazlar

Saglikli ve zinde olmanin degerini anlamazlar

Programlar onlarin programlarina/ihtiyaclarina uymaz

Sikilirlar

Merkeze Uye olurken Uyelerden s6zlesme imzalamalari istenir.

Sozlesmeler Uyelere acik ve net bir sekilde anlatilir.

Uyeler fitness profesyonellerinin(danismanlarinin) yasadigi zorluklari anlarlar.

Sabah gelen lyeler aksam kullanicilarindan ¢ok farklidir.

Sabah gelen lyeler aksam kullanicilarindan daha fazla sey isterler.

Uyelerin calisanlardan beklentileri gercekgidir.

Uyeler sikca calisanlari endustri standartlarinin disina gikmaya zorlar(6r:step
derslerinde daha hizli muzik,tehlikeli ileri seviye hareketler)

Pek ¢ok (ye steroid ve performans arttirici ilaglar kullanmaktadir.

Uyeler antrenman prensipleri tizerine yeterli bilgiye sahiptir.

Uyeler giivenlik konularinda yeterli bilgiye sahiptir.

Kendilerine sorulmadan givenlik konularinda bilgi veren fitness
profesyonellerini Uyeler takdir etmektedir.
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APPENDIX D

FREQUENCY TABLES

Abbreviations:

sfe-bas.gos = saglik ve fitness endustrisinde basari gostergeleri [markers of
success in the health and fitness industry]

fit. en. ge = fitness endustrisine gecis [entry into the fitness industry]

pro. gel = profesyonel gelisim [professional development of the staff]

fit. isi = fitness isi [ business of fitness]

buy. ay. = buyume ayricaliklari [growth opportunities]

mus. et. f. = musteriyi etkileyen faktorler [consumer influences]

Personal Information[kisiselbilgiler]

professional Valid |Cumulative
information Frequency | Percent | Percent Percent
manager Valid 3, 4 27 96,4 96,4 96,4
work in h&Fit]
facility 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor vValid 3, 4 104 99,0 99,0 99,0
work in h&Fit]
facility 1 1,0 1,0 100,0
Total 105 100,0 100,0
consumer Valid ex in h&Fit.
facility 34 100,0 100,0 100,0
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Professional

Information- Years as Fitness Professional

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Vald 1 1 3,6 3,6 3,6
2 4 14,3 14,3 17,9
3 3 10,7 10,7 28,6
5 4 14,3 14,3 42,9
7 1 3,6 3,6 46,4
8 2 7,1 7,1 53,6
9 1 3,6 3,6 57,1
10 3 10,7 10,7 67,9
12 2 7,1 7,1 75,0
15 2 7,1 7,1 82,1
20 4 14,3 14,3 96,4
24 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor Valid 1 23 21,9 21,9 21,9
2 19 18,1 18,1 40,0
3 18 17,1 17,1 57,1
5 7 6,7 6,7 63,8
6 2 1,9 1,9 65,7
7 4 3,8 3,8 69,5
8 5 4,8 4,8 74,3
9 5 4,8 4,8 79,0
10 7 6,7 6,7 85,7
11 1 1,0 1,0 86,7
12 3 2,9 2,9 89,5
15 7 6,7 6,7 96,2
16 1 1,0 1,0 97,1
20 2 1,9 1,9 99,0
24 1 1,0 1,0 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

Number of Facilities Currently Worked[p.bil._ka¢ merkezde
cali1s1yorsunuz?]

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 23 82,1 82,1 82,1
2 3 10,7 10,7 92,9
3 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid 1 97 92,4 92,4 92,4
2 4 3,8 3,8 96,2
3 4 3,8 3,8 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

Professional Information- City of Employer [p.bil.semt]

professional valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid ankara 28 100,0 100,0 100,0

instructor Valid ankara 105 100,0 100,0 100,0

consumer Valid ankara 34 100,0 100,0 100,0
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Professional Information- Salary[p.bil_maas]

professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1000 5 17,9 17,9 17,9
1200 1 3,6 3,6 21,4
1500 3 10,7 10,7 32,1
450 4 14,3 14,3 46,4
500 2 7,1 7,1 53,6
600 4 14,3 14,3 67,9
700 1 3,6 3,6 71,4
750 7 25,0 25,0 96,4
850 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor Valid 450 31 29,5 29,5 81,9
500 9 8,6 8,6 90,5
600 2 1,9 1,9 92,4
750 7 6,7 6,7 100,0
2 1,9 1,9 1,9
350 47 44,8 44,8 46,7
375 1 1,0 1,0 47,6
400 5 4,8 4,8 52,4
650 1 1,0 1,0 93,3
Total 105 100,0 100,0
consumer Valid 34 100,0 100,0 100,0
Type of Facility [Tesis Tipi]
professional Valid |Cumulative
information Freqguency | Percent | Percent Percent
manager Valid gym 3 10,7 10,7 10,7
sport centrg 25 89,3 89,3 100,0
Total 28 100,0 100,0
instructor Valid gym 2 1,9 1,9 1,9
sport centrg 103 98,1 98,1 100,0
Total 105 100,0 100,0
consumer Valid gym 3 8,8 8,8 8,8
sport centrg 31 91,2 91,2 100,0
Total 34 100,0 100,0
Is There Fax? [fax var mi1?]
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid yes 28 100,0 100,0 100,0
instructor Valid yes 94 89,5 89,5 97,1
don"t 8 7.6 7.6 7.6
no 3 2,9 2,9 100,0
Total 105 100,0 100,0
consumer Valid 34 100,0 100,0 100,0
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Internet Access?[internet var mi?]

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid yes 23 82,1 82,1 82,1
no 5 17,9 17,9 100,0
Total 28 100,0 100,0

instructor Valid vyes 83 79,0 79,0 82,9
no 18 17,1 17,1 100,0
don"t know 4 3,8 3,8 3,8
Total 105 100,0 100,0

consumer Valid 34 100,0 100,0 100,0

Years of employment/ membership[kac yildir tesiste calisiyor]

professional vValid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 7 25,0 25,0 25,0
2 1 3,6 3,6 28,6
3 3 10,7 10,7 39,3
4 4 14,3 14,3 53,6
5 1 3,6 3,6 57,1
6 4 14,3 14,3 71,4
9 1 3,6 3,6 75,0
10 2 7,1 7,1 82,1
11 1 3,6 3,6 85,7
12 1 3,6 3,6 89,3
15 2 7,1 7,1 96,4
24 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor Valid 1 34 32,4 32,4 32,4
2 27 25,7 25,7 58,1
3 14 13,3 13,3 71,4
4 11 10,5 10,5 81,9
5 2 1,9 1,9 83,8
6 9 8,6 8,6 92,4
8 2 1,9 1,9 94,3
10 4 3,8 3,8 98,1
11 2 1,9 1,9 100,0
Total 105 100,0 100,0

consumer Valid 1 10 29,4 29,4 29,4
2 6 17,6 17,6 47,1
3 8 23,5 23,5 70,6
4 5 14,7 14,7 85,3
5 2 5,9 5,9 91,2
6 1 2,9 2,9 94,1
8 1 2,9 2,9 97,1
9 1 2,9 2,9 100,0
Total 34 100,0 100,0
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Facility Speciality [tesis uzmanlik alani]

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 3,6 3,6 3,6
fitness 27 96,4 96,4 100,0
Total 28 100,0 100,0
instructor Valid 65 61,9 61,9 61,9
fitness 15 14,3 14,3 100,0
body 25 23,8 23,8 85,7
Total 105 100,0 100,0
consumer Valid 34 100,0 100,0 100,0
Staff Sex [calisan cinsiyet]
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid male 7 25,0 25,0 25,0
equal 21 75,0 75,0 100,0
Total 28 100,0 100,0
instructor Valid male 35 33,3 33,3 36,2
equal 67 63,8 63,8 100,0
don"t know 3 2,9 2,9 2,9
Total 105 100,0 100,0
consumer Valid male 6 17,6 17,6 67,6
equal 11 32,4 32,4 100,0
don"t know 17 50,0 50,0 50,0
Total 34 100,0 100,0
uyeler sex
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid male 6 21,4 21,4 21,4
equal 22 78,6 78,6 100,0
Total 28 100,0 100,0
instructor Valid male 26 24,8 24,8 27,6
equal 67 63,8 63,8 91,4
don"t know 3 2,9 2,9 2,9
female 9 8,6 8,6 100,0
Total 105 100,0 100,0
consumer Valid male 10 29,4 29,4 70,6
equal 7 20,6 20,6 91,2
don*t know 14 41,2 41,2 41,2
female 3 8,8 8,8 100,0
Total 34 100,0 100,0
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Years of Operation of Facility [tesis hizmet yi1li1]

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 3 10,7 10,7 10,7
10 1 3,6 3,6 14,3
11 2 7,1 7,1 21,4
12 1 3,6 3,6 25,0
13 1 3,6 3,6 28,6
14 1 3,6 3,6 32,1
15 1 3,6 3,6 35,7
2 7 25,0 25,0 60,7
3 1 3,6 3,6 64,3
4 3 10,7 10,7 75,0
5 2 7,1 7,1 82,1
6 1 3,6 3,6 85,7
7 2 7,1 7,1 92,9
9 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid 1 9 8,6 8,6 11,4
10 21 20,0 20,0 31,4
11 2 1,9 1,9 33,3
12 2 1,9 1,9 35,2
13 5 4,8 4,8 40,0
14 2 1,9 1,9 41,9
15 2 1,9 1,9 43,8
2 17 16,2 16,2 60,0
3 13 12,4 12,4 72,4
4 15 14,3 14,3 86,7
5 4 3,8 3,8 90,5
6 2 1,9 1,9 92,4
7 4 3,8 3,8 96,2
9 4 3,8 3,8 100,0
blank 3 2,9 2,9 2,9
Total 105 100,0 100,0

consumer vValid 1 1 2,9 2,9 5,9
10 6 17,6 17,6 23,5
3 4 11,8 11,8 35,3
4 8 23,5 23,5 58,8
5 1 2,9 2,9 61,8
blank 1 2,9 2,9 2,9
8 2 5,9 5,9 67,6
don"t know 11 32,4 32,4 100,0
Total 34 100,0 100,0
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Area of Facility [tesis alani1] (mn2)

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1200 3 10,7 10,7 10,7
1300 2 7,1 7,1 17,9
1400 2 7,1 7,1 25,0
1500 1 3,6 3,6 28,6
2000 1 3,6 3,6 32,1
360 2 7,1 7,1 39,3
450 2 7,1 7,1 46,4
475 2 7,1 7,1 53,6
675 2 7,1 7,1 60,7
750 1 3,6 3,6 64,3
don*t know 10 35,7 35,7 100,0
Total 28 100,0 100,0

instructor Valid 1200 5 4,8 4,8 6,7
1300 4 3,8 3,8 10,5
1400 7 6,7 6,7 17,1
1500 2 1,9 1,9 19,0
2000 2 1,9 1,9 21,0
360 4 3,8 3,8 27,6
450 7 6,7 6,7 34,3
475 2 1,9 1,9 36,2
675 4 3,8 3,8 41,9
750 2 1,9 1,9 43,8
don"t know 53 50,5 50,5 100,0
1000 2 1,9 1,9 1,9
340 3 2,9 2,9 23,8
600 2 1,9 1,9 38,1
900 6 5,7 5,7 49,5
Total 105 100,0 100,0

consumer Valid 1400 2 5,9 5,9 8,8
don"t know 28 82,4 82,4 100,0
1000 1 2,9 2,9 2,9
250 1 2,9 2,9 11,8
300 1 2,9 2,9 14,7
60000 1 2,9 2,9 17,6
Total 34 100,0 100,0

134




Number of Members [lye sayisi]
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Different Membership Types [farkli uyelik cesitleri]

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 10 2 7,1 7,1 7,1
2 16 57,1 57,1 64,3
3 2 7,1 7,1 71,4
4 7 25,0 25,0 96,4
5 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor vValid 10 4 3,8 3,8 3,8
2 36 34,3 34,3 38,1
3 4 3,8 3,8 41,9
4 32 30,5 30,5 72,4
5 10 9,5 9,5 81,9
6 8 7,6 7,6 89,5
8 6 5,7 5,7 95,2
don"t know 5 4,8 4,8 100,0
Total 105 100,0 100,0

consumer vValid 10 1 2,9 2,9 8,8
2 2 5,9 5,9 17,6
3 1 2,9 2,9 20,6
4 7 20,6 20,6 41,2
6 1 2,9 2,9 44,1
don"t know 19 55,9 55,9 100,0
1 2 5,9 5,9 5,9
13 1 2,9 2,9 11,8
Total 34 100,0 100,0
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Average Membership Cost[ortalama uyelik ucreti]

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valrd 100 YTL/month 4 14,3 14,3 14,3
120 YTL/montH 4 14,3 14,3 28,6
30 YTL/month 1 3,6 3,6 32,1
35 YTL/month 1 3,6 3,6 35,7
40 YTL/month 7 25,0 25,0 60,7
45 YTL/month 2 7,1 7,1 67,9
50 YTL/month 1 3,6 3,6 71,4
60 YTL/month 2 7,1 7,1 78,6
65 YTL/month 3 10,7 10,7 89,3
75 YTL/month 2 7,1 7,1 96,4
95 YTL/month 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor Valid 100 YTL/montH 11 10,5 10,5 10,5
120 YTL/month 8 7,6 7,6 18,1
30 YTL/month 2 1,9 1,9 20,0
35 YTL/month 2 1,9 1,9 21,9
40 YTL/month 16 15,2 15,2 37,1
45 YTL/month 2 1,9 1,9 40,0
50 YTL/month 7 6,7 6,7 46,7
60 YTL/month 7 6,7 6,7 54,3
65 YTL/month 11 10,5 10,5 66,7
75 YTL/month 10 9,5 9,5 79,0
95 YTL/month 8 7,6 7,6 91,4
40 YTL/month 1 1,0 1,0 38,1
50 YTL/month 1 1,0 1,0 47,6
60 YTL/month 2 1,9 1,9 56,2
70 YTL/month 3 2,9 2,9 69,5
75 YTL/month 2 1,9 1,9 81,0
80 YTL/month 3 2,9 2,9 83,8
don*t know 9 8,6 8,6 100,0
Total 105 100,0 100,0
consumer Valid 100 YTL/montH 1 2,9 2,9 8,8
35 YTL/month 1 2,9 2,9 23,5
40 YTL/month 3 8,8 8,8 32,4
45 YTL/month 1 2,9 2,9 35,3
50 YTL/month 3 8,8 8,8 44,1
60 YTL/month 1 2,9 2,9 50,0
65 YTL/month 2 5,9 5,9 55,9
75 YTL/month 5 14,7 14,7 73,5
95 YTL/month 2 5,9 5,9 79,4
70 YTL/month 1 2,9 2,9 58,8
don"t know 7 20,6 20,6 100,0
missing 2 5,9 5,9 5,9
125 YTL/month 1 2,9 2,9 11,8
1500%/ year 1 2,9 2,9 14,7
25 YTL/month 2 5,9 5,9 20,6
55 YTL/month 1 2,9 2,9 47,1
4 0,0 0,0

Total

w

[
o
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Membership Payments [lUye 6demeleri]

professional Valid [Cumulative
information Frequency|Percent | Percent | Percent
manager Valid aylik/kredir karty 5 17,9 17,9 17,9
aylik/nakit 1 ,6 3,6 21,4
aylik/nakit 18 64,3 64,3 85,7
bilmiyorum 2 7,1 7,1 92,9
yvillik/kredi kart 2 7,1 7,1 100,0
Total 28 100,0 100,0
instructor Valid aylik/kredi kart} 16 15,2 15,2 15,2
aylik/nakit 16 15,2 15,2 30,5
aylik/nakit 54 51,4 51,4 81,9
bilmiyorum 13 12,4 12,4 94,3
yvillik/kredi kart 4 3,8 3,8 98,1
2| nol as| o
Total 105 100,0 100,0
consumer Valid aylik/kredi karty 2 5,9 5,9 5,9
aylik/nakit 22 64,7 64,7 70,6
bilmiyorum 8 23,5 23,5 94,1
yillik/ kredi kap 1 2,9 2,9 97,1
yillik/nakit 1 2,9 2,9 100,0
Total 34 100,0 100,0
sfe-bas.gos-1
professional vValid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 2 6 21,4 21,4 21,4
3 13 46,4 46,4 67,9
4 9 32,1 32,1 100,0
Total 28 100,0 100,0
instructor Valid 2 30 28,6 28,6 28,6
3 43 41,0 41,0 69,5
4 32 30,5 30,5 100,0
Total 105 100,0 100,0
consumer Valid 1 2 5,9 5,9 5,9
2 9 26,5 26,5 32,4
3 18 52,9 52,9 85,3
4 5 14,7 14,7 100,0
Total 34 100,0 100,0
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sfe-bas.gos-2

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 13 46,4 46,4 46,4
2 15 53,6 53,6 100,0
Total 28 100,0 100,0

instructor Valid 1 46 43,8 43,8 43,8
2 57 54,3 54,3 98,1
3 2 1,9 1,9 100,0
Total 105 100,0 100,0

consumer Valid 1 14 41,2 41,2 41,2
2 16 47,1 47,1 88,2
3 1 2,9 2,9 91,2
4 3 8,8 8,8 100,0
Total 34 100,0 100,0

sfe-bas.gos-3

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 13 46,4 46,4 46,4
2 15 53,6 53,6 100,0
Total 28 100,0 100,0

instructor valid 1 36 34,3 34,3 34,3
2 67 63,8 63,8 98,1
3 2 1,9 1,9 100,0
Total 105 100,0 100,0

consumer vValid 1 15 44,1 44,1 44,1
2 18 52,9 52,9 97,1
3 1 2,9 2,9 100,0
Total 34 100,0 100,0

sfe-bas.gos-4

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valrd 1 22 78,6 78,6 78,6
2 4 14,3 14,3 92,9
3 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor valid 1 70 66,7 66,7 66,7
2 26 24,8 24,8 91,4
3 9 8,6 8,6 100,0
Total 105 100,0 100,0

consumer Valid 1 19 55,9 55,9 55,9
2 15 44,1 44,1 100,0
Total 34 100,0 100,0
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sfe.bas.gos-5

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 23 82,1 82,1 82,1
2 5 17,9 17,9 100,0
Total 28 100,0 100,0

instructor Valid 1 69 65,7 65,7 65,7
2 30 28,6 28,6 94,3
3 6 5,7 5,7 100,0
Total 105 100,0 100,0

consumer vValid 1 15 44,1 44,1 44,1
2 16 47,1 47,1 91,2
3 3 8,8 8,8 100,0
Total 34 100,0 100,0

sfe_bas.gos-6

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 14 50,0 50,0 50,0
2 14 50,0 50,0 100,0
Total 28 100,0 100,0

instructor Valid 1 51 48,6 48,6 48,6
2 54 51,4 51,4 100,0
Total 105 100,0 100,0

consumer Valid 1 17 50,0 50,0 50,0
2 15 44,1 44,1 94,1
3 2 5,9 5,9 100,0
Total 34 100,0 100,0

sfe.bas.gos-7

professional valid Cumulative

information Frequency | Percent | Percent Percent

manager Valrd 1 21 75,0 75,0 75,0
2 7 25,0 25,0 100,0
Total 28 100,0 100,0

instructor vValid 1 69 65,7 65,7 65,7
2 20 19,0 19,0 84,8
3 14 13,3 13,3 98,1
4 2 1,9 1,9 100,0
Total 105 100,0 100,0

consumer Valid 1 14 41,2 41,2 41,2
2 17 50,0 50,0 91,2
3 1 2,9 2,9 94,1
4 2 5,9 5,9 100,0
Total 34 100,0 100,0
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sfe._bas.gos-8

professional vValid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 21 75,0 75,0 75,0
2 5 17,9 17,9 92,9
3 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid 1 60 57,1 57,1 57,1
2 25 23,8 23,8 81,0
3 17 16,2 16,2 97,1
4 3 2,9 2,9 100,0
Total 105 100,0 100,0

consumer vValid 1 7 20,6 20,6 20,6
2 20 58,8 58,8 79,4
3 3 8,8 8,8 88,2
4 4 11,8 11,8 100,0
Total 34 100,0 100,0

sfe_bas.gos-9

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 21 75,0 75,0 75,0
2 7 25,0 25,0 100,0
Total 28 100,0 100,0

instructor vValid 1 68 64,8 64,8 64,8
2 29 27,6 27,6 92,4
3 8 7,6 7,6 100,0
Total 105 100,0 100,0

consumer Valid 1 9 26,5 26,5 26,5
2 20 58,8 58,8 85,3
3 5 14,7 14,7 100,0
Total 34 100,0 100,0

sfe.bas.gos-10

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 8 28,6 28,6 28,6
2 12 42,9 42,9 71,4
3 8 28,6 28,6 100,0
Total 28 100,0 100,0

instructor Valid 1 28 26,7 26,7 26,7
2 52 49,5 49,5 76,2
3 25 23,8 23,8 100,0
Total 105 100,0 100,0

consumer vValid 1 8 23,5 23,5 23,5
2 20 58,8 58,8 82,4
3 5 14,7 14,7 97,1
4 1 2,9 2,9 100,0
Total 34 100,0 100,0
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sfe.bas.gos-11

professional Valid Cumulative
information Frequency | Percent | Percent Percent

manager Valid O 28 100,0 100,0 100,0
instructor vValid O 105 100,0 100,0 100,0
consumer Valid O 34 100,0 100,0 100,0

sfe._bas.gos-12

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 2 7,1 7,1 7,1
2 6 21,4 21,4 28,6
3 17 60,7 60,7 89,3
4 3 10,7 10,7 100,0
Total 28 100,0 100,0

instructor Valid 1 15 14,3 14,3 14,3
2 25 23,8 23,8 38,1
3 53 50,5 50,5 88,6
4 12 11,4 11,4 100,0
Total 105 100,0 100,0

consumer valid 1 2 5,9 5,9 5,9
2 7 20,6 20,6 26,5
3 19 55,9 55,9 82,4
4 6 17,6 17,6 100,0
Total 34 100,0 100,0

sfe.bas.gos-13

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 18 64,3 64,3 64,3
2 8 28,6 28,6 92,9
3 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid 1 64 61,0 61,0 61,0
2 31 29,5 29,5 90,5
3 10 9,5 9,5 100,0
Total 105 100,0 100,0

consumer Valid 1 17 50,0 50,0 50,0
2 13 38,2 38,2 88,2
3 4 11,8 11,8 100,0
Total 34 100,0 100,0
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sfe._bas.gos-14

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 16 57,1 57,1 57,1
2 8 28,6 28,6 85,7
3 4 14,3 14,3 100,0
Total 28 100,0 100,0
instructor Valid 1 55 52,4 52,4 52,4
2 44 41,9 41,9 94,3
3 6 5,7 5,7 100,0
Total 105 100,0 100,0
consumer Valid 1 19 55,9 55,9 55,9
2 11 32,4 32,4 88,2
3 3 8,8 8,8 97,1
4 1 2,9 2,9 100,0
Total 34 100,0 100,0
sfe.bas.gos-15
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 17 60,7 60,7 60,7
2 11 39,3 39,3 100,0
Total 28 100,0 100,0
instructor Valid 1 60 57,1 57,1 57,1
2 39 37,1 37,1 94,3
3 6 5,7 5,7 100,0
Total 105 100,0 100,0
consumer valid 1 20 58,8 58,8 58,8
2 11 32,4 32,4 91,2
3 2 5,9 5,9 97,1
4 1 2,9 2,9 100,0
Total 34 100,0 100,0
sfe.bas.gos-16
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 19 67,9 67,9 67,9
2 9 32,1 32,1 100,0
Total 28 100,0 100,0
instructor vValid 1 72 68,6 68,6 68,6
2 30 28,6 28,6 97,1
3 3 2,9 2,9 100,0
Total 105 100,0 100,0
consumer Valid 1 21 61,8 61,8 61,8
2 8 23,5 23,5 85,3
3 4 11,8 11,8 97,1
4 1 2,9 2,9 100,0
Total 34 100,0 100,0
sfe._bas.gos-17
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid O 28 100,0 100,0 100,0
instructor valid O 105 100,0 100,0 100,0
consumer Valid O 34 100,0 100,0 100,0
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fit.en.ge.1l

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 11 39,3 39,3 39,3
2 17 60,7 60,7 100,0
Total 28 100,0 100,0

instructor vValid 1 39 37,1 37,1 37,1
2 56 53,3 53,3 90,5
3 3 2,9 2,9 93,3
4 7 6,7 6,7 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

fit.en.ge.2

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Vald 1 8 28,6 28,6 28,6
2 11 39,3 39,3 67,9
3 6 21,4 21,4 89,3
4 3 10,7 10,7 100,0
Total 28 100,0 100,0

instructor vValid 1 36 34,3 34,3 34,3
2 42 40,0 40,0 74,3
3 12 11,4 11,4 85,7
4 15 14,3 14,3 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

fit.en.ge.3

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 10 35,7 35,7 35,7
2 4 14,3 14,3 50,0
3 3 10,7 10,7 60,7
4 11 39,3 39,3 100,0
Total 28 100,0 100,0

instructor vValid 1 39 37,1 37,1 37,1
2 26 24,8 24,8 61,9
3 9 8,6 8,6 70,5
4 31 29,5 29,5 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0
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fit.en.ge.4

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 8 28,6 28,6 28,6
2 5 17,9 17,9 46,4
3 8 28,6 28,6 75,0
4 7 25,0 25,0 100,0
Total 28 100,0 100,0

instructor Valid 1 29 27,6 27,6 27,6
2 16 15,2 15,2 42,9
3 32 30,5 30,5 73,3
4 28 26,7 26,7 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

fit.en.ge.5

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Vald 1 2 7,1 7,1 7,1
2 2 7,1 7,1 14,3
3 20 71,4 71,4 85,7
4 4 14,3 14,3 100,0
Total 28 100,0 100,0

instructor vValid 1 13 12,4 12,4 12,4
2 15 14,3 14,3 26,7
3 62 59,0 59,0 85,7
4 15 14,3 14,3 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

fit.en.ge.6

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Vald 3 8 28,6 28,6 28,6
4 20 71,4 71,4 100,0
Total 28 100,0 100,0

instructor Valid 1 6 5,7 5,7 5,7
2 5 4,8 4,8 10,5
3 32 30,5 30,5 41,0
4 62 59,0 59,0 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0
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fit.en.ge.7

professional vValid Cumulative

information Frequency | Percent [ Percent Percent

manager Vald 1 1 3,6 3,6 3,6
2 10 35,7 35,7 39,3
3 15 53,6 53,6 92,9
4 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid 1 11 10,5 10,5 10,5
2 41 39,0 39,0 49,5
3 37 35,2 35,2 84,8
4 16 15,2 15,2 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

fit.en.ge.8

professional vValid Cumulative

information Frequency | Percent [ Percent Percent

manager Vald 2 6 21,4 21,4 21,4
3 15 53,6 53,6 75,0
4 7 25,0 25,0 100,0
Total 28 100,0 100,0

instructor vValid 1 6 5,7 5,7 5,7
2 21 20,0 20,0 25,7
3 56 53,3 53,3 79,0
4 22 21,0 21,0 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

fit.en.ge.9

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 7 25,0 25,0 25,0
2 16 57,1 57,1 82,1
3 5 17,9 17,9 100,0
Total 28 100,0 100,0

instructor Valid 1 19 18,1 18,1 18,1
2 48 45,7 45,7 63,8
3 25 23,8 23,8 87,6
4 13 12,4 12,4 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0
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fit.en.ge.10

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 7 25,0 25,0 25,0
2 13 46,4 46,4 71,4
3 8 28,6 28,6 100,0
Total 28 100,0 100,0

instructor Valid 1 22 21,0 21,0 21,0
2 51 48,6 48,6 69,5
3 29 27,6 27,6 97,1
4 3 2,9 2,9 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

fit.en.ge.11

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 2 7,1 7,1 7,1
2 8 28,6 28,6 35,7
3 18 64,3 64,3 100,0
Total 28 100,0 100,0

instructor vValid 1 4 3,8 3,8 3,8
2 24 22,9 22,9 26,7
3 74 70,5 70,5 97,1
4 3 2,9 2,9 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

fit.en.ge.12

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Vald 1 5 17,9 17,9 17,9
2 11 39,3 39,3 57,1
3 12 42,9 42,9 100,0
Total 28 100,0 100,0

instructor valid 1 16 15,2 15,2 15,2
2 43 41,0 41,0 56,2
3 41 39,0 39,0 95,2
4 5 4,8 4,8 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0
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fit.en.ge.13

professional vValid Cumulative

information Frequency | Percent [ Percent Percent

manager Vald 1 1 3,6 3,6 3,6
2 4 14,3 14,3 17,9
3 17 60,7 60,7 78,6
4 6 21,4 21,4 100,0
Total 28 100,0 100,0

instructor Valid 1 2 1,9 1,9 1,9
2 23 21,9 21,9 23,8
3 62 59,0 59,0 82,9
4 18 17,1 17,1 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

pro.gel.1

professional vValid Cumulative

information Frequency | Percent [ Percent Percent

manager Vald 1 6 21,4 21,4 21,4
2 12 42,9 42,9 64,3
3 10 35,7 35,7 100,0
Total 28 100,0 100,0

instructor vValid 1 29 27,6 27,6 27,6
2 36 34,3 34,3 61,9
3 35 33,3 33,3 95,2
4 5 4,8 4,8 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

pro.gel.2

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 12 42,9 42,9 42,9
2 6 21,4 21,4 64,3
3 9 32,1 32,1 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor valid 1 36 34,3 34,3 34,3
2 41 39,0 39,0 73,3
3 24 22,9 22,9 96,2
4 4 3,8 3,8 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0
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pro.gel.3

professional vValid Cumulative
information Frequency | Percent [ Percent Percent
manager Vald 1 5 17,9 17,9 17,9
2 8 28,6 28,6 46,4
3 11 39,3 39,3 85,7
4 4 14,3 14,3 100,0
Total 28 100,0 100,0
instructor Valid 1 10 5 9,5 9,5
2 30 28,6 28,6 38,1
3 49 46,7 46,7 84,8
4 16 15,2 15,2 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel.4
professional vValid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 2 7 25,0 25,0 25,0
3 17 60,7 60,7 85,7
4 4 14,3 14,3 100,0
Total 28 100,0 100,0
instructor vValid 1 5 8 4,8 4,8
2 26 24,8 24,8 29,5
3 46 43,8 43,8 73,3
4 28 26,7 26,7 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel.5
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 18 64,3 64,3 64,3
2 2 7,1 7,1 71,4
3 8 28,6 28,6 100,0
Total 28 100,0 100,0
instructor Valid 1 78 74,3 74,3 74,3
2 7 6,7 6,7 81,0
3 17 16,2 16,2 97,1
4 3 2,9 2,9 100,0
Total 105 100,0 100,0
consumer Valid 1 22 64,7 64,7 64,7
2 8 23,5 23,5 88,2
3 1 2,9 2,9 91,2
4 3 8,8 8,8 100,0
Total 34 100,0 100,0
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pro.gel .6

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 19 67,9 67,9 67,9
2 3 10,7 10,7 78,6
3 6 21,4 21,4 100,0
Total 28 100,0 100,0

instructor Valid 1 83 79,0 79,0 79,0
2 9 8,6 8,6 87,6
3 13 12,4 12,4 100,0
Total 105 100,0 100,0

consumer vValid 1 21 61,8 61,8 61,8
2 13 38,2 38,2 100,0
Total 34 100,0 100,0

pro.gel.7

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 5 17,9 17,9 17,9
2 5 17,9 17,9 35,7
3 16 57,1 57,1 92,9
4 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid O 3 2,9 2,9 2,9
1 15 14,3 14,3 17,1
2 24 22,9 22,9 40,0
3 50 47,6 47,6 87,6
4 13 12,4 12,4 100,0
Total 105 100,0 100,0

consumer Valid 1 7 20,6 20,6 20,6
2 9 26,5 26,5 47,1
3 8 23,5 23,5 70,6
4 10 29,4 29,4 100,0
Total 34 100,0 100,0

pro.gel.8

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 8 28,6 28,6 28,6
2 18 64,3 64,3 92,9
4 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid 1 35 33,3 33,3 33,3
2 51 48,6 48,6 81,9
3 12 11,4 11,4 93,3
4 7 6,7 6,7 100,0
Total 105 100,0 100,0

consumer Valid 1 11 32,4 32,4 32,4
2 10 29,4 29,4 61,8
3 4 11,8 11,8 73,5
4 9 26,5 26,5 100,0
Total 34 100,0 100,0
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pro.gel.9

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 7 25,0 25,0 25,0
2 21 75,0 75,0 100,0
Total 28 100,0 100,0

instructor Valid 1 30 28,6 28,6 28,6
2 69 65,7 65,7 94,3
3 3 2,9 2,9 97,1
4 3 2,9 2,9 100,0
Total 105 100,0 100,0

consumer Valid 1 10 29,4 29,4 29,4
2 12 35,3 35,3 64,7
3 4 11,8 11,8 76,5
4 8 23,5 23,5 100,0
Total 34 100,0 100,0

pro.gel.10

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 7 25,0 25,0 25,0
2 20 71,4 71,4 96,4
3 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor vValid 1 25 23,8 23,8 23,8
2 57 54,3 54,3 78,1
3 20 19,0 19,0 97,1
4 3 2,9 2,9 100,0
Total 105 100,0 100,0

consumer Valid 1 6 17,6 17,6 17,6
2 10 29,4 29,4 47,1
3 10 29,4 29,4 76,5
4 8 23,5 23,5 100,0
Total 34 100,0 100,0

pro.gel_11

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 5 17,9 17,9 17,9
2 8 28,6 28,6 46,4
3 11 39,3 39,3 85,7
4 4 14,3 14,3 100,0
Total 28 100,0 100,0

instructor valid 1 10 9,5 9,5 9,5
2 33 31,4 31,4 41,0
3 40 38,1 38,1 79,0
4 22 21,0 21,0 100,0
Total 105 100,0 100,0

consumer Valid 1 9 26,5 26,5 26,5
2 7 20,6 20,6 47,1
3 10 29,4 29,4 76,5
4 8 23,5 23,5 100,0
Total 34 100,0 100,0
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pro.gel .12

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 5 17,9 17,9 17,9
2 10 35,7 35,7 53,6
3 11 39,3 39,3 92,9
4 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid 1 13 12,4 12,4 12,4
2 46 43,8 43,8 56,2
3 37 35,2 35,2 91,4
4 9 8,6 8,6 100,0
Total 105 100,0 100,0

consumer vValid 1 16 47,1 47,1 47,1
2 9 26,5 26,5 73,5
3 4 11,8 11,8 85,3
4 5 14,7 14,7 100,0
Total 34 100,0 100,0

pro.gel .13

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 5 17,9 17,9 17,9
2 14 50,0 50,0 67,9
3 7 25,0 25,0 92,9
4 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid 1 13 12,4 12,4 12,4
2 54 51,4 51,4 63,8
3 31 29,5 29,5 93,3
4 7 6,7 6,7 100,0
Total 105 100,0 100,0

consumer Valid 1 13 38,2 38,2 38,2
2 11 32,4 32,4 70,6
3 4 11,8 11,8 82,4
4 6 17,6 17,6 100,0
Total 34 100,0 100,0
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pro.gel .14

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 5 17,9 17,9 17,9
2 10 35,7 35,7 53,6
3 11 39,3 39,3 92,9
4 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid 1 13 12,4 12,4 12,4
2 32 30,5 30,5 42,9
3 53 50,5 50,5 93,3
4 7 6,7 6,7 100,0
Total 105 100,0 100,0

consumer vValid 1 6 17,6 17,6 17,6
2 9 26,5 26,5 44,1
3 12 35,3 35,3 79,4
4 7 20,6 20,6 100,0
Total 34 100,0 100,0

pro.gel .15

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 5 17,9 17,9 17,9
2 4 14,3 14,3 32,1
3 15 53,6 53,6 85,7
4 4 14,3 14,3 100,0
Total 28 100,0 100,0

instructor Valid 1 10 9,5 9,5 9,5
2 17 16,2 16,2 25,7
3 51 48,6 48,6 74,3
4 27 25,7 25,7 100,0
Total 105 100,0 100,0

consumer Valid 1 8 23,5 23,5 23,5
2 6 17,6 17,6 41,2
3 6 17,6 17,6 58,8
4 14 41,2 41,2 100,0
Total 34 100,0 100,0

pro.gel .16

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 19 67,9 67,9 67,9
2 9 32,1 32,1 100,0
Total 28 100,0 100,0

instructor vValid 1 77 73,3 73,3 73,3
2 28 26,7 26,7 100,0
Total 105 100,0 100,0

consumer Valid 1 27 79,4 79,4 79,4
2 7 20,6 20,6 100,0
Total 34 100,0 100,0
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pro.gel .17

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 25 89,3 89,3 89,3
2 3 10,7 10,7 100,0
Total 28 100,0 100,0
instructor Valid 1 84 80,0 80,0 80,0
2 21 20,0 20,0 100,0
Total 105 100,0 100,0
consumer Valid 1 23 67,6 67,6 67,6
2 10 29,4 29,4 97,1
3 1 2,9 2,9 100,0
Total 34 100,0 100,0
pro.gel .18
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 18 64,3 64,3 64,3
2 10 35,7 35,7 100,0
Total 28 100,0 100,0
instructor Valid 1 78 74,3 74,3 74,3
2 24 22,9 22,9 97,1
3 3 2,9 2,9 100,0
Total 105 100,0 100,0
consumer Valid 1 27 79,4 79,4 79,4
2 7 20,6 20,6 100,0
Total 34 100,0 100,0
pro.gel .19
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 11 39,3 39,3 39,3
2 14 50,0 50,0 89,3
3 3 10,7 10,7 100,0
Total 28 100,0 100,0
instructor Valid 1 45 42,9 42,9 42,9
2 43 41,0 41,0 83,8
3 15 14,3 14,3 98,1
4 2 1,9 1,9 100,0
Total 105 100,0 100,0
consumer vValid 1 11 32,4 32,4 32,4
2 19 55,9 55,9 88,2
3 4 11,8 11,8 100,0
Total 34 100,0 100,0
pro.gel .20
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid O 28 100,0 100,0 100,0
instructor Valid O 105 100,0 100,0 100,0
consumer Valid O 34 100,0 100,0 100,0
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pro.gel .21

professional Valid Cumulative

information Freqguency | Percent [ Percent Percent

manager Valid 1 10 35,7 35,7 35,7
2 16 57,1 57,1 92,9
3 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid O 6 5,7 5,7 5,7
1 26 24,8 24,8 30,5
2 61 58,1 58,1 88,6
3 12 11,4 11,4 100,0
Total 105 100,0 100,0

consumer vValid 1 8 23,5 23,5 23,5
2 19 55,9 55,9 79,4
3 6 17,6 17,6 97,1
4 1 2,9 2,9 100,0
Total 34 100,0 100,0

pro.gel .22

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 3 10,7 10,7 10,7
2 19 67,9 67,9 78,6
3 4 14,3 14,3 92,9
4 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid 1 17 16,2 16,2 16,2
2 53 50,5 50,5 66,7
3 28 26,7 26,7 93,3
4 7 6,7 6,7 100,0
Total 105 100,0 100,0

consumer Valid 1 12 35,3 35,3 35,3
2 16 47,1 47,1 82,4
3 4 11,8 11,8 94,1
4 2 5,9 5,9 100,0
Total 34 100,0 100,0

pro.gel .23

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valrd 1 22 78,6 78,6 78,6
2 6 21,4 21,4 100,0
Total 28 100,0 100,0

instructor Valid 1 61 58,1 58,1 58,1
2 38 36,2 36,2 94,3
3 6 5,7 5,7 100,0
Total 105 100,0 100,0

consumer Valid 1 16 47,1 47,1 47,1
2 12 35,3 35,3 82,4
3 5 14,7 14,7 97,1
4 1 2,9 2,9 100,0
Total 34 100,0 100,0
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pro.gel .24

professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 2 21 75,0 75,0 75,0
3 3 10,7 10,7 85,7
4 4 14,3 14,3 100,0
Total 28 100,0 100,0
instructor vValid O 3 2,9 2,9 2,9
1 13 12,4 12,4 15,2
2 64 61,0 61,0 76,2
3 14 13,3 13,3 89,5
4 11 10,5 10,5 100,0
Total 105 100,0 100,0
consumer vValid O 1 2,9 2,9 2,9
1 6 17,6 17,6 20,6
2 15 44,1 44,1 64,7
3 8 23,5 23,5 88,2
4 4 11,8 11,8 100,0
Total 34 100,0 100,0
pro.gel .25
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 3 10,7 10,7 10,7
2 8 28,6 28,6 39,3
3 16 57,1 57,1 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor vValid 1 11 10,5 10,5 10,5
2 17 16,2 16,2 26,7
3 61 58,1 58,1 84,8
4 16 15,2 15,2 100,0
Total 105 100,0 100,0
consumer vValid O 3 8,8 8,8 8,8
1 4 11,8 11,8 20,6
2 9 26,5 26,5 47,1
3 16 47,1 47,1 94,1
4 2 5,9 5,9 100,0
Total 34 100,0 100,0
pro.gel .26
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Vald 1 3 10,7 10,7 10,7
2 16 57,1 57,1 67,9
3 9 32,1 32,1 100,0
Total 28 100,0 100,0
instructor vValid 1 19 18,1 18,1 18,1
2 54 51,4 51,4 69,5
3 32 30,5 30,5 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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pro.gel .27

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 2 18 64,3 64,3 64,3
3 9 32,1 32,1 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor Valid 1 5 4,8 4,8 4,8
2 72 68,6 68,6 73,3
3 26 24,8 24,8 98,1
4 2 1,9 1,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel.28
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 13 46,4 46,4 46,4
2 13 46,4 46,4 92,9
3 2 7,1 7,1 100,0
Total 28 100,0 100,0
instructor Valid 1 48 45,7 45,7 45,7
2 50 47,6 47,6 93,3
3 7 6,7 6,7 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel.29
professional vValid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 7 25,0 25,0 25,0
2 11 39,3 39,3 64,3
3 8 28,6 28,6 92,9
4 2 7,1 7,1 100,0
Total 28 100,0 100,0
instructor Valid 1 32 30,5 30,5 30,5
2 40 38,1 38,1 68,6
3 27 25,7 25,7 94,3
4 6 5,7 5,7 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel.30
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 2 15 53,6 53,6 53,6
3 7 25,0 25,0 78,6
4 6 21,4 21,4 100,0
Total 28 100,0 100,0
instructor vValid 1 9 8,6 8,6 8,6
2 34 32,4 32,4 41,0
3 33 31,4 31,4 72,4
4 29 27,6 27,6 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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pro.gel_.31

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 2 7,1 7,1 7,1
2 9 32,1 32,1 39,3
3 15 53,6 53,6 92,9
4 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid 1 10 9,5 9,5 9,5
2 36 34,3 34,3 43,8
3 53 50,5 50,5 94,3
4 6 5,7 5,7 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

pro.gel_32

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Vald 1 5 17,9 17,9 17,9
2 18 64,3 64,3 82,1
3 3 10,7 10,7 92,9
4 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor vValid 1 24 22,9 22,9 22,9
2 52 49,5 49,5 72,4
3 17 16,2 16,2 88,6
4 12 11,4 11,4 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

pro.gel .33

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 12 42,9 42,9 42,9
2 15 53,6 53,6 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor Valid 1 36 34,3 34,3 34,3
2 58 55,2 55,2 89,5
3 3 2,9 2,9 92,4
4 8 7,6 7,6 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0
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pro.gel .34

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Vald 1 15 53,6 53,6 53,6
2 12 42,9 42,9 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor vValid 1 55 52,4 52,4 52,4
2 42 40,0 40,0 92,4
4 8 7,6 7,6 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel .35
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 14 50,0 50,0 50,0
2 13 46,4 46,4 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor Valid 1 58 55,2 55,2 55,2
2 39 37,1 37,1 92,4
4 8 7,6 7,6 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel .36
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 15 53,6 53,6 53,6
2 13 46,4 46,4 100,0
Total 28 100,0 100,0
instructor Valid 1 63 60,0 60,0 60,0
2 42 40,0 40,0 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel .37
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 14 50,0 50,0 50,0
2 14 50,0 50,0 100,0
Total 28 100,0 100,0
instructor vValid 1 61 58,1 58,1 58,1
2 41 39,0 39,0 97,1
4 3 2,9 2,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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pro.gel .38

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Vald 1 14 50,0 50,0 50,0
2 14 50,0 50,0 100,0
Total 28 100,0 100,0
instructor vValid 1 58 55,2 55,2 55,2
2 41 39,0 39,0 94,3
3 3 2,9 2,9 97,1
4 3 2,9 2,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel .39
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 14 50,0 50,0 50,0
2 14 50,0 50,0 100,0
Total 28 100,0 100,0
instructor Valid 1 52 49,5 49,5 49,5
2 50 47,6 47,6 97,1
3 3 2,9 2,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel .40
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valrd 1 12 42 .9 42 .9 42,9
2 16 57,1 57,1 100,0
Total 28 100,0 100,0
instructor vValid 1 54 51,4 51,4 51,4
2 48 45,7 45,7 97,1
3 3 2,9 2,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel.41
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 6 21,4 21,4 21,4
2 21 75,0 75,0 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor Valid 1 30 28,6 28,6 28,6
2 46 43,8 43,8 72,4
3 16 15,2 15,2 87,6
4 13 12,4 12,4 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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pro.gel .42

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 11 39,3 39,3 39,3
2 16 57,1 57,1 96,4
3 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor Valid 1 44 41,9 41,9 41,9
2 44 41,9 41,9 83,8
3 14 13,3 13,3 97,1
4 3 2,9 2,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel._43
professional vValid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 10 35,7 35,7 35,7
2 18 64,3 64,3 100,0
Total 28 100,0 100,0
instructor vValid 1 51 48,6 48,6 48,6
2 54 51,4 51,4 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel._44
professional vValid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 10 35,7 35,7 35,7
2 18 64,3 64,3 100,0
Total 28 100,0 100,0
instructor Valid 1 51 48,6 48,6 48,6
2 51 48,6 48,6 97,1
3 3 2,9 2,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel._45
professional vValid Cumulative
information Frequency | Percent | Percent Percent
manager Vald 1 11 39,3 39,3 39,3
2 17 60,7 60,7 100,0
Total 28 100,0 100,0
instructor Valid 1 55 52,4 52,4 52,4
2 44 41,9 41,9 94,3
3 6 5,7 5,7 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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pro.gel .46

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 2 9 32,1 32,1 32,1
3 17 60,7 60,7 92,9
4 2 7,1 7,1 100,0
Total 28 100,0 100,0
instructor Valid 1 11 10,5 10,5 10,5
2 32 30,5 30,5 41,0
3 49 46,7 46,7 87,6
4 13 12,4 12,4 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel_47
professional vValid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 3 10,7 10,7 10,7
2 16 57,1 57,1 67,9
3 9 32,1 32,1 100,0
Total 28 100,0 100,0
instructor Valid 1 19 18,1 18,1 18,1
2 50 47,6 47,6 65,7
3 33 31,4 31,4 97,1
4 3 2,9 2,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel._48
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 11 39,3 39,3 39,3
2 12 42,9 42,9 82,1
3 5 17,9 17,9 100,0
Total 28 100,0 100,0
instructor Valid 1 33 31,4 31,4 31,4
2 37 35,2 35,2 66,7
3 27 25,7 25,7 92,4
4 8 7,6 7,6 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel_49
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 2 15 53,6 53,6 53,6
3 10 35,7 35,7 89,3
4 3 10,7 10,7 100,0
Total 28 100,0 100,0
instructor vValid 1 7 6,7 6,7 6,7
2 40 38,1 38,1 44,8
3 40 38,1 38,1 82,9
4 18 17,1 17,1 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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pro.gel .50

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 2 15 53,6 53,6 53,6
3 13 46,4 46,4 100,0
Total 28 100,0 100,0
instructor Valid 1 13 12,4 12,4 12,4
2 31 29,5 29,5 41,9
3 43 41,0 41,0 82,9
4 18 17,1 17,1 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel .51
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 2 2 7,1 7,1 7,1
3 6 21,4 21,4 28,6
4 20 71,4 71,4 100,0
Total 28 100,0 100,0
instructor vValid 2 16 15,2 15,2 15,2
3 36 34,3 34,3 49,5
4 53 50,5 50,5 100,0
Total 105 100,0 100,0
consumer Valid 1 10 29,4 29,4 29,4
2 11 32,4 32,4 61,8
3 8 23,5 23,5 85,3
4 5 14,7 14,7 100,0
Total 34 100,0 100,0
pro.gel.52
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Vald 1 2 7,1 7,1 7,1
2 24 85,7 85,7 92,9
3 2 7,1 7,1 100,0
Total 28 100,0 100,0
instructor Valid 1 4 3,8 3,8 3
2 77 73,3 73,3 77
3 18 17,1 17,1 94
4 6 5,7 5,7 100
Total 105 100,0 100,0
consumer Missing System 34 100,0
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pro.gel .53

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 2 18 64,3 64,3 64,3
3 7 25,0 25,0 89,3
4 3 10,7 10,7 100,0
Total 28 100,0 100,0
instructor vValid 1 3 2,9 2,9 2,9
2 57 54,3 54,3 57,1
3 33 31,4 31,4 88,6
4 12 11,4 11,4 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel_54
professional vValid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 2 19 67,9 67,9 67,9
3 4 14,3 14,3 82,1
4 5 17,9 17,9 100,0
Total 28 100,0 100,0
instructor vValid 1 9 8,6 8,6 8,6
2 56 53,3 53,3 61,9
3 22 21,0 21,0 82,9
4 18 17,1 17,1 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel .55
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Vald 2 11 39,3 39,3 39,3
3 12 42,9 42,9 82,1
4 5 17,9 17,9 100,0
Total 28 100,0 100,0
instructor Valid 2 52 49,5 49,5 49,5
3 35 33,3 33,3 82,9
4 18 17,1 17,1 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel .56
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valrd 1 21 75,0 75,0 75,0
2 7 25,0 25,0 100,0
Total 28 100,0 100,0
instructor valid 1 76 72,4 72,4 72,4
2 29 27,6 27,6 100,0
Total 105 100,0 100,0
consumer vValid 1 21 61,8 61,8 61,8
2 12 35,3 35,3 97,1
3 1 2,9 2,9 100,0
Total 34 100,0 100,0
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pro.gel .57

professional Valid Cumulative
information Freqguency | Percent [ Percent Percent
manager Valid 1 20 71,4 71,4 71,4
2 8 28,6 28,6 100,0
Total 28 100,0 100,0
instructor Valid 1 71 67,6 67,6 67,6
2 34 32,4 32,4 100,0
Total 105 100,0 100,0
consumer vValid 1 21 61,8 61,8 61,8
2 11 32,4 32,4 94,1
3 1 2,9 2,9 97,1
4 1 2,9 2,9 100,0
Total 34 100,0 100,0
pro.gel .58
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Vald 1 13 46,4 46,4 46,4
2 8 28,6 28,6 75,0
3 7 25,0 25,0 100,0
Total 28 100,0 100,0
instructor Valid 1 37 35,2 35,2 35,2
2 38 36,2 36,2 71,4
3 30 28,6 28,6 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
pro.gel .59
professional valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 6 21,4 21,4 21,4
2 6 21,4 21,4 42,9
3 13 46,4 46,4 89,3
4 3 10,7 10,7 100,0
Total 28 100,0 100,0
instructor Valid 1 12 11,4 11,4 11,4
2 27 25,7 25,7 37,1
3 48 45,7 45,7 82,9
4 18 17,1 17,1 100,0
Total 105 100,0 100,0
consumer vValid 1 3 8,8 8,8 8,8
2 6 17,6 17,6 26,5
3 18 52,9 52,9 79,4
4 7 20,6 20,6 100,0
Total 34 100,0 100,0
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pro.gel .60

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 2 7,1 7,1 7,1
2 3 10,7 10,7 17,9
3 12 42,9 42,9 60,7
4 11 39,3 39,3 100,0
Total 28 100,0 100,0

instructor Valid 1 4 3,8 3,8 3,8
2 21 20,0 20,0 23,8
3 30 28,6 28,6 52,4
4 50 47,6 47,6 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

pro.gel_61

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 2 7,1 7,1 7,1
2 2 7,1 7,1 14,3
3 13 46,4 46,4 60,7
4 11 39,3 39,3 100,0
Total 28 100,0 100,0

instructor vValid 1 4 3,8 3,8 3,8
2 7 6,7 6,7 10,5
3 44 41,9 41,9 52,4
4 50 47,6 47,6 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

pro.gel_62

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 6 21,4 21,4 21,4
2 9 32,1 32,1 53,6
3 9 32,1 32,1 85,7
4 4 14,3 14,3 100,0
Total 28 100,0 100,0

instructor vValid 1 20 19,0 19,0 19,0
2 28 26,7 26,7 45,7
3 29 27,6 27,6 73,3
4 28 26,7 26,7 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0
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pro.gel .63

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 8 28,6 28,6 28,6
2 5 17,9 17,9 46,4
3 13 46,4 46,4 92,9
4 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid 1 24 22,9 22,9 22,9
2 25 23,8 23,8 46,7
3 35 33,3 33,3 80,0
4 21 20,0 20,0 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

pro.gel_64

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Vald 0 12 42,9 42,9 42,9
1 3 10,7 10,7 53,6
3 10 35,7 35,7 89,3
4 3 10,7 10,7 100,0
Total 28 100,0 100,0

instructor vValid 0 35 33,3 33,3 33,3
1 14 13,3 13,3 46,7
2 9 8,6 8,6 55,2
3 29 27,6 27,6 82,9
4 18 17,1 17,1 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

pro.gel.65

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 0 3 10,7 10,7 10,7
1 3 10,7 10,7 21,4
2 18 64,3 64,3 85,7
3 4 14,3 14,3 100,0
Total 28 100,0 100,0

instructor Valid 0 9 8,6 8,6 8,6
1 19 18,1 18,1 26,7
2 48 45,7 45,7 72,4
3 26 24,8 24,8 97,1
4 3 2,9 2,9 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0
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professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 6 21,4 21,4 21,4
2 9 32,1 32,1 53,6
3 12 42,9 42,9 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor Valid 1 23 21,9 21,9 21,9
2 28 26,7 26,7 48,6
3 44 41,9 41,9 90,5
4 10 9,5 9,5 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

fit.isi.2

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Vald 1 9 32,1 32,1 32,1
2 10 35,7 35,7 67,9
3 8 28,6 28,6 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor vValid 1 26 24,8 24,8 24,8
2 33 31,4 31,4 56,2
3 39 37,1 37,1 93,3
4 7 6,7 6,7 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

fit.isi.3

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Vald 2 1 3,6 3,6 3,6
3 11 39,3 39,3 42,9
4 16 57,1 57,1 100,0
Total 28 100,0 100,0

instructor Valid 1 3 2,9 2,9 2,9
2 8 7,6 7,6 10,5
3 41 39,0 39,0 49,5
4 53 50,5 50,5 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0
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professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 1 3,6 3,6 3,6
2 13 46,4 46,4 50,0
3 7 25,0 25,0 75,0
4 7 25,0 25,0 100,0
Total 28 100,0 100,0

instructor Valid 1 10 9,5 9,5 9,5
2 35 33,3 33,3 42,9
3 24 22,9 22,9 65,7
4 36 34,3 34,3 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

fit.isi.5

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 7 25,0 25,0 25,0
2 13 46,4 46,4 71,4
3 7 25,0 25,0 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor vValid 1 24 22,9 22,9 22,9
2 36 34,3 34,3 57,1
3 32 30,5 30,5 87,6
4 13 12,4 12,4 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

fit.isi.6

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Vald 1 6 21,4 21,4 21,4
2 16 57,1 57,1 78,6
3 6 21,4 21,4 100,0
Total 28 100,0 100,0

instructor Valid 1 24 22,9 22,9 22,9
2 54 51,4 51,4 74,3
3 27 25,7 25,7 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0
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professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 20 71,4 71,4 71,4
2 6 21,4 21,4 92,9
3 2 7,1 7,1 100,0
Total 28 100,0 100,0
instructor vValid 1 64 61,0 61,0 61,0
2 19 18,1 18,1 79,0
3 13 12,4 12,4 91,4
4 9 8,6 8,6 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
fit.isi.8
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Vald 1 10 35,7 35,7 35,7
2 18 64,3 64,3 100,0
Total 28 100,0 100,0
instructor Valid 1 25 23,8 23,8 23,8
2 60 57,1 57,1 81,0
3 14 13,3 13,3 94,3
4 6 5,7 5,7 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
fit.isi.9
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Vald 1 7 25,0 25,0 25,0
2 14 50,0 50,0 75,0
3 7 25,0 25,0 100,0
Total 28 100,0 100,0
instructor Valid 1 20 19,0 19,0 19,0
2 38 36,2 36,2 55,2
3 47 44,8 44,8 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
fit.isi.10
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Vald 1 6 21,4 21,4 21,4
2 14 50,0 50,0 71,4
3 7 25,0 25,0 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor vValid 1 12 11,4 11,4 11,4
2 49 46,7 46,7 58,1
3 34 32,4 32,4 90,5
4 10 9,5 9,5 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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fit.isi.1ll

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 11 39,3 39,3 39,3
2 16 57,1 57,1 96,4
3 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor vValid 1 25 23,8 23,8 23,8
2 47 44,8 44,8 68,6
3 19 18,1 18,1 86,7
4 14 13,3 13,3 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
fit.isi.12
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 2 15 53,6 53,6 53,6
3 13 46,4 46,4 100,0
Total 28 100,0 100,0
instructor Valid 1 9 8,6 8,6 8,6
2 36 34,3 34,3 42,9
3 49 46,7 46,7 89,5
4 11 10,5 10,5 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
fit.isi.13
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 15 53,6 53,6 53,6
2 13 46,4 46,4 100,0
Total 28 100,0 100,0
instructor vValid 1 60 57,1 57,1 57,1
2 30 28,6 28,6 85,7
3 15 14,3 14,3 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
fit.isi.14
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 2 3 10,7 10,7 10,7
3 11 39,3 39,3 50,0
4 14 50,0 50,0 100,0
Total 28 100,0 100,0
instructor Valid 2 12 11,4 11,4 11,4
3 45 42,9 42,9 54,3
4 48 45,7 45,7 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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fit.isi.15

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 2 3 10,7 10,7 10,7
3 21 75,0 75,0 85,7
4 4 14,3 14,3 100,0
Total 28 100,0 100,0

instructor vValid 1 3 2,9 2,9 2,9
2 12 11,4 11,4 14,3
3 66 62,9 62,9 77,1
4 24 22,9 22,9 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

fit.isi.16

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Vald 2 7 25,0 25,0 25,0
3 17 60,7 60,7 85,7
4 4 14,3 14,3 100,0
Total 28 100,0 100,0

instructor Valid 2 26 24,8 24,8 24,8
3 49 46,7 46,7 71,4
4 30 28,6 28,6 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

fit.isi.1l7

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Vald 1 1 3,6 3,6 3,6
2 12 42,9 42,9 46,4
3 10 35,7 35,7 82,1
4 5 17,9 17,9 100,0
Total 28 100,0 100,0

instructor vValid 1 11 10,5 10,5 10,5
2 38 36,2 36,2 46,7
3 27 25,7 25,7 72,4
4 29 27,6 27,6 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0
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fit.isi.18

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 1 3,6 3,6 3,6
2 18 64,3 64,3 67,9
3 4 14,3 14,3 82,1
4 5 17,9 17,9 100,0
Total 28 100,0 100,0

instructor Valid 1 15 14,3 14,3 14,3
2 51 48,6 48,6 62,9
3 20 19,0 19,0 81,9
4 19 18,1 18,1 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

fit.isi.19

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 2 24 85,7 85,7 85,7
3 1 3,6 3,6 89,3
4 3 10,7 10,7 100,0
Total 28 100,0 100,0

instructor Valid 1 9 8,6 8,6 8,6
2 60 57,1 57,1 65,7
3 16 15,2 15,2 81,0
4 20 19,0 19,0 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

Fit.isi.20

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 2 7,1 7,1 7,1
2 18 64,3 64,3 71,4
3 7 25,0 25,0 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor Valid 1 13 12,4 12,7 12,7
2 50 47,6 49,0 61,8
3 29 27,6 28,4 90,2
4 10 9,5 9,8 100,0
Total 102 97,1 100,0

Missing System 3 2,9
Total 105 100,0
consumer Missing System 34 100,0
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fit.isi.21l

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 0 26 92,9 92,9 92,9
1 2 7,1 7,1 100,0
Total 28 100,0 100,0
instructor vValid 0 104 99,0 99,0 99,0
1 1 1,0 1,0 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
fit.isi.22
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 2 9 32,1 32,1 32,1
3 19 67,9 67,9 100,0
Total 28 100,0 100,0
instructor Valid 1 6 5,7 5,7 5,7
2 30 28,6 28,6 34,3
3 57 54,3 54,3 88,6
4 12 11,4 11,4 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
fit.isi.23
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 2 13 46,4 46,4 46,4
3 9 32,1 32,1 78,6
4 6 21,4 21,4 100,0
Total 28 100,0 100,0
instructor Valid 0 3 2,9 2,9 2,9
1 5 4,8 4,8 7,6
2 34 32,4 32,4 40,0
3 39 37,1 37,1 77,1
4 24 22,9 22,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
fit.isi.24
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 2 9 32,1 32,1 32,1
3 19 67,9 67,9 100,0
Total 28 100,0 100,0
instructor vValid 2 29 27,6 27,6 27,6
3 68 64,8 64,8 92,4
4 8 7,6 7,6 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0

174




fit.isi.25

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 3 10,7 10,7 10,7
2 18 64,3 64,3 75,0
3 5 17,9 17,9 92,9
4 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid 1 17 16,2 16,2 16,2
2 48 45,7 45,7 61,9
3 33 31,4 31,4 93,3
4 7 6,7 6,7 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

fit.isi.26

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Vald 2 9 32,1 32,1 32,1
3 8 28,6 28,6 60,7
4 11 39,3 39,3 100,0
Total 28 100,0 100,0

instructor Valid 2 36 34,3 34,3 34,3
3 28 26,7 26,7 61,0
4 41 39,0 39,0 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0

Fit.isi.27

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 2 9 32,1 32,1 32,1
3 16 57,1 57,1 89,3
4 3 10,7 10,7 100,0
Total 28 100,0 100,0

instructor vValid 1 2 1,9 1,9 1,9
2 30 28,6 28,6 30,5
3 54 51,4 51,4 81,9
4 19 18,1 18,1 100,0
Total 105 100,0 100,0

consumer Missing System 34 100,0
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fit.isi.28

professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 1 3,6 3,6 3,6
2 11 39,3 39,3 42,9
3 15 53,6 53,6 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor Valid 1 4 3,8 3,8 3,8
2 31 29,5 29,5 33,3
3 57 54,3 54,3 87,6
4 13 12,4 12,4 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
fit.isi.29
professional vValid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 2 7,1 7,1 7,1
2 25 89,3 89,3 96,4
3 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor Valid 1 11 10,5 10,5 10,5
2 75 71,4 71,4 81,9
3 8 7,6 7,6 89,5
4 11 10,5 10,5 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
Fit.isi.30
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 17 60,7 60,7 60,7
2 5 17,9 17,9 78,6
3 6 21,4 21,4 100,0
Total 28 100,0 100,0
instructor Valid 1 53 50,5 50,5 50,5
2 34 32,4 32,4 82,9
3 13 12,4 12,4 95,2
4 5 4,8 4,8 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
fit.isi.31
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 22 78,6 78,6 78,6
2 2 7,1 7,1 85,7
3 4 14,3 14,3 100,0
Total 28 100,0 100,0
instructor vValid 1 63 60,0 60,0 60,0
2 30 28,6 28,6 88,6
3 12 11,4 11,4 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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fit.isi.32

professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 1 3,6 3,6 3,6
2 21 75,0 75,0 78,6
3 2 1 7,1 85,7
4 4 14,3 14,3 100,0
Total 28 100,0 100,0
instructor Valid 1 14 13,3 13,3 13,3
2 58 55,2 55,2 68,6
3 22 21,0 21,0 89,5
4 11 10,5 10,5 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
fit.isi.33
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 3 10,7 10,7 10,7
2 22 78,6 78,6 89,3
3 3 10,7 10,7 100,0
Total 28 100,0 100,0
instructor vValid 1 17 16,2 16,2 16,2
2 68 64,8 64,8 81,0
3 20 19,0 19,0 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
fit.isi.34
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 3 10,7 10,7 10,7
2 22 78,6 78,6 89,3
3 3 10,7 10,7 100,0
Total 28 100,0 100,0
instructor Valid 1 11 10,5 10,5 10,5
2 71 67,6 67,6 78,1
3 20 19,0 19,0 97,1
4 3 2,9 2,9 100,0
Total 105 100,0 100,0
consumer vValid 1 21 61,8 61,8 61,8
2 10 29,4 29,4 91,2
3 3 8,8 8,8 100,0
Total 34 100,0 100,0
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fit.isi.35

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 2 3 10,7 10,7 10,7
3 21 75,0 75,0 85,7
4 4 14,3 14,3 100,0
Total 28 100,0 100,0

instructor Valid 1 3 2,9 2,9 2,9
2 17 16,2 16,2 19,0
3 66 62,9 62,9 81,9
4 19 18,1 18,1 100,0
Total 105 100,0 100,0

consumer vValid 1 2 5,9 5,9 5,9
2 11 32,4 32,4 38,2
3 16 47,1 47,1 85,3
4 5 14,7 14,7 100,0
Total 34 100,0 100,0

fit.isi.36

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 2 5 17,9 17,9 17,9
3 20 71,4 71,4 89,3
4 3 10,7 10,7 100,0
Total 28 100,0 100,0

instructor valid 2 21 20,0 20,0 20,0
3 70 66,7 66,7 86,7
4 14 13,3 13,3 100,0
Total 105 100,0 100,0

consumer Valid 1 2 5,9 5,9 5.9
2 12 35,3 35,3 41,2
3 14 41,2 41,2 82,4
4 6 17,6 17,6 100,0
Total 34 100,0 100,0

Fit.isi.37

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 2 7,1 7,1 7,1
2 16 57,1 57,1 64,3
3 8 28,6 28,6 92,9
4 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid 1 12 11,4 11,4 11,4
2 58 55,2 55,2 66,7
3 31 29,5 29,5 96,2
4 4 3,8 3.8 100,0
Total 105 100,0 100,0

consumer vValid 1 6 17,6 17,6 17,6
2 13 38,2 38,2 55,9
3 11 32,4 32,4 88,2
4 4 11,8 11,8 100,0
Total 34 100,0 100,0
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fit.isi.38

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 6 21,4 21,4 21,4
2 11 39,3 39,3 60,7
3 8 28,6 28,6 89,3
4 3 10,7 10,7 100,0
Total 28 100,0 100,0
instructor valid 1 24 22,9 22,9 22,9
2 34 32,4 32,4 55,2
3 38 36,2 36,2 91,4
4 9 8,6 8,6 100,0
Total 105 100,0 100,0
consumer Valid 1 6 17,6 17,6 17,6
2 13 38,2 38,2 55,9
3 10 29,4 29,4 85,3
4 5 14,7 14,7 100,0
Total 34 100,0 100,0
fit.isi.39
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 7 25,0 25,0 25,0
2 21 75,0 75,0 100,0
Total 28 100,0 100,0
instructor Valid 1 26 24,8 24,8 24,8
2 49 46,7 46,7 71,4
3 24 22,9 22,9 94,3
4 6 5,7 5,7 100,0
Total 105 100,0 100,0
consumer valid 1 6 17,6 17,6 17,6
2 5 14,7 14,7 32,4
3 11 32,4 32,4 64,7
4 12 35,3 35,3 100,0
Total 34 100,0 100,0
fit.isi.40
professional vValid Cumulative
information Frequency | Percent | Percent Percent
manager Vald 2 7 25,0 25,0 25,0
3 8 28,6 28,6 53,6
4 13 46,4 46,4 100,0
Total 28 100,0 100,0
instructor Valid 1 9 8,6 8,6 8,6
2 20 19,0 19,0 27,6
3 41 39,0 39,0 66,7
4 35 33,3 33,3 100,0
Total 105 100,0 100,0
consumer Valid 1 6 17,6 18,2 18,2
2 8 23,5 24,2 42,4
3 6 17,6 18,2 60,6
4 13 38,2 39,4 100,0
Total 33 97,1 100,0
Missing System 1 2,9
Total 34 100,0
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fit.isi.41

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 22 78,6 78,6 78,6
2 4 14,3 14,3 92,9
3 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid 1 69 65,7 65,7 65,7
2 9 8,6 8,6 74,3
3 18 17,1 17,1 91,4
4 9 8,6 8,6 100,0
Total 105 100,0 100,0

consumer vValid 1 11 32,4 32,4 32,4
2 10 29,4 29,4 61,8
3 4 11,8 11,8 73,5
4 9 26,5 26,5 100,0
Total 34 100,0 100,0

fit.isi.42

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 16 57,1 57,1 57,1
2 12 42,9 42,9 100,0
Total 28 100,0 100,0

instructor Valid 1 50 47,6 47,6 47,6
2 46 43,8 43,8 91,4
3 9 8,6 8,6 100,0
Total 105 100,0 100,0

consumer vValid 1 17 50,0 50,0 50,0
2 11 32,4 32,4 82,4
3 4 11,8 11,8 94,1
4 2 5,9 5,9 100,0
Total 34 100,0 100,0

fit.isi.43

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 7 25,0 25,0 25,0
2 18 64,3 64,3 89,3
3 3 10,7 10,7 100,0
Total 28 100,0 100,0

instructor Valid 1 19 18,1 18,1 18,1
2 59 56,2 56,2 74,3
3 27 25,7 25,7 100,0
Total 105 100,0 100,0

consumer Valid 1 9 26,5 26,5 26,5
2 17 50,0 50,0 76,5
3 5 14,7 14,7 91,2
4 3 8,8 8,8 100,0
Total 34 100,0 100,0
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fit.isi.44

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valrd 1 12 42,9 42,9 42,9
2 16 57,1 57,1 100,0
Total 28 100,0 100,0

instructor Valid 1 40 38,1 38,1 38,1
2 62 59,0 59,0 97,1
3 3 2,9 2,9 100,0
Total 105 100,0 100,0

consumer Valid 1 11 32,4 32,4 32,4
2 17 50,0 50,0 82,4
3 3 8,8 8,8 91,2
4 3 8,8 8,8 100,0
Total 34 100,0 100,0

fit.isi.45

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 12 42,9 42,9 42,9
2 15 53,6 53,6 96,4
3 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor Valid 1 49 46,7 46,7 46,7
2 49 46,7 46,7 93,3
3 7 6,7 6,7 100,0
Total 105 100,0 100,0

consumer vValid 1 13 38,2 38,2 38,2
2 19 55,9 55,9 94,1
3 2 5,9 5,9 100,0
Total 34 100,0 100,0

fit.isi.46

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 8 28,6 28,6 28,6
2 16 57,1 57,1 85,7
3 1 3,6 3,6 89,3
4 3 10,7 10,7 100,0
Total 28 100,0 100,0

instructor Valid 1 38 36,2 36,2 36,2
2 54 51,4 51,4 87,6
3 7 6,7 6,7 94,3
4 6 5,7 5,7 100,0
Total 105 100,0 100,0

consumer Valid 1 16 47,1 47,1 47,1
2 15 44,1 44,1 91,2
3 3 8,8 8,8 100,0
Total 34 100,0 100,0
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fit.isi.47

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 8 28,6 28,6 28,6
2 18 64,3 64,3 92,9
3 2 7,1 7,1 100,0
Total 28 100,0 100,0
instructor Valid 1 35 33,3 33,3 33,3
2 55 52,4 52,4 85,7
3 15 14,3 14,3 100,0
Total 105 100,0 100,0
consumer Valid 1 15 44,1 44,1 44,1
2 14 41,2 41,2 85,3
3 4 11,8 11,8 97,1
4 1 2,9 2,9 100,0
Total 34 100,0 100,0
fit.isi.48
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 9 32,1 32,1 32,1
2 19 67,9 67,9 100,0
Total 28 100,0 100,0
instructor Valid 1 51 48,6 48,6 48,6
2 54 51,4 51,4 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
fit.isi.49
professional vValid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 19 67,9 67,9 67,9
2 9 32,1 32,1 100,0
Total 28 100,0 100,0
instructor Valid 1 72 68,6 68,6 68,6
2 30 28,6 28,6 97,1
3 3 2,9 2,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
fit.isi.50
professional vValid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 12 42,9 42,9 42,9
2 16 57,1 57,1 100,0
Total 28 100,0 100,0
instructor Valid 1 57 54,3 54,3 54,3
2 42 40,0 40,0 94,3
3 6 5,7 5,7 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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fit.isi.51

professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 12 42,9 42,9 42,9
2 16 57,1 57,1 100,0
Total 28 100,0 100,0
instructor Valid 1 52 49,5 49,5 49,5
2 51 48,6 48,6 98,1
3 2 1,9 1,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
fit.isi.52
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 11 39,3 39,3 39,3
2 17 60,7 60,7 100,0
Total 28 100,0 100,0
instructor Valid 1 47 44,8 44,8 44,8
2 55 52,4 52,4 97,1
3 3 2,9 2,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
fit.isi.53
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 15 53,6 53,6 53,6
2 11 39,3 39,3 92,9
3 2 7,1 7,1 100,0
Total 28 100,0 100,0
instructor vValid 1 60 57,1 57,1 57,1
2 35 33,3 33,3 90,5
3 7 6,7 6,7 97,1
4 3 2,9 2,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
fit.isi.54
professional vValid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 19 67,9 67,9 67,9
2 9 32,1 32,1 100,0
Total 28 100,0 100,0
instructor Valid 1 66 62,9 62,9 62,9
2 33 31,4 31,4 94,3
3 6 5,7 5,7 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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fit.isi.55

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 20 71,4 71,4 71,4
2 3 10,7 10,7 82,1
3 5 17,9 17,9 100,0
Total 28 100,0 100,0

instructor Valid 1 68 64,8 64,8 64,8
2 21 20,0 20,0 84,8
3 16 15,2 15,2 100,0
Total 105 100,0 100,0

consumer Valid 1 19 55,9 55,9 55,9
2 8 23,5 23,5 79,4
3 5 14,7 14,7 94,1
4 2 5,9 5,9 100,0
Total 34 100,0 100,0

fit.isi.56

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 7 25,0 25,0 25,0
2 16 57,1 57,1 82,1
3 5 17,9 17,9 100,0
Total 28 100,0 100,0

instructor vValid 1 22 21,0 21,0 21,0
2 50 47,6 47,6 68,6
3 31 29,5 29,5 98,1
4 2 1,9 1,9 100,0
Total 105 100,0 100,0

consumer Valid 1 10 29,4 29,4 29,4
2 10 29,4 29,4 58,8
3 6 17,6 17,6 76,5
4 8 23,5 23,5 100,0
Total 34 100,0 100,0

fit.isi.57

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 11 39,3 39,3 39,3
2 13 46,4 46,4 85,7
3 4 14,3 14,3 100,0
Total 28 100,0 100,0

instructor vValid 1 50 47,6 47,6 47,6
2 49 46,7 46,7 94,3
3 6 5,7 5,7 100,0
Total 105 100,0 100,0

consumer Valid 1 17 50,0 50,0 50,0
2 12 35,3 35,3 85,3
3 2 5,9 5,9 91,2
4 3 8,8 8,8 100,0
Total 34 100,0 100,0
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fit.isi.58

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 8 28,6 28,6 28,6
2 16 57,1 57,1 85,7
3 4 14,3 14,3 100,0
Total 28 100,0 100,0
instructor Valid 1 35 33,3 33,3 33,3
2 47 44,8 44,8 78,1
3 23 21,9 21,9 100,0
Total 105 100,0 100,0
consumer Valid 1 13 38,2 38,2 38,2
2 16 47,1 47,1 85,3
3 3 8,8 8,8 94,1
4 2 5,9 5,9 100,0
Total 34 100,0 100,0
fit.isi.59
professional vValid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 2 7,1 7,1 7,1
2 18 64,3 64,3 71,4
3 8 28,6 28,6 100,0
Total 28 100,0 100,0
instructor vValid 1 20 19,0 19,0 19,0
2 54 51,4 51,4 70,5
3 26 24,8 24,8 95,2
4 5 4,8 4,8 100,0
Total 105 100,0 100,0
consumer Valid 1 6 17,6 17,6 17,6
2 5 14,7 14,7 32,4
3 15 44,1 44,1 76,5
4 8 23,5 23,5 100,0
Total 34 100,0 100,0
Fit.isi.60
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 1 3,6 3,6 3,6
2 16 57,1 57,1 60,7
3 10 35,7 35,7 96,4
4 1 6 3,6 100,0
Total 28 100,0 100,0
instructor Valid 1 15 14,3 14,3 14,3
2 55 52,4 52,4 66,7
3 30 28,6 28,6 95,2
4 5 8 4,8 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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fit.isi.61

professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 1 3,6 3,6 3,6
2 16 57,1 57,1 60,7
3 10 35,7 35,7 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor Valid 1 9 8,6 8,6 8,6
2 49 46,7 46,7 55,2
3 42 40,0 40,0 95,2
4 5 4,8 4,8 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
fit.isi.62
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 3 10,7 10,7 10,7
2 16 57,1 57,1 67,9
3 9 32,1 32,1 100,0
Total 28 100,0 100,0
instructor vValid 1 15 14,3 14,3 14,3
2 50 47,6 47,6 61,9
3 37 35,2 35,2 97,1
4 3 2,9 2,9 100,0
Total 105 100,0 100,0
consumer Valid 1 7 20,6 20,6 20,6
2 15 44,1 44,1 64,7
3 9 26,5 26,5 91,2
4 3 8,8 8,8 100,0
Total 34 100,0 100,0
fit.isi.63
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 3 10,7 10,7 10,7
2 22 78,6 78,6 89,3
3 3 10,7 10,7 100,0
Total 28 100,0 100,0
instructor Valid 1 15 14,3 14,3 14,3
2 63 60,0 60,0 74,3
3 21 20,0 20,0 94,3
4 6 5,7 5,7 100,0
Total 105 100,0 100,0
consumer Valid 1 5 14,7 14,7 14,7
2 18 52,9 52,9 67,6
3 9 26,5 26,5 94,1
4 2 5,9 5,9 100,0
Total 34 100,0 100,0
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fit.isi.64

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 4 14,3 14,3 14,3
2 24 85,7 85,7 100,0
Total 28 100,0 100,0
instructor vValid 1 17 16,2 16,2 16,2
2 64 61,0 61,0 77,1
3 21 20,0 20,0 97,1
4 3 2,9 2,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
fit.isi.65
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 2 7,1 7,1 7,1
2 17 60,7 60,7 67,9
3 6 21,4 21,4 89,3
4 3 10,7 10,7 100,0
Total 28 100,0 100,0
instructor Valid 1 4 3,8 3,8 3,8
2 43 41,0 41,0 44,8
3 40 38,1 38,1 82,9
4 18 17,1 17,1 100,0
Total 105 100,0 100,0
consumer Valid 1 5 14,7 14,7 14,7
2 10 29,4 29,4 44,1
3 15 44,1 44,1 88,2
4 4 11,8 11,8 100,0
Total 34 100,0 100,0
fit.isi.66
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 2 7,1 7,1 7,1
2 1 3,6 3,6 10,7
3 22 78,6 78,6 89,3
4 3 10,7 10,7 100,0
Total 28 100,0 100,0
instructor Valid 1 9 8,6 8,6 8,6
2 26 24,8 24,8 33,3
3 56 53,3 53,3 86,7
4 14 13,3 13,3 100,0
Total 105 100,0 100,0
consumer Valid 1 6 17,6 17,6 17,6
2 9 26,5 26,5 44,1
3 12 35,3 35,3 79,4
4 7 20,6 20,6 100,0
Total 34 100,0 100,0
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fit.isi.67

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 2 7,1 7,1 7,1
2 10 35,7 35,7 42,9
3 15 53,6 53,6 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor Valid 1 15 14,3 14,3 14,3
2 39 37,1 37,1 51,4
3 44 41,9 41,9 93,3
4 7 6,7 6,7 100,0
Total 105 100,0 100,0

consumer vValid 1 7 20,6 20,6 20,6
2 12 35,3 35,3 55,9
3 10 29,4 29,4 85,3
4 5 14,7 14,7 100,0
Total 34 100,0 100,0

fit.isi.68

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 10 35,7 35,7 35,7
2 10 35,7 35,7 71,4
3 8 28,6 28,6 100,0
Total 28 100,0 100,0

instructor Valid 1 47 44,8 44,8 44,8
2 33 31,4 31,4 76,2
3 25 23,8 23,8 100,0
Total 105 100,0 100,0

consumer Valid 1 20 58,8 58,8 58,8
2 12 35,3 35,3 94,1
3 2 5,9 5,9 100,0
Total 34 100,0 100,0

fit.isi.69

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 19 67,9 67,9 67,9
2 9 32,1 32,1 100,0
Total 28 100,0 100,0

instructor Valid 1 69 65,7 65,7 65,7
2 33 31,4 31,4 97,1
3 3 2,9 2,9 100,0
Total 105 100,0 100,0

consumer Valid 1 22 64,7 64,7 64,7
2 9 26,5 26,5 91,2
3 3 8,8 8,8 100,0
Total 34 100,0 100,0
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fit.isi.70

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 16 57,1 57,1 57,1
2 6 21,4 21,4 78,6
3 6 21,4 21,4 100,0
Total 28 100,0 100,0

instructor Valid 1 58 55,2 55,2 55,2
2 35 33,3 33,3 88,6
3 12 11,4 11,4 100,0
Total 105 100,0 100,0

consumer Valid 1 20 58,8 58,8 58,8
2 12 35,3 35,3 94,1
3 2 5,9 5,9 100,0
Total 34 100,0 100,0

fit.isi.71

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 7 25,0 25,0 25,0
2 7 25,0 25,0 50,0
3 14 50,0 50,0 100,0
Total 28 100,0 100,0

instructor Valid O 3 2,9 2,9 2,9
1 29 27,6 27,6 30,5
2 28 26,7 26,7 57,1
3 45 42,9 42,9 100,0
Total 105 100,0 100,0

consumer Valid 1 19 55,9 55,9 55,9
2 13 38,2 38,2 94,1
3 2 5,9 5,9 100,0
Total 34 100,0 100,0

fit.isi.72

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 12 42,9 42,9 42,9
2 7 25,0 25,0 67,9
3 9 32,1 32,1 100,0
Total 28 100,0 100,0

instructor Valid O 3 2,9 2,9 2,9
1 32 30,5 30,5 33,3
2 35 33,3 33,3 66,7
3 32 30,5 30,5 97,1
4 3 2,9 2,9 100,0
Total 105 100,0 100,0

consumer Valid 1 19 55,9 55,9 55,9
2 7 20,6 20,6 76,5
3 6 17,6 17,6 94,1
4 2 5,9 5,9 100,0
Total 34 100,0 100,0
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fit.isi.73

professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 4 14,3 14,3 14,3
2 14 50,0 50,0 64,3
3 10 35,7 35,7 100,0
Total 28 100,0 100,0
instructor Valid 1 14 13,3 13,3 13,3
2 62 59,0 59,0 72,4
3 24 22,9 22,9 95,2
4 5 4,8 4,8 100,0
Total 105 100,0 100,0
consumer vValid 1 9 26,5 26,5 26,5
2 9 26,5 26,5 52,9
3 10 29,4 29,4 82,4
4 6 17,6 17,6 100,0
Total 34 100,0 100,0
fit.isi.74
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 11 39,3 39,3 39,3
2 17 60,7 60,7 100,0
Total 28 100,0 100,0
instructor Valid 1 43 41,0 41,0 41,0
2 56 53,3 53,3 94,3
3 6 5,7 5,7 100,0
Total 105 100,0 100,0
consumer vValid 1 21 61,8 61,8 61,8
2 11 32,4 32,4 94,1
3 1 2,9 2,9 97,1
4 1 2,9 2,9 100,0
Total 34 100,0 100,0
buy.ay.1.
professional vValid Cumulative
information Frequency | Percent | Percent Percent
manager Vald 1 7 25,0 25,0 25,0
2 21 75,0 75,0 100,0
Total 28 100,0 100,0
instructor Valid 1 38 36,2 36,2 36,2
2 61 58,1 58,1 94,3
3 3 9 2,9 97,1
4 3 9 2,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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buy.ay.2

professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 7 25,0 25,0 25,0
2 21 75,0 75,0 100,0
Total 28 100,0 100,0
instructor Valid 1 30 28,6 28,6 28,6
2 73 69,5 69,5 98,1
3 2 1,9 1,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.3
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 7 25,0 25,0 25,0
2 19 67,9 67,9 92,9
3 1 3,6 3,6 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor Valid 1 25 23,8 23,8 23,8
2 62 59,0 59,0 82,9
3 11 10,5 10,5 93,3
4 7 6,7 6,7 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.4
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Vald 1 5 17,9 17,9 17,9
2 22 78,6 78,6 96,4
3 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor Valid 1 16 15,2 15,2 15,2
2 65 61,9 61,9 77,1
3 22 21,0 21,0 98,1
4 2 1,9 1,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.5
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 3 10,7 10,7 10,7
2 16 57,1 57,1 67,9
3 9 32,1 32,1 100,0
Total 28 100,0 100,0
instructor vValid 1 8 7,6 7,6 7,6
2 56 53,3 53,3 61,0
3 33 31,4 31,4 92,4
4 8 7,6 7,6 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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buy.ay.6

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 5 17,9 17,9 17,9
2 14 50,0 50,0 67,9
3 9 32,1 32,1 100,0
Total 28 100,0 100,0
instructor vValid 1 10 9,5 9,5 9,5
2 46 43,8 43,8 53,3
3 45 42,9 42,9 96,2
4 4 3,8 3,8 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.7
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Vald 0 27 96,4 96,4 96,4
1 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor vValid 0 104 99,0 99,0 99,0
1 1 1,0 1,0 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.8
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 2 5 17,9 17,9 17,9
3 23 82,1 82,1 100,0
Total 28 100,0 100,0
instructor vValid 2 28 26,7 26,7 26,7
3 72 68,6 68,6 95,2
4 5 4,8 4,8 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.9
professional vValid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 19 67,9 67,9 67,9
2 9 32,1 32,1 100,0
Total 28 100,0 100,0
instructor vValid 1 68 64,8 64,8 64,8
2 37 35,2 35,2 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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buy.ay.10

professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 3 10,7 10,7 10,7
2 16 57,1 57,1 67,9
3 1 3,6 3,6 71,4
4 8 28,6 28,6 100,0
Total 28 100,0 100,0
instructor Valid 1 11 10,5 10,5 10,5
2 57 54,3 54,3 64,8
3 16 15,2 15,2 80,0
4 21 20,0 20,0 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.11
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 3 26 92,9 92,9 92,9
4 2 7,1 7,1 100,0
Total 28 100,0 100,0
instructor Valid 1 3 2,9 2,9 2,9
2 3 2,9 2,9 5,7
3 87 82,9 82,9 88,6
4 12 11,4 11,4 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay-12
professional vValid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 2 13 46,4 46,4 46,4
3 13 46,4 46,4 92,9
4 2 7,1 7,1 100,0
Total 28 100,0 100,0
instructor Valid 1 2 1,9 1,9 1,9
2 36 34,3 34,3 36,2
3 55 52,4 52,4 88,6
4 12 11,4 11,4 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.13
professional vValid Cumulative
information Frequency | Percent | Percent Percent
manager Vald 2 9 32,1 32,1 32,1
3 18 64,3 64,3 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor Valid 1 2 1,9 1,9 1,9
2 24 22,9 22,9 24,8
3 69 65,7 65,7 90,5
4 10 9,5 9,5 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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buy.ay.14

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 2 9 32,1 32,1 32,1
3 15 53,6 53,6 85,7
4 4 14,3 14,3 100,0
Total 28 100,0 100,0
instructor vValid 1 3 2,9 2,9 2,9
2 27 25,7 25,7 28,6
3 59 56,2 56,2 84,8
4 16 15,2 15,2 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.-15
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 8 28,6 28,6 28,6
2 17 60,7 60,7 89,3
3 3 10,7 10,7 100,0
Total 28 100,0 100,0
instructor Valid 1 32 30,5 30,5 30,5
2 58 55,2 55,2 85,7
3 15 14,3 14,3 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.16
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 14 50,0 50,0 50,0
2 13 46,4 46,4 96,4
3 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor Valid 1 43 41,0 41,0 41,0
2 41 39,0 39,0 80,0
3 21 20,0 20,0 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.17
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 20 71,4 71,4 71,4
2 8 28,6 28,6 100,0
Total 28 100,0 100,0
instructor Valid 1 77 73,3 73,3 73,3
2 28 26,7 26,7 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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buy.ay.18

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 18 64,3 64,3 64,3
2 9 32,1 32,1 96,4
3 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor Valid 1 67 63,8 63,8 63,8
2 31 29,5 29,5 93,3
3 7 6,7 6,7 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.19
professional vValid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 3 10,7 10,7 10,7
2 15 53,6 53,6 64,3
3 10 35,7 35,7 100,0
Total 28 100,0 100,0
instructor Valid 1 15 14,3 14,3 14,3
2 45 42,9 42,9 57,1
3 40 38,1 38,1 95,2
4 5 4,8 4,8 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.20
professional vValid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 18 64,3 64,3 64,3
2 4 14,3 14,3 78,6
3 6 21,4 21,4 100,0
Total 28 100,0 100,0
instructor Valid 1 51 48,6 48,6 48,6
2 31 29,5 29,5 78,1
3 21 20,0 20,0 98,1
4 2 1,9 1,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.-21
professional vValid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 18 64,3 64,3 64,3
2 3 10,7 10,7 75,0
3 7 25,0 25,0 100,0
Total 28 100,0 100,0
instructor Valid 1 53 50,5 50,5 50,5
2 21 20,0 20,0 70,5
3 29 27,6 27,6 98,1
4 2 1,9 1,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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buy.ay.22

professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 23 82,1 82,1 82,1
2 5 17,9 17,9 100,0
Total 28 100,0 100,0
instructor Valid 1 67 63,8 63,8 63,8
2 33 31,4 31,4 95,2
3 5 4,8 4,8 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.23
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 2 14 50,0 50,0 50,0
3 13 46,4 46,4 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor vValid 1 14 13,3 13,3 13,3
2 40 38,1 38,1 51,4
3 46 43,8 43,8 95,2
4 5 4,8 4,8 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.24
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 21 75,0 75,0 75,0
2 1 3,6 3,6 78,6
3 6 21,4 21,4 100,0
Total 28 100,0 100,0
instructor Valid 1 87 82,9 82,9 82,9
2 5 4,8 4,8 87,6
3 13 12,4 12,4 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.25
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 2 18 64,3 64,3 64,3
3 9 32,1 32,1 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor vValid 1 12 11,4 11,4 11,4
2 62 59,0 59,0 70,5
3 29 27,6 27,6 98,1
4 2 1,9 1,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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buy.ay.26

professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 8 28,6 28,6 28,6
2 11 39,3 39,3 67,9
3 8 28,6 28,6 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor Valid 1 31 29,5 29,5 29,5
2 36 34,3 34,3 63,8
3 36 34,3 34,3 98,1
4 2 1,9 1,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.27
professional vValid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 18 64,3 64,3 64,3
3 10 35,7 35,7 100,0
Total 28 100,0 100,0
instructor Valid 1 62 59,0 59,0 59,0
2 9 8,6 8,6 67,6
3 34 32,4 32,4 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.28
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 10 35,7 35,7 35,7
2 6 21,4 21,4 57,1
3 9 32,1 32,1 89,3
4 3 10,7 10,7 100,0
Total 28 100,0 100,0
instructor vValid 1 31 29,5 29,5 29,5
2 26 24,8 24,8 54,3
3 39 37,1 37,1 91,4
4 9 8,6 8,6 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.29
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Vald 1 10 35,7 35,7 35,7
2 17 60,7 60,7 96,4
3 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor Valid 1 36 34,3 34,3 34,3
2 47 44,8 44,8 79,0
3 22 21,0 21,0 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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buy.ay.30

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 1 3,6 3,6 3,6
2 19 67,9 67,9 71,4
3 8 28,6 28,6 100,0
Total 28 100,0 100,0
instructor vValid 1 18 17,1 17,1 17,1
2 65 61,9 61,9 79,0
3 17 16,2 16,2 95,2
4 5 4,8 4,8 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.31
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 2 14 50,0 50,0 50,0
3 13 46,4 46,4 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor Valid 1 13 12,4 12,4 12,4
2 40 38,1 38,1 50,5
3 45 42,9 42,9 93,3
4 7 6,7 6,7 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.32
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 15 53,6 53,6 53,6
2 3 10,7 10,7 64,3
3 10 35,7 35,7 100,0
Total 28 100,0 100,0
instructor vValid 1 44 41,9 41,9 41,9
2 18 17,1 17,1 59,0
3 38 36,2 36,2 95,2
4 5 4,8 4,8 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.-33
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 16 57,1 57,1 57,1
2 6 21,4 21,4 78,6
3 6 21,4 21,4 100,0
Total 28 100,0 100,0
instructor vValid 1 52 49,5 49,5 49,5
2 22 21,0 21,0 70,5
3 31 29,5 29,5 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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buy.ay.34

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 20 71,4 71,4 71,4
2 6 21,4 21,4 92,9
3 2 7,1 7,1 100,0
Total 28 100,0 100,0
instructor Valid 1 66 62,9 62,9 62,9
2 27 25,7 25,7 88,6
3 12 11,4 11,4 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.35
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 5 17,9 17,9 17,9
2 19 67,9 67,9 85,7
3 3 10,7 10,7 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0
instructor vValid 1 27 25,7 25,7 25,7
2 57 54,3 54,3 80,0
3 19 18,1 18,1 98,1
4 2 1,9 1,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.36
professional Valid Cumulative
information Frequency | Percent [ Percent Percent
manager Valid 1 7 25,0 25,0 25,0
2 18 64,3 64,3 89,3
3 3 10,7 10,7 100,0
Total 28 100,0 100,0
instructor vValid 1 31 29,5 29,5 29,5
2 51 48,6 48,6 78,1
3 23 21,9 21,9 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
buy.ay.37
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Vald 1 8 28,6 28,6 28,6
2 11 39,3 39,3 67,9
3 9 32,1 32,1 100,0
Total 28 100,0 100,0
instructor vValid 1 35 33,3 33,3 33,3
2 43 41,0 41,0 74,3
3 27 25,7 25,7 100,0
Total 105 100,0 100,0
consumer Missing System 34 100,0
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buy.ay.38

professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Vald 0 28 100,0 100,0 100,0
instructor Valid 0 105 100,0 100,0 100,0
consumer Missing System 34 100,0
mus.et.f.1
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 2 8 28,6 28,6 28,6
3 14 50,0 50,0 78,6
4 6 21,4 21,4 100,0
Total 28 100,0 100,0
instructor Valid 1 9 8,6 8,6 8,6
2 22 21,0 21,0 29,5
3 49 46,7 46,7 76,2
4 25 23,8 23,8 100,0
Total 105 100,0 100,0
consumer Valid 1 3 8,8 8,8 8,8
2 14 41,2 41,2 50,0
3 15 44,1 44,1 94,1
4 2 5,9 5,9 100,0
Total 34 100,0 100,0
mus.et.F.2
professional Valid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 5 17,9 17,9 17,9
2 20 71,4 71,4 89,3
3 3 10,7 10,7 100,0
Total 28 100,0 100,0
instructor Valid 1 16 15,2 15,2 15,2
2 65 61,9 61,9 77,1
3 24 22,9 22,9 100,0
Total 105 100,0 100,0
consumer valid 1 7 20,6 20,6 20,6
2 19 55,9 55,9 76,5
3 5 14,7 14,7 91,2
4 3 8,8 8.8 100,0
Total 34 100,0 100,0
mus.et.f.3
professional vValid Cumulative
information Frequency | Percent | Percent Percent
manager Valid 1 17 60,7 60,7 60,7
2 11 39,3 39,3 100,0
Total 28 100,0 100,0
instructor Valid 1 66 62,9 62,9 62,9
2 39 37,1 37,1 100,0
Total 105 100,0 100,0
consumer Valid 1 21 61,8 61,8 61,8
2 13 38,2 38,2 100,0
Total 34 100,0 100,0
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mus.et.f.4

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 13 46,4 46,4 46,4
2 15 53,6 53,6 100,0
Total 28 100,0 100,0

instructor Valid 1 57 54,3 54,3 54,3
2 48 45,7 45,7 100,0
Total 105 100,0 100,0

consumer Valid 1 22 64,7 64,7 64,7
2 12 35,3 35,3 100,0
Total 34 100,0 100,0

mus.et.f.5

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 11 39,3 39,3 39,3
2 10 35,7 35,7 75,0
3 7 25,0 25,0 100,0
Total 28 100,0 100,0

instructor vValid 1 50 47,6 47,6 47,6
2 37 35,2 35,2 82,9
3 18 17,1 17,1 100,0
Total 105 100,0 100,0

consumer Valid 1 23 67,6 67,6 67,6
2 9 26,5 26,5 94,1
3 1 2,9 2,9 97,1
4 1 2,9 2,9 100,0
Total 34 100,0 100,0

mus.et.f.6

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 2 7,1 7,1 7,1
2 15 53,6 53,6 60,7
3 11 39,3 39,3 100,0
Total 28 100,0 100,0

instructor valid 1 15 14,3 14,3 14,3
2 44 41,9 41,9 56,2
3 46 43,8 43,8 100,0
Total 105 100,0 100,0

consumer Valid 1 14 41,2 41,2 41,2
2 17 50,0 50,0 91,2
3 2 5,9 5,9 97,1
4 1 2,9 2,9 100,0
Total 34 100,0 100,0
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mus.et.f.7

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valrd 1 4 14,3 14,3 14,3
2 22 78,6 78,6 92,9
3 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid 1 18 17,1 17,1 17,1
2 71 67,6 67,6 84,8
3 12 11,4 11,4 96,2
4 4 3,8 3,8 100,0
Total 105 100,0 100,0

consumer vValid 1 14 41,2 41,2 41,2
2 13 38,2 38,2 79,4
3 3 8,8 8,8 88,2
4 4 11,8 11,8 100,0
Total 34 100,0 100,0

mus.et.f.8

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 6 21,4 21,4 21,4
2 20 71,4 71,4 92,9
3 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor vValid 1 24 22,9 22,9 22,9
2 70 66,7 66,7 89,5
3 7 6,7 6,7 96,2
4 4 3,8 3,8 100,0
Total 105 100,0 100,0

consumer Valid 1 10 29,4 29,4 29,4
2 15 44,1 44,1 73,5
3 7 20,6 20,6 94,1
4 2 5,9 5,9 100,0
Total 34 100,0 100,0

mus.et.f.9(es bulmak)

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valid O 10 35,7 35,7 35,7
1 12 42,9 42,9 78,6
2 6 21,4 21,4 100,0
Total 28 100,0 100,0

instructor vValid O 26 24,8 24,8 24,8
1 56 53,3 53,3 78,1
2 23 21,9 21,9 100,0
Total 105 100,0 100,0

consumer Valid O 11 32,4 32,4 32,4
1 19 55,9 55,9 88,2
2 3 8,8 8,8 97,1
4 1 2,9 2,9 100,0
Total 34 100,0 100,0
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mus.et.f.10

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 13 46,4 46,4 46,4
2 13 46,4 46,4 92,9
3 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid 1 55 52,4 52,4 52,4
2 45 42,9 42,9 95,2
3 5 4,8 4,8 100,0
Total 105 100,0 100,0

consumer Valid 1 19 55,9 55,9 55,9
2 12 35,3 35,3 91,2
3 2 5,9 5,9 97,1
4 1 2,9 2,9 100,0
Total 34 100,0 100,0

mus.et.f.11

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 13 46,4 46,4 46,4
2 13 46,4 46,4 92,9
3 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid 1 55 52,4 52,4 52,4
2 45 42,9 42,9 95,2
3 5 4,8 4,8 100,0
Total 105 100,0 100,0

consumer Valid 1 26 76,5 76,5 76,5
2 8 23,5 23,5 100,0
Total 34 100,0 100,0

mus.et.f.12

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valrd 1 12 42,9 42,9 42,9
2 13 46,4 46,4 89,3
3 2 7,1 7,1 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor vValid 1 46 43,8 43,8 43,8
2 51 48,6 48,6 92,4
3 6 5,7 5,7 98,1
4 2 1,9 1,9 100,0
Total 105 100,0 100,0

consumer vValid 1 22 64,7 64,7 64,7
2 10 29,4 29,4 94,1
3 1 2,9 2,9 97,1
4 1 2,9 2,9 100,0
Total 34 100,0 100,0
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mus.et.f.13

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 11 39,3 39,3 39,3
2 15 53,6 53,6 92,9
3 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor vValid 1 44 41,9 41,9 41,9
2 56 53,3 53,3 95,2
3 5 4,8 4,8 100,0
Total 105 100,0 100,0

consumer Valid 1 24 70,6 70,6 70,6
2 9 26,5 26,5 97,1
4 1 2,9 2,9 100,0
Total 34 100,0 100,0

mus.et.f.14

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 13 46,4 46,4 46,4
2 13 46,4 46,4 92,9
3 1 3,6 3,6 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor vValid 1 59 56,2 56,2 56,2
2 40 38,1 38,1 94,3
3 4 3,8 3,8 98,1
4 2 1,9 1,9 100,0
Total 105 100,0 100,0

consumer Valid 1 23 67,6 67,6 67,6
2 10 29,4 29,4 97,1
4 1 2,9 2,9 100,0
Total 34 100,0 100,0

mus.et.f.15

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 8 28,6 28,6 28,6
2 18 64,3 64,3 92,9
3 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor valid 1 38 36,2 36,2 36,2
2 62 59,0 59,0 95,2
3 5 4,8 4,8 100,0
Total 105 100,0 100,0

consumer Valid 1 22 64,7 64,7 64,7
2 10 29,4 29,4 94,1
3 2 5,9 5,9 100,0
Total 34 100,0 100,0
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mus.et.f.16

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 8 28,6 28,6 28,6
2 20 71,4 71,4 100,0
Total 28 100,0 100,0

instructor Valid 1 34 32,4 32,4 32,4
2 69 65,7 65,7 98,1
3 2 1,9 1,9 100,0
Total 105 100,0 100,0

consumer vValid 1 22 64,7 64,7 64,7
2 8 23,5 23,5 88,2
3 4 11,8 11,8 100,0
Total 34 100,0 100,0

mus.et.f.17

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 6 21,4 21,4 21,4
2 10 35,7 35,7 57,1
3 12 42,9 42,9 100,0
Total 28 100,0 100,0

instructor Valid 1 22 21,0 21,0 21,0
2 46 43,8 43,8 64,8
3 35 33,3 33,3 98,1
4 2 1,9 1,9 100,0
Total 105 100,0 100,0

consumer Valid 1 17 50,0 50,0 50,0
2 11 32,4 32,4 82,4
3 6 17,6 17,6 100,0
Total 34 100,0 100,0

mus.et.f.18

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 9 32,1 32,1 32,1
2 19 67,9 67,9 100,0
Total 28 100,0 100,0

instructor Valid O 2 1,9 1,9 1,9
1 42 40,0 40,0 41,9
2 61 58,1 58,1 100,0
Total 105 100,0 100,0

consumer vValid 1 17 50,0 50,0 50,0
2 15 44,1 44,1 94,1
3 1 2,9 2,9 97,1
4 1 2,9 2,9 100,0
Total 34 100,0 100,0
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mus.et.f.19

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 5 17,9 17,9 17,9
2 22 78,6 78,6 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor Valid 1 24 22,9 22,9 22,9
2 72 68,6 68,6 91,4
3 7 6,7 6,7 98,1
4 2 1,9 1,9 100,0
Total 105 100,0 100,0

consumer vValid 1 12 35,3 35,3 35,3
2 10 29,4 29,4 64,7
3 9 26,5 26,5 91,2
4 3 8,8 8,8 100,0
Total 34 100,0 100,0

mus.et.f.20

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 12 42,9 42,9 42,9
2 16 57,1 57,1 100,0
Total 28 100,0 100,0

instructor Valid 1 52 49,5 49,5 49,5
2 51 48,6 48,6 98,1
3 2 1,9 1,9 100,0
Total 105 100,0 100,0

consumer Valid 1 24 70,6 70,6 70,6
2 10 29,4 29,4 100,0
Total 34 100,0 100,0

mus.et.f.21

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 14 50,0 50,0 50,0
2 14 50,0 50,0 100,0
Total 28 100,0 100,0

instructor Valid 1 52 49,5 49,5 49,5
2 51 48,6 48,6 98,1
3 2 1,9 1,9 100,0
Total 105 100,0 100,0

consumer Valid 1 19 55,9 55,9 55,9
2 14 41,2 41,2 97,1
3 1 2,9 2,9 100,0
Total 34 100,0 100,0
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mus.et.f.22

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 6 21,4 21,4 21,4
2 22 78,6 78,6 100,0
Total 28 100,0 100,0

instructor Valid 1 28 26,7 26,7 26,7
2 69 65,7 65,7 92,4
3 8 7,6 7,6 100,0
Total 105 100,0 100,0

consumer vValid 1 21 61,8 61,8 61,8
2 13 38,2 38,2 100,0
Total 34 100,0 100,0

mus.et.23

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 8 28,6 28,6 28,6
2 20 71,4 71,4 100,0
Total 28 100,0 100,0

instructor vValid 1 35 33,3 33,3 33,3
2 65 61,9 61,9 95,2
3 3 2,9 2,9 98,1
4 2 1,9 1,9 100,0
Total 105 100,0 100,0

consumer vValid 1 17 50,0 50,0 50,0
2 16 47,1 47,1 97,1
3 1 2,9 2,9 100,0
Total 34 100,0 100,0

mus.et.f.24

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 7 25,0 25,0 25,0
2 12 42,9 42,9 67,9
3 9 32,1 32,1 100,0
Total 28 100,0 100,0

instructor Valid 1 29 27,6 27,6 27,6
2 50 47,6 47,6 75,2
3 26 24,8 24,8 100,0
Total 105 100,0 100,0

consumer Valid 1 14 41,2 41,2 41,2
2 14 41,2 41,2 82,4
3 6 17,6 17,6 100,0
Total 34 100,0 100,0
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mus.et.f.25

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 9 32,1 32,1 32,1
2 19 67,9 67,9 100,0
Total 28 100,0 100,0

instructor Valid 1 38 36,2 36,2 36,2
2 62 59,0 59,0 95,2
3 5 4,8 4,8 100,0
Total 105 100,0 100,0

consumer Valid 1 13 38,2 38,2 38,2
2 18 52,9 52,9 91,2
3 1 2,9 2,9 94,1
4 2 5,9 5,9 100,0
Total 34 100,0 100,0

mus.et.f.26

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 9 32,1 32,1 32,1
2 19 67,9 67,9 100,0
Total 28 100,0 100,0

instructor vValid 1 41 39,0 39,0 39,0
2 62 59,0 59,0 98,1
3 2 1,9 1,9 100,0
Total 105 100,0 100,0

consumer Valid 1 15 44,1 44,1 44,1
2 15 44,1 44,1 88,2
3 2 5,9 5,9 94,1
4 2 5,9 5,9 100,0
Total 34 100,0 100,0

mus.et.f.27

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 10 35,7 35,7 35,7
2 17 60,7 60,7 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor vValid 1 37 35,2 35,2 35,2
2 63 60,0 60,0 95,2
3 3 2,9 2,9 98,1
4 2 1,9 1,9 100,0
Total 105 100,0 100,0

consumer vValid 1 15 44,1 44,1 44,1
2 16 47,1 47,1 91,2
3 1 2,9 2,9 94,1
4 2 5,9 5,9 100,0
Total 34 100,0 100,0
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mus.et.f.28

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid O 26 92,9 92,9 92,9
1 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor valid O 103 98,1 98,1 98,1
1 2 1,9 1,9 100,0
Total 105 100,0 100,0

consumer Valid O 34 100,0 100,0 100,0

mus.et.f.29

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 9 32,1 32,1 32,1
2 12 42,9 42,9 75,0
3 7 25,0 25,0 100,0
Total 28 100,0 100,0

instructor vValid 1 30 28,6 28,6 28,6
2 49 46,7 46,7 75,2
3 21 20,0 20,0 95,2
4 5 4,8 4,8 100,0
Total 105 100,0 100,0

consumer Valid 1 14 41,2 41,2 41,2
2 12 35,3 35,3 76,5
3 4 11,8 11,8 88,2
4 4 11,8 11,8 100,0
Total 34 100,0 100,0

mus.et.f.30

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 3 10,7 10,7 10,7
2 4 14,3 14,3 25,0
3 21 75,0 75,0 100,0
Total 28 100,0 100,0

instructor Valid 1 10 9,5 9,5 9,5
2 25 23,8 23,8 33,3
3 65 61,9 61,9 95,2
4 5 4,8 4,8 100,0
Total 105 100,0 100,0

consumer Valid 1 8 23,5 23,5 23,5
2 12 35,3 35,3 58,8
3 6 17,6 17,6 76,5
4 8 23,5 23,5 100,0
Total 34 100,0 100,0

209




mus.et.f.31

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 7 25,0 25,0 25,0
2 6 21,4 21,4 46,4
3 14 50,0 50,0 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor Valid 1 20 19,0 19,0 19,0
2 35 33,3 33,3 52,4
3 43 41,0 41,0 93,3
4 7 6,7 6,7 100,0
Total 105 100,0 100,0

consumer vValid 1 15 44,1 44 .1 44,1
2 11 32,4 32,4 76,5
3 4 11,8 11,8 88,2
4 4 11,8 11,8 100,0
Total 34 100,0 100,0

mus.et.F.32

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 7 25,0 25,0 25,0
2 12 42,9 42,9 67,9
3 9 32,1 32,1 100,0
Total 28 100,0 100,0

instructor Valid 1 23 21,9 21,9 21,9
2 44 41,9 41,9 63,8
3 33 31,4 31,4 95,2
4 5 4,8 4,8 100,0
Total 105 100,0 100,0

consumer Valid 1 10 29,4 29,4 29,4
2 13 38,2 38,2 67,6
3 4 11,8 11,8 79,4
4 7 20,6 20,6 100,0
Total 34 100,0 100,0

mus.et.f.33

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valrd 1 12 42,9 42,9 42,9
2 15 53,6 53,6 96,4
3 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor vValid 1 49 46,7 46,7 46,7
2 51 48,6 48,6 95,2
3 5 4,8 4,8 100,0
Total 105 100,0 100,0

consumer Valid 1 17 50,0 50,0 50,0
2 12 35,3 35,3 85,3
3 1 2,9 2,9 88,2
4 4 11,8 11,8 100,0
Total 34 100,0 100,0
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mus.et.f.34

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 13 46,4 46,4 46,4
2 15 53,6 53,6 100,0
Total 28 100,0 100,0

instructor Valid 1 47 44,8 44,8 44,8
2 48 45,7 45,7 90,5
3 10 9,5 9,5 100,0
Total 105 100,0 100,0

consumer vValid 1 20 58,8 58,8 58,8
2 11 32,4 32,4 91,2
3 3 8,8 8,8 100,0
Total 34 100,0 100,0

mus.et.f.35

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 17 60,7 60,7 60,7
2 7 25,0 25,0 85,7
3 2 7,1 7,1 92,9
4 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid 1 50 47,6 47,6 47,6
2 32 30,5 30,5 78,1
3 14 13,3 13,3 91,4
4 9 8,6 8,6 100,0
Total 105 100,0 100,0

consumer Valid 1 8 23,5 23,5 23,5
2 11 32,4 32,4 55,9
3 10 29,4 29,4 85,3
4 5 14,7 14,7 100,0
Total 34 100,0 100,0

mus.et.f.36

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 16 57,1 57,1 57,1
2 12 42,9 42,9 100,0
Total 28 100,0 100,0

instructor Valid 1 52 49,5 49,5 49,5
2 40 38,1 38,1 87,6
3 11 10,5 10,5 98,1
4 2 1,9 1,9 100,0
Total 105 100,0 100,0

consumer Valid 1 19 55,9 55,9 55,9
2 8 23,5 23,5 79,4
3 3 8,8 8,8 88,2
4 4 11,8 11,8 100,0
Total 34 100,0 100,0
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mus.et.f.37

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 6 21,4 21,4 21,4
2 11 39,3 39,3 60,7
3 8 28,6 28,6 89,3
4 3 10,7 10,7 100,0
Total 28 100,0 100,0

instructor valid 1 22 21,0 21,0 21,0
2 41 39,0 39,0 60,0
3 33 31,4 31,4 91,4
4 9 8,6 8,6 100,0
Total 105 100,0 100,0

consumer Valid 1 9 26,5 26,5 26,5
2 10 29,4 29,4 55,9
3 11 32,4 32,4 88,2
4 4 11,8 11,8 100,0
Total 34 100,0 100,0

mus.et.f._.38

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 15 53,6 53,6 53,6
2 11 39,3 39,3 92,9
3 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor vValid 1 48 45,7 45,7 45,7
2 48 45,7 45,7 91,4
3 9 8,6 8,6 100,0
Total 105 100,0 100,0

consumer Valid 1 21 61,8 61,8 61,8
2 9 26,5 26,5 88,2
3 2 5,9 5,9 94,1
4 2 5,9 5,9 100,0
Total 34 100,0 100,0

mus.et.f.39

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 3 10,7 10,7 10,7
2 17 60,7 60,7 71,4
3 7 25,0 25,0 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor vValid 1 15 14,3 14,3 14,3
2 49 46,7 46,7 61,0
3 28 26,7 26,7 87,6
4 13 12,4 12,4 100,0
Total 105 100,0 100,0

consumer Valid 1 4 11,8 11,8 11,8
2 7 20,6 20,6 32,4
3 12 35,3 35,3 67,6
4 11 32,4 32,4 100,0
Total 34 100,0 100,0
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mus.et.f.40

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 2 7,1 7,1 7,1
2 20 71,4 71,4 78,6
3 3 10,7 10,7 89,3
4 3 10,7 10,7 100,0
Total 28 100,0 100,0

instructor valid 1 18 17,1 17,1 17,1
2 48 45,7 45,7 62,9
3 31 29,5 29,5 92,4
4 8 7,6 7,6 100,0
Total 105 100,0 100,0

consumer Valid 1 3 8,8 8,8 8,8
2 8 23,5 23,5 32,4
3 11 32,4 32,4 64,7
4 12 35,3 35,3 100,0
Total 34 100,0 100,0

mus.et.f.41

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 2 5 17,9 17,9 17,9
3 19 67,9 67,9 85,7
4 4 14,3 14,3 100,0
Total 28 100,0 100,0

instructor Valid 2 22 21,0 21,0 21,0
3 69 65,7 65,7 86,7
4 14 13,3 13,3 100,0
Total 105 100,0 100,0

consumer valid 1 8 23,5 23,5 23,5
2 7 20,6 20,6 44,1
3 13 38,2 38,2 82,4
4 6 17,6 17,6 100,0
Total 34 100,0 100,0

mus.et.f._42

professional vValid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 8 28,6 28,6 28,6
2 11 39,3 39,3 67,9
3 7 25,0 25,0 92,9
4 2 7,1 7,1 100,0
Total 28 100,0 100,0

instructor Valid 1 26 24,8 24,8 24,8
2 39 37,1 37,1 61,9
3 36 34,3 34,3 96,2
4 4 3,8 3,8 100,0
Total 105 100,0 100,0

consumer Valid O 1 2,9 2,9 2,9
1 11 32,4 32,4 35,3
2 12 35,3 35,3 70,6
3 6 17,6 17,6 88,2
4 4 11,8 11,8 100,0
Total 34 100,0 100,0
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mus.et.f.43

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 2 7,1 7,1 7,1
2 9 32,1 32,1 39,3
3 11 39,3 39,3 78,6
4 6 21,4 21,4 100,0
Total 28 100,0 100,0

instructor Valid 1 9 8,6 8,6 8,6
2 34 32,4 32,4 41,0
3 43 41,0 41,0 81,9
4 19 18,1 18,1 100,0
Total 105 100,0 100,0

consumer vValid O 1 2,9 2,9 2,9
1 3 8,8 8,8 11,8
2 8 23,5 23,5 35,3
3 15 44,1 44,1 79,4
4 7 20,6 20,6 100,0
Total 34 100,0 100,0

mus.et.f.44

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 3 10,7 10,7 10,7
2 1 3,6 3,6 14,3
3 17 60,7 60,7 75,0
4 7 25,0 25,0 100,0
Total 28 100,0 100,0

instructor vValid 1 14 13,3 13,3 13,3
2 12 11,4 11,4 24,8
3 53 50,5 50,5 75,2
4 26 24,8 24,8 100,0
Total 105 100,0 100,0

consumer Valid 1 7 20,6 20,6 20,6
2 17 50,0 50,0 70,6
3 6 17,6 17,6 88,2
4 4 11,8 11,8 100,0
Total 34 100,0 100,0
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mus.et.f.45

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 13 46,4 46,4 46,4
2 11 39,3 39,3 85,7
3 4 14,3 14,3 100,0
Total 28 100,0 100,0

instructor Valid 1 42 40,0 40,0 40,0
2 44 41,9 41,9 81,9
3 17 16,2 16,2 98,1
4 2 1,9 1,9 100,0
Total 105 100,0 100,0

consumer vValid 1 9 26,5 26,5 26,5
2 11 32,4 32,4 58,8
3 11 32,4 32,4 91,2
4 3 8,8 8,8 100,0
Total 34 100,0 100,0

mus.et.f.46

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 1 3 10,7 10,7 10,7
2 11 39,3 39,3 50,0
3 14 50,0 50,0 100,0
Total 28 100,0 100,0

instructor Valid 1 10 9,5 9,5 9,5
2 42 40,0 40,0 49,5
3 49 46,7 46,7 96,2
4 4 3,8 3,8 100,0
Total 105 100,0 100,0

consumer Valid 1 4 11,8 11,8 11,8
2 13 38,2 38,2 50,0
3 11 32,4 32,4 82,4
4 6 17,6 17,6 100,0
Total 34 100,0 100,0

mus.et.f.47

professional Valid Cumulative

information Frequency | Percent | Percent Percent

manager Valid 2 3 10,7 10,7 10,7
3 24 85,7 85,7 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor Valid 2 15 14,3 14,3 14,3
3 84 80,0 80,0 94,3
4 6 5,7 5,7 100,0
Total 105 100,0 100,0

consumer Valid 1 3 8,8 8,8 8,8
2 12 35,3 35,3 44,1
3 14 41,2 41,2 85,3
4 5 14,7 14,7 100,0
Total 34 100,0 100,0
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mus.et.f.48

professional Valid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 2 7 25,0 25,0 25,0
3 20 71,4 71,4 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor Valid 2 29 27,6 27,6 27,6
3 67 63,8 63,8 91,4
4 9 8,6 8,6 100,0
Total 105 100,0 100,0

consumer Valid 1 3 8,8 8,8 8,8
2 10 29,4 29,4 38,2
3 19 55,9 55,9 94,1
4 2 5,9 5,9 100,0
Total 34 100,0 100,0

mus.et.f.49

professional vValid Cumulative

information Frequency | Percent [ Percent Percent

manager Valid 1 3 10,7 10,7 10,7
2 17 60,7 60,7 71,4
3 7 25,0 25,0 96,4
4 1 3,6 3,6 100,0
Total 28 100,0 100,0

instructor Valid 1 8 7,6 7,6 7,6
2 29 27,6 27,6 35,2
3 61 58,1 58,1 93,3
4 7 6,7 6,7 100,0
Total 105 100,0 100,0

consumer Valid 1 8 23,5 23,5 23,5
2 16 47,1 47,1 70,6
3 7 20,6 20,6 91,2
4 3 8,8 8,8 100,0
Total 34 100,0 100,0
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