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 Since the advent of the spoken 
word, humans have told stories. Some 
stories are just for fun; others have the 
important task of passing along history. 
In almost all stories, though, fun or 
purposeful, lessons are taught. Then, the 
story is passed along again, adapted and 
evolved as it makes its course through 
time. The story of Pete Moore, Founder 
and Managing Partner of Integrity Square, 
is comprised of several chapters, each 
built on the previous and each teaching its
own lessons.
 If you think about the story that 
is to be told as a square structure, the fi rst 
chapter builds the foundation for what is to 
come. The second and third chapters create 

the walls of understanding, building upon 
the past. The fourth chapter completes the 
structure. The fi fth chapter, however, is the 
crux, fi lling the square in with color and 
providing a springboard into the future.
 That springboard is now Integrity 
Square, creators of the term: the HALO 
Sector (Healthy, Active Living and 
Outdoors). The HALO Sector is worth 
trillions of dollars, not to mention creating 
good for those who consume the products 
and services based within. As health and 
fi tness club owners and managers, you are 
a key segment within HALO, and that will 
only increase in time.
 Coming full circle, Pete’s story 
is fun and historical, and it provides great 
lessons along the way, not to mention the 
enormity of what Integrity Square is trying 

to accomplish and how they can help you 
within that context. The way in which he 
tells this story is passionate, and at times, 
humorous. That combination makes for an 
easy, yet insightful read, so I invite you to 
read on and learn more about Pete Moore, 
Integrity Square and HALO. You will be 
glad you did.

An Interview With Pete Moore,
Founder and Managing Partner of 

Integrity Square

Club Insider (C.I.) - Pete, where were you 
born, and where did you grow up?
Pete Moore (PM) - I grew up in Westbury, 
Long Island, a middle-class neighborhood 
that was safe with tree-lined streets, an ice 

(See Integrity Square Page 10)
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Pete Moore & Integrity Square
Connecting the HALO Sector with Growth Capital

ABC Financial Names Bill Davis as President
LITTLE ROCK, AR - ABC Financial 
Services, LLC (ABC Financial), a leading 
software and payment processing 
provider to the health and fi tness 
industry, announced the appointment of 
Bill Davis as President.
 Davis joins ABC Financial 
with over 20 years of technology and 
technology-enabled services experience. 
He has served in various operational and 
fi nancial leadership positions at Allscripts 
Healthcare Solutions, Inc., Blackboard, 
Inc., and most recently, at Paycor, Inc., 
a leading human capital and payroll 
processing provider serving the needs of 

35,000+ customers.
 “During this time of trans-
formation for the health and fi tness 
industry, there is no better person to 
lead ABC Financial on a daily basis 
than Bill Davis,” said Paul Schaller, 
ABC Financial’s Chief Executive Offi  cer. 
“Bill is a proven leader with strong 
business vision, operational skills and 
the ability to bring people together. 
Bill is uniquely qualifi ed to lead ABC 
Financial as the company enters its next 
chapter of expanded product innovation
and growth.”
 “ABC Financial is uniquely 

positioned to help revolutionize the 
health and fi tness industry through its 
technology and related service off erings, 
and I could not be more honored to have 
been chosen to lead the company,” Bill 
Davis said. “The opportunity ahead for 
ABC Financial is vast, but to seize it, 
we must focus clearly on our strategic 
priorities and continue to transform. A big 
part of my job is to ensure we continue 
to deliver world class service and bring 
innovative products to our customers 
more quickly.”
 Davis will be responsible for 
the daily operations of ABC Financial, 

reporting directly to CEO, Paul Schaller. 
With over 850 employees, ABC Financial 
serves the needs of over 7,000 clients 
throughout the United States, Canada, 
Mexico and Puerto Rico, most recently 
expanding into the Brazilian market with 
the acquisition of W12/EVO.
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cream truck rolling down the block and all 
sports all the time, from basketball to roller 
hockey to running bases to tackle football. 
We did not have Purell waiting for us at 
home. We did not wear helmets while riding 
our bicycles. And,  we did not have any cell 
phones... the good ole’ days. My parents 
were always supportive and loving as I grew 
up with an awesome younger sister along 
the way. Times were shaped with family, 
grandparent visits, friends, Reform Temple, 
sports, sleepaway camp and constant 
sarcasm. I watched my father as the CEO 
of a food service equipment company, 
which shaped my views of business.

Chapter 1:
The Foundation

C.I. - You studied at two very prestigious 
institutions: Emory University in Atlanta
and Harvard Business School in Boston. 
Please tell us about that experience.
PM - I did my undergrad at Emory and 
studied Finance. I was President of my 
fraternity for three semesters, so I was 
under threat of being a leader and being 
accountable, getting everyone to play from 
the same playbook (laughing). I do not think 
I truly recognized the liability of running for 
that position as I do now. When a pledge 
was dropped off  in Alabama and did not 
return for 48 hours, I began to understand 
assets and liabilities in the most fi nancial 
sense (laughing). At Emory, I learned the 
basics of accounting, fi nance, teamwork 
and building strong relationships.
 From there, I moved back to 
New York in 1994 and worked at Chase 
Manhattan Bank as a Financial Analyst, 
working 100 hours a week for two years; 
some of that work was with one of my 
current senior partners at Integrity Square, 
Richard Gross. I was the junior analyst 
on many mergers and acquisition (M&A) 
transactions and several project fi nancings.
 Then, I was recruited to 
Donaldson, Lufkin & Jenrette (DLJ) into 
the Private Equity Coverage Group (when 
there were only 40 private equity fi rms) and 
was part of an initiative to generate M&A 
transactions for the investment bank. We 
pitched companies to acquire, to merge, to 
consolidate, to tear apart... we threw a lot 
of ideas up against the wall and generated 
a lot of great transactions for all involved. 
While at DLJ, my Uncle was living in Boston 
and kept pestering me to apply to Harvard 
Business School (HBS), which I deemed 
a crazy idea. But, I did it anyway, along 
with recommendations from my mentors 
at Chase (Randall Stephenson) and DLJ 
(Nils Nilsen), who were HBS alumni. I 
was accepted and reported to HBS in the
Fall of 1997.
 During the fi rst four weeks at 
HBS, I called my Dad every few nights 

questioning, ‘What am I doing here? I don’t 
know if this is the place I want to be.’ When 
you get into a new pond, it takes a little 
while to fi gure out if you should be there. 
When you are in a new environment, you 
are trying to feel out what your place should 
be. When you go to college, it takes a little 
while to fi gure out who your friends are, 
how the culture is, what level of preparation 
you need, what level of sarcasm you can 
have, how much work you need to do, how 
disciplined or undisciplined you can be, etc. 
So, it took a little while to fi nd that group 
of friends that I felt comfortable with. But, it 
wasn’t until I got cold-called by the professor 
during an accounting class and was able to 
fi ll the board, as they do for a case study, 
that I felt that I was ‘allowed’ to be there. 
Twenty minutes with the ‘professor and the 
marker’ made me feel like I could compete 
at that level. There was someone there 
who spoke fi ve languages and ran Ford’s 
motor plant in Mexico, someone else who 
did a biotech start-up, et. al. and... I went 
to Emory and was the Intramural Athlete of
the Year (laughing)...
 While I was at HBS, I cut my teeth 
on the Internet and started a company 
called IronPlanet as part of a business plan 
competition. There was a guy from outside 
the school who put up a posting to do a 
potential Internet play in the construction 
equipment/government disposal market. 
For example, when the Department of 
Defense wants to get rid of an old railcar 
that was used to transport missiles across 
the country, there are people who collect 
those kinds of things. We had a four-
person team and put a plan together. We 
said, ‘This doesn’t make sense; it’s too 
dirty. But, you could do this in the used 
heavy construction equipment market... 
Caterpillar, John Deere, Komatsu, Volvo, 
etc.’ We fi gured out that there were a lot 
of transaction costs in order to sell a piece 
of equipment. So, we were able to set up a 
business model where we had professionals 
from a company called DynCorp (a public 
company that did inspections for military 
bases) do asset inventory, take pictures, 
etc. Then, we got Lloyd’s of London to put 
a guarantee on that, so it was basically a 
certifi ed inspection report.
 This was 1999, years before 
WiFi or even before DSL lines if you can 
remember those. Originally, it was called 
usedequipment.com. In that industry, they 
talk about ‘moving iron,’ so we trademarked 
‘IronPlanet’ and secured the URL. So, we 
entered the business plan competition, and 
the guy who came to us with the original 
idea did not want us to take the whole 
team. We talked to our professor and 
explained the ideas, the partners we lined 

up, our name and URL, etc., and he said, 
‘Life is too short. If you don’t trust someone, 
then this is worth nothing. You don’t want 
to partner with people you don’t feel good 
about.’ We didn’t want to cut anyone out, so 
we found a way to take a small piece of the 
equity and did not pursue the venture. Long 
story short, 17 years later, that company 
was sold for $758 million. Sometimes, 
when you start an idea, it takes a really, 
really long time to reap the rewards from 
it. Each member of our team made a bit of 
money from the sale of the stock that we 
received back in 1999, so it was all worth it!
 From that experience, I learned 
about the Internet and kind of became an 
evangelist back in the day. I needed to 
be able to start ideas, but my background 
was always in private equity. My father 
ran a business and has been a lifelong 
mentor. He was more conservative with his 
approach, but I was anxious to become an 
entrepreneur. However, the warm weather 
and a new private equity fi rst job was open 
in Boca Raton, Florida with a great bunch 
of professionals whom I met at the end of 
my HBS semester. So, I put my start-up 
plans in a drawer for a later date.

Chapter 2:
Brockway Moran & Partners

C.I. - Following Harvard Business School, 
please tell us about your time with Brockway 
Moran & Partners.

PM - In March of 1999. it got really, really 
cold, and I used to run along the river 
every morning. I thought: Why am I living 
in Boston or New York? Why don’t I go live 
in Florida? I ended up fi nding a job at a 
fi rm called Brockway Moran & Partners
down in Boca Raton. So, at the ripe old age 
of 27, I moved down to Boca Raton and 
started working for them. One of the fi rst 
deals in this $200 million fund was that they 
had a Letter of Intent to buy Gold’s Gym 
International, Inc. I was sitting around the 
conference room table and realized I was 
likely the only guy in the fi rm who had a 
health club membership and owned a 
tank top (laughing). The private equity fi rm 
owned an aerospace parts company and 
a chemical company, so I raised my hand 
and asked to be on the fi tness deal... and I 
have not left the industry since.
 At the same time, the Internet 
was going crazy. Since I had just gotten 
out of business school, I was thinking, ‘The 
Internet is going to be big, really big.’ I went 
to Peter Brockway, who is still a good 
friend and a co-investor in some of our 
deals with Integrity Square, and asked if we 
can invest in GoldsGym.com, online fi tness 
nutrition, sales management software, etc.’ 
He said two things to me that were very 
important, in hindsight:

1. Pete, we are running a private equity 
fund here and not a venture fund.

2. I am not sure why you are not able to 
put an apostrophe in GoldsGym.com so I 
shouldn’t be investing in new technologies 
until I fully understand them.

 So, I spent about six months 
looking at the fi tness industry and trying 
to help in franchising, licensing and 
acquisitions with the management team 
led by John and Kirk Galiani, who are still 
good friends. But, at the same time, and in 

(See Integrity Square Page 12)

HALO TALKS: Pete Moore and Chuck Runyon, Co-Founder and CEO of Anytime Fitness



PAGE 12 MARCH 2019

...Integrity Square
continued from page 10

business school, I had been buying
AOL LEAPS.
 A LEAP is a Long-term Equity 
Appreciation Security. While I was in 
business school and AOL was at $20, 
instead of buying an option for three, six or 
nine months, I went out for two years. It’s a 
longer contract option and usually a sucker 
bet. But, AOL was going up $2 or $3 a day, 
pretty much for no reason, and it kept going 
up. So, I ended up taking about $30,000 
and bought two-year LEAPS that would go 
to $80. It was kind of a sucker bet, but I took 
it and ended up turning it into a few million 
dollars. I didn’t know what money was back 
then, anyway.
 The important part of the story 
is that, while I was at Brockway Moran, I 
understood the Internet because of what 
we blueprinted with IronPlanet, I got 
brainwashed at business school about 
starting new ideas (‘If you have one, do 
it.’), and at the same time, I’m ticking up my 
stock and options accounts. I’m thinking, 
‘I’m really smart now...’ So, I went back to 
Peter Brockway and asked if I could do the 
GoldsGym.com thing on my own.

Chapter 3:
Fitness Insite

C.I. - Wow! So, that lead to the formation of 
Fitness Insite?
PM - I ended up partnering with Don 
Hoskyns out of Phoenix, Arizona to take 
his company and reorganize it into the 
leading Application Service Provider in the 
fi tness industry with over 1,500 locations 
using our software platform. It was April 1, 
2000, I rented a Pontiac GrandAm and lived 
in an AmeriSuites. We hired 30 people: 
fi tness nutritionists, registered dieticians, 
exercise physiologists, etc. We created this 
online fi tness nutrition program, and Gold’s 
was our fi rst client. Every two weeks, when 
we needed money for payroll, I would just 
call my broker and say, ‘Sell a hundred AOL 
LEAPS.’ Well, that only lasts 50 payrolls... 
we made money, raised money, invested 
money, tried everything to get that company 
profi table, but it was too early of an idea in a 
market that was not ready to embrace web 
technologies yet. And, at HBS, they didn’t 
have a class called: When Do You Know to 
Stop Playing the Game?
 I’m out there basically in the 
middle of the desert with my good friend, 
Brian Mitchell, running sales by my side... 
and September 11th hits. No one wants to 
invest in anything. Everyone is basically 
triaging, psychologically and physically, 
so there’s kind of a pause in business for 
several months. I thought: my idea is a 
B2B2C model. I’ve got Gold’s Gym, World 
Gym and Powerhouse. I raised some 

additional capital from friends, family, some 
NFL players, etc. and said, ‘I’m going to 
keep going.’
 I didn’t take a salary for about 3 ½ 
years and ran around the country trying to 
get club owners to get on our web platform. 
The club industry was not really connected 
to the Internet yet, so when I would arrive at 
a client’s location, we would need to go to 
his house! The interesting part of the story 
here is that, though I was the ‘Internet Guy,’ 
I was really the Banker running around in 
Internet clothing. As I stopped at each club 
chain, the conversations started with leads 
from the Internet but ended at EBITDA 
valuation and how to raise growth capital... 
so ‘PeteyMo is coming to town; we’re gonna 
learn about revenue, EBITDA, and we’re 
also going to do the website.’ (laughing) 
 I was on the road for three years 
straight along with two cellphones: the 561 
number was for East Coast clients, and the 
602 number was for West Coast clients. 
Today, people think, ‘I’m going to start a 
company and go to Amazon Web Services 
or GoDaddy.’ None of that existed. Don and 
I had a server rack and a key employee 
who handled it. Back in the day, you 
couldn’t reset the server remotely, so if 
there was a problem, he had to go down to 
the AT&T data center in Phoenix and turn it
off  and on.
 With that experience, I learned 
what it really took to run a business. When 
I was in banking, you could say, ‘Hey, let’s 
run this Excel model and increase revenue 
by 30%.’ You plug that in a cell. In the 
real world, you’ve got to hire people, pay 
them, train them and get them on the road. 
Software had to be developed and tested; 
you cannot tell anyone Version 2 is coming 
out in 90 days, because then, they won’t 
buy Version 1. Then, you’ve got all these 
bells and whistles people want to add, and 
back then, we had customer support via 
dial-up (laughing). So, to make a long-story 
short, I spent 3 ½ years trying to build this 
company against the wave, because the 
technology was not ready yet.
 Peter Brockway said to me, 
‘Experience is what you get when you don’t 
get what you want.’ Maybe the idea is too 
early or the market isn’t ready for it. You’ve 
got a great idea, but you’ve got to change 
its path. Or, you need to stop and focus on 
your unit economics before you expand. 
Those kinds of things... after you see the 
movie a few times, you can tell someone 
what happens. It’s the same in business. 
Anyone who is advising you in business 
will have their own overlay, but I believe 
there are certain business principles that 
always prevail. Who are your customers, 
are you solving a frustration and do you 

have the capital? A lot of the businesses 
that are coming out are cool and have 
bells and whistles, but people pay to
solve frustrations.

Chapter 4:
Sagent Advisors

C.I. - What happened next?
PM - On November 15, 2003, Gold’s 
Gym canceled their three-year agreement 
because we were running websites for 
about 300 diff erent clubs, and they all 
looked similar to the Gold’s Gym site. In 
web design, there is something called 
Cascading Style Sheets (CSS), so if Mike 
had a club in Oceanside with the colors 
of white and red, he’d have a website that 
looked like Gold’s but in white and red. 
Gold’s Gym had it in black and gold. So, 
Gold’s basically came back and said, ‘We 
want an exclusive in the fi tness industry.’ I 
explained that we couldn’t do that. At the 
same time, I went to Kmart to buy a work 
belt for a friend who was having a birthday. 
I dropped down eight diff erent credit cards 
that I used to keep the servers on, and I left 
Kmart without the work belt. I was basically 
busted, and at that point, I thought: I cannot 
continue down this path of trying to be an 
entrepreneur. You’ve got to know when it 
is time to stop. So, I left the business with 
my partner, Don Hoskyns, who continued 
to run the software out of Phoenix, 
and I fl ew back to New York City on

November 15, 2003.
 On November 18th, I reported 
to work for the guys I used to work for at 
DLJ, who had started up a fi rm called 
Sagent and started up the fi rm’s Private 
Equity Coverage group alongside an 
Active Lifestyle & Wellness practice.  
We made a name for ourselves in the 
sector by helping Royce Pulliam raise 
capital to build Urban Active; advising on 
Massage Envy, Crunch; as well as several
sports-related transactions.
 While at Sagent, I kept funding 
the software company on the side and 
paying off  the company’s debts as it was 
the right moral move. At the end of the 
day, you need to feel good about yourself. 
The basis of capitalism is TRUST, so if 
you don’t have that, then you’re in a lot of 
trouble and the whole system falls apart. 
So, I felt morally obligated, as well as in 
some cases, contractually obligated, to 
take care of that. And, I didn’t want that 
company to fail. It basically went down to 
four people, and the company remains
in business.
 So, I made a clean break. I bought 
three suits, rented a small studio apartment 
and went back to banking. The humility 
associated with those times is something 
that was really important. When you write 
a check to cover payroll, you feel it. Today, 
when entrepreneurs come in, I’m not a 
banker they are talking to. I am a fellow 
entrepreneur who just happens to be on 
this side of the table now, as an investor, 
advisor, coach and mentor. You can’t really 
say, ‘I know how you feel,’ until you really, 
‘know how it feels.’ Another important 
thing is understanding patience in a 
business. If you want to create something 
of value, it takes a long time. Then, when 
you create something of value, someone 
will pay you when you want to exit
(another Brockway takeaway).

(See Integrity Square Page 16)

HALO TALKS: Pete Moore and Cate Luzio, Founder and CEO of Luminary
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Chapter 5:
Integrity Square

C.I. - That brings us to Integrity Square. 
You didn’t give up, so what led you in this 
new entrepreneurial direction? When was 
Integrity Square created and how?
PM - About nine years ago, in April 2010, 
my partner, David Zalkowitz, and I started 
an investment advisory fi rm focused on 
helping people buy and sell health and 
wellness companies. Most of those were 
health clubs: Gold’s, Crunch, some of the 
bigger chains around the country. At fi rst, 
we were more of an advisor, so we did a 
lot of the buy-side, sell-side work. Over 
the last few years, it has morphed from 
an advisory fi rm into also being a seed 
investor in several new companies. We 
try to put capital behind entrepreneurs and 
further something I will explain later called 
the HALO Sector.
 It was tough starting out because 
it takes a while for people to get to know 
who you are and to trust you. One deal 
begets the next deal, because if you’re an 
advisor, you’ve got to be relevant. You’ve 
got to know the industry intel of what 
multiples were paid by which companies 
and why, who the potential buyers are, etc. 
Then, we brought on Richard Pyle, who 
used to be CFO of New York Sports Clubs. 
He’s a great addition to our team. Three 
people from Sagent also joined us, so 
we then had a six-person team. We were 
doing investment banking, consulting and 
diligence assignments.

C.I. - You mentioned Integrity Square’s 
evolution from primarily an advisory role to 
now an equity investor. There’s a lot going 
on in between those roles, so please take 
us through your product menu.
PM - Financial Advisory: sell-side, buy-
side, capital raising, private placements, 
valuation and special situations.

Consulting: strategic, market intelligence, 
due diligence, board representation and 
executive search.

Connections: partnership development, 
conference, networking events and real 
estate partners.

C.I. - Who is your typical target prospect? 
What are they looking for?
PM - In terms of advisory assignments, we 
are seeking companies with over $3 million 
in EBITDA and seeking to raise north of $10 
million in debt or equity. We have worked 
on deals as small as $10 million and up to 
$800 million in enterprise value. We now 
have a team of a dozen professionals out 
of our offi  ces in New York City alongside a 

team that focuses on strategic consulting, 
executive search and HALO Academy
educational events. 

C.I. - How does one know if they are the 
right fi t for you?
PM - We are seeking companies that are 
through the fi rst phase of internal growth 
and looking for additional equity to take their 
business to the next level. Typically, the 
entrepreneur is seeking his fi rst institutional 
capital partner.

C.I. - How long does it take to fund a new 
deal or sell a collection of clubs (or other 
health and fi tness business)? And, what 
are some steps club owners can take to 
prepare for these transactions?
PM - It is typically a six- to nine-month 
process. There should be tight fi nancial 
controls and an understanding of the 
business model. Having an audit is very 
helpful in raising outside capital along with 
detailed support on the growth of their 
business, return on their invested capital 
on locations to date, unit economics, et. al.

C.I. - Your name is very interesting and 
important. How did you come up with 
Integrity Square?
PM - Those two words are important:

Integrity - This goes back to the idea 
that you either have integrity or you don’t. 

I have always been enamored with the 
word, ‘integrity.’ It has various meanings, 
but in essence, it represents doing the right 
thing in a reliable way and having a moral 
compass. If we do a handshake deal on 
something, the legal documents will come 
back as we agreed. On the other side, to 
protect our clients, we keep a blacklist of 
those who have re-traded on deals, and we 
will no longer show new deals to them. That 
ties into the Square.

Square - If you’re allowed in the Square, 
you’re protected by the Square. When 
we were starting out, we worked from my 
apartment in Union Square, so we would 
say, ‘Hey, I’ll meet you in the Square.’ You 
know, I looked this up one day because I 
wanted to know what the word ‘client’ truly 
meant. Most people don’t know, but if you 
go back to the Latin version of the word, 
it means, ‘someone under your protection.’
So, we tell people that, when you are a client 
of Integrity Square, and you are ‘Inside the 
Square,’ it’s our obligation to Protect you. 

We’ll make sure you don’t do bad deals or 
get in bed with the wrong people.

Integrity Square - The combination of the 
two words means we are a fi rm that does 
right by our clients and in proliferating the 
industry.

C.I. - The Mission of Integrity Square is “to 
advise, connect, and empower fast growing 
companies, exceptional entrepreneurs, 
seasoned executives, and capital providers 
involved in the health, active lifestyle and 
outdoors sectors. Integrity is the guiding 
principle of our approach with our clients 
and partners.” How did you and your team 
come up with that Mission?
PM - We googled the word, ‘wellness,’ 
and didn’t like what we found. So, we 
created the HALO Sector, and the 
HALO Eff ect is happening. Our collective 
movement is going to change the world, 
reduce obesity, increase happiness and
eliminate loneliness.

(See Integrity Square Page 18)
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The HALO Sector

C.I. - Of course, that begs the question, 
then: What is HALO?
PM - I had been working in the health and 
fi tness industry, which has also been coined 
the ‘wellness’ sector, for about 15 years, 
until I woke up about four years ago and 
said, ‘I just don’t like the word ‘wellness.’ 
Basically, it’s coined by Dr. Halbert Dunn, 
a biostatistician from the Mayo Clinic in 

1929, who was trying to come up with 
the opposite of ‘Illness’ and came up with 
‘Wellness.’ So, if you are not sick, you are, 
‘Okay.’ This was not aspirational enough 
for us, and we wanted to come up with 
something that motivated us. And, instead 
of trying to go under someone else’s sector 
focus or SIC code, we decided we would 
create the HALO Sector and the
HALO Eff ect.

HALO: Health, Active Lifestyle and Outdoors.

 Everyone in the HALO Sector 

knows how to help people feel amazing, 
how to optimize the mind and body and how 
to stay off  those crazy pharma drugs with 
all the ridiculous side eff ects. The HALO 
eff ect is happening, and we want to play 
our part in creating a healthier America.  

C.I. - Please tell us about HALO TALKS 
(www.halotalks.com).
PM - With HALO TALKS, we are trying to 
give a mouthpiece to some of the industry’s 
entrepreneurs and innovators who we think 
could create really big companies and 
aff ect positive change. We currently have 
over 100 podcasts on the network, and 
our goal is to showcase these amazing 
entrepreneurs and their companies. It is 
a great educational tool, and I urge your 
readers to check it out.

The Dream Architect

C.I. - Pete, to close this in-depth interview, 
I couldn’t help but notice that one of your 
offi  cial titles is ‘Dream Architect.’ I love it. 
Please tell us about that.
PM - A number of people who are 
entrepreneurs come to us and ask us to 
evaluate their ideas and help them take 
it to the next step. I think that, when you 
start a business and turn your passion 
into a profession, there are many steps 
you need to take in order to do it properly. 
If you’re an architect, you take a drawing 
and turn it into a building. The drawing 
becomes the blueprint of what you want 
to create and your vision. In business, you 
have the same thing. If we can architect 

your business plan and fi gure out who 
your strategic partners need to be, the 
kind of people you need to hire, where you 
should be located... that’s your blueprint, 
whether you’re a club, a fi tness studio, 
spa, food or beverage company, etc. All 
of these businesses have a path, and we 
want to help entrepreneurs on that path, 
taking their dream and architecting it
into reality.

■   ■   ■

 Thank you to Pete Moore, Nikki 
Roe and Mike Pesca for their assistance in 
bringing this cover story to you, our dedicated 
readers. Thanks for reading, and welcome
to HALO.

(Justin Cates is a Partner and the Assistant 
Publisher of Club Insider and grew up 
in the health and fi tness club industry. 
Justin was born into a club business 
family in 1985, and from the age of eight, 
he spent his non-school and sports hours 
in a home that doubled as Club Insider
Headquarters. He has lived and breathed 
this industry for 34 years, since his own 
day one. Cates graduated from the Terry 
College of Business at The University of 
Georgia in 2007 and then went on to two 
years at The Art Institute of Atlanta, where 
he studied Interactive Media Design. Now, 
he is an integral part of the “Story” of 
Norm Cates and Club Insider. Justin can 
be reached by phone at 423-314-4310 or 
email at Justin@clubinsideronline.com)

In 2018, Integrity Square and Crunch Fitness partnered to raise over 
$300,000 in fi tness equipment and cash to help most of the 225 NYC Fire 
Stations in the Five Boroughs.


