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Randy Reid is a lifelong martial artist and editor 
of Dojo Nation Times and promoter of CozTalks!

EDITORIAL

“KNOW THYSELF“
ARE MULTI-SCHOOLS

FOR YOU?

BY RANDY REID
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They say this Socrates feller was a pretty 
smart guy, I was reading some quotes the 

other day and the one above really struck me.

Know Thyself.  I have met very few people that 
truly know themselves. Especially in business.

I see school owners saying ”I want 10 schools” 
or “I want a 1000 students”, but do they?

Owning 10 schools means you employee 10 
people to run those schools, 10 people whose 
lives you are responsible for. And their children, 
their homes and their future. 

That’s in addition to the operations of the 
schools…

10 leases, 10 utility bills, 10 insurance payments, 
10 more of everything.

I’ve been there, it can be rewarding, but it also 
can also be a real pain in the ass.

Don’t get me wrong, there are people who can 
run 10 schools, but they are few and far between. 

There’s just not a lot of Bill Clarks or John 
Bussards out there.

But there are A LOT of people that can run a 
single martial arts school who can make a very 
good living from this great profession.

And the bonus? You can become a millionaire 
running a single school.

Four of my Blacks Belts have and are doing it 
right now.

Owners all over the country have reached very 
high levels of success with just one school.

Growing a single school to a level that allows 
the owner to become a millionaire has never 
been as attainable as it today.

Over the last 40 years martial arts has become 
a very viable option for a wonderful, fulfilling 
career.

Done right it can give you wealth, health  
and hell, if you build a great staff, you can be 
semi-retired in two to five years.

So maybe multiple schools is the answer for 
you, but don’t discount the success you can 
have running a single location. 

Sometimes less is more.

BY RANDY REID

Know Thyself
          - Socrates

EDITORIAL

“KNOW THYSELF“
ARE MULTI-SCHOOLS

FOR YOU?

BY RANDY REID

“
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Let Us Help You Put Your 
Facebook Posting on Autopilot 

$47.00
Only

Per month (cancel anytime) 
Normally $197.00 per month 

(With a $200 setup fee) 

Learn more at www.dojoposting.com

Special
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Free Quick-Start Guide! ($1,000 Value) 
www.MartialArtsSuccessTeam.com

Attention 
School Owners!

"You will easily make an extra 100-250k 
per year in your martial arts school by 

following this proven After School 
Program and Summer Camp system!"

REAL SCHOOLS. 
REAL RESULTS. 
GUARANTEED.

Duane & Lauren Spires
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BY TERRY E. BUSH

HOW TO TURN
YOUR WEBSITE 

INTO A 24/7
SALES MACHINE!

BY DANIEL MOREL
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Having a great-looking website that 
represents your company is enough to keep 

your business healthy and growing – right?

If only it were that simple. The sad truth is that 
most local businesses aren’t doing everything 
they can to generate leads online. And, it all 
starts with their websites, which – let’s face it – 
aren’t getting the job done.

In fact, I’ll take it a step further. If you’re not 
opening your inbox to find new leads from your 
website every day, you might as well not have a 
website.

The good news is, you can change that. Your 
website might be basic or have all the bells 
and whistles. It might be years old or freshly 
designed. No matter what it looks like, you 
can make it better and turn it into a 24-hour 
marketing machine.

I’m not going to bore you with the same old 
advice you’ve heard a million times. You know 
that your site needs great content and a killer 
call to action. Instead, let’s dig into some of the 
next-level stuff you can do to kick your website’s 
lead-generating power into high gear.

DO A COMPLETE WEBSITE AUDIT FOR SEO 
AND USER EXPERIENCE 

Audits. Nobody likes them, but they’re necessary 
if you want to fine-tune your website and get 
more leads than you are now.

A website audit should look at two things. The 
first thing is SEO. You want to make sure that:

• Each page on your site is optimized for a 
local keyword

• You’ve completed every tag and you’re using 
your keywords in them

• You’ve written a killer meta description for 
every page

• Your site is free of broken links and spammy 
links

• You’ve got a good system of internal links

The second element of your audit should focus 
on the user experience. You may even want to 
hire testers to pinpoint roadblocks on your site. 
If your pages take too long to load or your site 
is difficult to understand, user testing can help 
you get to the bottom of it. You can find a list 
of effective usability tools here, including some 
that will allow you to create heat maps of your 
site even mimic the eye movements of users.

USE RESPONSIVE CONTENT  

For many local businesses, creating one-size-
fits-all content is the goal. It’s certainly easier to 
do that than to work on unique content based 
on the user’s preferences and needs. But I’ll let 
you in on a secret: it’s also holding you back in 
terms of conversions.

You have two basic options when it comes to 
tailoring your content to a visitor’s interests:

1. Create separate landing pages for each 
product or service you provide and then 
craft a marketing campaign around them; or

https://blog.hubspot.com/agency/website-user-testing-tools
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2. Have visitors to your home page check 
boxes to identify their interests and then 
display responsive content tailored to their 
selections.

The first method is the old-school way of 
marketing. The second is something that’s 
become increasingly popular.

Here’s a simple example of responsive content. 
This martial arts school prompts visitors to 
choose a program on the home page. Once 
they do, they get a page of content where they 
can choose “pain points” to see the benefits of 
the program. 

Once they finish choosing, the page would 
display information related to their choices, 
including benefits and frequently asked 
questions like this: 

Writing this type of content doesn’t take any 
more time than it would take to write individual 
pages of content. It ensures that every visitor 
to your site feels that they matter. You can even 
offer lead magnets that are tailored to each 
product if you choose.

LIVE UPDATES AND CHAT

What happens when someone visits your 
website outside of your regular business hours? 
If the answer is that visitors are greeted with a 
static site that does nothing to acknowledge 
their presence, then it might be time for an 
update.

Interactive and live content can help you engage 
new visitors to your site and give the impression 
that you’re there to serve them even if you’re 
at home with your family. There are two simple 
changes you can make that will engage visitors 
at any time of day.

The first is by providing live updates. That means 
displaying a notification any time someone new 
fills out your contact form or buys your product. 
This is something we’ve been seeing on some 
sales pages as well as on website home pages.

To see an example, check out the website for 
Inspire Martial Arts in Burbank, CA. They display 
a notification that reads, “Jane from Burbank 
requested information about our classes.” If 
your site gets a decent amount of traffic, these 
notifications will capture visitors’ attention and 
create a sense of urgency.

The second option is live chat. You’ve probably 
noticed live chat windows popping up on some 
of the websites you visit. They often have a 
greeting, something like “Hi! How can we help 
you?”

The technology behind this type of live chat is 
actually less complicated (and less expensive) 
than you might think. It’s basically a chatbot 
that can be programmed with simple answers to 
your most commonly asked questions. If you’ve 
got an online store, your chatbot can even make 
product suggestions. 

It might surprise you to learn that there 
are programs that will allow you to design 
your own chatbot. Of course, you can pay 

BY DANIEL MOREL

https://www.mawofla.com/
https://www.mawofla.com/
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a programmer – and you may need to if 
you want your bot to engage in complex 
interactions. But if all you want is a simple bot 
to give the impression that you’re available at 
all times, you can check out this article for 
more information on DIY options.

FAQS AND SELF SERVICE 

If it’s been a long time since you updated 
your FAQs, then reviewing them and adding 
some updated information with internal links 
to your lead forms and sales pages can go 
a long way toward helping your website 
generate leads.

Not sure which questions to answer? Try 
checking your social media pages for ideas. 
Your followers probably ask questions and 
if several people ask the same question, it 
should be part of your FAQ.

A related issue is self-service options. The 
more information you provide on your site, 
the more likely it is that visitors will want 
to buy from you. Providing articles, links, 
infographics, and other information can help 
you keep visitors engaged and increase your 
conversions.

CONCLUSION

There’s no reason your website shouldn’t 
be generating leads around the clock. In 
addition to the usual advice about your 
content, images, design, and call to action, 
the four areas we’ve outlined here can help 
you engage visitors, get more leads, and 
ultimately, close more sales.

https://chatbotsmagazine.com/how-to-develop-a-chatbot-from-scratch-62bed1adab8c
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SENSEI FARIBORZ AZHAKH
OF TEAM KARATE CENTER:

LEARNING, LIVING & GIVING
IN THE MARTIAL ARTS LIFE

BY TERRY E. BUSH

I
N

T
E

R
V

I
E

W



13

Sensei Fariborz Azhakh of Team Karate 
Centers is known as one of the true givers 

in the martial arts community. Born in Iran, 
Azhakh came to the United Sates on a student 
scholarship at just 14 years of age. He was 
fortunate enough to start studying Hapkido 
with Steve Saxton just a few years later and 
from there, he earned his black belt in 1981 and 
took over Team Karate Center in 1982.  Thirty-
six years later, Azhakh and Team Karate Center 
continue to be successful and respected names 
in the martial arts community. 

Dojo Nation Times sat down with Azhakh to talk 
about his amazing history and career in martial 
arts.

DNT: You were first drawn to martial arts at a  
 young age because of your love for  
 Bruce Lee movies. Tell us more about 
 that. 

FA: Bruce Lee’s Enter the Dragon is the most  
 watched movie in the world and it didn’t  
 need translation. There was something  
 about Bruce Lee’s presence, not so much  
 technically, but I just loved the presence.  
 In my own background, in kind of a  
 warrior mentality of different cultures, 
 including my own, there was a sense of  
 warriorship in these people that I always  
 admired that to me equals humanity. It  
 wasn’t so much the tough and rough  
 and killing people, but just the way they  
 were towards other humans and the way  
 they carried themselves. That’s what  
 always made me kind of attracted to the  
 arts. 

And I lost that in between because I got involved 
in so much technical stuff in what to do and how 
to do it that I forgot the why. And only in the 
last probably I’d say ten years I’ve gotten into 
coming back to that human side. 

DNT: In learning more about you, I was really  
 drawn to the fact that you go beyond the  
 physical teaching of a discipline  
 and humanity really seems to be an  
 all-encompassing theme throughout  
 your philosophy and teachings.

FA: Absolutely. I have kids now and before  
 that I was preaching. I lived a life of  

 duplicity where I preached one thing and  
 did another and tried to make myself look  
 like I knew what I was doing but then  
 everybody loved it, you know…but in the  
 short term. Then when I had my kids I  
 realized these guys are not going home  
 after one hour. They’re staying with me  
 and they’re watching me and so my  
 whole paradigm of preaching had to go  
 away and I literally had to go back and  
 be—more being than doing—being the  
 [type of person] that I’m talking about  
 because the kids don’t listen to me, they  
 watch me. So then I lost my relationship  
 with my wife which was a cause of exactly  
 that.  

DNT: You became a black belt in Hapkido and  
 a business owner all by the age of 21.  
 What was that learning curve like?

FA: My teacher didn’t want to teach any more  
 so I bought the school from him. So  
 I kind of became a teacher really quick  
 and I had to learn all the business aspects  
 and all the technical stuff kind of all by  
 myself. So I’ve pretty much done  
 everything that you’re not supposed to  
 do and I’ve learned like that, but I’ve been  
 like that always—I’m always learning  
 things the hard way. 
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I was struck by your philosophy that instructors 
and students work together “as a team to 
develop individual arts within the traditions of 
Hapkido” and I think so many schools separate 
themselves from that with an ‘us and them’ 
hierarchy mentality. 

I don’t believe in that hierarchy. I believe that 
it’s needed on a certain level but I think it goes 
back to ‘roles and goals.’ So what roles do I have 
and what goals do I have in each role? If I’m (in) 
the role of a teacher, I’m going to be working a 
different way. Then if I’m done teaching and I 
have the role of a man and the role of a father, 
I need to make sure that I have certain goals to 
reach and behave correctly towards every role. I 
think preaching just doesn’t do much and hasn’t 
done much for me. It’s just a matter of living it 
and being it and that’s what I want to convey to 
my students.

DNT: You go beyond the physical mastery of  
 martial arts with a focus on the mental  
 and spiritual aspects of learning. Tell us  
 why that’s important. 

FA: There are four sides to all that are human.  
 There’s physical, mental, spiritual and  
 emotional. These four are what makes us  
 have peace of mind and I find that when  
 I have integrity-based living, the four  
 sides are equal and when they’re equal,  
 I’m at peace. I think some people through  
 incomplete training, which is too much  
 physical or too much mental or too much  
 emotional, or for men specifically, not  
 enough emotional—I mean, we’re not  
 trained to be men. There’s got to be a way  
 to align the four. To be a person is to be  
 who you are and what you do. It’s your  
 character and your competency. You can  
 have the greatest competency in the  
 world, but if I cannot trust you with my  
 life, then what’s the point? And you can  
 be the nicest guy in the world but if you  
 can’t kick yourself out of a wet bag, then  
 what’s the point? 

DNT: Let’s talk about some of the celebrities  
 you’ve seen come through your doors.

FA: I have never literally taught top celebrities.  
 I have met a few through other trainers  
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 and programs and I have trained the kids  
 of many celebrities including Kim  
 Basinger and her daughter and Chuck  
 Liddell’s kids. Sensei Benny [Urquidez]  
 has taught a few, such as actors Nicholas  
 Cage and John Cusack, so I’ve met a few  
 through him.  

DNT: You’re known as one of the givers in our  
 profession. How do you think that  
 perception has come about?

FA: Well I just think that our industry is kind  
 of diluted by packages of amounts of 
 money and I just wanted  
 to break away from that. I’m a  
 strong believer that if there’s no margin,  
 there’s no mission. I mean we all have to  
 make money but my job is not to make  
 money through helping others. My job  
 is to make money through school so  
 I don’t confuse the two. So I give a lot  
 of philosophy and teachings on my  
 Facebook group to anybody who wants  
 to watch it or listen to it. I just came back  
 from Germany and I did some seminars  
 over there and that was my topic—that if  
 you don’t have it at home, you’re not  
 going to have it good at your business. If  
 you don’t have it good as a person, you’re  
 not going to make a lasting impression  
 in the martial arts community and if you  
 do, it’s not going to be a positive one.  
 That was the whole point of the seminar— 
 integrity and character, character,  
 character, because there’s enough  
 competency. There’s so many ways to  

 punch and kick—that’s enough. 

DNT:  If you had a magic wand and could  
 change one thing about the martial arts  
 community, what would it be?

FA: I would bring character teaching back  
 into martial arts. 

DNT: Can you tell us about the exciting event  
 you have coming up in 2019?

FA: After my recent trip to Germany and  
 Switzerland to hold seminars, I had a  
 lot of people asked how I do things so  
 it made me consider a seminar on March  
 1, 2, and 3 at my school where school  
 owners can spend three days with me  
 and I will show them how we operate and  
 have a culture. We do physical workouts  
 and lectures, but it’s hands-on teaching. 

Sensei Fariborz continues teaching the traditions 
of Hapkido after 36 years at Team Karate Centers 
in an all-inclusive, multi-dimensional way that 
encompasses strength, heart, character, integrity 
and the ever-important aspect of giving. Team 
Karate Center is located in Woodland Hills, 
California.

To learn more about Team Karate Center, visit 
www.Facebook.com/TeamKarateCenters

To learn more about REAL: The Seminar, 
visit https://www.facebook.com/groups/
RealTheSeminar/

https://www.facebook.com/TeamKarateCenters
https://www.facebook.com/groups/RealTheSeminar/
https://www.facebook.com/groups/RealTheSeminar/
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BY DUANE AND LAUREN SPIRES

THREE MAIN KEYS TO THE MIICK 
METHOD OF SUCCESS FOR MARTIAL 

ARTS SCHOOL OWNERS

BY TERRY E. BUSH

A RUDY MIICK
EXCLUSIVE: PART II 
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What Does Excellence Mean to You?

One of the first keys to success, according to 
Miick, is defining your definition of excellence. 
“Do we know who we are? Do we have 
a sense of purpose? Do we have a vision? 
Do we have values defined?” asks Miick. If 
you don’t have them, get them, says Miick.  
Even if it’s something as simple as defining 
excellence in terms of your definition of 
clean. Miick explains, “Do we have definitions 
of excellence so that when we say clean up 
the school, there’s a shared definition of 
clean?” If everyone in the school knows the 
definition of clean and what that means to 
the school, chances are the job will always 
get done in terms of excellence and your 
school’s definition of that term. 

There are many facets to 

running a successful mixed 

martial arts school. You need 

good people, the right processes 

for running your business and the 

right attitude. According to Rudy 

Miick, the founder of the Rudy 

Miick Consulting Group, there are 

three more keys worth discussing 

when you’re truly committed to 

getting off on the right foot to 

funning a winning school.

“When we say good attitude or good job, do 
we know what those terms mean to us and 
our school? We call that defining excellence 
or knowing who we are,” says Miick. 

Fiscal Systems that Look to the Future

It’s beneficial to have fiscal systems that 
are anticipatory, explains Miick. “Instead 
of waiting for a financial statement, we’re 
still doing financial statements, but we’re 
tracking fiscal acuity on a daily basis accrued 
to the week, period and year, against budget 
so that we actually install fiscal management 
systems that are what we call looking off 
the bow instead of looking off the stern so 
we’re always looking ahead.” When financial 
statements actually come out, says Miick, 
they simply reinforce what business owners 
already know so it’s very proactive. “Most 
martial arts schools that I’ve seen do a very 
lackluster job of this. Most are reactionary at 
best or what we call managing by autopsy.” 
Miick encourages school owners to look 
ahead to where they’re going and where they 
want to be, especially in terms of financial 
gains. 

Clear, Conscious Communication

One of the most important keys to success in 
any business is communication. As discussed 
in part one of our series with Miick, Safe 
Space is a communication platform of clear, 
conscious communication which allows 
stepping into conflict safely, acknowledging 
multiple truths and that there are differences 
of opinion, naming the unspoken as quickly 
as possible so that we can deal with drama 
quickly and efficiently without judgment. 

No matter what our systems are, explains 
Miick, communication is a true to key to 
success. 

“In my experience with martial arts, because 
of the culture of the teacher is the god 
or the master, there is a tendency to tell 
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BY TERRY E. BUSH

everybody stuff the 
teacher tells. In a dialogue 
with a team member pre- 
or post-class, asking the 
question or expressing 
appreciation, I can ask 
questions and use words 
like please and thank you. 
I can celebrate outcomes 
and the communication 
is going to be far more 
engaging than simply 
teacher telling. In our 
client systems, we’re 
learning the ability to 
hold both the tradition 
of yes, I am the master, 
the sir or madam, but 
at the same time I am a 
mentor, thereby opening 
up a dialogue. By sharing 
information and by joining 
with please and thank 
you, as opposed to just 
telling, performance will 
improve and membership 
will improve. When 
parents witness the 
master engaging others, 
it will build membership 
far more than just the sale 
will.” 

The ability to communicate 
effectively will eventually 
net higher incomes and 
easier management. The challenge, 
indicates Miick, is how to hold onto 
the traditional hierarchy while also 
being of service to your faculty and 
members.

Once those three actions are put 
into place, says Miick, you can then 
hire effectively, train even more 
effectively, and from there evolve 
companies even more effectively to 
a place of great success.

Rudy Miick is the founder of the Rudy 
Miick Consulting Group, celebrating its 
40th year in business. Miick leads by 
example as the successful leadership 
and performance coach for over 
1,700 businesses over 48 states. He 
has coached business leaders in the 
hotel, restaurant and hospitality fields 
as well as in martial arts academies 
nationwide to name just a few. To learn 
more about Rudy Miick, check out 
www.miick.com

http://www.miick.com
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HOW MUCH ARE YOUR 
CUSTOMERS WORTH?

(HINT: IT’S MORE THAN 
YOU THINK)

BY DANIEL MOREL
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YOU’VE GOT TO SPEND MONEY TO 
MAKE MONEY.

That’s what they say, right? And yet, for some 
small business owners, a generous marketing 
budget just isn’t in the cards.

You can skimp on marketing, but I’m willing 
to bet you haven’t considered something 
that you should be thinking about… 

And that’s the lifetime value of each loyal 
customer you attract with your marketing 
campaigns.

You know that it costs more to attract a new 
customer than it does to retain an existing 
one – but how much can you really afford to 
spend to attract a new customer? 

Knowing the lifetime value of your customers 
is the key to creating a workable budget for 
marketing. That number should dictate how 
much you spend. Spend too much and you’re 
losing money in the long run. Spend too little 
– and you’re missing out on an opportunity 
to grow your business.

HOW TO CALCULATE YOUR LIFETIME 
CUSTOMER VALUE

Don’t know how to calculate the lifetime value 
of your customers? Here’s a simple, five-step 
process to get to the number you need.

1. Start with your company’s total revenue in the 
past year and divide it by the total number of 
purchases in the same period. The resulting 
number is your average purchase value.

2. Next, take your total number of purchases in 
the past year and divide it by the number of 
unique customers who made purchases. The 
resulting number is your average purchase 
frequency rate. (Note: if you make a log of 
cash sales and don’t request an email, then 
this number may not be accurate.)
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3. Take your average purchase value and 
subtract the average purchase frequency 
rate from it. That gives you the customer 
value per year.

4. Calculate the average number of years a 
customer continues to buy from you. If 
you’ve been tracking unique purchases this 
shouldn’t be difficult. This number is the 
average customer lifespan.

5. Now, multiply the customer value by the 
average customer lifespan to get the lifetime 
value of your customer.

Let’s look at an example. Here are your raw 
numbers:

• $100,000 in annual revenue

• 250 purchases

• 150 unique customers

Your average purchase value would be $400 . 
You would then take that number and divide it 
by 150 to get your average purchase frequency 
rate, which is 2.67.

Next, you would subtract your average purchase 
frequency rate from your average purchase 
value to get $397.33, your customer value per 
year. If you kept your customers, on average, for 
10 years, your customer lifetime value would be 
$3,973.30.

That’s a very simple example but it illustrates the 
point. This business has a lifetime customer value 
of nearly $4,000.

HOW TO USE CUSTOMER LIFETIME VALUE IN 
MARKETING

You know your customer lifetime value – now 
what?

The short answer is that you’ve got a piece of 
information that can help you attract more 
customers and make better use of your marketing 
budget.

But… what does that mean in practical terms? 
Here are some actionable ways to use your CLV 
to your advantage in marketing.

Identify Your Most Profitable Customers

If you’ve been tracking unique customer data, 
then it’s worth your time to crunch the numbers 
and learn about who your most valuable 
customers are.

For example, you might look at your LCV by:

• Age

• Gender

• Race

• Location

• Income

These basic demographics can help you do a 
better job of targeting your marketing campaigns 
to the people who are most likely to be profitable 
to you in the long run.

Identify Your Most Profitable Marketing Channel

You should also calculate your most profitable 
marketing channel based on the number of new 
customers you acquire.

Perhaps you have been running marketing 
campaigns on:

• Facebook

• Instagram

• Google AdWords

• Pinterest

Crunching the numbers might reveal that your 
spending on Google AdWords is earning you a 
significantly lower return than your Facebook 
advertising. Knowing that can help you take the 
next step.

Increase Your New Customer Acquisition 
Spending

It costs more to attract new customers than to 
retain existing ones, but once you know your 
LCV, you may discover that your new customer 
acquisition spending is on the low side.

BY DANIEL MOREL



You don’t need to send your spending through 
the roof. However, you can and should look at 
what you’re spending compared to the LCV 
you’ve calculated. If you’re spending only a tiny 
fraction of the LCV to acquire a new customer, it 
may be worthwhile to spend a bit more in that 
area going forward.

Allocate Your Marketing Budget to Maximize 
Customer Value

Your lifetime customer value might not be as 
high as you want it to be. The good news is that 
there are things you can do to increase it.

For example, say that you have learned that the 
people who follow you on Facebook are your 
most engaged and profitable customers. That’s 
great information to have.

Instead of sinking money into something that 
might not be getting you a big return, you can 
allocate more of your marketing budget to 
Facebook. Some if may go toward attracting 
new customers, but you should also spend some 
trying to get existing customers to buy more 
frequently and spend more money.

One way to do that is to offer return customers 
discounts or to create a loyalty program. If you 
can inspire your existing customers to buy more 
often, then you’ll be driving up your LCV every 
time they do.

At the same time, incentivizing your existing 
customers may also attract new customers to 
your business. You can encourage your followers 
to invite their friends to your page or allow them 
to share a discount code or coupon with their 
friends.

YOUR CUSTOMERS ARE VALUABLE

Every customer you have contributes to 
your company’s success and profitability. 
Understanding just how much each customer 
is worth to you can help you do a better job 
of attracting new customers, increasing their 
lifetime value, and maximizing your profits. 
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Jan 18&19th

Feb 16&17th

Feb 21&22nd

March 1,2&3rd

April 13-16th

June 30-July 3rd

Market Muscles 
Suffolk, VA

Summer Camp Success MAST 
Tampa, Florida

Dojo Nation presents: COZTALKS 
Cozumel, Mexico

DESIGNING THE BLACK BELT 
EXAM PROCESS: Fariboz Azhakh 
Woodland Hills, California

IT’S TIME LIVE! EMPOWERED 
Brannon Beliso 
Milbrae, California 

Super Show - Century 
Las Vegas
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https://www.youtube.com/watch?v=tG32H8JBXtA&t=3s
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Dojo Nation University

Learn*Teach*Grow

DojoNation.com
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