Transcript: Leadership Levels 2 and 3 Video Meeting, August 7, 2019
1

00:00:05.400 --> 00:00:15.030

Information about the event, you know, was it busy was the weather bad was it something else was it a holiday or

2

00:00:15.719 --> 00:00:27.360

Was there, you know, the football game. A Redskin game going on you know like in our area on Sundays, you know, the. A lot of times people are diehard Redskins fans. So they might not

3

00:00:27.900 --> 00:00:39.030

Be as active in something on a Sunday. So keep all those kind of details. So, you know, whether it was because of your staff that was there, put the name of who was there.

4

00:00:39.810 --> 00:00:49.980

Kind of develop a track record with the people that you have doing these live events. If it's you, that's fine, but still track who's there helping you.

5

00:00:50.760 --> 00:01:04.620

And I always take pictures of every live event. So I kind of sit back and look at it. I take a quick video of of the logistics of where we're positioned with where the traffic is flowing

6

00:01:05.190 --> 00:01:21.270

Because sometimes its positioning is important you know you're over in a corner somewhere or the busy areas over and another section of the event. So you don't be, you know, have it have a good eye for that kind of stuff. Does that make sense.

7

00:01:23.370 --> 00:01:24.240

Yes, Sir. Sir,

8

00:01:26.160 --> 00:01:26.670

Okay.

9

00:01:28.890 --> 00:01:35.400

And then, sorry. I was on master Moody's call his ADHD call. So I was just

10

00:01:36.480 --> 00:01:42.930

Finishing up saying commenting on his thing. So I got up in time for you guys so sorry. I have a few minutes like

11

00:01:44.700 --> 00:01:49.410

Any other questions did you, did anybody had before we kind of start on our agenda today.

12

00:01:52.140 --> 00:02:06.750

Okay, then I'll assume that we're good to go. Obviously, if you have any questions that posted the Facebook page, you know, I will tell everybody. Also if you if you don't go to our members site on a regular basis.

13

00:02:07.620 --> 00:02:17.730

And I don't want to throw something on you real quick. Bob without a heads up there, but it wouldn't be very helpful if they saw what that

14

00:02:18.180 --> 00:02:28.260

Member site looks like in and even the new Quick Start information would be helpful for them to review backs through that to make sure they're doing it.

15

00:02:30.870 --> 00:02:31.770

Yes, sir. I'm

16

00:02:33.120 --> 00:02:39.300

Talking to Joseph Walker, trying to get him on the meeting. He was asking questions and he should be on here asking them himself.

17

00:02:41.640 --> 00:02:43.020

The question of the

18

00:02:44.130 --> 00:02:44.610

Yeah.

19

00:02:47.400 --> 00:02:59.940

The media from us. Let's let me screen share. And guys, don't forget to to post those questions that you have, you know, sometimes a master Moody or

20

00:03:00.390 --> 00:03:11.730

I mean, Master Oliver master done here, Mr done will get a text message from somebody asking a question about something that is a very common question.

21

00:03:13.560 --> 00:03:22.110

When, when you're looking at this members site is that is the quick start on that one bothered you have to go to another link to find it.

22

00:03:22.140 --> 00:03:29.190

This isn't a quick start, sir. So these are all leadership members. This is the leadership site which site. Would you like me to put up this is the one with the renewal folder.

23

00:03:29.280 --> 00:03:35.250

Yeah, we're going to go through that. But I just wanted because these members have been with this for a while, they might not have seen the

24

00:03:35.700 --> 00:03:36.360

Quick Start on

25

00:03:36.840 --> 00:03:47.220

The quick start and how how that's designed now for everybody to add 100 new students in 90 days and I don't think we have anybody in this group that would object to doing that.

26

00:03:48.840 --> 00:03:50.460

Absolutely. Give me two seconds.

27

00:03:53.940 --> 00:04:00.780

So what we did on the Quick Start program now is made it like an eight week course where each week, you have a lesson.

28

00:04:01.920 --> 00:04:06.480

And Bob, maybe you can just walk them through it because you're used to doing that with everybody. Yeah.

29

00:04:06.540 --> 00:04:16.410

So, I mean, the outline is pretty much all of the content on the outline of this member site is what was sent to you. And if you didn't get it, let me know. But the complete failure school package.

30

00:04:16.800 --> 00:04:25.320

Which was components of a lot of our live meetings I forget which one in particular but covering everything from

31

00:04:27.000 --> 00:04:43.560

Your, your live events. Your grassroots marketing the intro outline your intro process and so forth. So in the beginning. One of the first things that we have our new members do is to watch a, it's a quick start replay with Master Oliver just really having a discussion about

32

00:04:44.580 --> 00:04:57.660

What you should be doing and why it's important to get out there and market and always have these different Parthenon some marketing going on. And then, of course, we have one of our all stars Jan and she's kind of describing what she did.

33

00:04:58.680 --> 00:05:02.130

During her last year actually back to school.

34

00:05:02.820 --> 00:05:14.400

And then we have master Smith week too. So we try to get our new members to kind of go through this content first kind of get their head in the game, understand what they got to be focusing on and what they should be really dialed into

35

00:05:14.880 --> 00:05:32.100

And then that of course is marketing and then we go into week two, which is with Grandmaster Jeff Smith. He did a fantastic job with the A to Z grassroots marketing. So we did bottle that up. It's on the DVDs and also our audio CDs that came in the package and

36

00:05:33.240 --> 00:05:42.150

And I wouldn't tell you, everybody. If you haven't seen that in a while, do go through it because your, your, your glasses are different. Now, you know,

37

00:05:42.720 --> 00:05:48.840

They were intended before now they're clear, you're, you're a lot more into this, you understand things a lot more

38

00:05:49.170 --> 00:05:55.890

If you go back through this and you make a list. And what I always tell everybody. When you watch this. Don't just sit there and watch it.

39

00:05:56.490 --> 00:06:04.770

Do it like a student like that like it's a class and you're going to be tested on it. So I tell them, get a sheet of paper, draw a line down the center

40

00:06:05.160 --> 00:06:17.670

And on one side, put the things that you can do now when you hear you say, yeah, I can do that. You put that down something that says, I don't know how to do it. But I'd like to learn how to do it. I'm going to put it on the other side.

41

00:06:18.150 --> 00:06:28.650

So when I finished going through this whole thing I have 15 or 20 things that I can do, and probably 10 or 15 things that I need to get better at learning how to do

42

00:06:29.940 --> 00:06:37.950

It might be that I have 10 or 15 things that I haven't done before that, I, I would like to do, but I'm not up to speed on him yet because I tell you

43

00:06:38.550 --> 00:06:46.290

Remember a master Oliver says to add the hundred new students. It's the Parthenon a marketing. It's not just your one or two things that are

44

00:06:46.620 --> 00:06:52.560

That you're doing this month, but it's a, you know, it's the 10 to 15 things that you're doing this month so

45

00:06:53.070 --> 00:07:02.910

You've got to start setting the stuff up and I tell you all the things that we teach you. I will tell you that this for our schools that are having

46

00:07:03.510 --> 00:07:22.470

Problems growing their gross are active count quickly. It's usually starts right here 99% of the time. Yeah. So if you're not happy with your enrollment in the last 90 days if you didn't add 50 to 100 new students in the last 90 days, then you need to be reviewing this stuff.

47

00:07:24.450 --> 00:07:26.250

Go ahead, Bob. Absolutely.

48

00:07:26.970 --> 00:07:44.850

So, and I'm sure most of you. I don't know how many of you haven't seen this, I see we got a couple of new faces on here but as it goes board does by mentioned, we have the intro outline elite MMA master Oliver, a couple of

49

00:07:47.520 --> 00:07:47.880

Yes, sir.

50

00:07:48.270 --> 00:07:48.900

Good intro

51

00:07:49.110 --> 00:07:51.120

To yeah before the intro

52

00:07:52.410 --> 00:07:53.370

print advertising.

53

00:07:53.850 --> 00:07:54.570

Going. Yeah.

54

00:07:56.850 --> 00:07:58.200

Because these things.

55

00:07:59.490 --> 00:08:07.890

The first videos I did were grassroots marketing and master Oliver interjected some marketing. He had some things that and some extra marketing stuff so

56

00:08:08.220 --> 00:08:18.900

Both of all of those is all about adding 100 new students. And then we get to, you know, in this Quick Start program and what you guys want to make sure that you

57

00:08:19.440 --> 00:08:29.130

It's kind of like a checklist. It's kind of like taking your advanced students and and brushing up on their basics and and reviewing their basics and seeing if they're doing it well.

58

00:08:29.700 --> 00:08:38.910

That's what this is all about. And everybody needs to do that to make sure they've got all their positions in place and then from here we go to

59

00:08:39.330 --> 00:08:51.210

You know the marketing is about collecting the leads and making the appointment and getting them to show for the first intro and then right after this marketing. Go ahead. But then we go into the first intro

60

00:08:52.950 --> 00:09:07.530

And we do a couple different ones because we have some MMA, you know, jujitsu or kick boxing Muay Thai and we also have traditional so we do a couple different versions of that intro

61

00:09:08.190 --> 00:09:16.980

The lesson and the conference. So run through that, see if there's anything in there that you can pick up that you see now that you weren't doing or

62

00:09:17.340 --> 00:09:26.640

You'd like to add into your conference or something, you saw was kind of neat in the metro that you would like to add to your introductory program. Yeah.

63

00:09:27.240 --> 00:09:30.900

I think I believe master Oliver. The reason he had the team with elite.

64

00:09:30.960 --> 00:09:35.940

MMA come on there so that they could show the adult intro versus that I'm

65

00:09:36.450 --> 00:09:45.330

Supposed to be the MMA is a that is a jujitsu type of intro. So it's a little different than a traditional martial arts intro

66

00:09:46.890 --> 00:09:50.460

Correct. And there's your conference. Yep.

67

00:09:50.760 --> 00:09:51.300

And

68

00:09:52.440 --> 00:09:59.610

And and master Oliver, he goes over some of the overcoming objections to sales process in this portion of the video.

69

00:10:02.310 --> 00:10:16.830

And then as Mashable Smith stated how important and relevant maintain your stats is so valuable. And right now, if everybody looked inside their monthly package we did have a progress review sheet.

70

00:10:17.610 --> 00:10:27.240

That was put in there. And what we'd like is it by when you get a chance to build that out. Give me a buzz and then we'll set up a time for you to speak with Master Smith himself.

71

00:10:27.810 --> 00:10:36.300

See guys what what recent we do the progress evaluation is no different than the same reason that you do test for your students at the school.

72

00:10:37.560 --> 00:10:39.660

We don't know what you need to work on.

73

00:10:41.130 --> 00:10:52.260

If we don't take a look and see where you're at and the biggest problem that we find is, for some people. The problem is that they haven't been keeping their stats.

74

00:10:52.800 --> 00:11:11.910

And if you don't have stats, then it's going to be hard to if you don't know where you've been Uncharted know where you're going. So that's why it's so critical, critical to keep stats and you know sometimes I've heard members say to us, well you you don't hold us accountable.

75

00:11:13.170 --> 00:11:26.580

You know, like where we're like where your mom and or your dad and we're trying to hold you accountable. You know, you guys are professionals. All we can do is show you how to do it. Encourage you to do it.

76

00:11:27.390 --> 00:11:42.780

Follow up to see if you're doing it, ask you to fill out information so we can help see what your numbers are so maybe we can interpret them and let you know exactly what areas, you need to be focusing on.

77

00:11:43.770 --> 00:11:55.140

Sometimes your best progress is made when you're not focusing on everything, but you're focusing on the few things that are going to help you get to the next level.

78

00:11:55.860 --> 00:12:06.150

You know, everybody stays busy at their school. You know, we know that nobody on our group is lazy or they wouldn't be in the group, you know you're here because you want to learn

79

00:12:06.600 --> 00:12:20.940

But what happens is you get misdirected or you lose focus or you don't know what to focus on. So you're because you're so busy with the day to day operations. So that's why it's helpful for us to see where you're going.

80

00:12:22.140 --> 00:12:31.980

And if you don't have those numbers readily available. That's another problem that's another issue that prevents people from progressing.

81

00:12:32.490 --> 00:12:38.790

It's very critical to analyze how good a job you're doing and where you need to put your effort.

82

00:12:39.660 --> 00:12:48.000

By looking at those statistics. So we've got to have them all together there. So if everybody could do us a big favor and help yourself.

83

00:12:48.480 --> 00:12:58.350

So we can help you is fill out those papers and then send them to Bob, and he'll set up an appointment with me once he gets those papers.

84

00:12:58.860 --> 00:13:04.680

He'll forward them to me and we'll set up an appointment, then I can go over them with you and get a game plan.

85

00:13:05.310 --> 00:13:12.600

For the next quarter to, to help your school get to a level, you know, you know, we need to have you guys have a goal.

86

00:13:13.260 --> 00:13:20.130

And it's important that you know what that goal is. And if I see your stats. I can give you some goals. If you don't have them yourself.

87

00:13:20.730 --> 00:13:26.040

But I tell you a school without goals is like your students without goals.

88

00:13:26.460 --> 00:13:34.080

If you put them in there and you didn't have those belt test and have a goal to get your next belt. The next belt and most of them wouldn't ever get a black belt.

89

00:13:34.710 --> 00:13:53.700

So it's just as critical for you guys. So, you know, be a product of the product do what you're preaching set those goals get those stats, so we can set up an appointment so I can go over that with you and help you and give you a little extra attention. And guys, you know,

90

00:13:54.780 --> 00:14:06.480

You paid for it. We're here to help you know, let us help us help you don't don't think that just because you're on the meeting, we can figure out what you're doing.

91

00:14:07.200 --> 00:14:23.370

When you come to our live meetings that gives us a lot of insight, because we find out a lot of information that we don't normally get on one of these meetings. So fill out those sheets, they're very important and I hope I didn't beat that dead horse too much, but

92

00:14:25.380 --> 00:14:31.170

If, if everybody was sending them in readily, then I wouldn't have to beat that horse so hard.

93

00:14:32.400 --> 00:14:36.960

Yeah. And anybody. I think everybody here has my number but anybody who needs it.

94

00:14:37.980 --> 00:14:45.360

You can text or call me at 720-256-0208

95

00:14:47.550 --> 00:14:49.950

And I think the master Oliver's posted

96

00:14:50.040 --> 00:14:52.500

Them into out to five, six to eight.

97

00:14:52.830 --> 00:14:55.020

Yes, sir. Yes. Yeah.

98

00:14:56.250 --> 00:15:09.720

Okay. And then, so then we go into the intro on the video and then referral marketing, of course, everybody on here that I see should be doing referral marketing looks. I think you've got enough of a base to do that and

99

00:15:11.280 --> 00:15:12.780

And also keep in mind with

100

00:15:14.670 --> 00:15:24.900

Some of the other well referral and internal that there are some I'm assuming. Mr. Smith, we're going to jump over to the other leadership at some point, we do have some great

101

00:15:27.120 --> 00:15:32.070

Actual packages on there for you. They, you could use. There's one called the ultimate referral machine.

102

00:15:33.180 --> 00:15:46.620

Based on the premise of doing a pizza party. And then of course we have the ambassador program, these are you know all done for you. The ultimate referral machine was what it's actually packaged up then.

103

00:15:46.680 --> 00:15:47.310

We used to sell.

104

00:15:48.000 --> 00:15:49.080

access those

105

00:15:50.430 --> 00:15:53.700

Yeah, it'll be on the other Member site serve whenever you're ready to jump over there.

106

00:15:53.910 --> 00:15:54.720

Ready for today.

107

00:15:54.780 --> 00:15:59.550

Yeah, I just scroll on down and see if there's anything else that we might have left off.

108

00:15:59.910 --> 00:16:00.450

CS

109

00:16:02.580 --> 00:16:06.960

Students yeah value of the marketing parts and on and and

110

00:16:09.090 --> 00:16:24.030

And that's where we are now, is where number eight, where we're thinking about now the renewal and an upgrade system that's going to get these students that you've added to the school on to a black belt program.

111

00:16:25.740 --> 00:16:27.150

Yeah, okay.

112

00:16:27.600 --> 00:16:35.670

And so, and then also I keep it know we can we continue to add it by talking, you know, getting feedback from all of you guys.

113

00:16:36.930 --> 00:16:46.560

You know, there's certain things and tools that we do continue to add my. We do have Merrick day. You guys don't see very often but he we keep him working continuously in the background.

114

00:16:46.950 --> 00:16:53.580

And he works hard to try to bring the relevant content that we think is going to be useful and helpful with you guys. Again, we're

115

00:16:53.940 --> 00:17:09.360

We're walking a tightrope, you know, not to overwhelm but also give you what is necessary. So on a quick start meeting. This is everything that you would need in the beginning, if you're just looking to add 100 students. These are all of the things that you know are necessary.

116

00:17:09.510 --> 00:17:19.830

Some of those if if you can't see them maybe just call them out a couple of a few of them so they can in case the the writing is a little too small for their eyes like

117

00:17:19.860 --> 00:17:26.730

Yes, sir. Yeah. So I mean, some of the quick links that are right here on the top where my mouse is, I don't know if everybody can see that, but we have a redirect.

118

00:17:27.150 --> 00:17:41.790

To the Facebook group or redirect to the Thursday zoom meeting all of the zoom replays which are also on the other members site. These will only be for the Thursday the Quick Start meetings and in our print on demand. Anybody who's not familiar with that. That's a

119

00:17:44.370 --> 00:17:47.160

Like on that for just a second ball. Yes. Or I don't

120

00:17:49.620 --> 00:17:53.580

I may have to stop the share and come back on it opens up in a new page. Okay.

121

00:17:53.850 --> 00:17:56.100

Nevermind. Oh, if it does

122

00:17:57.120 --> 00:17:58.200

It open up. Yeah.

123

00:17:58.230 --> 00:18:12.180

Good, good. Okay, so I again, we're not in the print business. So we're, we're not. But we do have a lot of artwork. We've had a lot of artwork. I mean way, I, I can't tell you where

124

00:18:12.180 --> 00:18:14.100

Some of the archives come from, but

125

00:18:14.280 --> 00:18:16.440

You're free to use this aren't work. This is

126

00:18:16.470 --> 00:18:29.820

Exactly. So, for example, any of it. I mean, there's door hangers web banners flyers guest passes, whatever you wish. And if I were to click on the Add cards. Hopefully, it opens up on your guys side so you can see this but

127

00:18:31.140 --> 00:18:32.460

Did not master Smith.

128

00:18:33.090 --> 00:18:48.330

Okay, so let's click on the first one. This happens to be Mother's Day add card, but there's tons of them. So you're welcome to do look and then you can also search the store right here. But if I click on let's say the first one, the Mother's Day.

129

00:18:49.860 --> 00:18:50.820

Did that switch over.

130

00:18:51.150 --> 00:18:51.510

To you.

131

00:18:51.690 --> 00:19:06.840

Thank you Mom Okay, and it'll give you a description of what's in there. But again, if you come down to the bottom of that artwork. There may be a couple of our art files that are in there that are actually not owned by us but by the print store so

132

00:19:07.410 --> 00:19:17.430

But almost 98% of them you will go to the bottom you'll see where it says download to your PC or download to your Mac. So that's a complete Ark files so

133

00:19:18.270 --> 00:19:25.260

There you can do with them, whatever you want. I mean, if you if you're able to print them and able to work with publisher and design any of that stuff.

134

00:19:25.620 --> 00:19:31.770

Have added. I mean, it's there for you to do with whenever you want. If you want to forward them over to your printer. Say you have a great company you're working with.

135

00:19:32.220 --> 00:19:41.130

And they can change any wording, usually on that, that you need. If you have something that you want to tailor and put your school name in or something like that, too.

136

00:19:41.700 --> 00:19:47.310

Yes, sir. Yeah, with the our files. They can do that they can make any adjustments, they can make any of the

137

00:19:47.790 --> 00:19:52.530

Colors changes to the images. And again, if you don't want to do any of that or you don't have a print store.

138

00:19:53.730 --> 00:20:07.740

This contact us does go to a company that master Oliver just kind of assigned to it. We're not in this to make any money. We just wanted. We didn't want to get into print business. So we found somebody to offer some support, and that's color works.

139

00:20:08.820 --> 00:20:14.910

They're based out of Kansas. So they're pretty centrally located in the United States to ship out and get to you in a timely manner. I've heard

140

00:20:15.270 --> 00:20:21.990

You know I've heard some positive things about them. They're good. You know, of course, I've got other Members that found much better prices somewhere else again.

141

00:20:22.920 --> 00:20:37.410

We don't care where you go where he is. But that is available here if you want to go directly to these guys. They are linked to this site so they can grab the image out of the site and make any adjustments for you that you would want done and and take care of that.

142

00:20:37.650 --> 00:20:45.600

So all I was trying to do here was let you know that there is a lot of information on there. That's organized a little differently. Maybe that when you first start

143

00:20:45.930 --> 00:20:59.520

So do go through and click these and open them. And if you need any help understanding any of it or or finding anything that you're needing you don't give Bob a call. He's, he's there to help he'll help you find it. It's not a problem.

144

00:21:00.510 --> 00:21:02.010

Absolutely. Okay.

145

00:21:02.190 --> 00:21:06.060

Let's go ahead and go on our renewal, so we we don't run out of time on this.

146

00:21:06.150 --> 00:21:07.470

Yes, I'm halfway in

147

00:21:07.890 --> 00:21:08.370

Yes, sir.

148

00:21:10.410 --> 00:21:16.830

On. So this is a leadership meeting. This is for our advanced members. This is

149

00:21:17.490 --> 00:21:28.800

All of your replays will be right here under the video zoom meeting. So it does give your Quick Start meetings. It also includes your leadership replay leadership meeting replays so you can view any of that stuff there.

150

00:21:29.490 --> 00:21:45.570

But right now, I believe, as Mr. Smith said we want to focus on renewals on renewals master Smith. This was the live event meeting that you guys did a great job. I thought of the whole renewal process right up there in Estes Park was that October.

151

00:21:45.660 --> 00:21:46.140

Last year,

152

00:21:46.500 --> 00:21:58.860

If anybody that wasn't there, or even if you were there, go back and review this because there was a lot of good information covered there that they gave you the finer details and see the thing is

153

00:21:59.730 --> 00:22:05.460

The advantage. You guys have is, you've been with us long enough that you understand our terminology and a lot of

154

00:22:05.970 --> 00:22:12.930

The things you hear you're able to implement without getting overloaded too much, whereas the beginner people

155

00:22:13.770 --> 00:22:29.070

They tend to get a little overloaded. If we give them too much information, but this way you can access this at your leisure but write down that date. It says October 2018 mastermind meeting Estes Park, Colorado. Yeah.

156

00:22:29.100 --> 00:22:41.760

And those archives will be up underneath a mastermind meetings we put we tried to videotape as much as we can. It's still not the same as being there. Um, and then I just a real quick.

157

00:22:42.330 --> 00:22:44.820

You haven't been using this link and you need

158

00:22:46.320 --> 00:22:54.960

The link to how to how to get there, or access it, you know, just send a text to Bob and He'll. He'll forward it for you. Yeah.

159

00:22:54.990 --> 00:23:09.990

Please do. And then before we jump into the renewal folder you wanted to get to Mr. Smith, let me just point out here too. So again, I may just be preaching to the choir here, but for most of you guys, but the kicker newsletters. These are here for you.

160

00:23:11.280 --> 00:23:14.430

To do with whatever you want and words of the week.

161

00:23:15.660 --> 00:23:17.730

We've got a leadership program outline

162

00:23:18.360 --> 00:23:21.780

And that works as a week. I have people ask me about that all the time.

163

00:23:22.170 --> 00:23:22.560

Yes, or

164

00:23:23.070 --> 00:23:27.600

One of the words of the week because they've seen a lot of them posted, but they didn't know where they all were

165

00:23:28.200 --> 00:23:36.450

And you notice that it shows two months you'll go August in July and he'll usually put last month and this month.

166

00:23:37.020 --> 00:23:48.150

The words of the week, and it'll break it down and and tell you exactly on a weekly basis what you should be be preaching and it doesn't mean that you have to

167

00:23:48.690 --> 00:24:02.190

Even use August in August and July in July. I mean, you can make up your own order if you want. It's not important about the order, it's just important that you're using. And the only reason we did it this way is just so you had a way to

168

00:24:03.240 --> 00:24:07.680

Be able to ask access them from either last month, or this month.

169

00:24:07.920 --> 00:24:12.030

Yeah it most of our guys that have been on here for a while now can't. A lot of this. So,

170

00:24:12.900 --> 00:24:28.410

But any of you guys that aren't utilizing it they're here for you to download and use. Same thing with the newsletters, I mean the kick and newsletters. These are newsletters that are completely done for you. You can edit them dropping your name, your logo, but you know I would.

171

00:24:28.950 --> 00:24:39.180

Like to I'd like the newsletters myself. I think it adds a professionalism to your school and they're relatively inexpensive but something to look at. If you want to

172

00:24:39.990 --> 00:24:51.330

Absolutely, yeah. And you're absolutely right, Mr. Smith and in their Word doc. So you can see right here. So all that stuff is editable just drop in your name, your school logo looks like you guys did it gives you a great

173

00:24:51.960 --> 00:25:03.630

You know, time saver there. One other thing real quick to I'm here is the ambassador program this is okay. I mean, it's another internal program that you could use to kind of

174

00:25:05.070 --> 00:25:12.300

Help your, you know, get more students, you know, internal marketing and then of course the ultimate referral machine that I was referring to.

175

00:25:13.800 --> 00:25:21.630

That program got quite a few more moving parts, then the ambassador ambassadors. Pretty much you spent 45 minutes on it today have it done.

176

00:25:22.080 --> 00:25:26.310

And you could implement it tomorrow, the ultimate referral machine. Oh, great program and

177

00:25:26.730 --> 00:25:37.890

Have heard great feedback on it. It gives you a reason to hold a pizza party, basically. And it kind of walks you through exactly how to do it gives you the transcripts, the manuals here for you all there.

178

00:25:38.850 --> 00:25:43.140

So, you know, if you're not, if you haven't taken a look at it or didn't know was there, you know, please.

179

00:25:44.490 --> 00:25:50.280

Use it. We got so much material. And again, I know it can get kind of lost sometimes in a trade.

180

00:25:50.280 --> 00:26:00.960

Sale on reason we're going over this is that I've had people ask me about certain things. And then when I told him it was right down a member site, they went, it is I have it. I didn't know it was there. I couldn't find it or

181

00:26:01.380 --> 00:26:07.680

Or whatever, but you'll be surprised at how much extra information you'll find if you go through that.

182

00:26:09.030 --> 00:26:18.780

Yes, sir. And then, of course, lead melty air so fabulous very smart lady I we've got, we got her material we archive up here as well, and

183

00:26:20.820 --> 00:26:34.320

And then we have this is where I think we were headed. Mr. Smith so renewals and upgrades and this is what we're going to focus on the renewal folder. Yes. Is that what show me that open that

184

00:26:34.710 --> 00:26:35.820

Yes, sir. Okay.

185

00:26:38.280 --> 00:26:47.910

And right below that is the renewal Blitz and school decorations and stuff like that. So this is all renewal information under that column and

186

00:26:48.420 --> 00:26:59.250

This is the folder that we put together this just park. We put it in your monthly packet of information for October and November or it was November, December last year.

187

00:26:59.790 --> 00:27:10.650

And it was in a booklet format. So if you keep those folders, go back to November, December and you'll find this that'll be the cover right here renewals upgrades.

188

00:27:11.700 --> 00:27:13.920

And it talks about the renewal upgrades.

189

00:27:15.060 --> 00:27:17.310

In detail there and

190

00:27:18.060 --> 00:27:19.410

If you go back to that first

191

00:27:19.410 --> 00:27:28.680

Page of Bob that it really is the outline of everything right there. So it's kind of like your table of contents.

192

00:27:30.570 --> 00:27:39.630

It has all of the steps and just to just to reiterate some of these procedures that are so important.

193

00:27:40.620 --> 00:27:55.980

The first line. It says every single one of these steps must be scheduled appointments so everything. This is the whole step by step process of how to renew somebody how to pre frame them.

194

00:27:56.670 --> 00:28:03.840

How to prep them and for some of the students. You're reframing them, you know, for our newer schools that have people that haven't

195

00:28:04.350 --> 00:28:15.480

Ever been renewed and they were on the old system. They have to be reframed and that's a little sometimes they'll harder to reframe somebody then to pre frame somebody so

196

00:28:16.980 --> 00:28:32.850

During this process, it's critical that the instructors are constantly pre framing and and remember pre framing and spotlighting the students in classes is how you get them ready for Black Belt leadership and goal setting.

197

00:28:34.170 --> 00:28:38.760

And we start that right from day one. And that's what the number one says

198

00:28:39.360 --> 00:28:49.470

they enroll in a basic program and immediately they set the next class and the enrollment folder appointment. Now don't confuse the enrollment folder.

199

00:28:49.890 --> 00:28:59.370

With this renewal folder that we're doing right now because this renewal folder is telling you how to renew somebody the enrollment folder.

200

00:28:59.910 --> 00:29:16.800

Is actually for the student that this is not for the student. This is for your use that enrollment folder has the information we want to give the student to get them ready to renew and when you're doing your renewal process.

201

00:29:17.220 --> 00:29:34.710

You find that you're having pushback from students 90% of the time it's because you did not prep them or pre frame them long enough, or well enough before you went into that leadership process. Now when I use the word leadership.

202

00:29:36.150 --> 00:29:52.110

With the students. I always like to say black belt leadership. First, some schools. I know like Rob and Lake and there's a few others that have a basic program and then only a black belt leadership program. There's no in between program.

203

00:29:53.490 --> 00:30:08.070

Master Oliver likes to fall back program because he wants that leadership program priced high enough that everybody doesn't do it that some have to fall back to the black belt and a little bit lower price point, but

204

00:30:08.910 --> 00:30:22.200

Some schools just set their higher prices that lower price and that's defeating the purpose of what he's trying to accomplish, and that is to get our student value to 300 plus per student.

205

00:30:22.980 --> 00:30:34.440

If your school is not at 300 plus at least a minimum of 250 to 300 then you have a renewal issue.

206

00:30:35.100 --> 00:30:58.560

Or you have a pricing issue on your basic program. You see, once you get your basic program up to 247 and then you renew somebody at 397 or 497 or 425 or three set whatever your price is now you get the average that price to get that 300 students value average

207

00:30:59.670 --> 00:31:10.200

Go to your school, find out how many active students you have and then divide that active number into your school gross.

208

00:31:10.650 --> 00:31:16.680

And that's going to tell you, on the average, what those students are spending in your school for July.

209

00:31:17.370 --> 00:31:31.920

And then you'll know what your school averages and you'll be surprised at how sometimes that's down in the hundreds when it should be in the 250 to 300 range. And the reason we like recent I like the 300 number

210

00:31:33.090 --> 00:31:39.990

Is because then I know that when a school gets to 300 active students. They can be a million dollar school

211

00:31:40.830 --> 00:32:00.030

And that's my goal for everybody. You know, I'd like to see you make 2 million or whatever in a single school but I'm happy to get you to 1 million because I find that if you get to that first million and now you've got enough extra income coming in that you can also be a little more

212

00:32:02.130 --> 00:32:06.180

Of marketing wise and invest a little bit of that money and even

213

00:32:08.100 --> 00:32:27.360

Because you'll find to get to the million mark. You can't do it all just by live marketing, but we find that we have to when we get to the price point of our school, we're in that 50,040 something high 40s, then you have enough extra income you can invest into your

214

00:32:28.740 --> 00:32:35.670

Internet marketing and then you're going to find that your school will grow much faster. And that's what the minister Oliver's been doing with Kate.

215

00:32:36.270 --> 00:32:45.960

With some of our schools with that marketing that the Olsen's have been doing and Greg Macy and Amanda Christian send in some of those schools.

216

00:32:46.620 --> 00:32:55.890

To help take their school to that next level. That doesn't mean they're still not doing the live marketing and doing the birthday parties and doing everything else.

217

00:32:56.490 --> 00:33:05.520

The problem I find with some schools with their growth is slow because they tend to be one dimensional. They only focus on this. So they focus on that.

218

00:33:06.120 --> 00:33:18.180

See what you have to remember is we always we always are marketing we if we stop marketing, then we don't have any more feeders for our renewal program.

219

00:33:19.170 --> 00:33:23.910

The renewal program is only as good as the new students coming in.

220

00:33:24.630 --> 00:33:38.040

It has to be an ongoing thing you've got new incoming in and a few months. We're going to renew them and now that student value is going to go up and now we have one more solid student that's going to be there for four to six years.

221

00:33:38.850 --> 00:33:45.330

That's where the growth of your school lies because once you start getting them in those

222

00:33:45.900 --> 00:33:58.350

3456 year programs. Now you've doubled, tripled quadrupled the length of time that somebody is going to stay in your program. So it's, it's very critical.

223

00:33:58.950 --> 00:34:11.760

So when they enroll in your school if you're not using that enrollment folder. That's really the first step of pre framing to give them actual material they can look at

224

00:34:12.300 --> 00:34:24.690

So if you haven't used that enrollment folder do use it. There is a proper way to use that enrollment folder and that's to make an appointment. After you sign them up.

225

00:34:25.350 --> 00:34:31.050

Your scheduling their classes are going to be coming, which we like to do twice a week and

226

00:34:31.950 --> 00:34:39.990

We, we say, can you come in a little before stay a little bit after. So I can go over your enrollment folder and that enrollment folder.

227

00:34:40.770 --> 00:34:48.480

Has the character worksheets. It has their student card their class attendance card and has all of these pre framing.

228

00:34:49.050 --> 00:34:59.430

Materials of for black belt. It talks about the rules of the school procedures and things like that. So it has a lot of information that we want to be able to use

229

00:34:59.970 --> 00:35:09.570

And if you see a number two, there it says the first class after the membership agreement is signed, there's when you do that enrollment folder appointment.

230

00:35:10.140 --> 00:35:15.270

And it should have your five Homework Sheets, there's Q AMP. A sheets in there and

231

00:35:16.140 --> 00:35:29.040

They should be following those procedures so we can see that they're staying engaged. How do we do that. Well, we're looking at their folder we make them. We have our students bring the folder to class every day.

232

00:35:30.330 --> 00:35:35.850

And then some are getting stripes from those folders that are turning in those sheets others aren't.

233

00:35:36.450 --> 00:35:49.470

But we want the folder there so we can go look at it. Our program director will go out, if we see a student that doesn't have many stripes on his belt will go out and take a look at their folder to see if they've been doing it and just haven't been turning it in

234

00:35:49.980 --> 00:35:53.910

Or is it they're not even doing it. We need to get a talk with the parent right away.

235

00:35:54.600 --> 00:36:02.670

And that was the main reason I started the stripes on the belts, you know, we used to give stickers on their uniform and other stuff that would fall off.

236

00:36:03.030 --> 00:36:13.410

But once we put the stripes on the belt and gave us immediate feedback to find out who was actually being engaged because I'm going to tell you when we do our graduation.

237

00:36:14.610 --> 00:36:24.480

You know, we'll have a couple hundred people graduating and out of that will be giving probably four or 500 metals and

238

00:36:25.140 --> 00:36:37.260

I'll tell you the ones that are the ones that are good candidates for renewals are the ones that have gotten the metals, because that tells me they're engaged, they're the ones that have completed those sheets.

239

00:36:37.710 --> 00:36:48.270

Well, it's kind of like catch 22. You can't have one without the other. You know, is that the is that the stripes that gets them excited, is that the metals or get them excited

240

00:36:48.960 --> 00:37:00.690

Well, it doesn't matter if they do it and they get excited about our program because the parents now see proof of what we're doing, because they see there's either kids excelling and getting awards.

241

00:37:01.170 --> 00:37:11.790

That makes parents happy. They want their kids to keep doing things they're good at and things that they see benefit in. And so that's what the Basic Program is all about.

242

00:37:12.840 --> 00:37:13.770

Number two.

243

00:37:15.300 --> 00:37:22.530

You know outlines all that for you. Number four talks about your progress checks and how you use your evaluation sheets.

244

00:37:23.730 --> 00:37:37.920

You know, we do a progress evaluation for you guys and nothing different than then we're not trying to do anything different with you guys. Then we expect you to do with your students. So you should be using those progress checks.

245

00:37:39.420 --> 00:37:58.200

Moving on us. Number five. How do we identify somebody as an a parent or an A student sees, we have to first, you know, some people say, well, how do, how do I know who to work on there so many people to get well what I always started with is I made our list.

246

00:37:59.340 --> 00:38:03.660

And on our list, Bob. Does that move on its own. How come it keeps jumping around.

247

00:38:03.720 --> 00:38:05.040

Yeah, it's my computer. Sorry.

248

00:38:05.460 --> 00:38:17.280

Okay, um, let me see where I am, then. Okay, number five. So how do we rate somebody as a parent. Well, number one, we have to give up. We have to have a list of everybody. We want to renew

249

00:38:18.120 --> 00:38:22.410

Well, where do we get that list from well it's simple. It's all our basic students

250

00:38:22.950 --> 00:38:29.400

And out of those basic students. This month we we don't want to focus on every single one of them to renew

251

00:38:29.820 --> 00:38:38.280

will focus on every one of them to make sure they're engaged with the stripes and checking their folders, but I'm going to specify

252

00:38:38.970 --> 00:38:49.980

15 or 20 then I'm going to really work on that. I'm going to put on a list and I'm going to do that by taking my student body and rating the parent and the student

253

00:38:50.940 --> 00:38:57.690

And I need to rate everybody in the class. And that's a combined effort rating between the instructor and the program director

254

00:38:58.470 --> 00:39:08.730

And how do we rate a parent and a well that's a parent who comes and watches the classes a lot. That's a parent who's saying good things about the program that's a parent who is

255

00:39:09.780 --> 00:39:21.630

You know likes being there and you have other parents that are a pain in the butt and complaining and well that obviously wouldn't be an a parent and an A student is the one who's coming to class consistently.

256

00:39:22.110 --> 00:39:29.580

Is giving out that good effort in the class is getting stripes on his belt. So you see how we're able to rate these people

257

00:39:30.660 --> 00:39:39.990

And then we're going to not put somebody that's an A and a B or B and C on our renewal list. I'm going to go through the renewal last rate, everybody.

258

00:39:40.980 --> 00:39:49.320

Everybody that's in the school and then I'm going to move all the eight and the double A's over to my renewal list for this month. Does that make sense.

259

00:39:50.220 --> 00:39:58.800

Because I don't want to work on renewing somebody if I have to first get them to that a na because the ones that are being C.

260

00:39:59.250 --> 00:40:15.450

Or the B and B and then I tried to renew them. Guess who's not going to renew. Guess who's going to be given me all that push back. See, I've got to renew the right people. You guys don't realize how easy you have it.

261

00:40:16.860 --> 00:40:24.000

In your school those students in the class. It's like shooting fish in a barrel.

262

00:40:25.620 --> 00:40:37.050

If I want to go fishing. I'm going to pick the ones that are already fattened up the ones that are bigger fish. I'm not going to be pulling those little fish out and then trying to force feed them.

263

00:40:37.530 --> 00:40:48.180

Before I eat them. I've got to get the bigger fish first. Well, who are the bigger fish. Those are my A parents and a students, they're the ones that I already took care of

264

00:40:48.810 --> 00:41:01.830

That I nursed along then I hand carry them through made sure they were doing their worksheets pre frame them in class spotlighted them. Does this make sense, guys.

265

00:41:03.090 --> 00:41:15.060

Now let's let's let's take a breath here for a second. Up to that point. Anybody have any questions on that procedure. Is there anything that's a great area.

266

00:41:18.060 --> 00:41:19.230

And Bob, if you can help.

267

00:41:19.230 --> 00:41:24.510

Me there and see if anybody raises their hand. Just put your hand up and Babylon, the future. You can unmute yourself.

268

00:41:24.540 --> 00:41:29.190

Yeah, when we're doing a screen share, sir. It's hard for me to get the

269

00:41:29.670 --> 00:41:30.840

Let me see if I get a gallery.

270

00:41:30.870 --> 00:41:33.060

just unmute yourself and talk then guy.

271

00:41:33.330 --> 00:41:45.600

And master Smith. I'm I'll have Merrick fixes, but I see they're not numerically tagged correctly, it looks like it jumped from 45245 again. I don't know why that got transposed, but

272

00:41:46.650 --> 00:41:49.140

Okay, but I'm glad you caught it.

273

00:41:49.380 --> 00:41:50.250

will fix that.

274

00:41:51.480 --> 00:41:51.780

But

275

00:41:52.290 --> 00:41:58.380

But the steps are still there. So we go four or five in that next for preview it will still be

276

00:41:58.560 --> 00:42:01.980

Yes, sir. Yeah, the subject lines subject matters there correctly, it's just

277

00:42:02.610 --> 00:42:07.320

They're all there in the right order is just the numbers. Got a mess messed up there so

278

00:42:07.590 --> 00:42:07.950

Yes, I

279

00:42:08.550 --> 00:42:11.640

Will make a note to correct that. So,

280

00:42:12.870 --> 00:42:25.080

So we've got him as an A and A. Everybody understand where we are with that. Now, when they're in a in an A, then we were going to take another little preview preview with them in class and

281

00:42:25.620 --> 00:42:34.890

I'm going to give these people an invitation. That's when we give them that special invitation in front of the whole class.

282

00:42:35.460 --> 00:42:42.000

And we have that posted in our arm member site or Facebook page that what that sheet looks like.

283

00:42:42.990 --> 00:42:51.510

And give out one of those and tell them that they have been recommended for Black Belt training and that's what starts the whole process.

284

00:42:51.990 --> 00:43:09.180

But you see a lot of people just randomly pick people because they've been there for a certain amount of time. That's the wrong approach. What we want to do is pick the ones that are ready. The ones that are right, we have to know

285

00:43:10.380 --> 00:43:17.100

You know, we can tell if a melons, right, if you're a farmer, you can stump that melon, you can look at the color of it.

286

00:43:17.700 --> 00:43:26.220

Of the size of it. And, you know, whether it's ready for picking that's kind of what you've got to learn to do with your students, you got to be that farmer.

287

00:43:26.670 --> 00:43:37.680

You got to know when they're ready to renew and if you try to talk to them too early or you put them through that process too early, before they've been pre frame.

288

00:43:38.160 --> 00:43:48.030

before they've been rated a na before you spotlighted them in class. Does everybody see how many steps. There are before you ever

289

00:43:48.660 --> 00:43:57.120

And I'll tell you, I've had staff that didn't they just knew that I wanted them to get more renewal, so they just started asking people randomly.

290

00:43:57.930 --> 00:44:09.090

And then they were getting all these nose and push backs. Well, I tell you, once you get a know it's almost like picking pulling a fish out of the water and not throwing them back.

291

00:44:10.230 --> 00:44:21.000

They will die on the vine. They will rot, they will be much harder after you've put them through the process when they're ready. I call it wasting a bullet

292

00:44:21.720 --> 00:44:31.140

You know, you've got to make sure you don't bring them up there until you think they're ready. Well, how do we know they're ready. Well, we went through the a rating.

293

00:44:32.100 --> 00:44:40.530

You know, one of the things that I do as a little pre test to see who's ready is I will take everybody in the class.

294

00:44:41.100 --> 00:44:48.780

And I'll say everybody you know I've been constantly using my black belt analogy. And I say, How many have set their goal to black belt.

295

00:44:49.320 --> 00:44:59.490

And maybe a few hands go up. So I'll use the words, I'll say, Well, how many of you want to be a black belt someday. Well, now I get a whole lot of hands. Right.

296

00:45:00.000 --> 00:45:05.940

And then I say, Okay, guys. The first step in becoming a black belt is you have to set your goal.

297

00:45:06.720 --> 00:45:17.370

So the first thing is you have to verbalize that you have to say, I want to be a black belt. How many in here would like to be a black got some debt. Now they raised their hand.

298

00:45:18.300 --> 00:45:35.100

And now they verbalize that they've they've said they wanted to be a black belt, and then I tell them, Well, that's the first step. The second step is, if you want to be a black belt. Then you say, I want to be a black belt that's really a wish.

299

00:45:36.240 --> 00:45:42.720

That's a wish. But if you committed to writing, then that becomes a promise.

300

00:45:43.740 --> 00:45:47.850

So what I want to do those that want to be a black belt, raise your hand again.

301

00:45:49.050 --> 00:45:54.930

Okay, now I'll do this right at the end of the class. I'll now take out those little

302

00:45:56.070 --> 00:46:09.030

Sheets those goal setting sheets that have the little picture where they cut their head out of the picture and post it on there. And right in the little circles and the parents right at the bottom. Everybody knows what I'm talking about.

303

00:46:10.260 --> 00:46:10.530

Eat

304

00:46:11.130 --> 00:46:13.950

Well, that's the first step. Well, now

305

00:46:15.030 --> 00:46:18.450

I've just thrown my hook in the water.

306

00:46:19.770 --> 00:46:21.660

That she was my bait.

307

00:46:22.680 --> 00:46:37.860

Now I see how much of that comes back and I say fill this out, everybody. Those that want to be like, I'll get this sheet back to me next week sometime. So we can put you through the qualifying process.

308

00:46:38.880 --> 00:46:49.950

See how I've started this this renewal motor running now. Now it's going to now I've got the hook in there I everything up to that was

309

00:46:50.910 --> 00:46:55.470

You know, finding the best fishing pole and the tools to get them to this point.

310

00:46:56.310 --> 00:47:04.800

So we have those systems. That's our good introductory and pre framing. That's our stripe system. See all that are our tools that we need

311

00:47:05.520 --> 00:47:20.640

Our rating system, the A's is to know where the best source to hunt or the best source to fish for the right ones. Is everybody getting a feel for what I'm saying this making sense.

312

00:47:20.700 --> 00:47:23.910

Yes, sir. I think this is real helpful. This will be great. And we are

313

00:47:24.540 --> 00:47:27.090

I'm sorry I do hope you have the recording going, Bob.

314

00:47:27.270 --> 00:47:28.050

Yes, sir. Yeah.

315

00:47:28.170 --> 00:47:41.880

But I do apologize for my analogies for you. City folks but I kind of grew up in the south and I like to use hunting and fishing and farming technology analogies, so

316

00:47:43.170 --> 00:47:55.590

It seems to make sense for me so I don't know about you, City Slickers. But everybody else that will probably get it. I see. I see a few heads nodding that they get it so

317

00:47:56.970 --> 00:47:58.020

You guys don't

318

00:47:58.440 --> 00:48:00.600

real hot like I think it just

319

00:48:00.600 --> 00:48:03.060

Talked to some of the Southern boys and they'll explain it.

320

00:48:05.820 --> 00:48:17.490

So now we say to them, I had the ones raise a hand on hand those sheets out. Now guess what happens next week. What did I say, can that in and get a strike. Now what do I do with those sheets.

321

00:48:18.180 --> 00:48:28.320

Well, I put them right on the mirror right in the class and I have that strikeout and I tell them that they are going to be a black belt and they're going to have these traits and they're going to do this and that.

322

00:48:28.680 --> 00:48:43.290

And they have these goals. Now everybody gives them a big hand. So now what about the others. It didn't hand, there's no now all of a sudden, it reminds them to hand them in. I had some people said, yeah, I turned him in, but not too many people turn them in

323

00:48:44.760 --> 00:48:51.240

I said, What do you mean well they turned him in the office and that manager said only two of them came back.

324

00:48:52.380 --> 00:48:57.990

And I said, Well, what the hell are they doing in the office. I tell you, I don't know about you guys.

325

00:48:59.250 --> 00:49:07.890

But when I catch a big fish. I'm going to mount him up there for everybody to see. So when I have those papers. I'm going to put them up there.

326

00:49:08.280 --> 00:49:15.660

That's my fish. I just caught and I'm going to tell everybody what a great fish. This is and I'm going to praise that person.

327

00:49:16.230 --> 00:49:23.400

And now give them their stripe. And now, other people are going to start doing it because of the praise, because I made a big deal out of it.

328

00:49:24.060 --> 00:49:32.490

See, that's why I make a big deal out of the stripes in the class. Why, because more people want to get strikes, because I make such a big deal about it.

329

00:49:33.000 --> 00:49:39.120

Everybody gives them a big hand. I make the parents give them a big praise when they do stuff at home.

330

00:49:40.050 --> 00:49:42.150

I have the students give them a big hand.

331

00:49:42.600 --> 00:49:55.230

I have the instructors, give them a high five and a congratulations and put the stripe on it. See, it's all about that and then a graduation I reward them for doing all that you see, I didn't leave that stripe system to chance.

332

00:49:55.740 --> 00:50:08.580

That's all by design and structure to make them to help them succeed to fatten them up. I'm forced feeding this I'm putting in the best bait possible

333

00:50:09.270 --> 00:50:13.920

And so those fish come over and eat. I don't throw out sour pickles for them to eat.

334

00:50:14.820 --> 00:50:31.800

I gotta have something that's going to attract them that they're going to want to do and be part of. Is everybody getting this is this making more sense to everybody now is just kind of clarifying it or am I am I covering too much ground that you already knew.

335

00:50:35.310 --> 00:50:37.470

I'm saying I'm seeing a bunch of thumbs up and

336

00:50:38.100 --> 00:50:40.170

Thumbs Up means that we're on point.

337

00:50:40.440 --> 00:50:50.040

Yeah, this kind of hands straight. If your hands just kind of level. It's kind of like you've already heard it before and thumbs down is a can we change.

338

00:50:50.940 --> 00:50:56.850

Now, I think I, I love the analogies, but it's just with I think it's really helpful to everybody to kind of hear it a different way.

339

00:50:57.750 --> 00:50:59.070

So now, so for

340

00:50:59.130 --> 00:51:02.880

Me on that sheet back in. What's the next step I'm going to give them

341

00:51:05.130 --> 00:51:15.870

Well, I'm not going to do it the same day, but those sheets that kind of come back, guess what we're gonna do is I'm gonna have a little meeting with my staff and I'm going to see if any of those fit our criteria.

342

00:51:17.520 --> 00:51:26.280

Now it could be somebody handed it back in and they're a, b, and c. Well, I'm not going to give them an invitation, what I got to do first.

343

00:51:30.000 --> 00:51:39.570

I got to go back and re evaluate them and I got to make sure I'm going to ask them leading questions to the parent to see if I miss understood

344

00:51:39.990 --> 00:51:54.120

Or miss diagnose them or miss qualified them or miss rated them. Everybody understand what I mean because I usually get those papers back from my A students sometimes a B student, but never see

345

00:51:55.710 --> 00:52:10.050

So sometimes the student really wants to be a black belt, but just hasn't verbalize it. Or vocalized it enough. And now they've done that and I'll, I'll get to talk to them a little bit before I give them an invitation. What I have to do.

346

00:52:12.390 --> 00:52:21.990

Somebody, somebody be a good student and answer that question unmute yourself. What I have done before I give them that invitation into that black belt leadership.

347

00:52:23.610 --> 00:52:25.890

In front of the whole class. What do I need to do.

348

00:52:29.460 --> 00:52:37.440

To turn the paper back in. How do I know if I give them an invitation or not mad. I know you're ready to say it. So, go ahead.

349

00:52:41.940 --> 00:52:47.130

Well, I said so. Boom. But I mean X with that sheets for to see if the right

350

00:52:48.630 --> 00:52:57.960

It is and and I'm going to tell you the mistake people make Matt is they get that paper back and they think that that's the holy grail.

351

00:52:58.470 --> 00:53:07.260

They think that they just got their lotto ticket right now and I'm going to claim the lottery. Now, because that means they want to be a black belt.

352

00:53:07.860 --> 00:53:21.810

Well, it's the invitation, but I gotta go a little deeper, I gotta go a little deeper to get the qualifying. Are we really qualifying these people or anybody who hands in a sheet. We're going to give them an invitation.

353

00:53:22.470 --> 00:53:35.640

See, that's the mistake people make, and somebody who does that. I always say that they have no they have no no respect for their students.

354

00:53:36.540 --> 00:53:48.150

Because they're really not getting to know their students. I want them to get to know their students. So what do I have to do on every one of those papers. It comes back. Number one, I'm going to look at their folder.

355

00:53:49.380 --> 00:53:59.040

And I'm going to see. Number two, I'm going to my list and see if they're an A and their parents and his na. Well guess what, if I didn't rate anybody. I can't do that.

356

00:54:01.830 --> 00:54:08.520

So maybe they were a be a be well what do I now have to do before I give them an invitation.

357

00:54:12.060 --> 00:54:16.860

Mr. Olson. I know you want to answer it. Hold on one second. That's my three o'clock. Let me tell him.

358

00:54:18.390 --> 00:54:18.810

Well,

359

00:54:19.830 --> 00:54:21.000

I was gonna say, yeah.

360

00:54:22.530 --> 00:54:27.420

Good. I'm just finishing up our mastering call, I'll give you a call back in just a few minutes. OK.

361

00:54:29.010 --> 00:54:29.280

OK.

362

00:54:30.990 --> 00:54:37.020

OK, so we're right on point here and I want to make sure we get to this point because we're gonna take it from here next week.

363

00:54:37.620 --> 00:54:46.050

On our call next Wednesday. So I want to make sure we're all clear up to this point. In other words, up to that invitation. What do we have to do.

364

00:54:46.710 --> 00:54:59.250

So we have to make sure that we get them rated in a and we might have to go work on them a little bit work on the parent, a little bit, get a little feedback from the parents get a little

365

00:55:00.180 --> 00:55:10.950

Alone more of involvement with the student, making sure that he's getting stripes on his belt. Maybe he's not as engaged, but he did do that paper right

366

00:55:11.340 --> 00:55:22.770

Well, I go to that student and I say, Tommy. Tommy. I'm very impressed that you hand it in your, your goal setting sheet here that tells me you want to be a black though.

367

00:55:24.000 --> 00:55:36.240

Tommy. Do you really want to be a black belt. Are you just saying that because I asked to have a real talk with him and he's gonna say no, I really do. I said, well, I'd like to get you qualified, here's what I'm going to need you to do.

368

00:55:37.350 --> 00:55:44.190

I'm going to need you. I'm looking at your, your homework sheets here your character worksheets are not being done.

369

00:55:45.090 --> 00:56:03.210

You can't just tell me you want to be a black belt. You got to show me. So here's what I want you to do this week. I want you to pick some of these sheets. I want you to come up with five stripes by next week. I don't care how you get them, but I want to see those five stripes.

370

00:56:04.320 --> 00:56:09.090

Now if I get those five stripes and that kid did that I'm going to give him an invitation.

371

00:56:10.410 --> 00:56:25.200

Now guess what, maybe the parent was a beat. Now I'm going to go to the parent and I'm going to tell Mrs. Jones, Mrs. Jones, I was very impressed with Tommy. Not only did he handed is visualization sheet.

372

00:56:26.160 --> 00:56:36.810

I gave you an assignment to do these character worksheets and he did them all in one week to earn his five stripes that I gave him that to qualify for Black Belt training.

373

00:56:37.650 --> 00:56:45.090

I think that he's going to make up a great black belt someday. Would you like to see him become a black belt.

374

00:56:45.570 --> 00:56:57.450

Would you like to see that if he wants to do it. Oh yeah, definitely, or they say, Well, if I'm not really happy with something, you know, now I find out I'm not gonna put them through the process.

375

00:56:57.840 --> 00:57:07.440

I gotta get them. I gotta pull out of them some good answers that tells me that they're worth putting in the pipeline is everybody follow me.

376

00:57:08.550 --> 00:57:23.100

Biggest mistake about renewing people is trying to renew everybody. I don't have to renew everybody I only want 15 or 20 this month, guys, you know how valuable renewals is

377

00:57:24.450 --> 00:57:29.100

Remember in our school that's six times plus

378

00:57:30.540 --> 00:57:40.980

Not just six times the value of a basic student it six times the value of a basic student because it's six years plus an increase in tuition.

379

00:57:41.430 --> 00:58:03.840

So that's like eight times at least the value of a enrollment. So if I got just 10 enrollments and I got 10 renewals those 10 renewals would be worth at. Did you get that number, add a zero enrollments.

380

00:58:05.100 --> 00:58:06.390

How does that possible.

381

00:58:07.800 --> 00:58:08.880

Somebody explain

382

00:58:11.340 --> 00:58:20.250

I want to make sure I'm not talking to myself. So somebody explain how do I get that how it is 10 renewals worth at enrollments.

383

00:58:21.210 --> 00:58:40.530

Well, because or a price point is probably double from your basic membership as well as the term is typically four times a basic said it's usually a minimum of four years at that higher program. So two times four, that's eight. So, this value is eight times greater than a basic

384

00:58:40.590 --> 00:58:48.030

That's it. Exactly. And our school. It's a six times value on a six year program, but I don't care.

385

00:58:48.360 --> 00:58:56.730

For a year, then you multiply it times three plus your increase in tuition, it's still worth five or six times even at a three or four year

386

00:58:57.270 --> 00:59:14.160

So the idea is that that would be 6050 or 60 enrollments well. How happy would you be any month that you got 50 or 60 enrollments. Tell me, anybody that wouldn't be jumping up and down and going out and and patting themselves on the back end and celebrate

387

00:59:15.210 --> 00:59:31.140

But that's all 10 renewals is, but I tell you is is easy as is to get 10 renewals it's a lot easier to get 10 renewals than it is to get 50 to 80 enrollments. I guarantee you, but you got to know how to do it.

388

00:59:32.040 --> 00:59:37.800

And Mr. Smith, you were before you went into the value of them you were talking about having that conversation with

389

00:59:38.400 --> 00:59:44.580

The parents and why they wanted to do this or not want to do this. I think it's

390

00:59:45.180 --> 00:59:52.650

To put a spotlight on that. That's your opportunity to air out any objections, because a lot of people. What did they have challenges with at the end when you're doing a sales.

391

00:59:52.980 --> 01:00:05.100

Is the objections. But if you're having that open dialogue and conversation. You can find out what any potential objections might be and have those answered ahead of time, which would make your clothes, much easier at the end.

392

01:00:05.970 --> 01:00:11.100

That's it. Exactly. Bob, because I'm not even going to put anybody in the pipeline. If I don't think they're ready.

393

01:00:11.550 --> 01:00:12.060

Right, they're

394

01:00:12.090 --> 01:00:19.770

Not ready because the parent hasn't bought into the program yet either emotionally or engaged with the results that I've gotten

395

01:00:20.370 --> 01:00:27.420

Well, number one. Did I get any results. Well, they're not going to be too happy if I don't have any results. So you see guys

396

01:00:27.810 --> 01:00:38.580

How much renewal prep goes in to getting a renewal. I mean, it's worth, you know, five to eight times the value of an enrollment.

397

01:00:39.000 --> 01:00:50.010

But you've got to do it smart. I mean, you've got to be like that farmer that knows how to take care of those crops, you've got to water them. You've got to put a bug spray on them.

398

01:00:50.550 --> 01:01:00.510

You got to protect them against the environment, you got to know when to pick them. You got to know when to give them a little extra fertilizer to get them to grow a little faster.

399

01:01:00.930 --> 01:01:03.210

Or a little healthier you follow me.

400

01:01:03.930 --> 01:01:18.930

So guys become farmers in your school, learn to take care of your crops, your students learn to fertilize water than nourish them protect them against the environment protects them against the bugs there.

401

01:01:19.290 --> 01:01:32.910

Or any kind of disease that they would pick up. Well, that's all negative peer pressure that's all outside activities. You see how we can translate that same way that a farmer would take care of those crops to have a

402

01:01:33.630 --> 01:01:43.710

Real successful crop versus somebody who just let them go on their own and let the rain come if it comes. If it doesn't, then they're going to dry up and blow away.

403

01:01:44.910 --> 01:01:55.680

Okay, does that make sense. Guys, if we did we get some headway today. So let's say today's meeting took us up to handing out

404

01:01:56.220 --> 01:02:07.170

That invitation that special certificate that says that they have been invited to try out for the leadership program.

405

01:02:08.010 --> 01:02:25.020

Okay, so next time we'll pick it up from there. And, you know, talk about giving them that little bucket to take home and how we're going to prep them in that renewal process once we put them through a renewal intro. I call it a renewal intro because

406

01:02:26.100 --> 01:02:32.070

If we have to put somebody in one or two classes to get them ready to sign up for a one year program.

407

01:02:34.140 --> 01:02:34.410

And

408

01:02:35.940 --> 01:02:36.330

They

409

01:02:39.840 --> 01:02:40.140

Have

410

01:02:42.510 --> 01:02:53.370

Been pressing in big, do we need a couple climates, a good fit if they like it, and we'll get some qualifying questions and that kind of stuff. So we'll take up part two next week.

411

01:02:54.180 --> 01:03:02.790

And write down any questions you have for part one that we covered today and we'll clarify that up next week, we're not going to go over this.

412

01:03:04.110 --> 01:03:14.550

Quick Start Program and the members side and all that. We're going to go right into the reno from right where we left off and we're going right into giving them that sheet.

413

01:03:15.330 --> 01:03:23.370

That shows that they're qualifying that certificate that they've been invited to to try out from like leadership and

414

01:03:24.090 --> 01:03:32.160

MS in marriage should have this copy up there up on a member site for all of our members, usually within 24 hours so

415

01:03:32.310 --> 01:03:33.180

If anybody wants

416

01:03:34.260 --> 01:03:42.450

That's just the headline inside is all of the material that goes along with all this stuff I'm talking about. So look at that folder.

417

01:03:43.260 --> 01:03:53.280

Pull it up from the member site and take a look, print it off if you don't have it go back to your november december packet of information and you'll have the whole booklet already stapled together.

418

01:03:53.940 --> 01:04:04.050

And look through that stuff. Do a little homework. Okay guys, we're talking about something that can bump your gross 60% minimum

419

01:04:05.040 --> 01:04:17.400

That's what your gross of your school 60% of your gross should be from renewals not from enrollments and if you look at your enrollments. Look at your total gross.

420

01:04:18.330 --> 01:04:38.730

How much of that total gross comes from enrollments. How much of it comes from renewals and if you're not 6040 at least then you're way under your potential growth that your school. Remember, we're short we're shooting for 75 to 80% of all of our students read it.

421

01:04:40.080 --> 01:04:45.960

Okay guys write those numbers down so you know what your goals aren't any final questions before we sign off.

422

01:04:46.800 --> 01:04:54.630

I do have one question. Sir, I'm if I've heard about doing like a buddy week or, you know, kids will bring a friend and then you can give them a raffle ticket or some of them.

423

01:04:54.960 --> 01:05:05.190

If they do bring a friend, though, then we're not doing an intro lesson. How, how do you do that you just let them come for that week. And then after that you do an intro lesson with them, or how do you handle that.

424

01:05:05.490 --> 01:05:09.420

Okay, now you asked me to enrollment question, not a renewal question right

425

01:05:11.490 --> 01:05:12.990

Correct, yes. Okay.

426

01:05:13.290 --> 01:05:15.810

I was first asking on renewal on renewal.

427

01:05:16.680 --> 01:05:18.150

I spent so much time on that.

428

01:05:19.200 --> 01:05:20.670

Your enrollment go

429

01:05:21.450 --> 01:05:28.920

Okay, it's kind of like that student when you're teaching class and you just covered this form in in great detail. And then they ask you about sparring.

430

01:05:30.120 --> 01:05:44.400

The other you say guys we were talking about forms here. Hello, who was who was listening and then that's the best you can come up with something about sparring. There wasn't anything about form. Did I do that good a job that you didn't have any questions at all on the four

431

01:05:46.320 --> 01:05:55.230

Yeah buddy day, even when a kid comes to buddy day I still put him in the first intro and I still I put it through the whole process. I don't do a special thing for that.

432

01:05:55.440 --> 01:06:03.120

He's just going to do that much better than that. First job because I want the parents in there setting in that first intro and hearing everything that makes sense, Jason.

433

01:06:04.500 --> 01:06:06.300

Are so different.

434

01:06:06.990 --> 01:06:11.820

So they come to the class with our friend, and then after that, then you sign them up for the intro basically

435

01:06:12.210 --> 01:06:13.530

Exactly. I'll schedule that

436

01:06:14.160 --> 01:06:17.100

Because you're gonna get a free uniform for coming to that first intro

437

01:06:17.640 --> 01:06:28.470

Yeah, I'll tell the parent that we're going to give him two weeks free and he's going to get a free uniform for coming with Tommy today if you make that appointment today I'm going to give him a free uniform

438

01:06:29.280 --> 01:06:29.640

Perfect you

439

01:06:29.820 --> 01:06:30.390

Know it's like

440

01:06:30.510 --> 01:06:32.130

If you make that appointment today.

441

01:06:32.460 --> 01:06:34.830

Yeah, they say, Well, I don't know my

442

01:06:34.830 --> 01:06:48.270

Schedule. That's okay. We'll put a tentative schedule, if that when you check it. If that doesn't work, then give me a call, we'll reschedule it you'll still get the interlock. Okay, I can do that. See, the idea is to get that appointment that day.

443

01:06:49.920 --> 01:06:50.580

Yes, sir. Thank you.

444

01:06:51.210 --> 01:06:51.840

We good.

445

01:06:53.370 --> 01:07:05.610

Okay, I hope that was helpful for everybody. It was put some comments in the Facebook page. So I know what to focus on a little more or a little less for the next one. Okay.

446

01:07:07.050 --> 01:07:08.940

Okay guys. Have a good day. Thanks, Mom.

447

01:07:09.330 --> 01:07:10.020

Thank you, sir.

448

01:07:10.500 --> 01:07:10.950

Guys.

