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The Future is Human:
The State of the Personal Trainer
2026

The New Economics of Fitness, Longevity,
and the Trainers Who Own Them

1,133 personal trainers told us what is actually going on.
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Six numbers. One profession.
Where the industry is actually going.

1.1/10

Trainers are confident in the future of
their profession. The numbers tell us
why.

13%

of trainers have already been asked
about GLP-1s by clients. If you haven't,
you will be.

+22%

NASM-certified trainers earn 22% more
than the rest. The cert pays for itself
before year one.

Source: NASM 2026 State of the Personal Trainer Survey

88%

of trainers say longevity is now their
clients' #1 priority. Coach for the future,
or coach for a bygone era.

2.2X

Top earners are 2.2x more likely to offer

remote and hybrid coaching services.
That's where the money is growing.

+45%

The Certified Wellness Coach (CWC)
alone adds 45% to your hourly rate.
Stack credentials, stack income.
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A Profession in Motion

The gym floor is our proving ground, where heavy lifts, sweat, and physical transformation
forge the heartbeat of the fitness industry. For years, the industry measured a personal

trainer’s value by simple reps and sets. Those days are over.

The era of the "rep-counter" has ended, and the era of the Essential Human Partner has
begun. To map this shifting landscape, NASM conducted the 2026 State of the Personal

Trainer Survey, gathering insights from 1,133 active personal trainers across the industry.

The resulting data forms the baseline for the benchmarks, metrics, and insights detailed
throughout this report: the industry is moving, and the trainers leading the next decade are

already pulling away from the pack.

Despite economic and societal headwinds, there is optimism in the industry. Fitness
professionals are confident in where it is headed. Why the confidence? Because the modern
trainer has evolved into a holistic partner to their clients. While technology commoditizes
the workout, the market now places an unprecedented premium on what trainers provide:

human empathy, behavior change, and expert guidance.

Clients today are training for life expectancy, not just the summer season. Artificial
Intelligence is streamlining the back office, allowing trainers to reclaim their time. The
trainers winning in 2026 are not reacting to these shifts; they are leveraging them to build

more lucrative, sustainable careers.

The 2026 State of the Personal Trainer data shows that those who adapt to this new reality
are entering the most exciting era in the history of the profession. Welcome to the future of

human performance.

Fitness professionals recorded an
Optimism Index of 7.1 out of 10.
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Three forces emerged from the 2026 State of the Personal Trainer survey as the primary

drivers reshaping the gym floor right now: longevity, GLP-1s, and Al.

The personal trainers winning in 2026 are embracing these trends and integrating them into
their businesses.

880/ of personal trainers pointed to Longevity and Healthspan
Y as their priority for clients over the next 12 months.

This is far more than an active aging story. Clients in their 20s and 30s expect to lift heavy

weights even at 70. That is the new standard.

Today's consumers desire it all: they seek aesthetic transformation while prioritizing overall
health, stability, and psychological resilience. They aim to lift heavy and move quickly well
into their 50s and 60s. The client has evolved, and the question is: are you prepared to guide
them?

Fitness without wellness is like fire without fuel. Coaching the lifts is just the beginning.
Trainers must also coach recovery, sleep, stress management, and nutrition. This is the new

baseline.

Priorities by Generation

The following data represents the top 3 goals identified by personal trainers working with current clients.

Overall Average Gen Z Trainers Millennial Trainers
1. Longevity (88%) 1. Aesthetics (94%) 1. Longevity (97%)

2. Aesthetics (71%) 2. Longevity (90%) 2. Mental Health (92%)
3. Mental Health (65%) 3. Mental Health (69%) 3. Aesthetics (85%)

Source: NASM 2026 State of the Personal Trainer Survey 4
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THE GLP-1 PHENOMENON
A New Coaching Reality

It's no secret that GLP-1s are disrupting the traditional approach to weight loss for clients as
73% of trainers have already been asked about them. The right response isn't an opinion on

the medication. It's a coaching plan designed to preserve the client’s lean muscle mass.

Prevalence of GLP-1Inquiries

13%

Have Been Asked

Nearly 3 out of 4 fitness professionals are actively fielding GLP-1 inquiries from clients. The
overwhelming majority navigate this new coaching reality monthly, weekly, or even daily.

The Experience Gap

84% of 10+ year tenured pros report regular GLP-1 inquiries versus 59% of entry-level
trainers. The more experienced you are, the more your clients view you as their primary
health navigator.

How Trainers Are Adapting

Trainers are moving beyond talk; they are adapting their business models to protect client

health.
58% 40% 39%
Prioritize Sought GLP-1 Protein & Behavior
Strength Training Education Coaching Focus

Professional Insight

The trainers who have proactively pursued GLP-1 education have stopped waiting for
permission to evolve; they are architecting the new way forward. They've shifted the
conversation from 'what’s the right cardio?' to the new training imperative: 'how do we
preserve your muscle?'

Source: NASM 2026 State of the Personal Trainer Survey 3
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THE Al PARADOX

Al is the industry’s greatest growth opportunity, but 44% of millennial trainers are paralyzed
by it. They shouldn’t be. Technology can’t replace the personal trainer. But when used
correctly, it can empower them to reclaim their time and prioritize the high-touch, human-

centric work that drives sustainable results.
The Generational Tech Divide

The tension between Al Adoption and Al Anxiety across generations.

MILLENNIALS

o [rtsdiead
S b

GENZ

I 57% uso Al woskly
_ 18% fear replacement

Gen Z views Al as a native utility rather than a professional threat.

We asked trainers how they use Artificial Intelligence. The results reveal a generational split in

strategy.
GENZ Tenured Pros
Al as their "CMO’ Al as their "Chief of Staff"

®o

N

Automating social media content to Systematic programming,

bypass the creation grind. Al handles administrative follow-up, and

the marketing so they can focus on evidence-based research. Al handles
clients. the operations.

Al handles the admin. You focus on the human in front of you.

Source: NASM 2026 State of the Personal Trainer Survey 3
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The Evolving Client Roster

18 26 31

Avg # of clients for Avg # of clients for

gym employees Avg # of active clients Tenured trainers

The diversity of needs within a trainer’s roster is exploding. Today's training leaders
are managing a wider range of client profiles than ever before, requiring a shift from

one-size-fits-all programming to specialized coaching.

The 'Category Shift': Roster Changes Over the Last 12 Months

First-Time Gym Goers

e [ y——

GLP-1/ Weight Loss Medication Users

T ———

Mental Health/Anxiety-Focused Clients

O 2% roport increase

Active Aging / Seniors (65+)

D 35 roport increass

The Strategy: From 'Trainer' to 'Partner’

More clients won't grow a trainer’s income. The right clients will. The trainers earning the
most aren't running bigger rosters. They are running rosters of clients with complex needs
they're specifically credentialed to meet. The trainers who succeed in 2026 are those who use
their Tech Stack (see page 12) to run a tighter ship, ensuring they can manage diverse needs

without adding hours to their day.

Capacity vs. Complexity

A larger roster doesn’t automatically mean higher income; it often leads to higher
churn. High earners focus on roster complexity, selecting clients whose needs align
with their specialized certifications (such as Wellness or Nutrition), allowing them to

charge higher rates per session.

Source: NASM 2026 State of the Personal Trainer Survey 8
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An Industry Challenge

Overcoming the Burnout Wall

21%

of trainers say burnout is the thing capping their income. The higher they earn, the worse it

gets; 35% of high earners feel it, vs. 18% of everyone else.

The fix? Better, more efficient systems.

Distribution of Weekly Billable Hours (with clients)

< PEAK: 15-20 hrs/wk

; 28%
5
5 22%
|_
‘-6 [e)
2 14% 15%

8% 7%

[e)
4% ooy
0-5 5-10 10-15 15-20 20-25 25-30 30-35 35+

Hours per week

The Professional Scope

Workload averages include the full spectrum of the industry, from part-time
practitioners to full-time career professionals. For a more granular view of the ‘Career
Pro’ (defined as 30+ hours/week), data indicates that diversification remains the

primary engine for income, even as individual billable volume increases.

Source: NASM 2026 State of the Personal Trainer Survey )
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FUTURE PURSUITS

The 3-Year Industry Horizon

The fitness industry is evolving beyond the conventional gym-floor model into a broad,
integrated ecosystem. Trainers are aligning their businesses to attract the next wave of
clients. With rosters already in transition, professionals are actively focusing on targeted
sectors for future revenue growth. The next three years will see growth driven by five key

expansion areas:

PROJECTED 3-YEAR GROWTH AREAS -

74%
68%

Active Aging &
Senior Fitness

Virtual & Hybrid
Coaching

Medical-Fitness
Partnerships

Group Fitness &
Bootcamps

Youth Sports
Performance

Larger bubble = higher current interest among fitness professionals
Further right = stronger projected growth over the next 3 years

Key Insight

These expansion areas are not requirements for success, but they represent the
industry’s collective move toward a more integrated future. This is the new horizon for
the industry and those seeking to maximize their reach and business scope.

Source: NASM 2026 State of the Personal Trainer Survey 10
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What Do Clients Want From Trainers?

Client expectations have evolved beyond mere sets and reps. Today's consumers view their
coach as a vital source of information on lifestyle, nutrition, and recovery. Higher-performing
trainers accept this broader role and enhance the value they provide while also strengthening

client relationships, ultimately giving clients a compelling reason to choose them over others.

Areas That Clients Are Actively Asking About

43% 29% 21% 14%

Overall Supplements Hydration Mindfulness
Nutrition & Stress

12% 12% 11%

GLP-1s/ Recovery Wearable
Weight Loss Medications Technology Integration
The Scope Trap

Nutrition and lifestyle expertise has become essential. However, guessing is not a
substitute for coaching. It's crucial to either obtain the necessary credentials or know
the right person to refer clients to. Remember, saying "l don't know" is always better
than saying "I'll wing it."

Source: NASM 2026 State of the Personal Trainer Survey 1
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THE DIGITAL ECOSYSTEM

The Modern Tech Stack

From Administrative Noise to Precision Coaching

Stop debating if a tech stack is necessary. The verdict is clear: modern trainers are not just
using apps; they are building digital ecosystems to automate the mundane and monetize the

gaps. Efficiency is the entry fee for a sustainable and profitable career.

Active Tool Adoption (By Trainers)

43% 35% 34 % 33% 15%

Wearable Generative Client Mgmt Content Video
Integration Al Apps Creation Analysis

* ‘Active Adoption’ is defined as usage occurring on a Weekly or Daily basis, self-reported by active trainers.
The Experience Divide: Tech Adoption by Career Stage
Digital Native trainers (<10 years) are 1.6x more likely to integrate Al and automated

programming into daily workflows. Tenured Pros are 1.8x more likely to focus on wearable
data and clinical movement analysis.

Digital Natives (<10 yrs)

1.6x 1.8x

more likely to use Al & more likely to focus on
automated programming wearable data & clinical
in daily workflows movement analysis

The future of the industry is a hybrid model:

Modern trainers systematize administrative tasks like a digital native,
while deepening coaching skills like a Tenured Pro.

Source: NASM 2026 State of the Personal Trainer Survey 12
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How to Keep Clients in 2026?

Retention is the direct result of a structured coaching framework. Trainers who utilize a digital
infrastructure and pursue holistic coaching credentials (such as Certified Wellness Coach or
Behavior Change Specialist) don't fight churn the same way. They build something a client
can't walk away from.

The Data Drivers of Retention

0/ Credential Stacking: BCS/CWC holders report 15% higher 'easy/manageable’
+15%
retention vs. CPT-only.

_250/ Tech Multiplier: Daily/Weekly app users report 25% lower retention frustration
% \s. manual tracking.

780/ Anchor Effect: Top performers agree their role extends to 'mental health
0 T . .
support,' building deeper relationships.

The Professional Retention Triad

Holistic Creds The intersection of technology,
(BCS + CWC) holistic credentialing, and mental
health positioning creates the

High-Retention highest-retention coaching practice.
Market Leader

Insight

Client retention is effectively a proxy for professional integration. The trainers who succeed
long-term are those who stop viewing themselves as 'exercise instructors' and start operating as
'Holistic Health Partners," using technology to track outcomes and behavior-change credentials
to foster deep, long-term habit formation.

Source: NASM 2026 State of the Personal Trainer Survey 13
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Performance and Pricing Power

Despite a shifting professional landscape, nearly half (46%) of trainers, who participated in
the 2026 State of the Personal Trainer survey, successfully expanded their earnings in 2026,

outpacing their performance from the year prior.

Income Performance Trajectory

Growth

report increased income with 15% seeing gains of 10%+.

Stability

maintained consistent earnings, marking high retention.

Contraction
saw decreased earnings, highlighting the need for high-margin models.

Strategic Pivot
Income growth correlates directly with moving away from selling hours to delivering

outcomes. Higher earning trainers treat their business as an appreciating asset.

Pricing Power Assessment

If a trainer’s hourly rate is locked, their income is capped. A trainer’s growth ceiling is

based on outcomes.

Source: NASM 2026 State of the Personal Trainer Survey
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THE ECONOMIC LANDSCAPE

Pricing Power: The Economic
Benchmark

A trainer’s hourly rate serves as the primary indicator of market positioning. Total earning
potential is fundamentally driven by two factors: depth of experience and chosen business

model.

The Experience Benchmark (Mastery Premium)

Expertise drives long-term pricing power. As trainers progress from a new entrant to a
tenured professional, they naturally scale their hourly earnings. The 'Mastery Premium' is the
jump in income observed as they move from early-stage to senior-level experience. This jump
is even stronger for NASM trainers, who often see an immediate premium in the market

(more on the NASM premium gap can be found on page 17).

$72/hr

$55/hr

$42/hr

$32/hr

Less than 1year 1-3years 4-9 years 10+ years

The Modality & Independence Benchmark
A trainer’s business model establishes both minimum and maximum hourly rates.
Independent trainers reported a notable "Independence Premium" across all training

modalities, highlighting the tremendous value of building a personal brand.

In-Person 1:1 $37.74/hr $67.55/hr

Small Group $24.12/hr $43.52/hr

Virtual/Online $45.80/hr $61.90/hr

Note: These rates are blended averages across trainer experience levels.

Source: NASM 2026 State of the Personal Trainer Survey 16
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The Economics of Expertise

The Baseline Value of the NASM Credential
There's a measurable gap between what NASM-certified trainers earn and what everyone

else earns. It shows up everywhere — in person, online, employed, independent.

0 The Credential Premium
+22 /o NASM-certified personal trainers earn an average of 22% more than

their industry peers

Pricing Power Across Business Models

This pricing advantage holds across all employment types and training modalities:

+ Self-Employed: $57.02/hr (+22% over industry standard of $46.90)
« Facility-Based: $39.99/hr (+21% over peers in the same environment)

« Virtual Coaching: $57.84/hr vs. industry average of $44.41 (+30% - the largest gap)

Skip the entry-level grind

NASM-certified trainers bypass the entry-level earnings plateau, commanding a professional
rate almost immediately.

Average Earnings by Career Stage

Career Stage NASM Average Industry Average NASM Premium

1 to 3 Years $52.97/hr $32.00/hr +66%

4 to 9 Years $58.38/hr $38.42/hr +52%

10+ Years $73.17/hr $66.10/hr +11%

Source: NASM 2026 State of the Personal Trainer Survey 7
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The Resilience Index

Diversification as a Business Model

Traditional 1-on-1 training remains the industry's financial bedrock, while digital streams and

brand partnerships have yet to achieve meaningful scale for most professionals.

The results of the 2026 State of the Personal Trainer report show that higher earners
systematically eliminate dependency on single revenue streams. While the average earner
relies on 1-on-1 sessions for 58% of income, top earners shift toward Small Group (20%) and
Online Coaching (15%), transitioning from 'session-only' providers to the trainers their clients

actually need.

Revenue Stream Distribution: Primary Income Source

B Avg (<$75k) ' High ($100k+)

D 5%
In-Person 1:1
N 3%

8%
Small Group _ 20% Small Group grows 2.5x
Online Coachi >”
niine Loaching I 5  Online grows 2.9x
Nutriti >
utrition
. s
1%

Digital Products
J M 3%

1%
Brand Partners
B 3%

Top earners have broken the hourly ceiling.
While 78% of the industry remains tethered to the 1-on-1 model,
the top trainers are building multi-modality businesses that scale.

Source: NASM 2026 State of the Personal Trainer Survey 18
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The Certification Economy

The Certified Personal Trainer (CPT) credential gets you in the game; specialization wins it.

The data shows the math isn’t subtle: top earners ($100K+) have moved beyond the baseline,

holding an average of 2.5 active credentials compared to just 1.1 for the rest of the market.

In an industry flooded with content and unvetted influencers, a CPT is the non-negotiable
currency of legitimacy; it carries immediate weight. But the elite don't stop there. By stacking
holistic coaching credentials on top of that foundation, these pros command a premium
because they've evolved from workout planners into comprehensive health partners who

manage stress, nutrition, and daily habits.

The Specialization Lift

% lift over industry-wide CPT baseline of adding a specialization

Wellness (CWC) +45%
Behavior Change (BCS) +35%

Corrective Exercise (CES) +26%

Performance (PES) +22%

Weight Loss (WLS) +19%

Nutrition (CNC) +16%

Note: $56.60/hr = industry-wide CPT average. NASM-certified independents average $72.36/hr before
specializations.

Source: NASM 2026 State of the Personal Trainer Survey 19
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The Employee Opportunity:
Scaling Within the Four Walls

The survey reveals that high-performing gym employees hold a unique structural advantage:
immediate access to a built-in book of clients. While independent professionals spend nearly

30% of their time on everything that isn't coaching, the facility professional spends 100% of

their capacity on client throughput.

The Gym Pro Advantage

Throughput Advantage

+14%

Facility-based professionals manage
14% higher weekly billable sessions on
average, fueled by the gym's

established conversion pipeline.

Reality Check

45%

While nearly half of facility pros are
satisfied with their current path, many
report reaching a definitive
"advancement ceiling” within the

traditional facility structure.

The Growth Mindset

Growth Lever
48%

High-performing facility pros prioritize
Small Group Training as their primary
income lever to maximize revenue
density within the club.

Growth Imperative

32%

With nearly one-third of pros rating
employer education support as "non-
existent," trainers must take full
ownership of their professional

development to curate growth.

If your facility does not offer a clear path for professional development, view this as an

invitation to curate your own growth. By taking ownership of your professional education,

you transition from employee to specialized practitioner, positioning yourself for higher-

margin work within the club or as a future independent trainer.

Source: NASM 2026 State of the Personal Trainer Survey
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THE FOUR-PILLAR BLUEPRINT
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What the Top 10% Do Differently

What separates the trainer struggling with a 15-hour capacity ceiling from the high-

performer billing over $100,000 annually? Data from the 2026 State of the Personal

Trainer survey shows that the top tier implements advanced systems to decouple their

income from their time. They operate across four distinct pillars.

Al for Admin, Not Empathy

Approach Al as a digital assistant. Top
industry earners offload routine tasks such
as emails, marketing, and administration to
Al, freeing up approximately 10 hours each
week. This shift preserves their energy for
building high-touch, human-to-human client
relationships.

Monetizing the Other 165 Hours

The traditional model only monetizes the
few hours a week a client spends inside the
facility. High performers capture the
remaining 165 hours. By operationalizing
habit-tracking app protocols, remote check-
ins, and specialized lifestyle coaching,
trainers transition from hourly providers to a
high-margin essential partners.

The Career Switcher's Edge

Ao

2204
Get Found by the Right Clients

Relying solely on gym floor walk-ups leads
to a revenue plateau. To surpass the $100K
mark, successful trainers are leveraging
online platforms. By mastering local SEO,
they attract motivated clients ready to
invest, bypassing the crowded social media
market.

Bridging the Clinical Gap

To capitalize on the Longevity and GLP-1
trends, successful trainers build robust
referral networks. By collaborating with local
doctors, physical therapists, and dietitians,
they become the essential resource for
translating medical advice into practical
exercise routines. They are integral to
helping clients make health a habit.

Skills from corporate environments translate perfectly to this model. Digital marketing,

project management, and professional communication are the exact business habits that

separate the highest performing trainers from the rest. A desk job builds the systems-thinking

this career rewards.

Source: NASM 2026 State of the Personal Trainer Survey

22
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The Revenue Multipliers

Compared to trainers earning under $60k, the highest performers operate fundamentally

different businesses.

3.5x more likely to use Local SEO and Digital Funnels for lead generation.
2.2x more likely to offer Hybrid/Remote coaching packages.

2 1x more likely to use Al weekly for administrative and marketing tasks.

more likely to pursue partnerships with Medical Referral Networks
2.0)( (Doctors, Physical Therapists, etc.).

more likely to hold multiple specializations such as Certified Wellness
1.8)( Coach or Behavior Change Specialist.

The Client Leads Disconnect

Comparing Lead Sources: Average Earner vs. $100K Earner

Social Media (IG/TikTok) B Avg Earner

N 65 %

Local SEO / Google Business

B 5%

Medical/Professional Referrals

B 3%

Key Insight: Top earners abandon the algorithm hamster wheel in favor of high-intent

local search and professional referral networks.

Source: NASM 2026 State of the Personal Trainer Survey P}
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The Irreplaceable
Fitness Professional

The 2026 State of the Personal Trainer report proves the fitness industry has matured into a
deeply necessary pillar of global healthcare. Technology will continue to optimize the delivery
of fitness, and medical interventions will continue to change the physical composition of the
modern consumer. Algorithms and pharmaceuticals, however, cannot replace accountability,

empathy, and behavioral psychology.

The successful trainer of the future is the essential human partner tying these tools together

to drive real change.

This evolution is driven by outcome-based expertise. By pursuing continuous education and
specialization, professionals can move beyond session-based training to provide a more
holistic health experience, deepening client outcomes and expanding the total value they

offer to the market.

For the career-switcher seeking a meaningful second act, or the fitness enthusiast looking to
build a lasting profession, the mandate is clear. Thriving during this evolution requires an
evidence-based foundation. Leading it requires continuous, specialized education that
bridges the gap between the gym floor and holistic health. This is the new standard for a

lifelong career in human performance. NASM is where both get built!

"We are witnessing the greatest professionalization
of the fitness and wellness workforce in the history
of the industry. The market now demands more
than just workout programming; it requires
specialized, science-backed professionals. At

NASM, we are equipping our community with the

evidence-based tools and specialized knowledge to
not only adapt and thrive in this new era of human

performance but to lead it decisively."
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Take the Next Step

The data is clear: this is one of the fastest-growing, most rewarding careers.
And it starts with the right foundation.

START BUILDING YOUR CAREER TODAY
NASM Certified Personal Trainer (CPT)

The industry's most recognized credential. Your journey starts here.

SPECIALIZE & EARN MORE
Certified Wellness Coach (CWC) + Behavior Change (BCS)

Increase your value and rates with specializations that clients demand.

EXPLORE CAREER PATHS
NASM In Action

Read about NASM Pros making a difference at www.nasm.org/nasm-in-action.

Start your journey at www.nasm.org

Join the 1.9 million fitness professionals

who have chosen NASM as their foundation.


https://www.nasm.org/products/become-a-personal-trainer?utm_source=PR&utm_medium=referral&utm_campaign=SOPT&utm_term=report&utm_content=hyperlinkJune2026
https://www.nasm.org/products/certified-wellness-coach?utm_source=PR&utm_medium=referral&utm_campaign=SOPT&utm_term=report&utm_content=hyperlinkJune2026
https://www.nasm.org/nasm-in-action?utm_source=PR&utm_medium=referral&utm_campaign=SOPT&utm_term=report&utm_content=hyperlinkJune2026
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Methodology

The 2026 State of the Personal Trainer survey was conducted in April 2026. The report data
represents the verified responses of 1,133 active certified personal trainers operating within the

United States. The survey maintains a margin of error of +/- 2.9% at a 95% confidence level.

The survey’s development, analysis, and insights were spearheaded by NASM’s internal market
research and consumer insights lead, who brings over 12 years of expertise in advanced market
research and public polling methodology. This expertise ensures that the data, margin tracking,
and trend projections meet a high standard of statistical accuracy and reliability for the fitness

industry.

Respondent Demographics

Female: 65% | Male: 33% | Non-binary / Not disclosed: 2%

Gym, Club, or Studio Employees: 43%
Independent/Self-Employed Trainers: 30%
Hybrid/Part-time Trainers: 18%

Gym Owners or Managers: 9%

NASM Only: 54% | Industry (Non-NASM): 26% | Dual-Cert (NASM + Other): 20%

About NASM
NASMR® is a global leader in evidence-based learning and certifications for fitness and

wellness professionals. Building on over 35 years of expertise, NASM programs create a
roadmap for fitness and wellness professionals to help their clients achieve better physical
and mental performance in athletics and everyday life. NASM provides an industry-first
training system, with the Optimum Performance Training (OPT™) model, creating robust

courses and content based solely on science-backed research. Learn more at www.nasm.org.

For Press Inquiries: NASMmedia@nasm.org


https://www.nasm.org/?utm_source=PR&utm_medium=referral&utm_campaign=SOPT&utm_term=report&utm_content=hyperlinkJune2026

