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Paleo Solution - 291 
 
[0:00:00] 
[Music playing] 
 
Robb Wolf: Hi guys.  Thank you for your continued support of the PaleoSolution 

podcast.  I also wanted to take a moment and thank two of our 
wonderful podcast sponsors.  The first is Thrive Market.  Thrive is a new 
online marketplace offering the world’s bestselling natural and organic 
products at wholesale prices.  If Costco and Wholefoods online got 
together at a rave and got liquored up, their child would look a lot like 
Thrive Market. 

 
 So the way that thrive works for less than $5 a month, about $59.95 

annually, you get a membership that gives you access to more than 2500 
of the highest quality food, supplement, home, personal care and beauty 
products.  Those are all delivered straight to your door and at 25% to 50% 
below retail price.  Orders above $49 are free, but that’s only in the 
continental United States.  RobbWolf.com followers get a free two-
month thrive market membership as well as 20% off of your first order.  
So go to ThriveMarket.com/Robb Wolf and you can get in on that deal. 

 
 Our second podcast sponsor is Hylete.  Hylete creates an innovative 

performance apparel that captures the spirit of the hybrid athlete.  I was 
an early adaptor of the Hylete products and really like what they’ve done 
in the performance apparel scene.  They are inviting all of my listeners to 
create a powered by Hylete athlete account.  This will give you preferred 
pricing, free shipping in return as well as exclusive offers from Hylete.  To 
create that account, visit Hylete.com/RobbWolf.  Thanks again.  Now, it’s 
time for the show. 

 
 Hi folks.  Robb Wolf here, another edition of the PaleoSolution podcast, 

super excited for today’s guests.  I have two folks here both of them very 
good friends of mine. Craig Patterson is the founder of Madlab’s Training 
Systems. He’s also a founder of one of the earliest crossfit gyms in the 
world and the first crossfit gym in Canada. Jeremy Jones is one of the 
infamous coaches, cofounder of Diablo Crossfit, one of the most 
successful gyms and teams within the crossfit ecosystem. Guys, how are 
you doing? 

 
Craig Patterson: Doing good Robbie, thanks for having us aboard. We’ve been talking 

about this for a long time. It’s an honor to be on your show, buddy. I’ve 
looked up to you since day 1, which was sometime in September 2004 
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and yeah, your bravery and your sense of honor and justice is awesome, 
man. It’s great to be here. 

 
Robb Wolf: Well thank you. Thank you. 
 
Jeremy Jones: Yeah. I just think you’re good looking. I don’t know about all those stuff. 
 
Robb Wolf: Oh, thanks, thanks, you know the way to a girl’s pants so thank you. You 

know you guys have been huge friends of mine, just totally on the 
vanguard of everything that’s good within this kind of crossfit micro gym 
scene. Craig, so it is funny. It’s like 11 years probably this month, maybe 
around this date that we first met at one of the very earliest certification 
seminars. You came up there with a couple of your other buddies. You’re 
the only one left standing in the gym business, what is it 11 years later 
now? 

 
Craig Patterson: Yeah, 11 years.  
 
Robb Wolf: Tell folks a little bit about your precrossfit background because that’s 

pretty interesting and then bring us forward a little bit. 
 
Craig Patterson: Yeah. I grew up in a small town, a little fishing village of the north 

Atlantic, Gasbe Quebec. I’ve been an entrepreneur since I’ve been about 
12. I went to engineering school which kind of put that on the sidetrack. I 
went to McGill Engineering School and then I got out. I worked for two 
Fortune 100 companies and it was just wasn’t an entrepreneurial thing. It 
was more of the corporate culture and that really didn’t allow for free 
thinking and to do stuff really outside the box.  

 
 So around 2000, 2011 I started a little engineering firm. I partnered up 

with one of my best friends who had a bigger engineering firm. Went 18 
months, almost 20 months with my first deal. I was working on 
something new, something that kind of reminds me of when I first got 
into crossfit. It was a green building engineering design so lead and all 
that stuff. Then about coming up almost two years, I got my first deal. I 
was $30,000 in the hole. My EI had run out, all of those stuff. And then 
we ended up bringing in $3M the rest of that year. Anyway, I’ve learned 
this the hard way a couple of times; it’s not who’s right and who’s wrong. 
You kind of need money to defend yourself. So I sold that probably way 
too cheap and that was 11 years ago actually at Labor Day was when 
finally that deal got done.   

[0:05:02] 
 The very next day my girlfriend, this girl from the Czech Republic I was 

dating, she left me. Job was over, I was heartbroken and depressed and 
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fat. I was living in this big mansion with these other guys and partying and 
my buddies took me up to Whistler. I was in this like sweat lodge doing all 
kinds of crazy stuff. I got out and I saw this guy putting on a shirt with a 
clown in the back. You know it has got the puky thing and was like what 
the fuck is that.  

 
 It says ah dude, it’s rings, it’s rowing, it’s crazy right? I went and read 

Greg’s What is Fitness and Crossfit Foundations and it was like it just 
made sense to change my world. Robb, yourself, you can still read that 
now and it’s still an awesome piece.  

 
Robb Wolf: It’s some of the best stuff every written in strength and conditioning, You 

know I’ve got all kinds of a storied history with crossfit but you can’t take 
anything away from those guys on the epistemology and just some really 
high order thinking on the way that they wanted to tackle fitness. They 
defined the terms, they tried to make it a physics project in definition but 
while keep it fun at the same time.  I think they have been wildly 
successful clearly. 

 
Craig Patterson: Yeah and I mean you can read those today and they’re still amazing. So 

anyway, I read those things and a buddy gave me a workout and it just 
beat the shit out of me and then I went down to Seattle and Dave … I 
guess you had left Seattle then, Dave he basically was an open shop. You 
walked in, you couldn’t even find someone to pay. 

 
Robb Wolf: Right. 
 
Craig Patterson: there was no classes, there was no real trainers. It was like jumping into 

the Gymboree and go bananas right? 
 
Robb Wolf: Right. 
 
Craig Patterson: If you can sign a waiver it was wild. And then I met Greg a couple of 

weeks after that and we just you know, how he is, probably the most 
charming human being on the planet. Back in those days, he was fighting 
the really good fight. It felt like we’re going to change the world and they 
did. I mean crossfit did fundamentally change the world forever when I 
came to the fitness industry.  

 
 So yeah I just charged in full speed ahead and my first cert he said come 

on down with the first cert and I met you and you were running around 
bare feet and I was like  what the fuck is this guy doing. 

 
Robb Wolf: [Laughs]  
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Craig Patterson: I mean you can out lift, out pull, it was amazing what the people could do 

and I couldn’t even do a pull-up. I had  neck injury from hockey and I was 
fat. In three months I went from 235 awful looking pounds to about 195 
and probably fitter than I ever was playing hockey in McGill so.  

 
Robb Wolf: Right.  
 
Craig Patterson: That’s kind of where it all started, you know? Taking one stuff—go ahead 

I’m sorry. 
 
Robb Wolf: No, no go for it. Go for it.  
 
Craig Patterson: Now let’s hear from JJ. I’ve talked too long anyway. We’ll come back to 

that position. I know where I left off.  
 
Jeremy Jones: Cool. Yeah I had a slightly different background but it is funny I am also 

an engineer. So I was also doing martial arts in high school doing it’s now 
called kempo jujitsu and got into street fighting, this weird thing where 
dudes basically were in their skimpies rolling around the ground trying to 
make each other submit. Back in the ’90 I was like this would never be 
popular in the United States. You know it was really big in Japan and boy, 
did it blow up. So I was doing -- 

 
Robb Wolf: Right. 
 
Jeremy Jones: -martial arts and MMA into the 2000s. At 2004 I think I had my first full 

contact fight. I had to fly out of state because it was banned in California, 
right. We couldn’t do any of that stuff in California back then. But then I 
found online, I found this thing that said crossfit so I started doing it and 
trying to get into conditioning and I just did about eight weeks of training 
for my fight. I was in the best shape of my life and did a crossfit workout. 
I was more beat up from that than my actual fight. 

 
 So being a fighter when you learn a new move that hurts and you’re like, 

ow, ow, ow, ow, oh show me that again. Ow, ow, yeah, yeah do that 
again. You have this idea that it’s cool so I want to learn it. I think that 
was what attracted me to crossfit was it was like kind of wrecked me 
after I’ve been doing all those trainings. I said hey I need to learn more 
about this and I had essentially multiple black belts in martial arts and I 
did not really have an understanding of fitness  

 
 So I kept doing the engineering thing for a while. I was teaching martial 

arts to engineering and then I decided to do the – in 2005, we opened 
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our affiliate Diablo in my backyard with my partner Craig Howard and the 
other guy named Rob Barnum. We rolled with that for a while, did the 
park thing and then the gym sort of blew up. We got to about three 
locations to almost about a thousand members at its peak, teens and 
individuals that crossfit games 7 or 8 times. Been on the podium a few 
times. Yeah that’s pretty much my background as far as the gym realm 
goes. 

[0:10:06] 
Robb Wolf: Nice, nice. Then I think folks are familiar that I helped cofound the first 

and fourth crossfit gyms not in town but in the world. We were very early 
on the scene, had no idea what we were doing. Really had kind of spackle 
things together. There were no well-established plans for doing things 
and the group fitness model was intriguing on the one hand because it 
really glues people in at least seemingly so in the beginning. But pretty 
early on, we noticed that there were some significant challenges like one 
thing I went into crossfit with a powerlifting background. Although I 
didn’t have good cardio, once I grafted on the cardio piece of things, I 
could clean jerk 315 pounds, do a sub three minute fran and I could 
motor along pretty well. But my clients I couldn’t get them to do much of 
anything particularly if they came in from an endurance athletics program 
or you know, just lacking in a strength background. So we figured out we 
needed some more dedicated strength work. 

 
 Dave Warner started making some noise about hey maybe we should 

think about progression and instead of scaling so he was a big influence 
on us. And then we were also trying to figure out how do we bring some 
continuity to our gym and the way that we onboard folks. So we did a lot 
of personal training about 50% of our revenue was from personal 
training, the other 50% was from group classes.  

 
 We had this thing called yan ramp which I was pretty enamored with for 

quite a while. Craig and JJ have since taken me out back and given me a 
hickory switch to the ass about that. We’ll talk about some of that stuff, 
but it was all an attempt to bring some quality control to this thing and to 
both improve the stickiness of people coming through the front door. But 
once these people have come through the front door, by the love of god, 
retaining them. Like you’ve already done all the hard work to get them, 
let’s keep them here over the long haul. Interestingly the longer 
somebody has been with you, the less of liability they are. They should be 
better at things and all that type of stuff.  

 
 Craig definitely your gym and the systems you’ve built have gone through 

quite an evolution. Could you talk about that kind of bring us up to date 
with where Mad Labs was born and where it is now? 
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Craig Patterson: Well let me kind of reverse engineer this a little bit kind of like Star Wars 

didn’t start out number one. 
 
Robb Wolf: Right, right. 
 
Craig Patterson: It sort of suffers along. So I’ll start at 2011, at the 2011 games. You were 

there with me and Reebok was brought on. That was the final eye 
opener. I mean we’ve been seeing signals forever that it was going to go 
completely free open market and wild, wild west and it wasn’t. I looked 
at it and said holy mackerel first is we got to find our own brand and 
marketing and stuff and that’s since changed, I’ll get back to that later. 
But it was kind of like we got to find out what works and what doesn’t 
work because most of the world was going down the path of just group X 
and I had tried it.  

 
 If I go back to 2004, I started just personal training. You know Greg was 

my mentor. I went down and saw him probably once a month. I talked to 
him in the phone like every second or third day. Like he really took me 
under the wing and just talking to the guy was so entertaining. I learned 
to be a really good personal trainer, a decent one in six months. You 
know, I started off charging people $5 an hour and I got kicked out of all 
the regular places like it’s kind of like the badge of honor. 

 
Robb Wolf: Right. 
 
Craig Patterson: I got kicked out of all those, even parks for Christ’s sake. But the 

community centers and the global gyms until finally I found a personal 
training studio and the guy would let me train my people. We actually 
moved all the machines at one side and we had a little space. Made one 
pull-up bar on the rope and away I went.  

 
 Now between October and March, I got up to from $5 an hour to $50 an 

hour and I was doing all personal training. Like that what’s Greg was 
doing back then. There was no group classes or stuff like that. If there 
was, it was because Greg had personally trained, you know, he probably 
had 50 clients at the time. 

 
Robb Wolf: It was basically an invite kind of deal. It’s like hey, you’re ready to go into 

the team six is what they called it. It was a 6:00 a.m. group class. 
 
Craig Patterson: Right, right. How that even evolved was Greg had so many personal 

training hours that he was like if he put two people together he can make 
more dollars per hour and take on more clients. And that’s kind of how it 
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evolved. But he was a personal trainer first and foremost and that 2001 
what is fitness, he didn’t come up with that from a group exercise class 
right?  

 
Robb Wolf: Yes. 
 
Craig Patterson: That was born of a personal training culture. Anyway, long story short, 

you get to March and I had – I was doing $5000 a month in gross 
revenue. I had a few little group classes but everybody had to go through 
personal training first. I introduced them to each other and see if they 
wanted to work out together and all that stuff.  

[0:15:14] 
 Then we got all the personal trainers in that place around and around and 

like wanted to kick me out because their clients are starting to see our 
stuff and wanted to come over. Like the people who are doing the bosu 
balls or the people doing the leg presses and arm curls all that shit they 
were like what are you guys doing?  

 
 So they had to get me out of there. I was going to take all of their 

business. So fair enough I called together my partners there and we 
opened our first facility and  I was encouraged to just throw them all right 
in the group. You know, so that was May 2005 when we opened our 
doors. I brought over around fuck, 50 or 60 people, at least 50 and then 
someone said 40, and 50. Somewhere around there, between  40 and 60 
people. We could pay the bills and my partners weren’t doing any of this 
training. They had in their minds, which I didn’t quite understand at the 
time. we were going to hire these girls and they were going to run around 
like a Bikrams class or yoga or any of this kind of stuff. They had full group 
x in their minds and they weren’t really going to do the training.  

 
 Well so we did. We hired the two girls which we didn’t need them 

because I could have done most of the training and we opened the doors. 
Within nine months to ten months, we were $75,000 in the hole and 
nearly all of the clients were gone except for the ones I had personally 
trained. We ripped through people. Like Mike Streets would come down. 
We would get 20 people to show up. He’d run them through a first day. 
We didn’t know where it would start. There was no rhyme or reason to it.  
Brutalized all those people and they would just leave and go home and 
never talk to you again. Right? 

 
 So  
 
Jeremy Jones: This is early 2005 or 2004?  
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Craig Patterson: We’re into May, June, July of 2005.  Right? 
 
Jeremy Jones: Yeah. I mean it just cracks me up that this is going on before – this is 

before probably the 50th affiliate even right up until. 
 
Robb Wolf: Right. 
 
Craig Patterson: People are still doing that. I mean -- 
 
Robb Wolf: yeah, that’s the painful thing is people are still doing exactly that. 
 
Craig Patterson: Yeah, exactly. We’ve seen some of the mistakes. I ‘m going to talk about 

the eight laws of gym. So let me fast forward. So you know I said I had to 
get rid of my partners, I had to shut down this group x. I just started 
personally training people so I could make enough money to live. Right? 
And the people I personally trained, they stuck around and the people in 
the group classes are like fuck I want to do that Patty like you know, I’m 
intimidated by the group. The next thing you know everybody went 
through personal training and then back into the group. I had scrapped all 
other ways of getting into the thing and it was all personal training. It was 
– then at that time it was ten sessions minimum. 

 
 You know, you fast forward it a couple of years they started bringing on 

coaches and they had to bring in their own clients. The only way we could 
possibly raise a coach was they had to learn how to do one on one 
personal training first. Right? And that’s how Greg had always prescribed 
it. So fast forward around 2006 suddenly that mastermind thing and 
that’s when the biz kind of got involved.  

 
 I mean we were doing a $50,000 a month then. I was making real money. 

I went from $73,000 in the whole to $125,000 to the good in under two 
years right? We just banked everything. We had to move gyms like two or 
three times it was crazy and I started raising apprentices into coaches. 
Back then it was like I just gave them 70/30 right off the bat. So with the 
meeting, I don’t think you were in on the mastermind one for some 
reason but so 2006 or 2007, John and Andy wanted to get into the 
business with their business and John Burch had a background in martial 
arts from what I understood. They brought together the top 15 affiliates 
in the world. I mean Christ’ we were only about a hundred  

 
Robb Wolf: Right. 
 
Craig Patterson: We sat out and described what we were doing. We had to show our 

numbers. I was shocked. There were guys that had been talking in all 
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these forums and everything that weren’t even making $5000 a month 
right? We were doing $50,000 and then Andy was doing $10,000 or 
$15,000. And then I started describing what we did, you know, and this 
would lead to our eight laws of gym and I’ll get to the punchline 
eventually here.  

 
 There was Dave Picardy who is now in the Mad Lab group. There was 

Andy Petranek who has left the business who is in the Mad Lab group. 
There was Erick LaClaire who is now in the Mad Lab group. Like nearly all 
the guys in that meeting that aren’t bankrupt or over the business were 
all in the Mad Lab group. But they all charged off and did it completely 
opposite of how I was doing. I mean it was incredible to me that I had the 
best numbers and  I could show the reasoning why we did what we did 
but nobody did it. Everybody went lowest common denominator. Right? 
Which is really shitty --  

 
Craig Patterson: Peter coached by the hour all that stuff.   
 
Jeremy Jones: That’s hard work. That’s why I mean. 
 
Robb Wolf: I think that a ton of it, you know, I mean the systems, I feel like we have a 

pretty good gym. We’ve had a good monthly revenue over the course of 
time. But when I looked at some of the systems that you guys were doing 
and the way that you were breaking down like dollars per hour, dollars 
per square foot, dollars per trainer hour, per square foot and different 
things like that. Really getting granular on the metrics because we had 
kicked around the idea of doing kind of a NorCal business systems thing 
for a long time.  

[0:20:17] 
 Patty came down to Reno to I guess coming up on three years ago now 

and he showed me just a bunch of crazy word documents that he had a 
bunch of this shit in there. I started reading them and I was like I don’t 
know if you remember this Patty but I closed your computer. I’m like I’m 
not going to look at that because we’re still thinking about doing 
something with NorCal and I will steal every goddam thing you have.  

 
Craig Patterson: [Laughs]  
 
Robb Wolf: So that’s done and over the course of time what that’s evolved into is I 

think that we’re probably going to do some training related education 
but we are not going to enter into the pool of business systems because 
hopefully not cutting too much to the punchline but Mad Labs would 
absolutely shelack us. It would be like a taichi practitioner fighting a 
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Brazilian jujitsu black belt. It would be ugly at this point so. Just an 
insight.  

 
Craig Patterson: I appreciate that Robb. 
 
Robb Wolf: Patty, I don’t want to diver too far here but I want to pull JJ in really 

quick. I know I’ve got a lot of gym owners that listen to the podcast. 
They’re probably scratching their heads right now and they’re like wait, 
there’s something wrong with group fitness? I mean whether you’ve 
been in this five years or five weeks people just look at these numbers 
and they’re like hey, if I charge $100, $150 a month and I get 200 people, 
I’m much.  

 
Craig Patterson: Sure. 
 
Robb Wolf: I’m rich. JJ you guys had three locations and a thousand people. What 

type of money were you pulling down?  
 
Jeremy Jones: Well the reality is the model doesn’t work because there’s the eight laws 

that we’re going to talk about but what we tried to find out was okay, if 
we just add a few more members and then it was, oh we’re going to 
expand the location we need more square footage. Oh we’ll add a 
location, we got to get a team back to the games. We got to get an 
individual to the games. You know, oh we’re going to have the best 
coaches in the world. We’re going to have the best facilities, best 
equipment, all these features and benefits, we checked off the list. We 
got it all down. 

 
 As we grew and grew and grew, the problem is that we’re not in the 

fitness business. We’re in the relationship business. As we grew, we had 
more coaches. I think right now I think we’re at our main location is 
16,000 square feet, has around 600+ members. We do 23 or 24 classes a 
day a week day. 

 
Robb Wolf: Wow. 
 
Jeremy Jones: We have usually between 180 and 220 people roll through the gym each 

day and then that also doesn’t include the jujitsu school that we have in 
there now. It’s also kicking really good. What happens is we lost the 
connection with the members. You know, as I started to be more spread 
thin and coaching wise, I didn’t have that one on one relationship and I 
was in the same boat as Patty is. We started kind of inducting our oldest 
members into that, we called them their legendary status.  
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Robb Wolf: Uh-hum. 
 
Jeremy Jones: They are people that have been with me for seven, eight years. There’s 

about 40 or 50 of them that I did one on ones with when I finally quit my 
engineering job in 2008. You know, I did one on ones with everybody to 
start them off and they’re still with us and then as we noticed a we got 
bigger and bigger people were just spilling over. It was like you had this 
class it would be 12 or 14 people and people would say yeah, you  guys 
are doing great. There’s always one or two new people in the class but 
it’s never the same people right? So you have one guy step in and he 
would be there for a couple of weeks and then he would rotate out and 
some new person wants to take his place and then he’d be there for a 
month maybe and then it was this constant revolving door.  

 
 When we looked at our systems, what we found was as we grew, we 

started adding this middle management. We had people who were 
running the events and people who were running accounts and helping 
trying to stem this hemorrhaging of members. We don’t have managers, 
we called them pit bosses because it’s more like Vegas pit boss. 

 
Robb Wolf: Right. 
 
Jeremy Jones: Than a gym manage as they walk around the classes and making sure 

they talk to people and make sure they’re checked in the class and 
everything. That middle management basically ate up anything that 
would be considered profit. So -- 

 
Robb Wolf: So I mean what you had was no ability to scale without linearly increasing 

costs? So you add another body the you add incremental amount of 
middle management and cost. So that it just never was becoming really a 
profitable enterprise.  

 
Jeremy Jones: Exactly and that’s what we found. I mean Andy would even say as you get 

larger and larger, your costs increase more and more. You know, if we 
had kept it down to maybe one location, and we just raised rates you 
know, and did more personal training and did all these things like we 
would probably be one of the most successful crossfit gyms financially in 
the world.  

[0:25:09] 
 But we kept growing and part of that was I think we wanted to help as 

many people as possible. So instead of you know when the flood started 
coming in during the crossfit golden age, you know, it was not about like 
oh I should raise my rates. It was more like let’s try to create a system 
and we basically used the version of the on ramp. We turned, we 
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changed from personal training in the beginning to on ramp style 
because we had to handle the flood. You know? 

 
Robb Wolf: Right. 
 
Jeremy Jones: We wanted to help as many people as possible and then also when we 

started, as more and more people came instead of trying to think about 
profitability and kind of what your exit strategy is, we just kept expanding 
so that we could give the coaches more opportunity and have more 
people quit their careers and come coach full time and try to provide 
more opportunity in that regard. But in the end, you know, I ended up 
with me and my partners, we have a job and we get paid okay to do our 
job. But the gym is not showing any real profit and there’s no real exit 
strategy. 

 
Robb Wolf: Right, right. So Craig swing us. You know, from that scenario, I think that 

lots of people who are running gyms I mean we know this to be the case. 
You see it all the time when people first get their life preservers thrown 
to them from Mad Lab and they’re just like I though all I needed to do 
was add more bodies and in fact like you have some great metrics where 
once people up to 100 people, 100 clients your bleed rate is x once you 
hit 125 people, your bleed rate is Y. When you started breaking down 
some of these numbers it was a pretty crazy eye opener.  

 
Craig Patterson: It is. It’s unbelievable that the whole world went out and started these 

gyms. It’s kind of like I lost a little bit of faith in humanity actually. You 
know, that saying that what is right is not always popular and what is 
popular is not always right?  

 
Robb Wolf: Right. 
 
Craig Patterson: It’s an Einstein quote and the other one is human beings are essentially 

sheep. But I hate to say that because I did the same thing too. Like I went 
down the path and you just quickly figured out there was no way this has 
got a long term sustainability, it won’t work right?  

 
 If you guys are at home wondering what the group X model is, it’s 

basically you’re paying coaches by the hour. You’re getting them through 
some kind of a group on ramp into a group class. There’s not much coach 
development going on. The coaches don’t have their clients that they get 
paid for and on and on and on.  

 
 It’s basically get people into a group class, how many members do you 

got, not about real training. That’s a fundamental difference.  
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Jeremy Jones: Like boot camp or spin class. 
 
Craig Patterson: Yeah. And trying to run something like functional fitness, crossfit, GPP 

whatever you want to call it, in a setting that is totally inappropriate is 
just too complex is what we’ve come up with. So if I go back to the 2007-
2008 kind of thing Greg put a video of me up on when we were in Vegas. I 
started describing what we’re doing anyway a year later, you put it on 
that website and I got inundated with calls. I was like getting towards 
2008 and I was trying to explain to people what we were up to, and I 
didn’t necessarily know what we’re doing was the be all and end all 
because someone could have done it better than us because none of us 
are sharing information at this point.  

 
 After that mastermind thing in 2006-2007, everybody went off and 

became an expert on gym systems and they all had the wrong model in 
my opinion even then. But I was like I was just trying to take good care of 
my guys. We were getting up to making $50, $60, $70,000 a month by 
2009. You know, Gregg had asked me to come in and kind of be the gym 
systems guy. Fuck, I didn’t know, first of all we didn’t have enough data 
to prove what we were doing and second of all I had to take care of my 
guys. You know, we were making a lot of money and there is all these 
people out on the scene trying to sell their business system with the 
wrong model, without any proof, without any data whatsoever.  

 
 You know Robb as well as I did, I come from the scientific background 

and Greg was all about the scientific method. You come from the place 
where you can’t prove it with data. You’re just talking bullshit right?  

 
Robb Wolf: Right. 
 
Craig Patterson: So you know, fast forward to 2009, I got people calling me left, right and 

center. Like their gyms aren’t doing well. I got to meet the need. So I 
started putting together PowerPoints and emails and I didn’t even have a 
Skype account. I was doing it by the phone. It was like I was overrun. My 
girlfriend at the time said why don’t you just record your voice? You say 
the same things to these people over and over all day. Why don’t you just 
record that and put it up against the phone so at least you can go take a 
piss? Right?  

[Laughter]  
 I did. You know, what I mean? There were certain sections I could literally 

record and say listen to this you know? So that kind of started the idea of 
an infrastructure to teach people what we were doing but I still didn’t 
know if we had the data or not.  
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[0:30:13] 
 So anyway 2011, I was like 2009 the city of Vancouver came in and they 

were like you’re shut down. You cannot have basically a gym in the 
industrial area. By that point, we had people coming in from all over the 
world to learn from us. We had a whole, we had people from like you 
name it from Brazil, to Indiana, to Australia to Ireland hanging out in our 
gym learning what we were doing. Right?  

 
 I was on the phone 20 hours a week trying to explain to people and it was 

just, you know, I didn’t have the infrastructure. It wasn’t scalable. I 
couldn’t do anything and then the city comes down and the only – we 
just put like $150 or $200,000 into this building and for the thing to work 
I needed this kind of space. They’re like you guys are gone. I mean Gold’s 
had lost that fight. Fitness world had lost that fight. And here I was little 
old me and our little troop say post it up with 10,000 square feet in the 
industrial area.  

 
 So I had to go to war and the only outright use was a school. So I was like 

hmm, can I turn this little thing into a school? So I spent two years and 
three months with every month with an eviction notice on the door until 
we turned it into a proper school. Now getting a school registered and 
then getting it accredited is extremely expensive but you will learn how 
to actually teach people properly and what all the systems are and all 
those stuff.  

 
 So by the time I got, I know this might be getting longwinded but -- 
 
Robb Wolf: No, no it’s good. 
 
Craig Patterson: --I’m going to get into a punchline.  
 
Robb Wolf: No, no, it’s good. It’s good background.  
 
Craig Patterson: Okay, cool. So by the time it gets to the – it was the D Day, June 6, 2011 

when I got the piece of paper right? I mean I went through a girlfriend, I 
had to fire a coach, it was probably the hardest time of my life. I picked 
up a Scotch habit in the evenings just to not think about it but I was 
thinking about it 24/7 for two years and three months, whatever. 
Anyway, we get the thing and then we go to the games in 2011 and it’s 
like all hell is breaking loose. Like I hadn’t been in the community for like 
three years basically. I hadn’t been talking to anybody. Nobody was 
talking to anybody and that was when you went through your tough 
times with them and like it didn’t resemble anything when I started in 
2004.  
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 I said okay, it’s time to go figure out these business systems and so I went 

around to the – I consulted to probably 50 people, 75 people. I may 
probably have talked to a couple of hundred back in 2008 and 2009 when 
I was trying to do that rudimentary thing. When the city came down, I 
said just shut it all down so I can’t help you guys. Or I would send them 
free stuff and I said that’s it, that’s all I can do for you.  

 
 So I went back in a while and I started interviewing these guys and how 

they were running their gyms and a few of them had gotten the personal 
training right. Nobody had got the coach compensation, coach 
development, coach for life, hybrid gym model, all the stuff I’m about to 
describe. Nobody had gotten that part.  

 
 And then I started looking in their data. I said show me the data and I 

started looking at all their numbers and the churn rate was over 100%, 
right?  

 
Robb Wolf: Now, will you explain that for folks? Like fi you don’t have a business 

background, lay out what that churn rate is and how that should pucker 
your testicles if you are a business owner.  

 
Craig Patterson: So the churn rate is I will have a hundred clients sitting in front of me 

looking at me in the face right now and your churn rate is 101, you lost 
101 people in the last year. Right? So you’re losing more in the year than 
is coming in or what’s standing in front of you that’s the actual definition 
of churn. 

 
 So every single gym that I talked to and once I looked at their – I got into 

their CRM and looked at their data and started talking to a bunch 
educating them on what the fucking thing even was, it was nobody under 
a hundred. I was looking at well what’s your fundamentals program, 
they’re all doing a group on some of that was thanks to you Robbie. And 
then most of them were doing the biz. 

 
Robb Wolf: Uh-hum. 
 
Craig Patterson: As some version of the biz which is probably you know, at least on a 

whole different order of magnitude worse than the on ramp. And then I 
started looking at how they’re paying their coaches and they’re paying 
them to come in and be a rock star for an hour in the class and leave. 
Right? It was a performance. It’s just a one hour performance and it’s 
more about the coach than it is about the clients in a lot of these 
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situations. So then I talked to 50, 60, 70 and then I was like well 
something is wrong here.  

 
 So then I started going around at other gyms and looking at what they 

did. The vibe in the classes and the culture and it affected everything. So 
you know, after looking at about 100 of these, I was like okay fuck, I know 
we got something better than that. I got to go about proving it and I also 
learned a few things along the way that I was going to change about my 
systems. Some of them were even mistakes especially programs well you 
know that.  

 
 So at the end of the day, I took seven gyms, the guys that I wanted to 

work with who I had to talk to every week and I had to –you know, I had 
put on a two day or a three day course and they came and showed up. I 
look back in that course I’m embarrassed because most of the good 
information happened in the last two hours and then you know, we’re 
like what about that, what about that, what about that?  

[0:35:08] 
 The real good stuff we didn’t realize what it was. Anyway, so after one 

year of hacking it out the best I could, I mean totally unscalable, drove 
myself into the ground, they came back with 100% increase in revenue, 
250% increase in profit. Coach pay went up 350 and the results were 
staggering. They managed to fuck up a lot of it. And then at the time we 
brought Zen Planner in to try to look at all the data and we brought a 
payroll system in. We brought in this pocket coach and we started our 
first like online school.  

 
 Anyway, fast forward we did the same thing with the gamma or beta with 

different tools and then we did the same thing with a gamma group. So 
went alpha, beta, gamma and then whatever the fourth one is. We called 
it full release because we thought we were going to go full release but we 
still didn’t and we got up to 150 gyms and a generation showed the same 
results but faster right.  

 
 Now you started getting into –you know, we had a guy from Harvard 

Business School who in 2013 or 2014 he was doing his MBA. He was going 
to crossfit Boston, Neil Thompson one of those original early guys in 
2005. His gym was in bad shape and then he joined our group and did the 
changes. He’s like what the fuck is this? This is crazy right?  

 
 He got a hold of me. He said I want to be your CEO. I was like hang on a 

second dude, you know what I mean, we’re barely paying staff and I 
didn’t take any loans out and I was shoot. I called them altogether myself. 
I didn’t want to go get the big loan. Anyway he went and did the study on 
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our gamma team and he showed those results. Like I think it was an 80% 
increase in revenue, and profit was infinite because if you gave the owner 
even $4000 a month in pay there was no profit. We gave him $4000 and 
he made $4000 or $5000 in profit. That’s an infinite increase in profit. But 
coach pay always went up around 300%, 350% and that was what our 
goal was a professionalized fitness coach.  

 
Jeremy Jones: What did the Zen Planner number show about the average crossfit gyms? 
 
Craig Patterson: The average crossfit gym this is the latest data. They do under $13,000 a 

month. The churn rate thing is somewheres between 85 and 111 and the 
problem is with the Zen Planner system, and you know, we’re now open 
to do business with front desk and Wodify and whoever and it looks like 
front desk is actually doing a really good job, no plug to Nicky, that’s what 
some of the things we’re open to anyone of the CRM manufacturers now 
and we got  a way to talk to them. But it showed a churn rate but the 
problem was anytime we did a specialty program, we had to create a new 
member.  

 
 So and then you did a specialty program for eight months and they were 

out that fucked up the churn rate. So we had to go through and do a lot 
of manual data. So to get – fit somwheres between 85 and 111. I’m 
tended to think it’s over 100. My personal number I think is about 101. 
This is on a 1674 gyms.  

 
 There’s zero profit. Coach pay is around $1100 a month and the average 

client is like I think it’s 119 clients. The average is $125 whereas Mad Lab 
school of fitness our churn rate is under 20, 22 to 18 somwheres in there. 
We do $75,000 a month. I think it’s probably around $70 now. We’re 
feeling that whole crossfit slow down. Average lifetime value of a client is 
really interesting. The average lifetime value of a client in a standard and 
crossfit gym with the Zen planner is $1700 and they’re gone. We’re at 
$5700.  

 
 So those numbers tell the story of exactly what the problem is. The 

problem is -- 
 
Jeremy Jones: I mean the client value to me is one of the most powerful numbers I 

mean especially now that we’ve seen this decrease in new people looking 
for crossfit and looking for the style of fitness that we’re teaching. That 
just means that every single one is so much more important to keep and 
to provide value to so that they’re willing to pay. You know, that a lot of 
these business systems in this, especially the biz but there’s a lot of the 
newer ones that have come out lately and they were at gyms that were 
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seeming to be the successful. But that was during a time when you had 
20 to 30 new people walking in your gym every week looking for crossfit.  

 
 Now you didn’t do any advertising or any marketing. They just showed up 

and wanted to do crossfit. You know, you could just do a terrible intro 
class having to do a free class and five of them or ten of them would sign 
up on the spot. You know, building a business system on that model 
when you can’t control the number of people coming in you know, that 
wave has crested and now we’re seeing a lot less people coming in every 
month. 

[0:40:05] 
 I know for a fact that a lot of those business systems are not going to – 

are not going to work today or next year or especially not two years from 
now.  

 
Robb Wolf: The parallel I have with that is when you looked at all the people in real 

estate during the 2004 to 2008 real estate run-up, you had people in all 
kinds of peripheral industries related to real estate flipping and when 
that thing died, when the bubble popped, the systems that have been 
put in place were not built for an environment that was amenable to 
their survival.  

 
 So this is something that’s really important for folks to keep in mind that 

if you have a never-ending spigot of people coming through the front 
door, then you can probably get by with some very lackadaisical, sloppy 
systems for maintenance and retention. But if that becomes a more rare 
event when somebody actually seeks you out you really want to make 
sure that you retain those folks and get them. I just wanted to throw one 
other thing in here, particularly it seems like a lot of folks become kind of 
market or profitability phobic. When you talk about the lifetime value of 
a client, that’s good for the business which is nice because you keep the 
lights on and the bills paid and the business stays open.  

 
 So you can continue doing the things that you do but that also means 

that that person stuck around a heck of a lot longer and theoretically 
would probably get a lot more health and you know, wellness benefits 
because of longer participation. 

 
Jeremy Jones: And I know Patty and I have talked about this before too and that’s 

something that we kind of had a hard time conveying to the newer 
coaches that have come on the last few years. But when we started our 
gyms,  and I’m sure as with Robb is same with you. Like when somebody 
quit, when somebody left, it was like it was gut wrenching. It was like 
you’re losing a best friend or a family member was moving across the 
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planet. Every time I lost somebody from my gym, I felt terrible. Like I had 
let them down and as the runoff so to speak came into crossfit,. You 
know, and a lot of the coaches came on board during that time, they’re 
used to seeing people oh you know, it’s not for them. You know they 
can’t make it work or they’re not tough enough or they’re not committed 
enough. They make all these excuses of why those people quit but the 
reality is you just let the person come down they may now be walking a 
path of sickness and an unhappy life because you didn’t pay attention 
and you didn’t take the steps to run a professional gym. 

 
Craig Patterson: Right. I mean I feel bad for there’s a lot of people out there listening right 

now that want to be good owners and are good coaches. You’re in a 
model, you’re in a system where you have zero chance of success. It’s 
especially critical for the ones that have joined the last starting a crossfit 
gym right now and you get a brand a crossfit and you’re going to run at as 
a group x model, you’ve got zero chance of success, I can tell you that 
right now.  

 
 Even the ones in the last two or three years that have opened, it’s done. 

That bubble is done and you need to actually learn how to run a 
professional facility and raise professional coaches. The group X model 
and there’s tons of consultants out there that are going to say yeah, I get 
it, it’s all about marketing, get new people in the door because that’ what 
the owners sitting there thinks oh I got new people in the door, that will 
solve everything.  

 
 You can do all the marketing you want and get all the people you want in 

the door. It won’t make any difference. You’re going to get burned out 
and go bankrupt because your churn rate is going to be through the roof 
because of the model you’ve been using. 

 
 So without further ado, I’m just going to describe like this is after looking 

at a thousand gyms, four and a half years of alpha, beta, gamma, four 
release testing with zero marketing up until this month. We haven’t even 
told anybody. We’ve been a closed, secret society. The only people who 
joined us are friends of friends and it’s been one big just long clinical trial 
of what works and doesn’t work.  

 
 We are 100% sure that this works if you’re willing to do the work. There’s 

eight types of people we can’t help will get there. But Robbie, should I lay 
on the Madlab’s eight laws of gymming? 

 
Robb Wolf: Yeah, yeah, do it, do it. 
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Craig Patterson: Alright. So people still make this even the simplest mistakes over and 
over and over again because they’re not getting the right information but 
here we go. Client first day experience, so bring a friend, a week free, 
come at 10 o'clock. You know, none of that shit works. The close rate on 
that is terrible. You want to do one on one, by appointment only. The 
person they talk to on the phone is the same person they do the first day 
with which is the same person that are going to train them. I’ll get into 
that later. 

 
 We can post this up one day eight and so on on probably be on Robb on 

your website or whatever-- 
 
Robb Wolf: Okay. We can put that in the show notes. Yup. 
 
Craig Patterson: Yeah. One on one by appointment only. Second, there’s a fundamentals 

program you need to do one on one personal training, 15 to 20 sessions. 
You graduate to a hybrid gym membership via benchmarks and a fitness 
arting. Like you have to have a standard for graduating them to the group 
class. But you’re not really graduating them to a total group class when 
we get to that, it’s a hybrid.  

[0:45:08] 
 Coach for life. you got one coach, one client, same person who does the 

same first day, same person who does the fundamentals, same person 
coaches the majority of the group classes, right? This thing all ties in 
together. It’s almost like how the laws of physics work or something.  

 
 Four as a hybrid gym, membership after fundamentals clients do a 

combination of personal training and group classes. Optimally the client 
should be seeing their coach in a one on one setting every month and 
they can go to a group classes as appropriate. Coach compensation, 
coaches are paid on a percentage basis per client the lifetime of that 
coach. That means they’re incented for longevity, they’re incented for 
success of that client. All the things you want to be happening not just 
paying someone to come up and show up and be all-star for an hour 
leaving right?  

 
Robb Wolf: And this cuts out some of the middle management that JJ was talking 

about because that coach if somebody leaves, they’re incentivized to give 
them a call and be like hey, let’s go have coffee and talk about what’s 
going on. You know, and try to bring them back -- 

 
Craig Patterson: Right. 
 
Robb Wolf: --daily yeah. 
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Craig Patterson: And that brings up even a bigger thing we’ve been doing. We’ve now 

have a sales trainer for our whole group to teach the coaches how to sell 
you know, you’re going to show up, you’re going to sell them 80 bucks an 
hour personal training, a hundred bucks and hour personal training 
whatever the market it’s in. It’s in Florida and it’s a small town. Maybe it’s 
50 but we’re being trained how to find out where the pain is. Like so 
you’re not just selling a group class. You’re finding out what is going on 
with this client. Like you know and you get to the point where you know I 
have diabetes or I’m in risk of a heart attack or I just want to get better at 
baseball and I’m getting injured or whatever that is. That’s what you’re 
coaching right? You’re taking care of that client. You’re paying this owner 
to run a group class. You’re never going to get there. It’s too 
fundamentally different ways of approaching business.  

 
 Anyway next part is the coach compensation model. There’s five coach 

development program in conjunction with the coach compensation 
model. We start coaches at zero percent and they earn their way up to 
approximately 50% of the client revenue. That takes what two to three 
years. We have got like I don’t know JJ is in charge of – our professional 
coach development program. That’s you know, 60, 70, 80 courses. 
There’s sales training in it. There’s all the exercise science, the physiology, 
the practical but at the end of the day the coach needs to generate 10K 
per month in gross revenue to graduate. Right? And that’s scalable 
depending on market.  

 
 My top coaches as you know Robb like guys like TBear and Cheppy and 

Andy and those guys they’ve made over – they’ve grossed over 20K a 
month for years. You know, there’s somewheres between 10 and 20 
every month and they take home about 50% of that. I mean Tbear has 
made over a hundred thousand dollars many years.  

 
 Coach coops so the team have established morning and evening coaches, 

pool their clients together for each classes, each sharing in the coaching 
responsibilities right? So established coaches, average 7 to 8 hours of 
group classes a week. That’s all I want. If you’re training more than that 
of group hours a week, you’re actually not a real fitness coach. You’re a 
group exercise coach. I want them doing seven to eight hours of group 
classes a week to take care of their clients that are in those group classes 
and they’re doing 15 to 18 even 20 hours of personal training of new 
clients and fundamentals and existing clients for retention right?  

 
 And then established coaches take home somwheres between $5,000 

and $10,000 a month right. At the end of the day, this is the big part, 
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number eight is building a saleable asset. If you’re running a group 
exercise class so you look at 90, 95, 98% of the crossfit gyms, their 
business is not sellable right because if the owner is gone that’s it. You 
got basically the value of your assets.  

 
 Whereas as an owner, if you can figure out the system and then teach 

coaches how to do it, for example if you can have a morning team and an 
evening team and they’re building – you have two morning guys doing 
$15,000 a month each, two evening guys doing $15,000 a month each, 
there’s 60 grand. This is the optimal situation. You’re still coaching a few 
classes a week. You got your little pool of clients whether that’s 30, 40, 
50 whatever you can handle while coaching your coaches, you know, you 
can make some real serious money. You can take home 20 or 30 grand a 
month.  I did it for years.  

 
 But essentially that is sellable. It’s like an engineering firm or a law firm 

where you can sell it to the people you’re raising. Either that group, like 
in an engineering firm, not everybody is going to be partner but they can 
earn a professional wage and then they got a chance to own the 
company when you want to retire or somwheres along the road. You 
have a sellable asset that you’re trying to build instead of building a 
group exercise class. It’s unsellable. Right?  

 
 And then the numbers we’re looking at are four to five times profit plus 

assets. So I get banks right now that will lend us at four times profit plus 
the assets. Right? So in Vancouver, we’re looking at somwheres between 
$500 and $700,000 at four times profit plus assets and I can get my guys 
to take the next level and that’s what the conversation is. We’ve been 
facilitating sales all over the place.  

[0:50:11] 
Robb Wolf: And I mean for a high touch service based business it’s kind of unheard 

of.  
 
Craig Patterson: That’s right. 
 
Robb Wolf: Yeah. 
 
Jeremy Jones: Yeah. I mean there’s been a lot of gyms being sold and everything right 

now that I’ve been hearing about and none of them even approached 
that – those numbers at all. You know, I think a lot of these gym owners 
are trying to sell their gyms just because they’re burned out, they’re sick 
of it and they just can’t. They realize that there’s no future in it. But one 
thing I did just notice Patty as you went through these and I’ve heard 
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these before is that at least five through eight are all coach kind of coach 
centric.  

 
Craig Patterson: Right. 
 
Jeremy Jones: You know, the coach compensation and coach development the coach 

coop and then the sellable asset is also coach centric because what 
you’re showing to a lot of these coaches that have committed their 
career to helping people and helping teach people to be awesome is they 
could coach and just have a job. But a lot of them are going to want to 
become owners and then they have that future where if they bank over 
the money they can buy into the business, do a little bit of profit sharing 
and then now they have ownership of this thing they’ve been putting all 
their energy and all their juice into for five or ten years.  

 
 And it’s interesting I never thought about it that way but as Patty will 

attest and I’m super passionate about the coach development part of this 
whole thing. I think a lot of us you know, because that’s one of the 
reasons why I kept growing diablo and why we did things the way we did 
is that these people you know, committed their lives to my business and I 
feel responsible for providing this career for them and an awesome life 
for them. 

 
 Really one of the key things that Madlab had figured out was if you have 

coach turnover, you’re never going to have a successful business. You 
know, you can’t have people come in and work for $20, $30 an hour and 
they can only work for 20 to 30 hours a week because that’s as many 
group classes as you could possibly fit. You know, those people are 
making 25, 35 grand a year with no way to grow outside of that. You’re 
working at five am and seven pm and all these crazy eight hours.  

 
 Well these laws take care of all that. You’re getting paid more. You have a 

professional. You become a professional and then the coach coop for 
example that’s where coaches will only have a shift. So they’ll only work 
from five am until noon or whatever. They have – and then they only do 
that so many days per week and they’re only really on the floor 20, 25 
hours a week.  

 
 Yeah it’s interesting that I never thought about that Patty that really five 

of these at least five of the eight are -- 
 
Robb Wolf: Heavily coach centric. Yeah. 
 
Jeremy Jones: Uh-hum. 



24 
 

 
Robb Wolf: Guys, I just wanted to throw something out there which I think one of the 

– correct me if I’m wrong but for folks starting a gym, it just seems like 
the group x model just seems easy.  

 
Craig Patterson: Yeah. 
 
Robb Wolf: You slap up a shingle, get some equipment, 10 or 15 grand and you’ve 

got a pretty nice gym outfitted these days. 3, 2, 1, go. You have a couple 
of classes. You’re the grand puba of running things. You’re cracker jacket 
scaling stuff so you’ve got a bilateral hip replacement and you modify the 
box jumps for that person theoretically--  

 
Jeremy Jones: Well and I was just talking to somebody recently about that. When you’re 

starting your gym and you’re basically if you are doing personal training 
with everyone one on one. 

 
Robb Wolf: Right.  
 
Jeremy Jones: When they go to classes there’s only five or six people and they’re all 

brand new it’s so much easier to just scale and teach to the level of the 
class. Well then you go, a year or two now you got people who really 
need to fix the first pull of their snatch and you have somebody else who 
doesn’t even know what the hell a snatch is even though you’ve taught it 
to them seven times.  

 
Robb Wolf: Right. 
 
Jeremy Jones: You always have to teach the lowest common denominator and then that 

just exacerbates the longer you go and the more members you get.  
 
Robb Wolf: Uh-hum. So guys, where do folks track down more information on the 

Madlab systems?  
 
Craig Patterson: Well they can go to www.madlabgroup.com. Obviously Robb on your 

website they can find the stuff. But I mean we’re coming up with a – as 
you can tell we’ve never done any marketing. Like this is I think the 
second podcast we’ve ever done. We have no – our website is a piece of 
shit. It was just out there for friends of friends to find. We are 100% 
confident now that in the systems that we’ve tried alpha, beta, gamma 
tested and then we have the infrastructure and the scalability to bring on 
more members now.  

 

http://www.matlabgroup.com/
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 Not everybody could get into this group. I’m going to be straight upfront 
and tell the people we can’t help. Some of this it’s going to go from the 
most obvious to the least obvious but number 1 if you’ve got a criminal 
record and we’ve had some of that where people can you look you up in 
a registry and we can show you the gym is booming and someone can 
find you and put it on Facebook, some of the mistake that you’ve made in 
your past, we can help you.  

 
 Second one is simply nobody likes you. Right? If you’ve had a gym open 

for four years and you’ve got 35 clients we’re not going to be able to help 
you. You know if you don’t like it, maybe you’re dishonest, maybe you 
smell bad, maybe your character is a certain way, maybe you’re just not 
fun to be around, I don’t know what it is. But we can’t help you. There’s 
certain people we can’t help no matter what.  

[0:55:16] 
 Number three is the Groupon junkie and that clerk selling a commodity. 

So Robb that goes right back to what you just said like the easiest thing in 
the planet was in 2011 to open a gym, slap the crossfit sign on the door, 
run a group exercise class and charge a little less than everybody else. 
Right? This is basically selling gold that our price is below -- 

 
Robb Wolf: Market value. 
 
Craig Patterson: Market value. Right? I mean anybody can go sell gold for a dollar a 

fucking bar.  
 
Jeremy Jones: Right until your coach quits and does the same thing to you, right? 
 
Craig Patterson: Until you bankrupt. And that’s what’s happened. I mean you look, you go 

on Groupon right now, you go on to Phoenix area right. There is so many 
gyms, they’re all killing each other over there. Like there’s gyms that are 
doing eight, a group by eight on ramps for $19.99, you know? So basically 
you’re sitting in front of this person getting $2 an hour, right? Now what’s 
wrong with that?  

 
Robb Wolf: You’re paying $8 an hour to stay in in front of that person to get two.  
 
Craig Patterson: Exactly. The problem is it fundamentally violates the laws of the universe. 
 
Robb Wolf: Right. 
 
Craig Patterson: The laws of the universe are pretty simple. You know, you look at the 

energy laws and you’re someone that’s new to something as complicated 
as functional fitness. Right? The first two months to train them on all 
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those movements and get them to actually fit without hurting them and 
giving them strength progressions and getting all their mobility right and 
all that stuff that requires a professional effort for 90% of the human 
beings out there, maybe 95%. Right? That Groupon or that on ramp can’t 
address those. So what happens is you look the majority of them or you 
injure them or they just had a bad experience.  

 
 You know, if you’re sitting there doing this for $2 an hour, the only way to 

get all that energy you’re giving to that person the first two months, what 
has to come back? Money. Right? The energy balance has to be in 
equilibrium. If you’re not, like for our guys the first two months they’re 
paying about $1600. Right? So our coaches can do a good job. They retain 
them, they don’t injure them, they develop that fucking relationship for 
life and that’s it.  

 
 So number three, we can’t help the people that want to be clerks selling a 

commodity. You are going to go bankrupt doing that. There’s if, ands or 
buts. If you open it up putting crossfit sign over your door and you’re 
going to be the new cheap guy running the group exercise class you’re 
fucking done. Like you actually got to be a foolish simple to even think 
that would work. But anyway it gets me – it riles me up.  

 
Jeremy Jones: Yeah the global gyms have caught on now too right. They all have their 

own little functional fitness areas and their marketing is targeting you 
know, cross fitters specifically. If you think you can compete with those 
gyms on a commodity basis, when they’re also offering saunas and spin 
class and showers and all these other things that you probably don’t have 
you’re going to lose.  

 
Craig Patterson: Yeah. I mean our mission is to professionalize the fitness coach. I know 

Robb that really meant something to all of us back in 2004. 
 
Jeremy Jones: Right.  
 
Craig Patterson: That’s what we were doing and that’s not what happened. What 

happened was the new commoditization of fitness where the guy at the 
top, tell you everybody playing that game the only people that can win 
are Gold’s at the end of it. Right? So that’s what’s going to win playing 
that game. You need a professionalized the coach so that he stays in the 
fitness industry for 30 years and passes on his information to the people 
that he builds himself. And then we can have a real industry. Like the 
fitness industry is broken. I came from the engineering world and the 
people in it and the things people were doing to each other in this 
industry are like criminal almost. You know? Anyway, I’ll get into that. 
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 The fourth people we can’t help are burnouts. If you’ve already been 

doing this system for ten years or seven years or five or three, you can’t 
run one more group class and you can’t summon up, back up the courage 
to go back to start all over, start doing personal training, teach yourself 
how to do it and then teach your coaches how to do it, we can’t help you.  

 
 I –you know, every person that comes in this group will sit down and talk 

to Dave Picardy and we’re going to find out if you have the energy to do 
it. If you don’t do it, just go do something else.  

 
 Split ownership, this happens all the time from the mom and pop or the 

husband it’s like I want to do this and he comes and he does the training 
and then the wife doesn’t fully do it. She’s the one doing the work and 
she wants it to be easy  Robb. You know, it’s that group exercise model is 
just easy. Right? So basically at the end of the day it becomes a 
commodity that anybody can do and you sell it on price. You got no 
chance.  

 
 So any split ownership, that goes all the way to the top where you have 

big investor groups and one guy wants to do it, one guy doesn’t. We’re 
seeing that even in some close friends and really big gyms. Split 
ownership everybody has got to be on the same board pooling forward, 
understand exactly what we’re doing. Right? 

 
 The next one is poor leadership which kind of those two kind of run 

together. The top dog needs to  know how to do the work. You know, 
when I was an engineering, when I was in Fort Delaware for two 
corporate Fortune 100 companies, I had one good, in eight years I had 
one really good boss. He knew how to sell deals. He would take me out 
on – he would take me on sales deals. He would do the whole fucking 
deal and then he would come back to the office and get me 100% credit 
for it. I just shut up and let him do the deal. That’s what a good boss is. 
That’s what a great leader is. Right? You need to be that person for your 
people. If you’re not, forget about it.  

[1:00:33] 
 We get people calling up all the time oh yeah, I want to do Madlab. They 

don’t do the courses, they don’t do the things. They just leave it to the 
coaches to figure out that that’s not going to work right?  

 
 Seven zero some theorists. Now Robb, I mean we talked a lot about this. 

You know, zero some theorists, how may crossfit gyms out there is their 
vision is to open up a gym, 800 meters way, steal the current clients, fun 
the same model and basically steal instead of creating wealth? 



28 
 

 
Robb Wolf: Right. 
 
Craig Patterson: This group is about creating wealth. Right? So if your vision is you can’t 

understand how – if you don’t know how to create wealth and if you 
don’t go out and know how to make a difference in people’s lives, and 
affect their life in a positive way, and be able to find your own clients and 
do your own thing we don’t want you right.  

 
 The eighth one I’m going to call the industrialists. Right? These are the 

owners that are interested in creating coach bots, you know? Like the 
industry stamp or whatever those guys are called right? If you want to 
create a coach bot, that’s not our mission. We want to professionalize the 
coach and that involves having basically a system under which there’s no 
glass ceiling. Right? They can pretty much take it as far as they can. 
There’s no hiding in the system right?  

 
 Under the coach bot system, the shitty ones can hide and they’ll find a 

way to hide and the great ones got a glass ceiling and you’re fucked. 
Right? So those are the eight people. That’s what we’re all about and at 
the end of the day we want to help people have great lives and clients 
need to have a great life. The coach needs to have a great life and the 
owner needs to have a great life. Running one more for the coach or run 
one more group class or a snatch day, he’s on his fifth hour and training 
untrained people, that is not a good life. Right?  

 
Robb Wolf: [Laughs] No, it is not. And you know I have to say from my perspective, 

getting in and getting this medical risk assessment program going in my 
mind these well run gyms and I mean it can range from yoga to Pilates to 
martial arts to crossfit style mix modal training facilities. But these things 
really are primary care medicine when you get right down to it because if 
you – well you have an opportunity there. If you have knowledgeable 
coaches, you can talk to people about sleep, food, exercise, gut biome, 
community, provide community. These are the things that you need that 
are nonnegotiable to be a well-functioning human.  

 
 So I see these well run gyms, when I see a gym run poorly it angers me at 

this point and it angers me because of the potential loss literally to 
society and the world that a well-run gym could represent. So I see the 
power of a well-functioning gym and as good as our gym has been again 
I’ve got say that a lot of the systems that you guys have put together and 
we’re getting ready to start checking this stuff out in more formal 
fashion.  
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 But I’m bright enough to know when I see something that works better 
and what you guys are doing is better than a lot of what we’ve got going 
on in our gym. We do a lot of personal training so we’ve figured some 
stuff out like that. But we still have some of the middle management stuff 
that we need to address. But I’m pretty passionate about seeing gyms 
well run, succeeding, because I know that the effect it has on society is 
profound.  

 
Craig Patterson: You know what Robb, I got to agree with you 100%. When our coaches 

start seeing them, they starting to get closer and closer to the medical 
community. Like the people who were you know, doing what I would call 
a critical care -- 

 
Robb Wolf: Right. 
 
Craig Patterson: I’m not sure if that’s the right word but the physios, the cardios, the 

rehab specialists, all that stuff, we need to understand them and build a 
bridge and talk the same language to take those people from that place 
to our place, right? I don’t know if you ever heard a map specialist that’s 
basically muscle action preservation technique. 

 
Robb Wolf: Yeah, yeah, yeah.  
 
Craig Patterson: So our sales guy owns one of those facilities and he’s the best sales 

trainer I have ever met. It’s almost like great sales guys are a great at 
communicating at great humans. They just want to get to the bottom, to 
the truth. Being that go between what you’re talking about risk 
assessment and our coaches, you need to do one on one training. You 
need to sit with the one human being. It’s actually illegal to build it into 
the group, you know what I mean?  

 
Robb Wolf: Right. 
 
Craig Patterson: You share medical information and all that in the group, like it’s – running 

a group exercise class is a fundamental difference in what we’re trying to 
do. Right? We do have a group class so people do spend a lot of the 
training in a group class but only when – only in the right circumstances 
and the right conditions and when they’re allowed to play with others. 
It’s one part of…  

[1:05:10] 
 Because in my group class and everybody is well trained and they’re 

having fun together and competing with each other, it’s awesome. 
 
Jeremy Jones: It’s good programming.  
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Craig Patterson: Especially if everybody is trained. That coaches, that hour for that 

coaches, it’s a treat not a chore right?  
 
Robb Wolf: Right, right. Well guys I’m super excited for what you have rolling here. I 

now Patty you’ve been working on this for a long, long time like it was 
two almost three years ago that I saw the mad scribblings and word 
documents and it’s amazing how far you’ve taken this. We actually tried 
to do this podcast when JJ and Craig came to my house and visited but 
there were too many bottles of scotch and tequila consumed at that 
time. Someday somewhere down the road maybe the people who are 
actually part of Madlabs will do a special Madlab subscriber’s only access 
to that podcast. Holy smokes man. That this is a train wreck. It’s locked 
behind several secure encryption passwords right now. [Laughs]  

 
Craig Patterson: Yeah I think yeah.  
 
Robb Wolf: It’s a goody, it’s a goody.  
 
Craig Patterson: It made me look at my drinking after that actually okay.  
 
Robb Wolf: [Laughs]  
 
Craig Patterson: You know, Patty like maybe it’s time for a time out for you so I took a – 

one way standard ten day timeout so. [Laughs]  
 
Robb Wolf: Nice, nice.  
 
Jeremy Jones: Unfiltered.  
 
Robb Wolf: Nice. 
 
Jeremy Jones: One thing I was going to remind you I think Patty was out when we were 

talking about this podcast originally we wanted to get the quote from 
Robb Wolf that the onramp just kind of fucked everybody.  

 
[Laughter]  
 
Robb Wolf: Well you know, I still for the – that’s what you guys are telling me and I 

have faith in that but for the time it was a good solution for our gym, 
seemed to be a good solution for other gyms. But if I will have one 
degree of credibility that I can take to my grave is if I know that there’s 
something better even if it’s contradictory to what I have been 
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advocating then I will spin on a dime, advocate that new thing and accept 
responsibility for not having figured out the better idea first.   

 
Jeremy Jones: Well it was a step in the right direction right. It was a step away from just 

going to classes. Everybody else was just letting people do a free class 
and jumping into the class.  

 
Robb Wolf: Right.  
 
Jeremy Jones: So it was the step on the same journey. 
 
Robb Wolf: Right. 
 
Jeremy Jones: It was just that I think with Madlab, we just kept going all the way 

through the mountains.  
 
Robb Wolf: You know, this maybe gets out in the weeds but I think that the way that 

you guys looked at coach compensation is really the evolution of this 
thing. Had we looked at coach compensation the way that you guys did. I 
think that we would have convergence evolution there, the fact that we 
still had a lot of the compensation tied into dollar paid for an hour work 
and you get all kinds of bad stuff there like the rock star diva kind of thing 
and people not really being tied into the success of the clients over the 
long term, the middle management costs. I really think that that’s where 
recommending an onramp ended up failing because it was never 
addressing the coach compensation piece.  

 
Craig Patterson: Robby, you know, to your defense what was out there in the world was 

the biz stuff and that what basically what we’re doing is 180 degrees 
different from everybody else. You know, crossfit LA Andy Petranick it 
completely switched the flagship gym over to Madlab and the results 
they’re getting are tremendous.  

 
Robb Wolf: Right. 
 
Craig Patterson: Kenny Kane over there is doing a great job. But what you are doing help 

the clients. You can immediately see the clients were better and their 
classes were better and everything might – I’m selling an onramp 
program. Right? But what it didn’t allow you to do was to measure the 
coaches and build – once you can measure them then you can put 
performance based pay. 

 
Robb Wolf: Right. 
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Craig Patterson: And I have been doing that in engineering. That’s how I was paid for 
years.  

 
Robb Wolf: Right. 
 
Craig Patterson: So I understood the value of that and that was –you know, that was just 

how we evolved from where I came from. Gregg tried to do some of that 
stuff or in the early days with the 20/80 but they didn’t take it far enough 
and the City of Sta. Cruz shut them down for a chance to take the next 
poll. So it was kind of like I look at the whole thing and it was like you 
know, a whole lot of people came up with the functional fitness. Greg 
kind of put it all together, called the crossfit and kind of put it in our lap 
around 2004, 05, 06 or whatever and he helped me develop our stuff up 
until 2007.  

 
 You know, they went and they churned after that, what happened in Sta. 

Cruz in 2006. They want to do a media company and you know, they 
promoted the word out there. So I see my role in life is to professionalize 
the coach and my role day to day is to teach more and more gyms just to 
figure out where we were in 2009 to be honest right?   

 
Robb Wolf: Right. 
 
Craig Patterson: After doing all the data and doing all the studies and searches we came 

back and we had it right with some modifications and all this kind of stuff. 
Now if anybody joins the group, and I’m telling this to my guys who 
owned gyms and they’re coaches it’s the forge forward and find the next 
thing. Because the world is constantly evolving right?  

[1:10:17] 
 Be able to find your own voice and your own marketing, your own 

website and people coming to find you right? That is part of the next step 
of the evolution and you know, putting in the sales training, putting in all 
the different marketing stuff that’s where we’re going next you know 
what I mean?  

 
Robb Wolf: Awesome. Awesome. Well I’m super excited for what you guys have 

cooking and remind folks where they can track you down and we will 
have links to the main website in the show notes and we will also have 
the eight laws of gymming.  

 
Craig Patterson: Eight laws of gymming and the eight people we can’t help, because 

gymming ain’t easy.  
 
Jeremy Jones: Gymming ain’t easy. [Laughs]  
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Craig Patterson: Gymming ain’t easy. [Laughs] I mean at the end of the day it’s still very 

difficult. There’s no magic bullets. It’s hard work and a lot of love, right?  
 
Robb Wolf: Right, right.  
 
Craig Patterson: So MadlabGroup.com on Facebook I think it’s called MadLabGroup. I’m 

starting to get into Facebook a little bit. I got an alias there. So yeah 
MadLabGroup and you’ll find us and we’ll have a chat and see if you’re a 
good fit or not and go from there.  

 
Robb Wolf: Awesome. Sounds great. Alright guys, let’s circle back and maybe in 

maybe like four to six months and do a call to the community for some 
specific questions and then get you guys back on here.  

 
Craig Patterson: That would be awesome. 
 
Robb Wolf: Sound good? 
 
Craig Patterson: That would be awesome. 
 
Robb Wolf: Sound good? 
 
Craig Patterson: Yeah, Robb.  
 
Robb Wolf: Cool. 
 
Craig Patterson: Hey man, I just want to say man I love you. You – every time I hit a dark 

time and you know how long I’ve been working at this and you know 
living in the basement and the East van for ten years I thought of you and 
the courage that you’ve displayed and the integrity you displayed and I 
just want to say thanks a lot for doing that for us.  

 
Robb Wolf: Thanks man. Thank you. Thanks. I’m always willing to take a bullet for 

others.  
 
Craig Patterson: That’s amazing.  
 
[Laughter]  
 
Robb Wolf: I’m getting less, less prone to do that but we have to take it -- 
 
Craig Patterson: Yeah I hope so. It’s not good for your health buddy.  
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Robb Wolf: No. 
 
Craig Patterson: [Laughs] Leave it, you’ve done enough.   
 
Robb Wolf: Right. Awesome guys. Well we’ll talk to you guys soon. A ton of fun 

having you on the show and definitely anybody running a crossfit type 
gym service based gym business highly recommend checking out the 
MadLab group. I unequivocally, unreservedly recommend it. Check it out. 
Maybe you’ll make the cut for getting into the group and maybe not but 
you should definitely check it out and think about what they’ve got to 
offer here. So we’ll talk to you guys soon.  

 
[1:12:28] End of Audio 


