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M O D U L E B : F I T N E S S M A N A G E M E N T

Specific Learning Outcomes

12.FM.1 Examine the goal-setting process as a means of improving physical fitness
and/or health behaviours.

12.FM.2 Identify, implement, and revise personal goals for healthy lifestyle practices,
including physical activity participation.

12.FM.3 Examine current trends in health and fitness.

12.FM.4 Demonstrate understanding of fitness myths and misconceptions and how
they are used in advertising.

12.FM.5 Examine the methods advertisers use to promote and sell exercise, fitness,
and health products and services.

12.FM.6 Examine influences on the decisions that fitness consumers make related to
fitness products and services.

12.FM.7 Analyze key factors to be considered when purchasing fitness products
and/or services.
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M O D U L E  B :  F I T N E S S  M A N A G E M E N T  

Introduction 

Making positive lifestyle changes is very challenging, but the rewards far outweigh the 
effort needed to make those changes. It is never too late for us to make and benefit from 
attitude and behaviour changes. Once changes become habits, we are on the way to a 
healthy life. 

Module B begins with a short review of the Stages of Change model and the importance of 
effective goal setting in the process of changing physical fitness and/or health behaviours. 
This review of topics addressed in the Grade 11 Active Healthy Lifestyles course is followed 
by new lessons that challenge students’ thinking about health and fitness by providing them 
with opportunities to examine the latest trends in health and fitness development and 
helping them to gain skills to make informed decisions as health and fitness consumers. 
Becoming increasingly informed consumers is important for students because, as adults, 
they will be responsible to make everyday decisions that will affect their health and 
wellness.  

Module B: Fitness Management contains the following five lessons: 

 Lesson 1: Making and Continuing Change: A Personal Investment 

 Lesson 2: Health and Fitness Trends 

 Lesson 3: Exercise and Fitness Myths and Misconceptions 

 Lesson 4: Health and Fitness Advertising 

 Lesson 5: Becoming an Informed Fitness Consumer 

Resources to support the lessons are provided in the Resource Masters section of this 
document. 
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Lesson 1: Making and Continuing Change: A Personal Investment 

Introduction  

This lesson is a review of the learning that took place in Grade 11 Active Healthy 
Lifestyles. Students spend some time reviewing the Stages of Change model (as outlined 
by Prochaska, Norcross, and DiClemente) and the strategies they can employ to move 
from one stage to the next on the continuum of change. Since goal setting is such a critical 
component of the change strategies, a review of goal setting is also included. In Grade 12 
students have an opportunity to set goals and decide on how to achieve them with a 
higher level of sophistication than they did in Grade 11. 

________________________________________________________________________________ 

Specific Learning Outcomes 

12.FM.1 Examine the goal-setting process as a means of improving physical fitness 
and/or health behaviours. 

12.FM.2 Identify, implement, and revise personal goals for healthy lifestyle practices, 
including physical activity participation. 

________________________________________________________________________________ 

Key Understandings 

 Individuals can change health-related behaviours such as physical activity within their 
lifestyle.  

 Strategies for ongoing physical activity engagement and fitness development are 
personal. 

 Success in achieving positive health behaviours is rooted in effective goal setting based 
on the Stages of Change continuum. 

________________________________________________________________________________ 

Essential Questions 

1. Why do goals need to change over time? 

2. How can effective goal setting increase success in changing health-related behaviours? 

3. What are the steps to, or reasons for, goal setting? 

4. How can physical fitness and health-related behaviours be improved within a person’s 
lifestyle? 

________________________________________________________________________________ 
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N O T E  T O  T E A C H E R  
It is important that students feel 
comfortable and are willing to share 
their personal reflections. They should 
not feel as though they are forced to 
disclose personal thoughts or feelings.  
This questionnaire could also be used 
as an interview guide in individual or 
small-group student-teacher 
conferences. 

Background Information 

Personal Reflections on the Stages of Change 

Many people decide to make changes in their lives to improve their health, increase their 
income, develop meaningful relationships, and so on. People’s attempts to achieve change 
often fail because they have not thought carefully about, or taken the time to work 
through, the stages of change.  

When setting goals, it is important to have a clear understanding of our starting point or 
current situation. The next suggested learning strategy provides students with an 
opportunity to think about changes they have made in their healthy lifestyle practices 
since their Grade 11 school year. 

________________________________________________________________________________ 

Suggestion for Instruction / Assessment 

Review and Reflect on Physical Activity 

Have each student reflect on physical activity 
experiences by completing RM 1–FM. Once 
students have completed the questionnaire, 
invite them to share some of their reflective 
comments. A general class discussion could 
facilitate thinking about the various stages of 
change and what students did to make their 
Grade 11 personal physical activity plan 
successful. 

Refer to RM 1–FM: Physical Activity Review and Reflection Questionnaire. 

________________________________________________________________________________ 

Background Information 

Stages of Change Review 

In the Grade 11 Active Healthy Lifestyles course 
students gained an understanding of the Stages of 
Change model (Prochaska, Norcross, and 
DiClemente), which identifies five stages through 
which individuals move to make a lasting attitude 
and behaviour change. As people move along the 
continuum of change, they engage in specific 
processes at each of the five stages of change: 

 

N O T E  T O  T E A C H E R  
Understanding what stage of change 
a student is at will help teachers 
guide the student in developing 
personal goals and plans. Be 
considerate of students’ individual 
stages when helping them to set 
goals and develop their personal 
physical activity plan.  
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1. Pre-contemplation (no intention of making a change): In this stage people begin to 
recognize that a problematic behaviour exists. At this point, they may engage in self-
evaluation or self-reflection and may determine that a change is needed. When this 
happens, they will progress to the contemplation stage. 

2. Contemplation (thinking about making a change): In this stage people seek out 
information about the problematic behaviour and become more aware of the possible 
problems associated with it. They will speak to others about the problem and discuss 
or think about possible solutions. These individuals are now ready to move to the 
preparation stage.  

3. Preparation/decision (getting ready to make a change): In this stage people make a 
commitment to change the problematic behaviour, believing they can make the 
change. They have become knowledgeable about how to go about making the 
behaviour change and about the benefits resulting from it. They devise a plan for 
practising the new behaviour. These people are ready to move to the action stage.  

4. Action (making the change): People in this stage initiate their plan for making a 
behaviour change. They find ways to stay motivated, which may include seeking 
support from others. They attempt to control the triggers of the problematic behaviour 
and give themselves ways to stay focused on the healthy behaviour. The new 
behaviour will begin to substitute the unhealthy behaviour. Some people may 
incorporate a personal reward program for sticking with the action plan.  

5. Maintenance (working at keeping the change): In this stage people’s actions are 
similar to those in the action stage, but people are engaged in the new behaviour for a 
minimum of six months. During this stage people are focused on staying on their 
action plan and not going back to their previous behaviour. 

R E F E R E N C E S  
For additional information, refer to the following resources: 

Prochaska, James O., John C. Norcross, and Carlo C. DiClemente. Changing for Good: A 
Revolutionary Six-Stage Program for Overcoming Bad Habits and Moving Your Life 
Positively Forward. New York, NY: Avon Books Inc., 1994. 

Spencer, Leslie, Troy B. Adams, Sarah Malone, Lindsey Roy, and Elizabeth Yost. “Applying 
the Transtheoretical Model to Exercise: A Systematic and Comprehensive Review of the 
Literature.” Health Promotion Practice 7.4 (Oct. 2006): 428–43. 

________________________________________________________________________________ 
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Suggestion for Instruction / Assessment 

Strategies for Change 

In preparation for this task, students may need to revisit or complete RM 1–FM: Physical 
Activity Stages of Change—Questionnaire, found in Grade 11 Active Healthy Lifestyles (see 
Module B, Lesson 2, page 119). 

To help students achieve a deeper understanding of 
the Stages of Change continuum and of the strategies 
that will help them advance from one stage to the next 
in their physical activity behaviour, have them work 
through RM 2–FM. By completing the questions 
related to their current stage of change, as well as the 
preceding stage(s), and by applying the strategies for 
moving to the next stage, they will set a course for 
achieving an active healthy lifestyle.  

 Refer to RM 2–FM: Strategies for Change. 

________________________________________________________________________________ 

Background Information 

Goal Setting 

Setting goals is one of the most important and powerful strategies for achieving the things 
we want in our lives. If a group of people were asked to write down their top five goals in 
life, many of them would likely write “good health.” We all know that good health does 
not just happen. Achieving and maintaining good health is dependent upon a variety of 
factors. 

________________________________________________________________________________ 

Suggestion for Instruction / Assessment 

Behaviours Affecting Health 

As a brief review, have students use the Think-Pair-Share strategy (see Appendix E) to 
identify and discuss behaviours they can practise every day to help them improve or 
maintain their personal health. Working in pairs, students identify the behaviours that 
would have the greatest long-term impact on health and share them with the class. 

________________________________________________________________________________ 

 

 

N O T E  T O  T E A C H E R  
Students should complete this 
ongoing assignment as they 
progress through the Grade 12 
Active Healthy Lifestyles course. 
Be consistent with the 
terminology used in Grade 11. 
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Background Information 

Why Set Goals?* 

Numerous research studies have shown links between goals and achievement or 
improved performance in many areas such as education, athletics, and business. Reasons 
for setting goals include the following:  

 Goals help target our desires. We all have a desire to succeed at or with something. 
This desire to succeed helps us to reach our goals and overcome obstacles that get in 
the way. We feel better and work harder when we are striving to reach clear goals that 
we have personally selected and that have an identifiable purpose. 

 Goals help us to stay focused and avoid distractions. People who set goals will 
achieve results because they have learned how to focus their time, energy, and 
resources on a specific objective. Staying focused on our goals helps us to bypass many 
of the challenges and obstacles that stand in the way of achieving the desired results. 
By setting clear and attainable goals and consciously working toward them, we can 
avoid many of the pitfalls and distractions of daily living. 

 Goals help us to maintain motivation. Motivation is a significant driving force in 
helping us to accomplish the things we really want in life. Achieving and maintaining 
a healthy active lifestyle will at times be a struggle. Having goals and staying 
motivated will help us to recover from the setbacks or periodic letdowns that are 
commonplace experiences when trying to change a habit or making attempts to start a 
new one. Our motivation will come from the reasons why we chose particular goals in 
the first place. 

 Goals help us to set values-driven priorities. As we move toward any goal, we will 
be faced with having to make decisions. By keeping our eyes on the goal and staying 
true to our values and beliefs, we will make the “right” choices. Our choices will be 
based on what is most important to us. We need to remember that our goals were self-
selected and based on important reasons for reaching them. 

 Goals provide a plan for change. A well-designed action plan that outlines a series of 
short-term goals provides a necessary process to reach bigger and long-term 
objectives. Breaking a long-term goal into achievable smaller steps makes the road to 
the ultimate goal much easier. Short-term goals provide a way of measuring whether 
we are making the intended progress or whether we are getting sidetracked. 
Evaluating our plan allows us to learn from mistakes and overcome barriers. It also 
provides opportunities to change our plan based on our experiences. 

__________ 

* Source: Time Thoughts. “Goal Setting: Why Should I Set Goals?” Goal Setting. 
<www.timethoughts.com/goalsetting/WhySetGoals.htm>. Adapted with permission. 
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Why Do So Few People Set Goals?* 

Some experts estimate that only five to ten percent of people think about their goals 
regularly, and only one to three percent of people have clear written goals. Most experts 
agree that goal setting is a powerful tool. If this is the case, why do so few people set 
goals? 

Reasons why people don’t set goals include the following: 

 They don’t know what they want. (No goals) 

 They don’t know how to set goals or don’t plan how to achieve them. (Action) 

 They don’t have goals, they have wishes.  

 They are afraid of change. 

 They make excuses that form personal barriers.  

 They get frustrated, discouraged, or overwhelmed. (Too many goals, too big, too slow) 

Having clear and precise goals will help us stay motivated and focused, particularly when 
facing adversity. Setting goals is a way of regulating behaviour to attain a self-determined 
and desired target. The goals could be financial, educational, or health- and fitness-
oriented. 

__________ 

* Source: Time Thoughts. “Goal Setting: Why Should I Set Goals?” Goal Setting. 
<www.timethoughts.com/goalsetting/WhySetGoals.htm>. Adapted with permission. 

 

Steps to Setting and Achieving Goals 

Many people set goals they want to achieve. Some of these goals centre on acquiring 
material things (e.g., a car, a winter vacation). Some goals involve doing or learning new 
things (e.g., write a book, paint a picture, learn a new sport). Still other goals have to do 
with self-improvement (e.g., exercise regularly, get a different job, eat healthier). These are 
all great goals, but many people never reach them because they have not considered 
making a specific plan to achieve them.  
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Six steps that can help students set and achieve their goals are identified below.  
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S T E P S  T O  S E T T I N G  A N D  A C H I E V I N G  G O A L S  
1. Choose specific, measurable goals. Decide on your goals and base them on reasons that are 

meaningful and important to you. Be as specific as you can about what you want to accomplish. 
Instead of wanting to eat healthier, specify the things that you want to change in your eating 
behaviour (e.g., eat seven to ten servings of fruit and vegetables daily). This way, you know 
exactly what you need to change and by how much. You have now made your goal measurable.  

2. Set achievable goals. Break down your goals into achievable smaller goals, thus progressing 
toward your final goal in stages. This is one way to build in a gradual process to achieve the 
ultimate goal. The stages can serve as checkpoints for you to see how you are progressing and 
whether the smaller goals need to be reset. When you know whether you have exceeded your 
expectations or are beginning to fall behind, you can make the necessary adjustments. When 
working on changing physical activity patterns it is important to keep a log or a record of your 
activities. 

3. Evaluate your goals to ensure they are realistic. Setting an unrealistic goal that is not 
based on current conditions or circumstances is counterproductive to achieving a goal. Setting 
high goals is important, but if the goals are not realistic they will eventually be perceived as 
unattainable, and progress toward reaching the goals will cease. Seek out people who can 
support you in reaching your goals and use the needed resources available to you. 

4. Create a timeline for and visual reminders of your goals. A goal is simply a stated dream 
with a deadline. Establish a timeline for the goals you set. The timeline may be influenced by the 
smaller goals that you have set for yourself. It is very important to set a particular timeframe for 
each goal. This will keep you focused on the actions you set for yourself and provide you with a 
way to assess your progress in terms of achieving the goal. Create visual reminders of your 
goals and place them where you will see them every day. Keep in mind that your reasons for 
choosing your goals were important to you, and moved you to devise a plan to accomplish them. 

5. Prepare yourself for obstacles or barriers. The obstacles you face while working toward 
your goals may be emotional. For example, you may feel frustrated that people are not 
supporting you. You may feel discouraged that the expected changes are not happening quickly 
enough. Feelings of frustration or discouragement are natural reactions. Adjusting the small 
goals may help ease the emotional reaction. It is important to stay committed to your goals and 
not to lose hope.  

6. Reward yourself. As you achieve each small goal, reward yourself in some way for a job well 
done. 
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Suggestion for Instruction / Assessment 

Steps to Goal Setting 

Provide students with a copy of RM 3–FM and ask 
them to write down their goals (e.g., related to physical 
activity, fitness, and healthy eating) and devise an 
action plan to achieve them. They should take time to 
reflect on each step and then proceed to write down 
the actions they will take to accomplish each goal.  

Refer to RM 3–FM: Steps to Goal Setting. 

Students may use RM 4–FM as a tool for tracking their progress in reaching their goals. 

Refer to RM 4–FM: Goal Manager (available only in Excel format). 

The Excel spreadsheet is available on the CD-ROM version of this document, as well as online 
at <www.edu.gov.mb.ca/k12/cur/physhlth/curriculum.html>. 

 

 

 

 

 

R E F E R E N C E S  
For more information on goal setting, refer to the following websites: 

Manitoba Physical Education Teachers Association (MPETA). “Goal Setting: Personal Plan.” 
MPETA Resources to Support the Grades 11 and 12 Curriculum. 
<www.mpeta.ca/resources.html>. 

Time Thoughts. “Goal Setting: Why Should I Set Goals?” Goal Setting. 
<www.timethoughts.com/goalsetting/WhySetGoals.htm>. 

For website updates, please visit Websites to Support the Grades 11 and 12 Curriculum at 
<www.edu.gov.mb.ca/k12/cur/physhlth/>. 

 

________________________________________________________________________________ 

 

N O T E  T O  T E A C H E R  
This is an ongoing assignment and 
should be considered as a required 
work sample. Students will return 
to this action plan periodically and 
assess their progress in meeting 
their stated goals, making 
revisions as required. 

N O T E  T O  T E A C H E R  
Physical Activity Practicum 

Students in Grade 12 are required to complete a minimum of 55 hours of moderate to vigorous 
physical activity. The physical activity practicum should reflect each student’s personal physical activity 
or fitness goals. Determining requirements for the completion of the Grade 12 physical activity 
practicum and/or the physical activity plan is a local decision. Schools may choose to add other criteria 
that demonstrate regular activity participation (e.g., variety of physical activities, the addition of a new 
physical activity, activities that the student will choose to do when leaving high school).  
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Lesson 2: Health and Fitness Trends 

Introduction  

Fitness development in North America is a multi-billion dollar per year industry. Success 
in the industry demands that market research be conducted to identify health and fitness 
trends that will influence practices, products, and services. By analyzing the data 
collected, stakeholders in the fitness business are able to determine current and future 
trends and, thereby, more effectively meet the demands of the increasing population 
interested in exercise and fitness and overall health. 

In this lesson students have the opportunity to investigate and analyze current health and 
fitness trends. They also have the opportunity to predict future trends and suggest ways 
of addressing them. Key concepts beyond specific fitness development may include active 
living and sustainable development. 

________________________________________________________________________________ 

Specific Learning Outcome 

12.FM.3 Examine current trends in health and fitness. 

________________________________________________________________________________ 

Key Understandings 

 Health and fitness practices are in constant change and affect quality of life. 

 Trends reflect a general change/development or direction in an area being studied. 

 Trends influence lifestyle opportunities and choices. 

________________________________________________________________________________ 

Essential Questions 

1. What is a trend?  

2. What is a current health and/or fitness trend? 

3. How are trends used to address issues and interests? 

4. How have the trends in health and fitness changed in the last few years? 

________________________________________________________________________________ 
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Background Information 

Each year, leaders in the area of health and fitness determine general trends in the fitness 
industry based upon various sources of data. Two important groups that conduct 
extensive surveys are the American College of Sports Medicine (ACSM) and the American 
Council on Exercise (ACE).  

ACSM’s Health and Fitness Trend Predictions 

ACSM is the largest sports medicine and exercise science organization in the world. Its 
members are dedicated to promoting and enhancing physical performance, fitness, health, 
and quality of life worldwide.  

The surveys conducted by ACSM identify trends that can be found in a variety of 
environments where health and fitness services and programming are provided. This 
includes commercial gyms, fitness retailers, medical and other clinical environments, and 
recreation and community program environments. Data is collected from experts around 
the world. The trends identified in the surveys are based on information provided by 
highly respected fitness professionals. The ultimate goal of identifying the trends is to 
determine and implement solutions to them. 

Based on the findings from its international surveys, ACSM identified the top 20 health 
and fitness trend predictions for 2007 and 2008, which are identified on the ACSM website 
(see References on the following page). “Exercise programs for children to fight childhood 
and adolescent obesity” was ranked as the number 1 and number 2 worldwide fitness 
trend in 2007 and 2008 respectively (Thompson, “Worldwide Survey Reveals Fitness 
Trends for 2008,” 8). 

Childhood obesity has become such an important trend that it is a topic of discussion and 
program development worldwide. Reducing this trend has become a high priority in 
many parts of the world, including Manitoba. For example, Manitoba has taken steps by 
increasing the time allocated to physical education/health education and making it a 
required course in all grades from Kindergarten to Grade 12. In addition, all schools in 
Manitoba are required to develop their own nutrition policies to promote healthier eating 
options (Healthy Child Manitoba, Manitoba School Nutrition Handbook). These initiatives 
came about as a result of the recommendations of the Healthy Kids, Healthy Futures All-
Party Task Force, reported in 2005 in Health Kids, Healthy Futures: Task Force Report.  

ACE’s Fitness Trend Predictions 

The American Council on Exercise (ACE) is a non-profit organization that promotes the 
benefits of physical activity and protects consumers against unsafe and ineffective fitness 
products and instruction.  

ACE’s top 10 fitness trends for 2007 and 2008 are identified on its website. 
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R E F E R E N C E S  
For additional information, refer to the following resources: 

American College of Sports Medicine. “ACSM Survey Predicts 2008 Fitness Trends.” News 
release. 9 Nov. 2007. 
<www.acsm.org/AM/Template.cfm?Section=ACSM News Releases&CONTENTID=9207&
TEMPLATE=/CM/ContentDisplay.cfm>. 

---. “Fitness Trends for 2007 from American College of Sports Medicine: Survey Results Name 
Top 20 Trends in Health and Fitness Industry.” News release. 13 Nov. 2006. 
<www.acsm.org/AM/Template.cfm?Section=Home Page&template=/CM/ContentDisplay
.cfm&ContentID=6183>.  

American Council on Exercise. “ACE 2008 Fitness Trend Predictions: ACE-Certified Fitness 
Professionals Predict Fun Focused Fitness.” Press release. 3 Jan. 2008. 
<www.acefitness.org/media/media_display.aspx?NewsID=277&DCMP=BAC-
GetFit2008Trends>.  

---. “ACE Makes Fitness Trend Predictions for 2007: Survey Results Highlight Forecast of 
Hundreds of ACE-Certified Fitness Professionals.” Press release. 4 Dec. 2006. 
<www.acefitness.org/media/media display.aspx?NewsID=263>.  

Healthy Child Manitoba. Manitoba School Nutrition Handbook: Getting Started with Guidelines 
and Policies. Winnipeg, MB: Healthy Child Manitoba, 2006. Available on the Manitoba 
Healthy Schools website at <www.gov.mb.ca/healthyschools/>. 

Healthy Kids, Healthy Futures All-Party Task Force. Healthy Kids, Healthy Futures: Task Force 
Report. Winnipeg, MB: Manitoba Healthy Living, June 2005. Available online at 
<www.gov.mb.ca/healthykids/>. 

Thompson, Walter R. “Worldwide Survey Reveals Fitness Trends for 2007.” ACSM’s Health & 
Fitness Journal 10.6 (Nov./Dec. 2006): 8–14. 

---. “Worldwide Survey Reveals Fitness Trends for 2008.” ACSM’s Health & Fitness Journal 
11.6 (Nov./Dec. 2007): 7–13. Available online at 
<www.informz.net/acsm/data/images/worldwidetrends.pdf>. 

Van Dusen, Allison. “Top Ways to Stay in Shape.” 10 Jan. 2007. Health. Forbes.com. 
<www.forbes.com/forbeslife/2007/01/09/ways-stay-shape-forbeslife-
cx 0110 avd stayshape2007.html>. 

For website updates, please visit Websites to Support the Grades 11 and 12 Curriculum at 
<www.edu.gov.mb.ca/k12/cur/physhlth/>. 

 

________________________________________________________________________________ 
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Suggestion for Instruction / Assessment 

Trend Predictions and Analysis 

Have students  

 offer suggestions for what they perceive to be current trends in health and fitness  

 rank the identified trends based on how strong they perceive the trends to be 

 offer their reasons for selecting the identified trends 

Share with students the trends identified by ACSM or ACE. Analyze the accuracy of the 
student responses compared to trends identified by fitness professionals. Facilitate a 
discussion on the purpose of trend analysis. 

________________________________________________________________________________ 
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Lesson 3: Exercise and Fitness Myths and Misconceptions 

Introduction  

There are many myths, misconceptions, and untruths related to exercise and fitness 
development, some of which have been around for many years. Manufacturers and 
advertisers of fitness products are aware of these myths and use them to sell their 
products. 

In this lesson students research exercise and fitness myths and determine how they are 
used to confuse and mislead the consumer. By investigating the myths, students increase 
their knowledge and understanding of fitness development and take another step toward 
becoming informed consumers. 

________________________________________________________________________________ 

Specific Learning Outcome 

12.FM.4 Demonstrate understanding of fitness myths and misconceptions and how 
they are used in advertising. 

________________________________________________________________________________ 

Key Understandings 

 There are many myths and misconceptions about exercise and fitness development. 

 Applying accurate information and reliable practices optimizes the benefits of any 
exercise or fitness program. 

 Exercise and fitness myths are perpetuated in the media and by product advertisers. 

________________________________________________________________________________ 

Essential Questions 

1. What are some common exercise and fitness myths? 

2. Where can a person obtain reliable and accurate exercise and fitness information? 

3. Why do exercise and fitness myths and misconceptions persist? 

________________________________________________________________________________ 
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Background Information 

Myths and fallacies about exercise and how the body responds to exercise abound in the 
world of fitness development. Some of the myths are based on misperceptions of what 
really happens in the body, and some are loosely based on facts that are misinterpreted or 
misunderstood. While some myths are harmless, others are extremely dangerous. 

________________________________________________________________________________ 

Suggestion for Instruction / Assessment 

Exercise and Fitness Development Investigation: Myth, Fact, or Not Sure? 

Some common myths or misconceptions 
about exercise and fitness development are 
identified in RM 5–FM. The myth and fact 
statements provided in RM 5–FM may be 
placed on index cards for this learning 
activity. 

Directions/Description 

 Divide the class into several groups.  

 Divide the cards provided in RM 5–FM evenly among the groups. 

 Identify one person in each group to read aloud the statements on the cards to the 
group. After hearing a statement, the group places the card under one of the following 
headings: Myth, Fact, or Unsure. 

 Once each group has placed each of their cards under one of the three headings, allow 
the class to review the placement of the cards and provide a final opportunity to 
change any of the cards to a different heading. 

 Then have three students (one per heading) reveal to the class each card placed under 
the respective headings by reading aloud the description on the back of the card. For 
the Unsure group, have the class use either a show of hands or the Opinion Lines 
strategy (see Appendix E) to determine the applicable location (Myth or Fact) of each 
card and then read the description on the back of the card. 

 After all the descriptions have been read, lead a class discussion to clarify any 
information related to the myths or misconceptions about exercise and fitness 
development. 

Have each group create a card that represents either a fact or a myth about exercise or 
fitness, including an explanation for their choice. Each group has a chance to stump 
classmates with their submission. In addition, have students explore and identify sources 
for the exercise and fitness information they used to create their cards. 

Refer to RM 5–NU: Exercise and Fitness Development Investigation: Myth or Fact? 

N O T E  T O  T E A C H E R  
Reword some of the myth statements into 
fact statements. 
Students may suggest other myths. They 
may also ask for clarification from various 
sources. Be cautious of where answers to 
these queries come from. Use information 
from reliable sources. 
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R E F E R E N C E S  
For additional information, refer to the following online resources: 

Burfoot, Amby. “How Many Calories Are You Really Burning?”. Nutrition and Weight Loss.  
18 July 2005. Runner’s World. <www.runnersworld.com/article/0,7120,s6-242-304-311-
8402-0,00.html?cm_mmc=nutrition-_-2007_11_22-_-nutrition-_-Post-
Feast%20Run%20vs%20Post-Feast%20Stroll>.  

Calzadilla, Raphael. “10 Fitness Myths Exposed!” Diet and Fitness Blog. 20 Feb. 2008. 
eDiets.com. <http://blog.ediets.com/2008/02/10-fitness-myths-exposed.html>. 

Health Canada. Eating Well with Canada’s Food Guide. Ottawa, ON: Health Canada, 2007. 
Available online at <www.hc-sc.gc.ca/fn-an/food-guide-aliment/index_e.html>. 

---. Eating Well with Canada’s Food Guide: First Nations, Inuit and Métis. Ottawa, ON: 
Health Canada, 2007. Available online at <www.hc-sc.gc.ca/fn-an/food-guide-
aliment/index_e.html>.  

Liebman, Bonnie. “Exploding Ten Exercise Myths.” Nutrition Action Healthletter (Jan./Feb. 
2000): n.p. Available on the Center for Science in the Public Interest website at 
<www.cspinet.org/nah/2_00/ten_myths04.html>. 

Nutribase. Exercise Calorie Expenditures. <http://nutribase.com/exercala.htm>.  
Public Health Agency of Canada. Canada’s Physical Activity Guide for Youth. Ottawa, ON: 

Public Health Agency of Canada, 2002. Available online at <www.phac-aspc.gc.ca/pau-
uap/fitness/downloads.html>.  

For website updates, please visit Websites to Support the Grades 11 and 12 Curriculum at 
<www.edu.gov.mb.ca/k12/cur/physhlth/>. 

 

________________________________________________________________________________ 
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Lesson 4: Health and Fitness Advertising 

Introduction  

An important aspect of becoming an effective consumer is to be critical of the advertising 
associated with many of the health and/or fitness products and services available. People 
must be able to determine which advertisements are based on facts and research, and 
which make claims based on incomplete or inaccurate information. Manufacturers selling 
some fitness products base their advertising on many of the myths surrounding fitness 
development. Advertisers are very clever and creative with their “pitches,” making the 
advertised products seem amazing and revolutionary. The end result is that they make 
their sales, and the uninformed, trusting consumer is often left with inferior products that 
may, but likely will not, live up to expectations. 

This lesson focuses on the advertising of health and fitness products. Students have the 
opportunity to examine and assess advertisements for health and fitness products and 
learn how to identify the language of advertising to avoid disappointment and deception 
(fraud). 

R E F E R E N C E  
For additional information, refer to the following website: 

Federal Trade Commission (FTC). “Pump Fiction: Tips for Buying Exercise Equipment.”  
Nov. 2003. FTC Facts for Consumers. 
<www.ftc.gov/bcp/edu/pubs/consumer/products/pro10.shtm>.  

For website updates, please visit Websites to Support the Grades 11 and 12 Curriculum at 
<www.edu.gov.mb.ca/k12/cur/physhlth/>. 

________________________________________________________________________________ 

Specific Learning Outcome 

12.FM.5 Examine the methods advertisers use to promote and sell exercise, fitness, and 
health products and services. 

________________________________________________________________________________ 

Key Understandings 

 Advertising is used to promote and sell products and services. 

 Accurate information is needed to evaluate advertising claims.  

 Advertisers use multiple strategies to sell their products and services. 

________________________________________________________________________________ 
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Essential Questions 

1. What strategies and ploys are used to sell exercise, fitness, and health products and 
services? 

2. Why do advertisers make product claims, and what types of claims do they make? 

3. How do advertisers address the FITT (frequency, intensity, time, type) principle when 
advertising their fitness and exercise products? 

________________________________________________________________________________ 

Background Information 

Evaluating Advertising Claims*  

The benefits of an active healthy lifestyle are well-known and well-documented. 
Unfortunately, there remain many myths and misunderstandings about how the body 
responds to exercise and physical activity, as discussed in the previous lesson. 
Advertising and marketing businesses for fitness products and services are aware of these 
misunderstandings and make advertising claims based on them. Many unscrupulous 
advertisers make unsupported claims that their exercise products offer quick, almost 
effortless ways to shape up, keep fit, and/or lose weight. The reality about changing the 
body is that there is no effortless, perspiration-free way to maintain a fit and healthy body. 
Deriving the benefits of exercise requires doing the necessary work. 

Being informed, or possessing the ability to find reliable information, is the way to 
navigate through false claims in advertising. The consumer must be cautious or suspicious 
of any products that 

 claim to make the body more attractive 

 promise amazing results in a very short period of time  

It takes time and effort to make changes to the human body. 

Although some manufacturers of fitness products can provide independent research to 
support what they are saying about their products, many manufacturers rely on 
exaggerated and fraudulent claims to sell their products. 

 

 

 

__________ 

*  Source of Adaptation: Federal Trade Commission (FTC). “Pump Fiction: Tips for Buying Exercise Equipment.” 
Nov. 2003. FTC Facts for Consumers. <www.ftc.gov/bcp/edu/pubs/consumer/products/pro10.shtm>.  
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Some key elements found in advertisements should alert consumers to the possibility of 
false advertising. When detecting key elements such as the following, consumers should 
become wary of questionable exercise products: 

 Easy, effortless, and fast: Machines and other devices that are advertised as 
“guaranteeing” the user certain results in a short time should be ignored. The benefits 
of exercise cannot be stored, and the body needs time to adapt and change. In other 
words, change comes with time and effort. Advertisements that promise easy or 
effortless results are simply false.  

 “Spot” reducing: One of the most appealing claims, yet also one of the most 
inaccurate and false claims, is that a product can reduce the fat from a particular part 
of the body. The most popular body parts targeted by these advertisements are the 
buttocks, hips, and stomach. Achieving a major change in appearance requires 
sensible eating and regular exercise that works the whole body. 

 Faster than others: The claims that one machine will produce results faster than other 
similar machines is difficult to evaluate, especially when there are no independent 
scientific studies to substantiate the claims. Arguably, any equipment that helps a 
person exercise several major body parts will likely burn more calories than 
equipment that works only one body part. Everyone responds to exercise differently. 
Finding the right frequency, intensity, time/duration, and type (FITT) of exercise is the 
key.  

 The fine print: If there is fine print, even in a television commercial, then there is 
something the advertisement is trying to hide. Sometimes the fine print mentions a 
diet or “program” that must be used in conjunction with the equipment. Even if it 
doesn’t, remember that diet and exercise together are much more effective for weight 
loss than either diet or exercise alone. 

 Testimonials: Be wary of verbal or visual testimonials such as “before” and “after” 
pictures from “satisfied” customers. Their experiences are not typical, which is why 
their testimonials are being used. Just because one person has had success doesn’t 
mean someone else will get the same results. Many of the “customers” are paid by the 
companies, and the endorsements, whether they are from consumers, celebrities, or 
star athletes, don’t mean the equipment is right for you. Another consideration is that, 
with current technology, pictures can easily be altered. In fact, some before and after 
pictures are not even of the same person. 

 Final total cost: The advertised cost of a product usually does not include shipping 
and handling fees, sales tax, and delivery and set-up fees. Determine the final cost of 
the purchase by calculating the terms of purchase (e.g., “Three easy payments of . . .” 
or “Pay only $49.95 a month.”). Inquire about all the monetary details before ordering 
a product.  

 Guarantees and warranties: Get details on warranties, guarantees, and return policies 
before making a purchase. Some guarantees (e.g., “30-day money-back guarantee”) 
may not sound as good as you were led to believe if you have to pay shipping on a 
large, bulky piece of equipment you want to return. 

________________________________________________________________________________ 
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Suggestion for Instruction / Assessment 

Ad Analysis 

Have students bring to class fitness and/or health advertisements from a variety of media 
(e.g., newspapers, magazines, Internet, television) and examine the ads as a class. Have 
each student identify 

 the product or service being sold in a given ad 

 the consumer demographic being targeted 

 the ploys used to sell the product or service (e.g., language, sexuality, testimonial) 

 the claims made (expected benefits) 

 the dubious claims made (if any) 

 the cost and payment options presented 

As a class, identify the similarities and differences between the ads. Which ads are the 
most misleading, most effective, and most legitimate? Discuss why. Select a few ads and 
determine what knowledge the consumer would need in order to make an informed 
buying decision based on the information presented in the ad? Use the FITT principle and 
other training principles to evaluate the advertising claims. 

R E F E R E N C E  
For information on the FITT principle, see Module B, Lesson 6, of the following resource: 

Manitoba Education, Citizenship and Youth. Grade 11 Active Healthy Lifestyles: Manitoba 
Physical Education/Health Education Curriculum Framework of Outcomes and A 
Foundation for Implementation. Winnipeg, MB: Manitoba Education, Citizenship and 
Youth, 2008. Available online at 
<www.edu.gov.mb.ca/k12/cur/physhlth/curriculum.html>.  

________________________________________________________________________________ 
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Lesson 5: Becoming an Informed Fitness Consumer 

Introduction  

A consumer is a person who purchases and/or 
uses goods and services. When someone buys or 
uses products or services intended for physical 
activity or fitness development, the person 
becomes a fitness consumer. 

A fitness consumer is faced with having to make 
a number of choices and decisions. The first 
decision relates to the required products and/or 
services. Secondary decisions have to do with 
where and when to acquire the goods and/or 
services. What an individual can acquire depends 
largely on the resources available. 

Having as much knowledge as possible about the products and services being considered 
for purchase allows the consumer to make the best purchasing decisions. The informed 
consumer also needs to be aware of the factors that influence these decisions.  

This lesson focuses on helping students to become critical and effective consumers, which 
involves evaluating physical fitness products and services. Students have the opportunity 
to investigate major fitness products and services and develop skills to help them become 
informed consumers.  

R E F E R E N C E S  
For additional information, refer to the following resources: 

Federal Trade Commission (FTC). “Avoiding the Muscle Hustle: Tips for Buying Exercise 
Equipment.” Nov. 2003. FTP Consumer Alert. 
<www.ftc.gov/bcp/edu/pubs/consumer/alerts/alt113.shtm>.  

Fitness Industry Council of Canada. “Canadian Fitness Industry Statistics.” Resources. 
2007. 
<www.english.ficdn.ca/index.php?module=pagemaster&PAGE user op=view page&P
AGE id=17>.  

International Health, Racquet and Sportsclub Association (IHRSA). The 2007 IHRSA Global 
Report on the State of the Health Club Industry. Boston, MA: IHRSA, 2007.  

---. “Canadian Market Statistics.” Industry Research. 
<http://cms.ihrsa.org/index.cfm?fuseaction=Page.viewPage&pageId=19014&nodeID=
15>. 

For website updates, please visit Websites to Support the Grades 11 and 12 Curriculum at 
<www.edu.gov.mb.ca/k12/cur/physhlth/>. 

________________________________________________________________________________ 

N O T E  T O  T E A C H E R  
Canadian Fitness Industry Statistics 
According to the International Health, 
Racquet and Sportsclub Association, the 
Canadian health and fitness club industry 
revenue (USD) totalled approximately 
1.8 billion dollars in 2007. There were 
4900 clubs in Canada, with a 
membership of 4.5 million persons, or 
15.0% of the population (“Canadian 
Market Statistics”). 
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Specific Learning Outcomes 

12.FM.6  Examine influences on the decisions that fitness consumers make related to 
fitness products and services.  

12.FM.7 Analyze key factors to be considered when purchasing fitness products and/or 
services. 

________________________________________________________________________________ 

Key Understandings 

 Some advertising of physical fitness products and services can be misleading. 

 Many fitness goods and services are available to consumers. 

 Consumers can educate themselves prior to making a buying decision. 

 Health and fitness trends affect the availability of consumer products and services. 

________________________________________________________________________________ 

Essential Questions 

1. What influences your consumer decisions? 

2. How do you determine whether a physical fitness product and/or service will be safe 
and effective? 

3. How can you become an informed consumer? 

4. What protection does a consumer have? 

________________________________________________________________________________ 

Background Information 

To make effective consumer decisions, the fitness consumer must be informed about many 
aspects of fitness development. Knowledge is the key to consumer power. Combining 
knowledge and understanding about personal needs, habits, and goals, fitness planning, 
exercise equipment, and facilities will lead to educated decision making. This knowledge 
and information should be considered when evaluating fitness products and services.  

Fitness products include exercise equipment and props, monitoring devices and 
technology, and “performance” clothing and footwear. Fitness services include access to 
fitness centres, information and education, personal trainers, and specialty classes and 
programs. Fitness products and services constitute a multi-billion dollar per year industry 
in Canada. 
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Choosing and Buying Fitness Equipment 

Physical fitness can be developed and maintained without the use of any equipment, let 
alone the variety of expensive products and services available. Fitness products and 
services are extensively advertised and readily available, however, and many of them can 
be effective. 

Buying exercise products may seem simple, but a thorough investigation into the products 
under consideration is essential. Some products are very expensive due to the research 
involved in designing and creating them. Many people buy expensive products based on 
brand names or the assumption that the products will make exercising easier and more 
convenient.  

Initially, individuals may make regular use of the fitness equipment they purchase, but 
after a period of time, the product may become little more than an awkward and 
expensive “clothes rack.” Before investing in equipment, people need to understand the 
financial and lifestyle commitment associated with it.  

Considerations for Buying Fitness Equipment* 

The Federal Trade Commission (FTC) suggests that individuals consider the following 
tips before buying fitness equipment: 

 Determine the exercise goals. Whether your goal is to build strength, increase 
flexibility, improve endurance, or enhance general health, consider a fitness program 
that meets personal goals. Overall fitness and health can be achieved through a variety 
of physical activities as part of an active healthy lifestyle, and may not require the use 
of special equipment.  

 Determine the level of commitment. The idea of exercising at home may sound very 
appealing, but using a piece of equipment regularly requires significant motivation. 
Before buying expensive equipment, assess personal commitment to an ongoing 
fitness program. Plan to set aside some time daily for physical activity, and follow 
through with the plan. 

 Evaluate the equipment before buying. Fitness equipment is manufactured for the 
general population; therefore, the equipment must be fully adjustable to suit 
individual body characteristics. The machine or equipment should be sturdy, smooth, 
and easy to use. When shopping for fitness equipment, go to the store dressed for 
exercise, and give the equipment a full workout. Measure the area at home where you 
will put the equipment and note all dimensions (length, width, height). In addition, 
consider questions such as the following:  

 

__________ 

*  Source of Adaptation: Federal Trade Commission (FTC). “Avoiding the Muscle Hustle: Tips for Buying Exercise 
Equipment.” Nov. 2003. FTP Consumer Alert. <www.ftc.gov/bcp/edu/pubs/consumer/alerts/alt113.shtm>. 
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 Will the equipment need a source of power? 

 How heavy is it? 

 Is noise a factor? 

 Are you paying for features you will not need? 

 Will the equipment need assembly? 

 What maintenance will it require? 

 What are the safety considerations? 

 Evaluate the advertising claims. Some companies make unreasonable and outrageous 
claims to entice the consumer into believing they are true. False or misleading claims 
are common in the fitness industry. People who are desperately looking for quick fixes 
to problems that have taken years to develop often make rash and misinformed 
decisions. If a claim sounds almost too good to be true, it likely is! Check out product 
reviews. The reviews may point out specific trouble areas for a piece of equipment that 
may cause difficulties once the equipment is brought home.  

 Shop around. Much of the advertised fitness equipment is available at local sporting 
goods, department, or specialty stores. Shop around for the best price. Before you buy 
any equipment, do the following: 

 Determine the total cost, including shipping and handling, sales tax, delivery, and 
set-up fees. 

 Obtain the details on warranties, guarantees, and return policies from the retailer 
and the manufacturer.  

 Investigate the seller’s and manufacturer’s customer service and support 
capabilities. Inquire as to whom you can call if repairs or replacement parts are 
needed.  

 Try the toll-free numbers provided with the equipment to see whether help is truly 
accessible. 

Fitness equipment can often be purchased from second-hand stores, at yard sales, or 
through classified advertisements in local newspapers. Items bought second-hand are 
usually not returnable and do not have the warranties of new equipment. Buy wisely.  
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Equipment Choices  

Some common equipment for aerobic exercise, strength training, and other miscellaneous 
fitness training is identified below. 

Aerobic Equipment 
(Cardiorespiratory and 
Muscular Endurance) 

Strength Training 
Equipment 

(Muscular Strength and 
Endurance) 

Miscellaneous Fitness 
Equipment 

(Training, Core and 
Flexibility) 

 Treadmills 
 Stationary bicycles  
 Ski machines  
 Steppers/climbers  
 Elliptical trainers  
 Rowing machines  
 Aerobic riders 

 Free weights 
 Multi-station machines 
 Bands and tubing 

 Heart-rate monitors 
 Pedometers 
 Stability balls 
 Specialized equipment 

(e.g., medicine balls, agility 
ladders, balance boards) 

 

 

Many other fitness gadgets and gimmicks are available on the market. These items, often 
advertised on television infomercials, are not always of the highest quality and may not 
deliver on their claims.  

It is important to spend the necessary time 
investigating the exercise equipment being 
considered for purchase and commit to using 
the equipment before buying it. After making 
the purchase, the buyer should take the steps 
needed to protect the investment and follow the 
manufacturer’s maintenance suggestions. It will 
be easier to sell equipment that is in good 
condition, should the equipment no longer be 
needed or wanted. 

Exercise Clothing and Footwear  

Having the right clothing and footwear for a chosen activity is important, and sometimes 
critical. Knowing what the activity demands will be and wearing the right clothing and 
shoes to meet those demands are important aspects of being an informed fitness 
consumer. 

What we wear during activity can contribute to the activity itself. A well-fitting, well-
designed, and activity-appropriate outfit can make the difference between a pleasant 
activity experience and a negative one. 

 

N O T E  T O  T E A C H E R  
Any piece of quality exercise equipment 
is a good choice if it is used regularly. 
The consumer is the only one who can 
truly determine the value of the 
purchase, based on the results achieved.  
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Every aspect of “performance” or activity clothing, from underwear and socks to 
outerwear, has been designed around managing and controlling moisture (perspiration 
and rain), temperature, and wind. Some clothing absorbs moisture, some repels moisture, 
and some moves or wicks moisture. Still other clothing is created to keep a person cool 
during activity, or to hold in warmth.  

The movement of air also creates challenges for clothing designers. Usually, breathable 
fabrics are desired by consumers, but sometimes non-breathable fabrics are needed. 

Special footwear, specifically designed for a given activity, is available for virtually every 
activity and sport. Many people purchase footwear that is not designed for the uses it will 
actually serve. Running footwear is not intended for walking, and walking footwear is not 
intended for hiking. Tennis footwear is designed differently from volleyball footwear 
because of the varying movement demands.  

When selecting fitness equipment and other products, consumers need to keep in mind 
the purposes for which they are intended.  

________________________________________________________________________________ 

Suggestion for Instruction / Assessment 

Evaluating Fitness Equipment/Products 

Have students use the Think-Pair-Share strategy (see Appendix E) to evaluate physical 
fitness equipment/products: 

 Students identify as many fitness products/equipment items as they can. 

 Working with a partner or in small groups, students examine the list of identified 
products, determine the purpose and effectiveness of each product, suggest a less 
expensive alternative, and rate the overall value.  

 Each small group presents its results to the class. Students discuss any discrepancies. 

Have students create a Before You Buy poster for a fitness product (e.g., home gym, 
clothing, exercise video). The poster should contain important information about the 
fitness benefits of the product, as well as tips for buying the product. 

R E F E R E N C E  
For additional information on fitness product evaluation, refer to the following website:  

Ezine Articles. Health and Fitness: Fitness Equipment. 
<http://ezinearticles.com/?cat=Health-and-Fitness:Fitness-Equipment>. 

For website updates, please visit Websites to Support the Grades 11 and 12 Curriculum at 
<www.edu.gov.mb.ca/k12/cur/physhlth/>. 

________________________________________________________________________________ 
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Background Information 

Considerations for Evaluating a Fitness Centre 

When deciding on a fitness centre, consumers need to consider criteria such as the 
following: 

 Price  

 Do the membership fees or user fees fit your budget?  

 Does the centre offer monthly or seasonal memberships or only long-term 
memberships? If the centre does not allow a trial period or short-term 
memberships, consider another facility.  

 Can a friend join a member occasionally for a user fee? 

 Facility 

 Are you able to tour the centre at the intended time of use?  

 Are the facilities clean and well-maintained?  

 Does the equipment look up to date and well-maintained?  

 Are the exercise areas uncluttered and safe? 

 Do the members follow safe and hygienic practices?  

 Is there appropriate signage for rules and procedures?  

 Does the centre offer other appealing facilities (e.g., sauna, whirlpool)? 

 Staff  

 Does the centre have enough staff to work with clients?  

 Can you book a staff member to assist with education and programming?  

 Does the staff have fitness leader certification?  

 Does the staff offer clients a personal fitness assessment and is there an initial 
medical inquiry?  

 Is the centre supervised at all times?  

 Programming 

 Does the centre offer a variety of fitness programming, such as aerobics, spinning, 
yoga, and other classes?  

 Are the classes a part of the membership or are participants required to pay 
additional fees for them? 

 Does the centre have all the machines and free weights needed for personal fitness 
programming? 
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 Satisfaction 

 How long has the centre been in business? Check out the centre through the local 
Better Business Bureau or check online for customer satisfaction. 

 What on-site services are available (e.g., towels, hair dryers)? 

 Convenience  

 Is the centre conveniently located for you?  

 Is the centre accessible by public transportation? Is there ample parking?  

 Are the hours of operation suitable?  

 How crowded is the facility at the time of intended use?  

 Is there enough equipment to keep wait time to a minimum? 

________________________________________________________________________________ 

Suggestion for Instruction / Assessment 

Evaluating a Fitness Centre 

Have students identify and examine a physical 
fitness facility. As part of their fitness centre 
evaluation, students 

 determine the service provider, the service 
being offered, and the need it is addressing 

 identify elements to inquire about or examine 
before purchasing or subscribing to the service 

 address the criteria identified in 
Considerations for Evaluating a Fitness Centre  

 consider the risk factors identified in the 
applicable Physical Activity Safety Checklist(s) 

Depending on availability and scheduling, 
consider having students visit a fitness centre. If 
the local community does not have one, students could research one in a neighbouring 
community (e.g., use the Internet, conduct a phone interview, mail out a questionnaire 
that includes an envelope with return postage). 

Following their fitness centre evaluation, students present their findings to the class. 

N O T E  T O  T E A C H E R  
For this learning experience, students 
could use the Considerations for 
Evaluating a Fitness Centre (see previous 
page). In addition, encourage students to 
consider the risk factors identified in the 
applicable Physical Activity Safety 
Checklists provided in Appendix E of OUT-
of-Class Safety Handbook (Manitoba 
Education, Citizenship and Youth). 
Teachers may choose to invite a fitness 
program expert to the class to give 
students an opportunity to try some of 
the fitness centre offerings (e.g., Pilates, 
core training, yoga). 
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R E F E R E N C E S  
For additional information, refer to the following websites: 

Better Business Bureau of Manitoba and Northwest Ontario. Home Page. 
<www.bbbmanitoba.ca/>. 

Manitoba Education, Citizenship and Youth. OUT-of-Class Safety Handbook: A Resource for 
Grades 9 to 12 Physical Education/Health Education. Winnipeg, MB: Manitoba 
Education, Citizenship and Youth, 2008. The Physical Activity Safety Checklists are 
available online at <www.edu.gov.mb.ca/k12/cur/physhlth/out of class/checklists/>. 

For website updates, please visit Websites to Support the Grades 11 and 12 Curriculum at 
<www.edu.gov.mb.ca/k12/cur/physhlth/>. 

 

________________________________________________________________________________ 

Suggestion for Instruction / Assessment 

Advertising an Ideal Fitness Centre 

Have students use the information provided in this lesson to  

 conceptualize their ideal (fictitious) fitness centre (e.g., name, location, program), 
using as a guide the criteria specified in Considerations for Evaluating a Fitness Centre  

 create an advertisement promoting their ideal fitness centre (e.g., newspaper ad, flyer, 
brochure, radio ad) 

________________________________________________________________________________ 



 

 

 




