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Background

Nowadays there are severg] <o

; O promote rebention.
Howat (2002). Green [2005) iiite (2004 consider expectations and the infly

f | ence of safisfaction in retention with Muray and

o Hin quality is related fo 1 4 r:;:us-ea on m.c:hv:rh::m tor the participation and commitment in physical acivity. Bodet |2004) mentions that

i G sl = member perceplion of results. Although the service atiributes don’t have the some value and consequently dont
T Ik ce in salisfaction (Bodet, 2006), it is necessary to understand the mare significant attributes. ;
I@L‘ﬂ 5'”‘?""—‘"”9 relention by perception of service afiributes seems to be a possible explanation. This perception depends on one or more service =
Pness attributes that the member considers more important fo renew the membership, Tharrett and Peterson |2006] mention that it is possible to ol
hih understand the reasons why members join the elub: specialized human resources friendly staff and proper space. Maclntosh and Dohety “
g [2005] have argued that Gyms and Health Clubs (GHC) should transmit the members kindness, trust, integrity, finess, positive offitude, =5
‘?ﬁ performance, passion,

innovation, development and communication Green [2005) adds variables associated to join the club: social o
interaction, skills development, enjoyment, relation with the staft and achievement of the desired goals of health and wellbeing. GHC have ‘i
been trying to understand their consumers in order to keep them in the clubs [Green, 2005). If o member

does not recognize the key points
% of the option, retention may not be effective [Kotler, Armstrang, Sounders & Wong, 2002)
) Objectives |
, and Considering the dimension of the filness marketing in Portugal [in 2005 there were 1100 GHC for 480 000 members, with 4,8% .
ndoh of participation (European Markei Report, 2005)], the present study aims to find out to what extent the perception that the members have :
ndoh from GHC contributes to the intention fo renew, through specific variables of positioning 3

Methods

The sample is formed by 2520 members from 8 clubs of the group Solinca Health ELF Fll‘nesljsgﬁlu?; [Flnfmgum1mh l:pﬂnnrmn:am q:ﬁ
. i ample band of p=0, agliacarme, . The questionnaire :
b hen they joined the club. The somple shows an emor 19! . : .ﬁ;,m-j
€sl, fﬂdH'IEr :;I'I;E::f E;I;LIE: ﬂug: ;endéﬂ. qualifications and income]; dimensions of posifioning [re&nurcai,l n:cas?l:ﬂhr'rrr';m w n;n'ldgﬂ-" ‘n'rl:'l 55 spexific
ﬂ ij':;rnESPEEﬂch one, the respondents were asked fo indicate their agreement using a S+point l;::;ull-f,-pe Egﬂr:ﬁqmg 1 apply” u:“h - |
e I i fant/ inconséant motivahon ency, attended W‘H}' spending] M B
ifi bl ofivation for the procfice, cons i <
ﬂﬁ Eﬂ;g!ere'}'s'-l_:it:r;z |r||3rir|:1:?i:&n o repun:hn:lse and influence other o join the club. To analyze the relmbihf‘y of the queshonnaine we usad a ﬁm ¥
) wi que

i 941 34 voricbles, ing o
value o) of of reliability, excellent. The data wos analysed wi ize the factors (atiributes) which explain most of the variability of the purchase enkion.

& Day, 1998) with principal components exirachon, to summar g
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Sueuirs is relatively young, with some familiar ﬂ“‘F‘ hﬂ':'“c“:"i availability et
The data shows that the majority of the s::ln'l'lr:!'I:r I[:Tm analysis, resulting in new I"uclnr.'r u!.rfll'l good mlam_ul wtﬂ:ﬁ
questionnaire has been proven o make relevo “Innovation and 5-F-‘“d" and d‘ﬁ'm“*b'lw space/lime” e

. i) ylea’c(HE . . i embers indicates that these g |
equipment”, :::‘nﬂﬁ rgﬁur::di i;ccassibflii}f spatiol/lem poral”, the perception of m
"HE s servic

the factor “Innovation and speed, the pzﬂ.casphun of m |
in the category referred fo as fairly. 2

equipment”, e
relevant fo continue pracficing. For S
except the affribute affordable prices thal m
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