
Impact Metrics

CONNECTION RATING

78%
of participants felt significantly
more connected after
gatherings.

BELONGING RATING

81%
reported a greater sense of
belonging to Yoga Fire than
before the pilot.

NATURAL EXPERIENCE

88%
agreed the gatherings felt like a
natural extension of the Yoga
Fire experience.

WORTH THEIR TIME

of participants agreed it was
worth their commitment.

Purpose: This pilot explored whether ProSocial Circle gatherings
offered after yoga classes could increase participants’ sense of
connection, belonging, and engagement with each other and Yoga Fire.

90%

Stronger peer connections increase
customer loyalty and reduce churn risk.

Customers who feel they belong are more
likely to remain long-term and identify with
your brand.

This suggests the gatherings complement
your existing brand rather than feeling
intrusive.

Participants perceive clear value,
supporting continued participation and
repeat attendance.

Pilot Length: 3 weeks/3 gatherings
Session Length: 30-50 minutes

ProSocial Pilot



ROUTINE FIT/RETENTION

REFERRAL INTENT

FUTURE PARTICIPATION

76%
felt they could realistically fit
these gatherings into their
regular routine.

91%
reported a greater willingness
to recommend Yoga Fire to
their friends if the gatherings
continue.

83%
indicated they would likely
participate again if the
gatherings continued.

CUSTOMER ENGAGEMENT INDICATORS

High likelihood of word-of-mouth growth
and reduced customer acquisition costs.

Participants see gatherings as sustainable
within their lifestyle, supporting program
continuity.

Strong potential for ongoing engagement
and repeat attendance.

BRAND ALIGNMENT & CUSTOMER EXPERIENCE

NATURAL BRAND FIT
Low risk of brand misalignment or customer
alienation.

PSYCHOLOGICAL COMFORT
How ProSocial Circles supports emotional
safety and positive customer experience.

88%
of participants agreed the gatherings
felt like a natural extension of why
they already come to Yoga Fire.

84%
felt the conversations
supported meaningful
reflection without discomfort.

FEELING HEARD
Strong indicator of trust-building and
customer satisfaction.

91%
felt consistently listened to and
respected across the
gatherings.



REFLECTION SUMMARY

This report is a sample representation for demonstration purposes.

Participant reflections consistently highlight a shift from transactional
engagement toward relational connection. Customers increasingly
describe Yoga Fire as a community rather than simply a place of
service, which research shows can support loyalty, referrals, and
long-term retention.

“I didn’t realize how much I needed the connections and
community this group offered.”

“It made Yoga Fire feel more than just a business. It feels like
community.”

“I made friends. It’s been a long time since I’ve been able to
say that.”

“Without these conversations, I would have never known how
many amazing people attend this studio.”

“I was constantly looking at the clock during the first session.
By the third, I was enjoying myself so much I barely noticed 50
minutes had slipped by.”

PARTICIPANT REFLECTIONS

Given the positive indicators around connection, belonging, and
advocacy, a natural next step for Yoga Fire would be to offer ProSocial
Circle gatherings on a recurring basis. A weekly or biweekly cadence
could help sustain this momentum while continuing to strengthen
community engagement without adding significant operational burden.

CUSTOMER FEEDBACK

EXECUTIVE SUMMARY

Stronger customer relationships
increase retention and repeat visits.

Increased belonging strengthens brand
loyalty and emotional attachment.

High advocacy scores suggest
potential organic referral growth.

Participants report these gatherings fit
naturally with your brand experience.

STRATEGIC TAKEAWAYS

WHAT THIS PILOT SUGGESTS FOR YOGA FIRE
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