[bookmark: _GoBack]Hello sir, Last weekend was incredible! I learned enough in the first 10 minutes to pay for my trip. Getting the upgrade system and all of the steps were just eye opening! As well as the folder and the items that were in it. What a way to show the parents and new parents proof that our programs are life altering. These sheets alone will add so much value to what we are already doing. We have been hard at work implementing these two items and should be ready to roll them out next week. Then phase two will be to raise prices and retention! Then we will take the next item on the list and begin implementing it as well. With all that we learned it should add at least 100K to our bottom line in all 3 locations over the next year. We are already planning our trip to the marketing bootcamp in Denver! Thank you so much to Grandmaster Jeff Smith, Grandmaster Stephen Oliver and Sr. Master Moody your precise and to the point deliver was right on! Your knowledge of every aspect of running a Martial Arts business is vast. Can't wait to train with all of you more and make our schools some of the greatest in the United States!
Ps: Attached below are my notes from the seminar sir.

Thanks
Les and Jenni Edwards


Washington DC Seminar   May 15 2015

Develop folder book to show proof of benefits of Martial Arts.
Look on milehighblackbelt.com or Napma website for support materials.
Essays:
1. Lesson about leading by example
2.Why I want to be a Black Belt
3. What being a Black Belt means to me
4. What Leadership training has done for me
Work Sheets
Community Service project
Performance Report
Weekly Job List
Book Club
Self Discipline Sheet
Healthy eating
Home work Log
Karate Homework
Prep cycle degree for Black Belt
Goal Setting
Intent to Promote

This will show you are making a difference in there habits at home, school and Martial Arts school. You will be able to see there level of commitment through there folder.
Make sure the students are at a level ten before you try the upgrade. Stack the deck in your favor!
Folder shows proof of Benefits.

Upgrade System:
First Visit Lesson 1
Lesson 2  Enrollment 12 month trial program
Lesson 3 Getting started, attendance,folder lesson, give them folder
Step 4 Invite them to Black Belt training
Step 5  DVD (Mile High Black Belt.Com), Put return by date and sticker on it. Bucket with movie and popcorn in it.
Step 6 Application
Step 7 Ninja
Step 8 Upgrade

Relationship marketing

Telemarketing
Text
Email
Voice Mail
Direct Mail
(Depends on your Relationship with them. Judge your Relationship with them before you decide the method)
Aweber-Auto Responder
Mail Chimp, Constant Contact

1. Voice Mail
2. Text
3. Email
Do this in order will give the best results for Prospect

Look at Leadership Curriculum on Nampa site in the Done For You.
Improve renewal numbers to increase retention numbers.
Upgrades 1-2 months the longer you wait the better chance you won't get them. Catch them when they are in A peak of there training. Like right after they start, Belt testing etc.
Keep them in the same class until orange belt, 4 months.
Contract should be tied to belt level and expiration date. Whichever comes first.
Sell them fewer times.
1 year
Blk belt club upgrade
Leadership
Have program director rate parents and kid  A,B and C after intros.
3 reasons to have activity
Buddy, Preframe and Retension
Keep the reason to have the event. It is one or the other don't mix and match.
Tape for stripes with logo on it. Have stripes for character training. Everything needs a reward system stripe, medal etc.
Give trophy for most stripes and Red, White and Blue belt. Pick students with most stripes for upgrades. Grade them A,B and C students. Intro X2, then do the same with the upgrade.

Bring in all 5 sheets from folder at once and get a bonus stripe.
Read the top part of the sheet when you over it with them in the intro.

80-90% Enrollments
Uprgrade them after there 1st test to Leadership program. 75% Upgrade by the 2nd belt testing. The earlier you Upgrade them the better. Fall back program 50% bump for Black Belt program.  Leadership 2x more expensive then initial program. Benefits 1st then price. Make sure upgrade program is worth the cost.

Uniforms White Basic, Blk Black belt club, Blue Leadership,

2 biggest objections are price & commitment.
Offer a special if they upgrade by the 1st testing.




Leads at Booths should be made into appts on the spot.
Poster at the movie theather
Business card with their ticket
Booth, Leadbox, Spin wheel
Should have 75% to 80% of appts made

DFY Done for you 4 Levels
Log into Website/ Enter info
Marketing Center Soon to come
Billing
Texting
Call Loop
CSV File Relationship Marketing
Elementary Schools
Direct Mail
3D Mail or Lumpy Mail (The secret is the list. If they have already raised their hand. Spend the extra if they are truly interested.
Respond link
Sequential auto responder
Automated voice mail message

4 Laws Of Concentration
1. Focus your eyes (See what he is doing)
2. Focus your ears (What he is saying)
3. Focus your mind
4. Focus your body  (Standing still)

7 Magic Words Of Respect
1. Yes Maam
2. No Maam
3.Yes Sir
4.No Sir
5. Thank you
6. Please
7. Your welcome

Day 2
Make your schools as simple as possible to run!
Simple, easy, cheap way
Only 3 things you should be doing everyday
1.Creating new student
2.New upgrade
3. New student retension
You business is to Maxmize, Happiness and Income
and make your life better.
Powerful life changing program for your students.
Interactive ethically with all other business.
The Net profit is what matter most!
Student retention the best is 2%. 3-4% is a great!
300
dropout 10%
30 per month to stay even
300
dropout 3%
9 per month to stay even

Great retention is cheaper than marketing for new students. Be the most expensive with the greatest retention. How do you get great retention? Hire nice people that really care about the students.
If you have bad retention cash them out. Perfect retention it doesn't matter.

Revenue:

Monthly gross divided by active count. (The students have been there in the last 30 days)
Student value: Base level should be $200, $300 and up is the target.
How much do you have to spend on marketing to get a new student?

Square Footage: 7 square footage per active student= Total square footage.

Track attendance per class, per night for 2-3 months. Before changing anything.

Master Jeff Smith: 250 active doing $50-$60K per month without him there. It has been around $75K. He average 15 new student per month. Some months have been 20 new studnets.

Billing Tuition covers all expenses. The rest is gravy. The higher billing the more stable the business.

Do Testimonials: Have them say something positive about you and your business.

Referral Systems:
Reward for the students who brings the buddy.(Change the reward up)  They bring a buddy and student enrolls.

Reason to Bring buddies:
Events
Beginners- Phone call intro

Inside Events:
Buddy day
PNO
Graduation
In School Tournament
Seminars
Halloween party
Back to school
July 4th
Holiday parties

Events that bring many students:
Birthday party
Pizza party
Scouts
Student of the month

Events outside your school to see many students:
School Talks
Scouts
Straight A pizza parties

Items to do for Events outside your business:
1.Have an Event to invite them to your business within 48 hours of the Event that you did off of your location.
2. Permission slips
3. Events have safety and liability
4. Always have Pizza

Levels of things to accomplish at the Event
1. Set Appts
2. Leads
3. Paid Intros

Before Events: Pre Call (Call, Text and Email)
Beginning Event: Make them check in to the Event ( Also can be done during the Event. Take clip board around and try to set appts.)
After Event: Post call (CTE)
Marketing

Birthday Parties:
Teach them to break a board. Structure at the end with board break. Then ask for appt on Check out.
End Event: Make them check out

Know your numbers who and how many are on what program.

Have different Uniforms for our programs.

Look at Curriculum for Basic Classes and Events to pump them up to get them so excited they have to be on Leadership!
Know your numbers who and how many are on what program.

Scholarships: You could give a scholarship to a student then once they make Black Belt. You pay them $10 an hour for teaching to pay back the balance o the Scholarship you gave them. (This is just an option for Special Individual.)

90 to 95% of all sells come from the floor!

Tools for Upgrade:
Goal Setting
Testimonials
Leadership members
Medals

Events
Invite them to Black Belt testing
Graduation
*Pre View Seminar (We use to do this add this back into the upgrade steps)

Classroom:
Conversations that should happen on your floor. About life skills example Commitment to becoming a Black Belt. We want to add others to help them see the Black Belt to work them toward the Upgrade.

Sequential:
Individual
Renewal/Upgrade
Steps

* Have this same system for new students as Well!

Stats
Lead Appts
1st
2nd
Enroll
Renewal

New Monthly Payment
Contract
Finance
Active member
1week, 2 week and 3 week dropouts
10%, 2% and 1%

Profit and Loss
Total cash received
Payroll No more 25%- 33% on Multi school
10%-12% on Single school
Rent Keep it small and run footage formula
Advertising 12%-15% of gross
Insurance

Marketing
Leads     Info
Appt       Appt
1st          1st
2nd         2nd
Enroll      Enroll

Contract - Cash
New monthly payments need 10% each month
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