Replay - Quick-start Meeting, January 16 2020

1

00:00:05.460 --> 00:00:08.400

Bob Dunne: Yeah, go ahead and hit recording and you go

2

00:00:10.410 --> 00:00:26.310

Greg Moody: Okay, so let's get started. Um, what, what kind of things do you guys want to want to kind of cover last week was really good because master Oliver went through 10 big things for you to really high level things that you need to focus on. And while they're high level. They're very specific

3

00:00:27.420 --> 00:00:34.530

Greg Moody: Make sure your price points of the way it is. That's the easiest way to really make a big difference and not overthink i mean i think a lot of times when we

4

00:00:34.830 --> 00:00:43.920

Greg Moody: Go through these things they're they're big points that we make for all you guys I say all you guys some of you guys maybe we're not talking to you. But for a lot of you guys were talking to you.

5

00:00:45.090 --> 00:00:53.700

Greg Moody: They're big, major points that for a lot of you you struggle with. And the easiest thing I hate to say it this way is kind of to be

6

00:00:54.990 --> 00:00:56.880

Greg Moody: To not try to overthink the problem.

7

00:00:57.930 --> 00:01:07.740

Greg Moody: You know, in some cases, we had people that I don't want to say it this way, nobody on this call. We weren't just kind of dumb enough to just go do what we told them, and then it all worked out really well in their schools one really well.

8

00:01:08.040 --> 00:01:18.000

Greg Moody: And in some ways that that helps a little bit not trying to overthink the problem, not trying to overthink well how my students going to react. What about this problem. What about that problem. How are you going to solve it.

9

00:01:18.990 --> 00:01:28.020

Greg Moody: It's a lot easier. And in many cases, with some of these things to make the improvement implement it.

10

00:01:28.500 --> 00:01:41.820

Greg Moody: And then deal with some of the ramifications downstream because sometimes the ramifications either a don't happen or be maybe it only happens once or twice or it's not that big a deal to solve.

11

00:01:42.270 --> 00:01:43.830

Greg Moody: Or we can solve it on the

12

00:01:43.860 --> 00:01:49.410

Greg Moody: Call here in a way that a lot easier because we dealt with it a lot, a lot more than some of you guys have

13

00:01:50.010 --> 00:01:57.330

Greg Moody: So anyway, that's just some things to think about. I hope everybody's really really took those 10 things to heart. I hope you downloaded that form from

14

00:01:57.690 --> 00:02:04.560

Greg Moody: Especially if you weren't at the meeting last week. I hope you downloaded that form from the Facebook group and went through those 10 things and if you

15

00:02:05.010 --> 00:02:11.340

Greg Moody: If you haven't do that print that out, have it in a piece of, you know, live in a document, not just on the computer.

16

00:02:11.520 --> 00:02:22.470

Greg Moody: And make some notes about how you're going to implement each of those 10 things for 2020 because going to make all the difference in the world. Some of our guys have been with us a long time tune into the Quick Start call I know jack de Souza, Marty calendar here.

17

00:02:22.920 --> 00:02:35.250

Greg Moody: That those 10 things are ones for you guys to go over to and I give those to my staff as well because we can keep pushing those points of the envelope as well. So anyway, with that being said, what kind of questions. Can we start with and kind of get working on today.

18

00:02:36.690 --> 00:02:37.890

Jacob Roell: Yes. So I have a question.

19

00:02:38.340 --> 00:02:38.940

Greg Moody: Go ahead, Jay.

20

00:02:39.150 --> 00:02:46.710

Jacob Roell: Um, so I've been going through basically the the 50 different marketing opportunities and a lot of that stuff is live.

21

00:02:46.710 --> 00:02:58.800

Jacob Roell: Events. So we're looking at hiring someone to do those for us. And I guess I was looking for some direction on maybe what kind of responsibilities that person would have a good way to find someone who's willing to do that, that kind of thing.

22

00:02:59.820 --> 00:03:02.910

Greg Moody: Well, one of the things that I would, I would say is

23

00:03:03.990 --> 00:03:13.710

Greg Moody: When you're looking to hire somebody a couple things to think about on this when you're doing any kind of new activity, whether it's a marketing activity you're not at our live events we kind of got nailed

24

00:03:14.040 --> 00:03:25.260

Greg Moody: If you go to the Quick Start menu we you know we show you the movie promotion script. It's a really simple script. Whenever you do something like that. My suggestion is, you always do it first.

25

00:03:25.890 --> 00:03:37.110

Greg Moody: With them. And so you're good at it. Because if you're not good at it. And then you hire somebody and say, well, I need to hire somebody so they can do these pieces of my business that I'm not you know that's below me.

26

00:03:37.410 --> 00:03:40.800

Greg Moody: I'm not saying you're thinking it's below you. But, but if you if you

27

00:03:41.010 --> 00:03:50.940

Greg Moody: You know, kind of defer that to other people, whether it's that or you hire somebody to do sales or you hire somebody to do something like that. It's really hard to manage them.

28

00:03:51.180 --> 00:04:01.680

Greg Moody: If you don't have the moral authority that when I go out and do an event I get 95 98% of the people to set an appointment and I get all the show up with the school and a lot of them enroll.

29

00:04:02.550 --> 00:04:13.290

Greg Moody: So part one of that is when you do hire somebody or you do have somebody else do it you can do it and really anybody in the school can do any of these things. And frankly, those event, things are so easy.

30

00:04:14.220 --> 00:04:27.000

Greg Moody: I have 12 year olds do it and they get 98% of the people to set appointments. Okay, so if the question is what kind of person to hire. Is that the question or what do you do about going about hiring somebody

31

00:04:27.420 --> 00:04:33.090

Jacob Roell: Yeah, I think both of those questions, really. I mean, we've been doing those live events for 10 years and we've had people go and help

32

00:04:34.440 --> 00:04:40.650

Jacob Roell: But, you know, so I've got my experience with them. We're happy to train them, but we've never really targeted anyone to do it for us.

33

00:04:41.490 --> 00:04:48.900

Greg Moody: Okay, just to read a little bit of a flag there when you say you've been doing those live events and you can stay off mute, as long as there's no background noise while we're talking about this.

34

00:04:49.170 --> 00:04:49.470

Jacob Roell: When you

35

00:04:49.620 --> 00:04:55.170

Greg Moody: You've been doing live events have you been doing in the way we suggest, with the spin wheel with the script that we're using.

36

00:04:57.840 --> 00:05:01.950

Jacob Roell: Well, I haven't, I haven't done them since I started this group.

37

00:05:03.030 --> 00:05:07.020

Jacob Roell: But we've been pretty close. I mean, like we used to invite people to break a board.

38

00:05:08.100 --> 00:05:09.570

Jacob Roell: Try and get prices that way.

39

00:05:10.140 --> 00:05:12.600

Greg Moody: Yeah, the freak aboard one doesn't work nearly as well.

40

00:05:14.850 --> 00:05:18.840

Greg Moody: Yeah, so, so that that structure spot. It doesn't work nearly as

41

00:05:18.840 --> 00:05:19.230

Greg Moody: Well as

42

00:05:19.290 --> 00:05:20.580

Greg Moody: We need to use the other side.

43

00:05:21.570 --> 00:05:23.850

Jacob Roell: Yeah, I mean, we're gonna we're going to switch over. Okay.

44

00:05:23.910 --> 00:05:25.260

Jacob Roell: So I'm just trying to clarify to

45

00:05:25.260 --> 00:05:26.910

Greg Moody: Make sure we're on the same page on. Oh.

46

00:05:26.910 --> 00:05:33.630

Greg Moody: Yeah, yeah. What kind of person to hire the way that we do it really you can hire kind of anybody. I don't have really any lower threshold.

47

00:05:34.020 --> 00:05:41.880

Greg Moody: Um, I definitely wouldn't would hire somebody that's at least assertive enough to go and talk to people, you know, the key point with any of the live events is that they they have the

48

00:05:42.300 --> 00:05:54.690

Greg Moody: Little bit of guts and it doesn't have to be a lot of guts, but they have to be standing in front of the booth with the spinning wheel there in uniform. So even if they're not a martial artists. We stick them in a uniform. Doesn't matter if they're a white belt.

49

00:05:55.560 --> 00:06:03.660

Greg Moody: And they're in a uniform and they go walk in front of the booth and say, hey, come on over. Spin the wheel win a prize. Come on over. Spin the wheel win a prize. And we literally practice that

50

00:06:03.960 --> 00:06:09.900

Greg Moody: We set the booth up in the school when we're training on it will, and I think I posted a video on

51

00:06:10.620 --> 00:06:21.210

Greg Moody: An empty school that we pulled three or four of my staff members together to show how we do that. And we have the spinning wheel setup. I think that day. We didn't have this can be used. But, uh,

52

00:06:21.810 --> 00:06:35.790

Greg Moody: It the training that I video and we set it up and we have in practice live. Come on over. Spin the wheel won a prize and the other staff member practices coming over and spinning the wheel and going through the process. So I really don't have any low threat.

53

00:06:35.820 --> 00:06:37.200

Greg Moody: Any very high threshold for

54

00:06:37.200 --> 00:06:44.940

Greg Moody: That kind of helper. We use parents before and they've done it. Um, so, so that's a really easy one to hire for

55

00:06:45.480 --> 00:06:46.020

Greg Moody: Um,

56

00:06:46.320 --> 00:06:46.590

You know,

57

00:06:47.940 --> 00:06:48.930

Stephen Oliver: Are we talking about

58

00:06:49.320 --> 00:06:54.990

Stephen Oliver: hiring somebody who's going to come out on weekends, when you have something there or somebody's going to be in

59

00:06:56.700 --> 00:06:57.630

Stephen Oliver: Charge of marketing, Jeff.

60

00:06:58.410 --> 00:07:00.360

Greg Moody: Yeah, exactly. That's what I was gonna get to the next.

61

00:07:00.420 --> 00:07:00.840

Yeah.

62

00:07:02.160 --> 00:07:04.590

Stephen Oliver: And then, you know, so

63

00:07:04.650 --> 00:07:11.190

Stephen Oliver: Jacob specifically what type of ours and structure are you looking to hire for

64

00:07:12.060 --> 00:07:20.820

Jacob Roell: Yeah, you know, I guess that's. Those are both good questions. I guess I need to nail down better. I mean, most of our most of our events so far have been evenings and weekends.

65

00:07:21.990 --> 00:07:26.580

Jacob Roell: You know, occasionally with like we have a $3,000 bouncy house that we sometimes can put up to

66

00:07:27.030 --> 00:07:27.480

Stephen Oliver: Sure.

67

00:07:27.600 --> 00:07:30.840

Jacob Roell: You know, so they would need to know how to manage those kind of things. But I guess, to be honest.

68

00:07:32.730 --> 00:07:35.880

Jacob Roell: I was thinking, Yeah, I guess right now. I was just thinking about having someone I can

69

00:07:35.880 --> 00:07:36.630

Jacob Roell: Basically

70

00:07:36.660 --> 00:07:46.740

Jacob Roell: Say hey we've got live events coming up on these dates. It's going to be movie theater. It's going to be a fundraiser go there and work the booth.

71

00:07:47.220 --> 00:08:00.780

Stephen Oliver: Okay, okay. And again, the reason I asked is, and master moody, I agree with everything you said there is having somebody who can go out and work the booth and do it effectively.

72

00:08:01.320 --> 00:08:10.470

Stephen Oliver: Assuming you train them on nauseum on a very simple script. There's a wide range that do that, that can do that very effectively.

73

00:08:11.520 --> 00:08:29.370

Stephen Oliver: You know, our West mystery school until she went off to the Marines is her 17 year old or 16 year old high school daughter was just knocking it out of the park. I mean, you know, 162 appointments in a weekend at seven appointments in a day. I mean just just just killing it.

74

00:08:30.720 --> 00:08:38.190

Stephen Oliver: And so, you know, a lot of times, somebody who can be very useful at that a teenage black belt.

75

00:08:39.390 --> 00:08:49.500

Stephen Oliver: You know, one of the moms in the school. A lot of times, somebody that fits that profile without looking externally for somebody who has sales background or any that kind of stuff.

76

00:08:50.100 --> 00:09:01.470

Stephen Oliver: works just fine on the other end of the spectrum would be like Greg Macy's example or me as an example for years. I had a full time marketing person.

77

00:09:01.830 --> 00:09:09.360

Stephen Oliver: Who pretty much only dealt with elementary schools and we were doing so much in elementary schools, I had two different people over the years.

78

00:09:09.630 --> 00:09:23.970

Stephen Oliver: That would go and make contact and maintain relationship and set up after school enrichment program set up P teach for the day setup carnivals, and stuff like that. Greg has a with three schools.

79

00:09:24.240 --> 00:09:34.170

Stephen Oliver: He has a full time marketing director who doesn't work in either schools, but she goes and settle that stuff up and sometimes he's the one working

80

00:09:34.830 --> 00:09:44.250

Stephen Oliver: The booth or she's coordinating staff so his people at the front line in the schools really don't have to worry about that. So at some point, you know, you look at

81

00:09:44.820 --> 00:09:50.850

Stephen Oliver: You know what, what's the person I'm looking for is it. I don't want to have my staff out all weekend at these things.

82

00:09:51.270 --> 00:10:02.790

Stephen Oliver: Every, every weekend. So I've got to have some backup to to cover it, or is it when you get to a certain level, do I want to have somebody who's pretty much predominantly focused on that.

83

00:10:03.750 --> 00:10:16.560

Stephen Oliver: Somebody is a full time marketing director usually is a multi school scenario where single schools scenario owner, operator and or program director usually can do just fine on that.

84

00:10:17.160 --> 00:10:30.840

Greg Moody: Yeah, and I would also think, you know, you ask the question to start maybe it's not the right question. If you need somebody to do this. Is it because you have so many of these events. You can't cover them or you're trying to plan so many events that you can't cover.

85

00:10:31.770 --> 00:10:36.210

Jacob Roell: Well, I mean, I'll be honest, I'm just sick of doing them, to be honest.

86

00:10:36.600 --> 00:10:39.510

Stephen Oliver: That's a, that's a reasonable response as well. Yeah.

87

00:10:40.020 --> 00:10:51.690

Jacob Roell: Yeah, I guess. I know that this is going to sound a little weird but those events are really the opposite of my personality and they take a lot out of me. I do them. You know, I get them done. And I do okay with them.

88

00:10:52.260 --> 00:11:03.300

Jacob Roell: But when I do one of those events, it, it just wears me out because of how difficult they are for me. So I'm I'm trying to find someone who's a little bit more outgoing and just enjoys those things more

89

00:11:03.300 --> 00:11:05.910

Stephen Oliver: So Jacob. Not only does it not sound weird

90

00:11:07.830 --> 00:11:20.910

Stephen Oliver: Man master moody and master Smith and I talk, you know, periodically about birthday parties and they both love birthday parties I semi despise birthday parties that having been fed

91

00:11:21.270 --> 00:11:31.650

Stephen Oliver: Yes, we've done hundreds of them over the years in my schools, to the best of my knowledge, I've never been in one of the schools, when the birthday party was happening.

92

00:11:32.940 --> 00:11:40.560

Stephen Oliver: And and we talked a lot about and we all agree with this about student Halloween parties Christmas parties.

93

00:11:41.130 --> 00:11:47.730

Stephen Oliver: Various things that referral events and so forth. And out of five schools or six schools, whatever year it was

94

00:11:48.180 --> 00:12:00.150

Stephen Oliver: I you know I don't know how many parties probably four or five a year per location. I probably been to two of them in 35 years. So not only is it not weird. I can completely empathize with you.

95

00:12:00.690 --> 00:12:09.720

Stephen Oliver: But what master Moody said is right. You do have to make sure you know it well enough that you can train people on it. Right. Yeah.

96

00:12:11.460 --> 00:12:23.040

Stephen Oliver: And again, what happened in the industry, a little bit was, you know, the kind of the free 10 consultants were telling people, you're a master instructor go hire a program director who's a salesperson.

97

00:12:23.400 --> 00:12:31.230

Stephen Oliver: And they can sell for you. Well, that was always horrible advice, right, because one. You don't want to hand off the most valuable thing in the school.

98

00:12:31.560 --> 00:12:47.520

Stephen Oliver: And to you can't hire somebody off the street to do something that you don't know how to do that. You're not proficient at and you can train them. So same principle is what he was talking about there. But yeah, no, there's no there's no reason in the world do you need to do that right

99

00:12:47.640 --> 00:12:59.160

Greg Moody: If it's not in conflict. Don't master. All right. I want just want to point that out, we're not telling you, you guys should do everything. No is telling you is make sure you're proficient at it and and then hire away.

100

00:13:00.660 --> 00:13:12.030

Greg Moody: You know, and what ends up happening. The one danger is you're really proficient at teaching and you kind of like it and you're really comfortable with that. That's usually one thing at a higher way to do too, because one of the

101

00:13:12.420 --> 00:13:18.000

Greg Moody: Things that makes your money is doing marketing and enrollments those things make you money.

102

00:13:18.870 --> 00:13:31.830

Greg Moody: So, you know, it's kind of where you should prioritize your time and effort, maybe setting up the events, getting them ready, making sure there's enough of them and then yeah have those guys do it.

103

00:13:33.150 --> 00:13:41.910

Greg Moody: And then the job is to manage them to make sure they're doing it really well keep really good track of the numbers if you hire people to do it. And they go, come back and they say, yeah, we got two appointments

104

00:13:43.830 --> 00:13:45.750

Greg Moody: You know, then that's not good but

105

00:13:46.530 --> 00:13:52.200

Greg Moody: What we're telling everybody here, especially if anybody hasn't done any those kind of events, make sure you do it in your case you've done something

106

00:13:52.440 --> 00:14:00.420

Greg Moody: But if anybody hasn't done those kind of events or hasn't had success with them. Make sure you at least know how to have success with them because it's kind of hard to yell at your guys

107

00:14:00.780 --> 00:14:12.420

Greg Moody: And say, well, you had a pretty big afternoon, you know, a lot of people there and you only got 10 appointments or you got 40 leads into appointments, you're obviously doing the script wrong when you practice.

108

00:14:13.050 --> 00:14:18.840

Greg Moody: You know, so you need to have some moral authority in that kind of case. So sorry, Mr. Oliver, I was

109

00:14:19.170 --> 00:14:20.520

Stephen Oliver: No, no, that

110

00:14:21.630 --> 00:14:22.890

Stephen Oliver: Would be fine.

111

00:14:23.190 --> 00:14:35.070

Greg Moody: Yeah, we're not telling you guys, you got to do everything you just got to kind of be decent enough at everything. Make sure that you delegate out the stuff and then make sure you're doing the stuff that's going to have the right outcomes and numbers in the end. Yeah.

112

00:14:35.190 --> 00:14:47.220

Stephen Oliver: Well, and mostly we're telling you that if you have systems, rather than a personality based school, you can make a decision on how engaged, you are in each of the day to day processes.

113

00:14:47.640 --> 00:15:02.940

Stephen Oliver: Everywhere from with one school being an absentee owner with multiple schools being an absentee owner to the other end is you're in there, full time every day, and you've got staff in there to support it. What I don't like it to be. Is it

114

00:15:03.570 --> 00:15:12.720

Stephen Oliver: Is dependent upon you, because then you know, worst case scenario, we had a client who went in for back surgery, he was supposed to be out for two weeks. He ended up being

115

00:15:15.270 --> 00:15:19.200

Stephen Oliver: The other end of the spectrum is if everything is depending upon you, you can't

116

00:15:19.560 --> 00:15:27.270

Stephen Oliver: You know, if you're making plenty of money, you can't do Maui for three weeks because then everything comes to a grinding halt. So we want you to be able to take a vacation and if

117

00:15:27.570 --> 00:15:34.980

Stephen Oliver: If a family member has a medical issue. If you have a medical issue, whatever we want to keep the business humming along just fine.

118

00:15:36.030 --> 00:15:37.020

Stephen Oliver: So you're

119

00:15:38.310 --> 00:15:42.360

Bob Dunne: Going to like Scott Sullivan. I mean, he had all those setup and and

120

00:15:44.370 --> 00:15:49.410

Bob Dunne: So he scrambled and was able to accomplish and complete them all and did really well. You bet.

121

00:15:49.560 --> 00:15:52.710

Stephen Oliver: You bet. Okay. Well, let's start with

122

00:15:54.330 --> 00:16:07.860

Stephen Oliver: Other than that question. Questions or specific follow up from last week, we really didn't get to Q AMP. A or or active discussion on that. But I was we were going through the 10 points that you need to do.

123

00:16:08.640 --> 00:16:14.580

Stephen Oliver: To be successful in the school, starting with price point, etc. Who has some questions. There's a follow up from that.

124

00:16:15.990 --> 00:16:16.710

Stephen Oliver: From last week.

125

00:16:20.100 --> 00:16:22.350

Sebastian: Master already have a question.

126

00:16:22.770 --> 00:16:35.070

Sebastian: Go ahead. Um, so we went back and we looked at how many LEADS. WE HAD IN 2019 and we kept track of all of them and we have their information and

127

00:16:35.580 --> 00:16:47.250

Sebastian: I know master Moody says, you know, call email, text. I was wondering if you could talk about the drip system. What, what exactly are you emailing or texting them or email or

128

00:16:48.300 --> 00:16:48.990

Sebastian: Calling them.

129

00:16:50.880 --> 00:16:55.590

Sebastian: So we can continue to drip on those leads and try to get them back in here in January.

130

00:16:56.700 --> 00:17:08.040

Stephen Oliver: Okay, okay, well, you know, let's start with the reality that unfortunately what happens is most school owners.

131

00:17:08.730 --> 00:17:21.210

Stephen Oliver: Don't get to a lead or or to an appointment quickly enough and they let them fade away and reactivating their interest is much more difficult than getting them close to begin with.

132

00:17:22.020 --> 00:17:41.010

Stephen Oliver: Okay, so you know that's not the question. Yes. Well, start there is, for instance, if you have an online lead, whether it's a Facebook lead a Google AdWords lead a Google search lead or whatever. What we know is you want to initiate a phone call to them while they're looking at the website.

133

00:17:42.060 --> 00:17:53.430

Stephen Oliver: So what a lot of people do is they get the lead by email, somebody comes in at three or four or five goes through email starts trying to call people

134

00:17:54.150 --> 00:18:01.680

Stephen Oliver: Which really could go back to probably nine o'clock at night the night before starts trying to get hold of people and follow it up.

135

00:18:02.490 --> 00:18:21.630

Stephen Oliver: That's dysfunctional. Right. It really has to be where online lead text message goes to whoever's in charge of it, whatever day part that is they initiate a call outbound maybe not at 2AM. But any other time they're initiating the call immediately following

136

00:18:22.740 --> 00:18:35.730

Stephen Oliver: What you're saying with Master Moody calling leaving a voicemail texting and sending an email and clearly the voicemail text and email can also be easily automated

137

00:18:36.360 --> 00:18:47.970

Stephen Oliver: And can be automated. And what we call sequential autoresponder fashion, meaning they get an immediate response they get a response in a couple of hours they get a response in

138

00:18:49.500 --> 00:19:05.790

Stephen Oliver: The next day they get a response to follow into etc. So you can pre program text voicemail email and direct mail for follow up. Right. I did it. And that's true of all levels. So if I do a birthday party.

139

00:19:07.110 --> 00:19:18.510

Stephen Oliver: It's a huge different thing that I get permission slips and information and I wait and follow up on them versus I make an appointment on the spot.

140

00:19:19.140 --> 00:19:27.990

Stephen Oliver: I go to a movie theater. It's a huge different thing between capturing the information and making an appointment on the spot because the

141

00:19:28.680 --> 00:19:39.720

Stephen Oliver: Starting to follow up without having an immediate appointment, the ratio goes down dramatically. So far so good. So on each of these different marketing pieces. We're talking about

142

00:19:40.140 --> 00:19:50.130

Stephen Oliver: One big gap is just not, you know, closing the appointment, getting them into the appointment closing enrollment up front.

143

00:19:50.640 --> 00:19:59.550

Stephen Oliver: One of the things we do recommend, by the way, is scheduled once, which will text them four times email and four times to confirm the appointment.

144

00:19:59.940 --> 00:20:09.480

Stephen Oliver: And then you let them automatically reschedule the appointment. If they're not going to be able to make the assigned time. So, but going back to your question specifically

145

00:20:11.670 --> 00:20:15.960

Stephen Oliver: When you have a stack of leads that you haven't been able to get hold of.

146

00:20:16.410 --> 00:20:26.220

Stephen Oliver: Or maybe they came in for an introductory didn't come in for a second introductory or they didn't enroll and you're following up and and I'll put this in the same category also is

147

00:20:26.550 --> 00:20:37.260

Stephen Oliver: A student enrolled for a year and then they dropped out three months later, right, but the first key is is keeping it a warm lead not letting it go cold.

148

00:20:37.680 --> 00:20:52.920

Stephen Oliver: So you've got to be constantly repetitious Lee continuously following up on it right where most people I see default is they want to do it all electronically. They don't want to do it all by like email, right.

149

00:20:53.220 --> 00:21:09.870

Greg Moody: Or a or a CRM system that is done, it is set up a preset lousy job of doing it like not that not that any of these are bad, but one of these rain make one of these kind of kicks i one of these which are all decent systems to us, but they default and advocate to those kinds of systems.

150

00:21:10.080 --> 00:21:11.340

Greg Moody: So, right, right.

151

00:21:11.430 --> 00:21:24.600

Stephen Oliver: Absolutely. So, so then the question is, if I want to immediately and continuously follow up on on them. What's the best way to do it right.

152

00:21:24.900 --> 00:21:32.280

Stephen Oliver: So, so let me give you five or six scenarios. I had a birthday party last May. And then I had

153

00:21:33.240 --> 00:21:46.830

Stephen Oliver: A movie theater promotion. I have some leads that didn't make an appointment and I have a bunch of appoint people made appointments that didn't show. And then I've got my list of people who took intros that didn't enroll. Well, one thing that I should do is realize

154

00:21:48.600 --> 00:21:57.000

Stephen Oliver: The most effective. Well, the most effective way to make an appointment would be show up at their door, knock, knock on the door, talk to them face to face.

155

00:21:58.650 --> 00:22:04.380

Stephen Oliver: I'm not advocating that most of us aren't going to do that. I would do that for anything that's high leverage. So

156

00:22:04.710 --> 00:22:20.130

Stephen Oliver: I'm going to show up at the elementary school and talk to the teacher. I'm probably not going to call the missing lead from, you know, show up at their doorstep for missing lead from the, from the movie theater. Right. I might. I've got a missing brown belt. I might show up and and and

157

00:22:21.180 --> 00:22:28.620

Stephen Oliver: You know, talk to them directly if I can't get them on the phone, but most effective is face to face. Second most effective is by telephone

158

00:22:29.400 --> 00:22:45.210

Stephen Oliver: What we know that has happened in recent years is the world has gone mobile. The nice thing about the mobile world and the online world is there's a ton of different ways to communicate with people. The bad thing is people don't answer their phone.

159

00:22:46.350 --> 00:22:55.230

Stephen Oliver: Or at least they don't answer their phone for a phone number. They don't recognize, right. One of the ideas is to master movies. I always like to give credit where it's due.

160

00:22:56.610 --> 00:23:09.450

Stephen Oliver: But one of the ideas that he had a couple years ago now probably is while you're out at the movie theater why you're out at the live event or when you're on the phone with him on the info call sharing what's referred to as a V card.

161

00:23:10.350 --> 00:23:16.320

Stephen Oliver: What a V card is is on an iPhone or an Android phone is you can create a contact record.

162

00:23:16.920 --> 00:23:23.730

Stephen Oliver: So you create a contract record for the school with your name, the name of the other staff members. The school name.

163

00:23:24.030 --> 00:23:41.460

Stephen Oliver: Each of the phone numbers that might have a outbound call initiated from the email address the mailing address now with your first contact with anybody you share that contact information if you're face to face with them. You say, I'm going to share our contact information.

164

00:23:42.570 --> 00:23:51.210

Stephen Oliver: This mobile number is your phone number. Great. Here, tap on it and just say add contact. Now we're in your phone.

165

00:23:51.750 --> 00:24:00.300

Stephen Oliver: So if we're calling to confirm the appointment. You're going to know who it is, when you're coming down to the school, you have the address. You can just click it and do it on maps or Google

166

00:24:00.300 --> 00:24:02.640

Stephen Oliver: Maps, etc. Right.

167

00:24:03.930 --> 00:24:11.100

Stephen Oliver: Now the reason I spend time on that is all of the telemarketing in the world gets

168

00:24:11.970 --> 00:24:24.000

Stephen Oliver: sidelined by the fact that if they don't have your phone number in their phone, an awful lot of people don't answer the phone. It's gotten so bad that the Federal Trade Commission is telling people not to answer.

169

00:24:24.720 --> 00:24:33.690

Stephen Oliver: Or the FCC, the Federal Communications Commission is literally telling people not to answer phone calls. If they don't recognize the phone number because of the spam thing right so

170

00:24:34.110 --> 00:24:41.820

Stephen Oliver: I want to get into their phone as soon as possible so that at least if they ignore it. They know who they're ignoring so far so good.

171

00:24:42.000 --> 00:24:43.620

Greg Moody: Which is also for students to

172

00:24:43.650 --> 00:24:44.820

Stephen Oliver: You want you're still yeah

173

00:24:45.300 --> 00:24:52.950

Greg Moody: When they enroll you wanted to have them put their contact information, call the V card into their phone immediately.

174

00:24:53.340 --> 00:24:58.410

Stephen Oliver: Exactly. And so, you know, that's a starting point. Right.

175

00:24:59.550 --> 00:25:14.550

Stephen Oliver: Then the question is if you have somebody who's been in your database for a year, two years, six months, whatever. What am I going to do to keep them warm and keep dripping on them and hopefully get them back in someday. Right. And that's your specific question.

176

00:25:15.180 --> 00:25:15.420

Sebastian: Right.

177

00:25:15.510 --> 00:25:23.340

Stephen Oliver: I always start with this. Again, I was going through the list of face to face is best by telephone and second best.

178

00:25:23.820 --> 00:25:34.590

Stephen Oliver: Probably by text messages. Third, although I might make the argument that direct mail, but somewhere. Third is direct mail and text message to them.

179

00:25:35.070 --> 00:25:44.730

Stephen Oliver: And then down the list is email down the list further is showing up in front of them on their Facebook feed and their Google feed. Right. The last point.

180

00:25:45.570 --> 00:25:54.690

Stephen Oliver: At Google is called retargeting at Facebook, it's called Creating a custom audience of current customers, which literally means you upload their

181

00:25:55.020 --> 00:26:11.460

Stephen Oliver: name, phone number, email address, Facebook, find them and then you can show ads to them. That makes sense. So, and by the way, if somebody shows up at a web page. Facebook has a they call it a pixel all it is an HTML code.

182

00:26:12.600 --> 00:26:18.180

Stephen Oliver: Google calls an HTML code you paste that HTML code into your website.

183

00:26:18.660 --> 00:26:25.770

Stephen Oliver: And then both of them will let you read target that person Facebook calls is showing ads to people who visited your website.

184

00:26:26.160 --> 00:26:32.220

Stephen Oliver: Google just calls it retargeting okay so on that list of follow up. You have retargeting on Google.

185

00:26:32.640 --> 00:26:40.650

Stephen Oliver: retargeting on Facebook, which you can do with a show up on your website you can do if you have their contact information like from a movie theater.

186

00:26:41.220 --> 00:26:57.000

Stephen Oliver: You have above that you have emailing them forever and repetitious Lee, you have direct mail in them, text messaging outbound telemarketing and you have showing up at their door again I rarely recommend that

187

00:26:58.140 --> 00:27:10.260

Stephen Oliver: You know, we've had our program directors show up at the door to pick up a check for a big renewal or maybe to track down in there and brown belt, but shorter that we really don't do that on on leads. Okay, now what do you communicate with them.

188

00:27:11.580 --> 00:27:14.310

Stephen Oliver: The first thing I would always put on my list.

189

00:27:15.090 --> 00:27:32.400

Stephen Oliver: Is every event that you do at the school that you would think of as a referral event invite your entirely database, right. So if I'm having a bring your friend board breaking day a bring a friend movie night a parents night out. If I'm having

190

00:27:33.540 --> 00:27:39.450

Stephen Oliver: Anything that that's in that realm, a women's self defense day invite everybody in the database.

191

00:27:40.500 --> 00:27:41.670

Stephen Oliver: Now, how would I

192

00:27:41.730 --> 00:27:49.260

Stephen Oliver: If I did this ideally how would I invite everybody in the database. Well, I would send them maybe an email a day for

193

00:27:51.090 --> 00:28:00.810

Stephen Oliver: Seven to 12 days I would text message them a couple of times I would ideally put somebody live on the phone to call them and invite them.

194

00:28:01.230 --> 00:28:07.530

Stephen Oliver: And if they didn't answer I would voicemail text email, right, I would send them a series of

195

00:28:08.100 --> 00:28:15.750

Stephen Oliver: Pieces in the mail for for this example, they might be postcards, they might be oversized color postcards, they might be normal postcards.

196

00:28:16.050 --> 00:28:25.020

Stephen Oliver: But I would send them a few postcards in the mail inviting them. Okay. And ideally, if you have it set up to be able to do this, I would retargeting them on.

197

00:28:25.830 --> 00:28:37.380

Stephen Oliver: I would advertise to existing audience. My current customers or two people who visited my website on Facebook and I would retargeting them on Google, right. So then I have starting point one.

198

00:28:37.890 --> 00:28:46.320

Stephen Oliver: I have a couple of three events that happened at the school. This month I invite them to all of those. And I do a true all the mechanisms available.

199

00:28:46.860 --> 00:28:57.510

Stephen Oliver: Right, so they get three targeted they get email, they get direct mail. And by the way, don't leave out the direct mail because you think it's expensive and default for email.

200

00:28:58.710 --> 00:29:10.110

Stephen Oliver: Here's a stat to write down last I saw the average human being in North America gets 185 emails a day. Is that about the number you remember master moody.

201

00:29:11.040 --> 00:29:15.240

Stephen Oliver: Yes. Hundred and 585 emails a day but

202

00:29:15.270 --> 00:29:18.150

Greg Moody: But I point out. That's the old data when I looked it up last year.

203

00:29:18.420 --> 00:29:25.320

Stephen Oliver: Exactly. That's not currently gets good only getting worse. The second thing to note is the average person and

204

00:29:26.370 --> 00:29:31.320

Stephen Oliver: I think North America least us is getting four or less pieces of direct mail per day.

205

00:29:32.820 --> 00:29:38.670

Stephen Oliver: So if I send you a big oversized postcard compared to send you an email, which is more likely for them to see

206

00:29:39.900 --> 00:29:47.340

Stephen Oliver: Which is more likely for and by the way, with a postcard, what happens is if they're least halfway interested. I mean, I've got

207

00:29:48.690 --> 00:30:02.700

Stephen Oliver: These are our stuff but you know they they they sit them on the desk, they put them on the refrigerator under a magnet. In my case, they get laid out on my desk, which gets lost, or they like you lay down the kitchen table which may not get lost.

208

00:30:03.870 --> 00:30:13.980

Stephen Oliver: But physical mail is most likely much more likely to stay around and get them to take action on it then is digital communication.

209

00:30:14.610 --> 00:30:22.650

Stephen Oliver: OK. So number one, what I would follow up with them on is I would invite them to every event that you do in the school that's appropriate for

210

00:30:23.010 --> 00:30:30.150

Stephen Oliver: referrals that could be belt graduations, it could be black book graduations, it could be a black belt show spectacular.

211

00:30:30.930 --> 00:30:41.790

Stephen Oliver: extravaganza. It could be any kind of movie days. It could be the lower belt graduation their friends are going to come into, but I would invite them to all of them. Okay, number

212

00:30:42.450 --> 00:30:53.970

Greg Moody: And I point out master Oliver. Sorry, I would point out the beauty of a lot of this is these are not extra events, you have to, like, I mean you can't plan some very specific events for for these people. But you're inviting them to events, you're already having

213

00:30:54.210 --> 00:30:55.080

Stephen Oliver: already doing. Yeah.

214

00:30:55.440 --> 00:30:57.720

Greg Moody: So it's not like a lot of extra work for you.

215

00:30:59.550 --> 00:31:00.180

Sebastian: Go.

216

00:31:01.290 --> 00:31:01.680

Stephen Oliver: Good.

217

00:31:02.430 --> 00:31:07.320

Sebastian: Do you, for example on these. We have an event on the 31st and movie night.

218

00:31:08.430 --> 00:31:13.140

Sebastian: And, you know, I'm starting to email them starting to text them. Do you

219

00:31:14.160 --> 00:31:19.800

Sebastian: automate any of these things, or do you sit down manually and make sure that email that text gets

220

00:31:21.000 --> 00:31:22.590

Sebastian: Sent you know every day.

221

00:31:24.720 --> 00:31:25.530

Stephen Oliver: Well,

222

00:31:26.520 --> 00:31:27.090

Sebastian: You

223

00:31:27.120 --> 00:31:31.080

Stephen Oliver: You can automate setup and just let run

224

00:31:32.670 --> 00:31:49.110

Stephen Oliver: A new sequence for a new customer, right. So, a new a new lead comes in. And here's going to be six or eight weeks of what happens right as an example for the martial arts. Well, you guys have have been recipients of a lot of this right

225

00:31:50.280 --> 00:31:59.760

Stephen Oliver: If we have a lead come in. The first thing it does is it sort somebody under 10,000 a month into 20 over 20 right then it treats them differently.

226

00:32:00.480 --> 00:32:08.940

Stephen Oliver: And we're changing the 10 to 15, by the way, but if if they come in and they're under 10,000 it shuts them down a pipeline.

227

00:32:09.390 --> 00:32:15.690

Stephen Oliver: Where no human being is going to try to call them where it gives them an option to buy the failure school program, but that's it.

228

00:32:16.020 --> 00:32:24.240

Stephen Oliver: So it has some follow up text and email and so forth. And they get some mail follow up. If they're over that 15 threshold.

229

00:32:24.780 --> 00:32:33.540

Stephen Oliver: It kicks off where they get a postcard a week for three months where they get a series of emails and we're going to build that out more because there's not very many there.

230

00:32:33.930 --> 00:32:46.590

Stephen Oliver: They're going to get an immediate text and immediate voicemail, then they get a series of texts and emails, and voicemails from Jennifer and there is no Jennifer, by the way, it's just voice talent.

231

00:32:47.910 --> 00:32:55.320

Stephen Oliver: That follows up on them. They get a package with the books in the mail if they're over 20,000 they get a package with

232

00:32:56.190 --> 00:33:09.660

Stephen Oliver: Used to be chocolates, but they were melting. So they get popcorn and a note card right all of that happens automatically. That's the equivalent of the new lead opt in. Right. And by the way,

233

00:33:11.160 --> 00:33:22.170

Stephen Oliver: If a new enrollment is worth $6,000 how much money can you spend on a fresh lead IF THEY'RE HALFWAY decently qualified in order to get them to enroll.

234

00:33:22.560 --> 00:33:39.510

Stephen Oliver: Right. See if you spend $1,000 to get somebody to enroll, who is worth $6,000 you're fine with it. Right. So there's a lot more things that you can do that. You can mail them in ways that you can spend money. That wouldn't be there if you uh

235

00:33:41.940 --> 00:33:45.330

Stephen Oliver: Well, if you just try to default to free or cheap. So far so good. SEBASTIAN.

236

00:33:46.380 --> 00:33:51.180

Stephen Oliver: Then once you're out of that cycle. Sure, you can pre program.

237

00:33:51.870 --> 00:34:00.930

Stephen Oliver: Here's stuff that's going to happen in sequence. Or here's stuff that's going to happen in April here stuff that's going to happen in May, here's something that's going to happen in August. Right.

238

00:34:01.470 --> 00:34:14.340

Stephen Oliver: However, what we know is. And again, I haven't finished the list, but you're going to do an internal events in the school regularly to generate referrals, you're going to do internal events at the school regularly.

239

00:34:15.390 --> 00:34:24.060

Stephen Oliver: You know, to have, you know, you're going to do a Halloween party, you're going to do a Christmas party, you're going to do stuff like that. Right. So, since you're doing it anyway.

240

00:34:24.660 --> 00:34:35.340

Stephen Oliver: overlain inviting all of the prospects gives you, you know, double, triple, quadruple purpose roll those things that makes sense now at any one time.

241

00:34:35.820 --> 00:34:44.850

Stephen Oliver: You may have None or Not very many of them show up for the Christmas party, but what you're doing is you're showing them all the exciting things happening at the school.

242

00:34:45.300 --> 00:34:58.290

Stephen Oliver: You're staying in front of them. You're not letting them forget all about you and you're showing them that it's an interesting and useful environment for the school. Does that make sense. Yeah.

243

00:34:58.500 --> 00:35:06.540

Stephen Oliver: Yeah, that makes sense. And I think a lot of that stuff. I mean, I'm not sure if there's any value or any need to try to automate it

244

00:35:07.290 --> 00:35:21.900

Stephen Oliver: Because what I do in April this year is probably going to be different than April of next year and and frankly what I do on the third month of somebody being in my lead flow is going to be different depending on when they came into the lead flow right

245

00:35:23.190 --> 00:35:32.280

Stephen Oliver: So the second element that I would do is, especially on peak times is you go after them with the

246

00:35:32.700 --> 00:35:43.980

Stephen Oliver: New Year special you go after them with the summer special you go after him with a back to school special etc. Right. So if it were me and I had a database of 1500 people

247

00:35:44.640 --> 00:35:50.790

Stephen Oliver: Well with New Years hit, I would mail to them six times I would email to them.

248

00:35:51.630 --> 00:36:09.300

Stephen Oliver: You know, probably times five. So 30 times I would put somebody on the phone to call call them after the first or second piece of direct mail is I would text them all and I would have advertising going on on Facebook and and Google for the, you know, New Year special. That makes sense.

249

00:36:09.780 --> 00:36:13.830

Stephen Oliver: Yes. So then as the year goes through

250

00:36:15.240 --> 00:36:29.370

Stephen Oliver: You have New Years back to school, etc. But every time you have one of those things you go at them hot and heavy with a pure our New Year's offer is this and here's what we're offering and come back it so far so good.

251

00:36:30.300 --> 00:36:31.980

Stephen Oliver: The third thing that I would do.

252

00:36:32.040 --> 00:36:34.830

Stephen Oliver: Is, you know, I hear a lot of people talk

253

00:36:34.860 --> 00:36:40.140

Stephen Oliver: From time to time. It used to be the big thing, frankly, one of the things that Napa was founded on WHEN JOHN

254

00:36:40.590 --> 00:36:52.650

Stephen Oliver: Did it 17 years ago was a pre done for you kick a newsletter and you got a new newsletter in the box. So you could add your own stuff and you mail the newsletter. Well, my take on that is

255

00:36:53.700 --> 00:37:03.090

Stephen Oliver: I don't think a monthly newsletter going out to your current active students makes any difference whatsoever. And I'll give you an example.

256

00:37:03.990 --> 00:37:15.690

Stephen Oliver: Steel valley was a close friend of mine, he used to do like a 16 page full color a beautiful student newsletter that He mailed every student once a month.

257

00:37:17.070 --> 00:37:26.100

Stephen Oliver: In contrast with my friend Keith hafner who had a much, much, much, much, much better retention student retention rate. I mean, I mean by 300% better

258

00:37:26.580 --> 00:37:43.620

Stephen Oliver: Steve was dropping out eight or 9% a month. Keith was dropping out maybe 3% a month what Keith did is, you know, this is really a data concept. But if you remember the term mimeographed or NAS Xerox, is he would just do a

259

00:37:44.640 --> 00:37:46.050

Stephen Oliver: Legal size paper.

260

00:37:47.280 --> 00:37:55.380

Stephen Oliver: What's going on this week and recognition, congratulations to this person, this person and special announcements closures, etc.

261

00:37:55.740 --> 00:38:05.610

Stephen Oliver: And so he had hand out this piece of paper that was ugly. It wasn't full color. It wasn't, you know, spend a lot of time on production, but it was current and it was relevant

262

00:38:06.300 --> 00:38:13.440

Stephen Oliver: And then what he would do is he would put print mailing labels for every student and he had put the mailing label at the top of a newsletter.

263

00:38:13.950 --> 00:38:24.900

Stephen Oliver: hand deliver it to every student who took class that week and then any student at the end of the week who hadn't gotten it. They would then put it in an envelope hand address it. Put a stamp and mail.

264

00:38:26.700 --> 00:38:39.870

Stephen Oliver: Keys version was very effective Steve's version. My opinion was irrelevant. The amount of money and effort spent on the nice elaborate expensive. One was a lot. Okay. That having been said.

265

00:38:40.950 --> 00:38:42.240

Stephen Oliver: If I was doing, Keith.

266

00:38:43.380 --> 00:38:52.350

Stephen Oliver: Stephen version. What I would do is I would mail it every prospect every lead and I would mail it to every inactive students

267

00:38:53.010 --> 00:39:00.210

Stephen Oliver: And I've done a lot of research and watched a lot of different schools and I have seen that works really well for reactivation

268

00:39:01.050 --> 00:39:10.620

Stephen Oliver: Because usually when somebody drops out something got in the way. And sooner or later they kind of miss having been there and regret that they dropped out right nobody ever is happy. They dropped out.

269

00:39:11.010 --> 00:39:19.530

Stephen Oliver: So staying in front of them regularly. And by the way, all the other stuff we talked about invitation only events and stuff. Do that with every inactive student as well.

270

00:39:20.400 --> 00:39:27.750

Stephen Oliver: So the purpose of a monthly newsletter that's going to work is to every inactive student and every prospect.

271

00:39:28.380 --> 00:39:35.040

Stephen Oliver: If you did a weekly thing like teeth, which would be more effective is mail that to prospects and mail that inactive students

272

00:39:35.580 --> 00:39:50.730

Stephen Oliver: Okay, so now we have three things. We have a newsletter. If you do it. We have inviting to all the different events that you do at the school and we have periodically hitting them with a a some kind of offer to come back in. Right.

273

00:39:51.840 --> 00:40:09.930

Stephen Oliver: Somebody asked this in the Facebook group, I think, was Amanda Olson, but one thing that I always used to do as well. Some of the direct marketers call it a drop down offer right but when we would have an intro that came in that didn't enroll is we would send them an offer.

274

00:40:11.880 --> 00:40:18.300

Stephen Oliver: You know, a week or so after they came in, but it would be like what you would think about today as a group on offer.

275

00:40:19.710 --> 00:40:27.480

Stephen Oliver: Or something like the Children's Hospital, the charitable fundraiser flyer where we would send them something that was short term.

276

00:40:28.230 --> 00:40:36.240

Stephen Oliver: And cheap. Right. So something like six weeks $99 some portion of people didn't, didn't enroll.

277

00:40:36.600 --> 00:40:43.230

Stephen Oliver: Just enroll because they they fade out of the system. Some people who didn't enroll didn't enroll because they didn't want to sign a 12 month agreement.

278

00:40:43.440 --> 00:40:53.550

Stephen Oliver: Some of them didn't enroll because they couldn't afford or didn't want to afford what you're quoting a month to fruition. So that kind of dropped down offer shortly after they didn't enroll.

279

00:40:53.940 --> 00:40:58.290

Stephen Oliver: I always found was useful as well. Right. So that would be

280

00:40:58.740 --> 00:41:08.490

Stephen Oliver: Everybody who comes in for an intro and didn't enroll, whether they came in for a first and then come in for a second or came into a second and didn't enroll saying of some kind of drop down offer

281

00:41:08.970 --> 00:41:14.550

Stephen Oliver: Within a week or two and then following up with that for three or four weeks. That makes sense.

282

00:41:15.120 --> 00:41:15.900

Sebastian: I like that idea.

283

00:41:17.790 --> 00:41:18.210

Stephen Oliver: So,

284

00:41:18.660 --> 00:41:26.460

Stephen Oliver: If you, if you took those four things together. Now you can be in front of them all the time, right.

285

00:41:27.150 --> 00:41:38.250

Stephen Oliver: And the mistake to make. Is somebody gave you their contact information, August I haven't followed up with them since but January is a good time. So now I'm going to call them.

286

00:41:39.150 --> 00:41:47.520

Stephen Oliver: Again, a dated reference, but that's that, then it's kind of like calling the white pages right if I haven't been dripping on them regularly. So they remember who I am.

287

00:41:48.060 --> 00:41:59.070

Stephen Oliver: They don't remember that they met me at a booth or whatever else it might be came into a birthday party. Six months later, right, it's just as as cold as is a day as long as

288

00:42:01.500 --> 00:42:04.320

Stephen Oliver: I know that's a long answer to a short question, but does that help

289

00:42:04.650 --> 00:42:10.530

Sebastian: That now that helped out a lot. Thank you. Yeah, yeah, just covered everything that I was asking about

290

00:42:10.830 --> 00:42:12.540

Stephen Oliver: Yeah, yeah. And the

291

00:42:14.010 --> 00:42:16.650

Greg Moody: Will and everybody. I mean, this is good for everybody. I know that.

292

00:42:16.860 --> 00:42:21.540

Greg Moody: Right answering individual questions here. But all these both of these things everybody should have on their notes.

293

00:42:21.720 --> 00:42:29.400

Greg Moody: Everybody, including our guys that have been with us a long time. I know some of you guys are, you know, like the ones I mentioned before, are on the call. Sorry to interrupt you but but this is

294

00:42:30.120 --> 00:42:43.020

Greg Moody: He doesn't have very solid prospect campaigns every month for the people that are in again. I don't know if we clarify the difference between suspects people that aren't having ever raised their hand or had contact with us.

295

00:42:43.200 --> 00:42:43.890

Greg Moody: We're talking about

296

00:42:44.070 --> 00:42:56.580

Greg Moody: Would have had some sort of contact with this. If you're not going back and continuing to work them every month, like we're talking about you're missing a huge part of what your marketing should be about. Yeah, everybody, everybody should have that on their list.

297

00:42:57.720 --> 00:43:05.940

Stephen Oliver: Well, and, and one of the most effective marketing tools is now probably forever will be direct mail.

298

00:43:07.260 --> 00:43:19.620

Stephen Oliver: And what happens now is that almost everybody gets an average of online and digital and the thing to remember, generally, is that

299

00:43:20.850 --> 00:43:28.920

Stephen Oliver: The most of the two things that make direct mail most effective. The difference between a working and not working is list and offer

300

00:43:29.940 --> 00:43:42.750

Stephen Oliver: And you can add to that number three is getting it read right now, from a standpoint of list the most productive list is those who have shown the highest interests.

301

00:43:43.710 --> 00:43:50.910

Stephen Oliver: That aren't yet enrolled right or those who have been enrolled who have faded out okay so

302

00:43:51.660 --> 00:44:03.270

Stephen Oliver: If I weren't wanting to go do a direct mail campaign, I get this a lot. People say, yeah, I want to do. I really am excited. You got me excited about marketing again and I'm going to go do every door direct and I'm going to send us a wait, wait, wait, wait.

303

00:44:04.170 --> 00:44:17.550

Stephen Oliver: Are we mailing to all of our current prospects are we mailing to the past prospects are we mailing to people who have faded out and aren't coming to class anymore. See, that's the most productive list right

304

00:44:19.230 --> 00:44:29.010

Stephen Oliver: And the list is going to be most productive by recency. In other words, they came to a movie theater and gave you contact information, a week ago.

305

00:44:29.280 --> 00:44:36.390

Stephen Oliver: It's going to be better than they did that 12 months ago, right. So I always start with more most recent and work my way backwards.

306

00:44:37.260 --> 00:44:49.530

Stephen Oliver: And as long as I'm continuing to communicate with them, I'll do that for two or three years. I'm not going to give up on them but recency, right. And to the degree that they raised their hand. Right, so

307

00:44:50.760 --> 00:44:56.940

Stephen Oliver: Where I want to start with direct mail is the list and the best list or people have already expressed interest.

308

00:44:57.420 --> 00:45:07.290

Stephen Oliver: And what most of us start with is going out to a cold market and the way we approach the cold market is we draw a circle around our school and just say those are prospects well

309

00:45:07.980 --> 00:45:15.330

Stephen Oliver: Even if you're going to go out to a completely cold audience who perhaps has never heard of you before you want to be more selective and that

310

00:45:16.020 --> 00:45:23.040

Stephen Oliver: You want to look at income you want to look at to parent for kids to parent household. You want to look at homeowners versus renters.

311

00:45:23.580 --> 00:45:38.040

Stephen Oliver: You want to go through the list and hone in to see my ideal market for the kids market would be four to 12 years old homeowner two parent household, right, that would be

312

00:45:38.520 --> 00:45:45.630

Stephen Oliver: At the very least, plus and you gotta look at income levels, but I would start with say 100,000 up. Then I go to

313

00:45:46.440 --> 00:46:07.320

Stephen Oliver: 80,000 up maybe 75,000 and up. I'd go down to a point where I have enough names that I'm going to mail, but I would look at income home homeowner versus renter, I look at freestanding home versus apartments versus condos or townhouses, so I prefer to have

314

00:46:08.490 --> 00:46:12.090

Stephen Oliver: Other than maybe like can in

315

00:46:13.110 --> 00:46:14.520

Stephen Oliver: Manhattan and in Harlem.

316

00:46:15.720 --> 00:46:19.140

Stephen Oliver: I would normally do freestanding homes homeowner

317

00:46:20.580 --> 00:46:31.350

Stephen Oliver: Income over maybe 75,000 a year two PARENT HOUSEHOLD age range for the kid and then really targeted in see I'd even be better if I took that same list and did

318

00:46:31.740 --> 00:46:44.550

Stephen Oliver: Hispanic surnames, and did it in English and Spanish or any other kind of sort that I could do like that. That was really personalized and honed in to the exact audience I want. Does that make sense.

319

00:46:47.310 --> 00:46:53.760

Stephen Oliver: Hey can that's a an aside, but what percentage do you have in in Harlem there Spanish speakers.

320

00:46:55.440 --> 00:46:58.920

Ken Gibson: My second location is actually in spanish harlem so

321

00:46:58.980 --> 00:46:59.490

There you go.

322

00:47:00.510 --> 00:47:02.130

Stephen Oliver: I would do as much as you can.

323

00:47:02.760 --> 00:47:05.280

Stephen Oliver: Have of material bilingual

324

00:47:06.240 --> 00:47:20.880

Stephen Oliver: And targeting Hispanic surnames households with bilingual material and you might experiment with some of it actually being a purely in Spanish, not in English at all. There's a lot of data that shows that's going to bump the return rate quite a bit.

325

00:47:21.840 --> 00:47:23.040

Ken Gibson: Yeah, that could work well for us.

326

00:47:23.910 --> 00:47:33.720

Stephen Oliver: Yeah. And by the way, I, I like that market better than than most of the other. So, you know, I go after it strong. You'll

327

00:47:33.930 --> 00:47:36.030

Ken Gibson: Be in Good, good.

328

00:47:38.010 --> 00:47:46.590

Stephen Oliver: Other I forget where I was going with that. But the one of the most effective tools you have is direct mail, but you've got to have a powerful

329

00:47:46.980 --> 00:48:01.800

Stephen Oliver: That's where I was going, powerful offer as well. All offers if at all possible should be a powerful call to action should be time limited. In other words, expires February 14 of as possible.

330

00:48:03.090 --> 00:48:17.850

Stephen Oliver: If you can't have it be February 14 because of the of the media you make it something where it is, you know, free uniform for the first 10 to respond. You've got to have urgency and you've got to have a powerful offer

331

00:48:18.900 --> 00:48:27.660

Stephen Oliver: Now, I tend to default and you can have arguments both ways. And there's different ways in different areas. I tend to default to free

332

00:48:28.830 --> 00:48:39.450

Stephen Oliver: If I, if I don't have some other reason for doing a paid offer so you'll see, you know, the standard bearer for my like karate offers is to free weeks free lessons free

333

00:48:39.930 --> 00:48:58.740

Stephen Oliver: Send me private class with a black belt in front structure free DVD free CD free official martial arts uniform and everyone each one will have a value attached hundred dollars $50 $29 etc. So it'll build a value, you will have a powerful offer and then we'll have a deadline.

334

00:48:59.940 --> 00:49:02.310

Stephen Oliver: Massively. What would you add to those two things.

335

00:49:03.570 --> 00:49:04.680

Greg Moody: About the offers

336

00:49:04.920 --> 00:49:06.870

Stephen Oliver: Yeah, and about direct mail and specific

337

00:49:07.260 --> 00:49:22.140

Greg Moody: Well I, I want to reiterate that that you talked about whether direct mail is useful or not. And people just can't keep shying away from it and I keep hearing. Oh, it doesn't work. And it's just silly. You know, you've got to use it, not only

338

00:49:22.920 --> 00:49:31.680

Greg Moody: Not only for the prospects, but you really do need to use it for prospects. But in a lot of other ways, you know, even back to students. We send direct mail home.

339

00:49:32.190 --> 00:49:41.790

Greg Moody: When somebody enroll so that they stay with us. We need to use it and lots and lots of different ways and the cost for that compared to the return is very minimal.

340

00:49:42.930 --> 00:49:43.470

Greg Moody: So,

341

00:49:44.610 --> 00:49:56.820

Greg Moody: I mean, I mean, I can't emphasize that enough. You know, everybody just keeps if you talk to a lot of people in business, they go, oh, direct mail doesn't work well it doesn't work if you just blindly toss direct mail out at the masses and don't pay attention to it.

342

00:49:58.020 --> 00:50:03.570

Stephen Oliver: Yeah, absolutely. But the most, the most successful marketers in the world and almost all cases use direct mail.

343

00:50:03.900 --> 00:50:06.960

Greg Moody: Yeah, I think it even works better now, because a lot of people are shying away.

344

00:50:08.040 --> 00:50:20.160

Greg Moody: From it, you know, there's not quite as much mail in the inbox is there is there in your mailbox is are used to be so, but people still need to get mail. It's not like people don't get their mail.

345

00:50:21.720 --> 00:50:25.020

Stephen Oliver: Yeah and if anything Amazon's rescue the post office.

346

00:50:26.430 --> 00:50:28.440

Stephen Oliver: Before package deliveries and so forth.

347

00:50:28.770 --> 00:50:38.550

Greg Moody: Yeah, that's absolutely true, but I can't. I mean, I already said it and I already backed up what you said about about, you've got to have something to your prospect campaign, but I think we probably should go on to like other stuff that we

348

00:50:39.510 --> 00:50:53.970

Greg Moody: Unfortunately for me, I get off at one, but, uh, but other things that people need to have in their marketing list to start off 2010 I think we said that in the last week with the 10 things that they have to focus on, you know, the devil Parthenon.

349

00:50:55.590 --> 00:50:57.780

Stephen Oliver: And the beginning with Master moody.

350

00:50:58.080 --> 00:50:59.640

Greg Moody: Oh, your reps mind, sir.

351

00:51:00.120 --> 00:51:10.080

Stephen Oliver: Is I just posted this one in the Facebook group and it says at the top. Your martial art school marketing Parthenon.

352

00:51:11.460 --> 00:51:22.710

Stephen Oliver: So I just posted that while we were talking in the Facebook group. There are three different handouts that I know of in the Facebook group that are all very useful. One is called

353

00:51:23.580 --> 00:51:40.620

Stephen Oliver: Marketing checklist. The other is called annual marketing plan that's a mile high karate document from years ago, but the marketing checklist and this marketing Parthenon are very useful if you're on a computer where you can look

354

00:51:41.700 --> 00:51:46.950

Stephen Oliver: This Parthenon sheet I just posted and the others are in there will go find them.

355

00:51:48.960 --> 00:51:56.190

Stephen Oliver: And make sure you have easy access to them as well. The marketing checklist is very comprehensive and very good

356

00:51:56.760 --> 00:52:04.680

Stephen Oliver: We mail that periodically because I want to beat people over the head with it and probably this month on mail this and the other one. Again, just so you can't miss it.

357

00:52:05.190 --> 00:52:14.760

Stephen Oliver: But let's talk about this sheet this marketing Parthenon. And what I tried to do here on this. I created for our quick start meeting a time or two ago.

358

00:52:16.230 --> 00:52:28.350

Stephen Oliver: But it really gives kind of a checklist of all the different types of stuff that you can be doing. And one of the things to anchor in from where you were going with that master Moody is

359

00:52:29.550 --> 00:52:36.930

Stephen Oliver: What we all want to have innately is what's the one thing I should do that will fill my school every month.

360

00:52:37.740 --> 00:52:49.920

Stephen Oliver: And a better way to think about it is in. There's a story of like the number one chiropractor in the country. And somebody asked him, how do you, you know, how do you add 40 new patients a month. What's the thing you do.

361

00:52:50.280 --> 00:52:55.260

Stephen Oliver: You know, one thing you do to add 40 new patients a month and His, His answer was, I don't know anything.

362

00:52:55.590 --> 00:53:02.040

Stephen Oliver: To do that 40 new patients a month. However, I do know 40 things that will bring me at least one patient a month and I do all of them.

363

00:53:02.700 --> 00:53:17.760

Stephen Oliver: Right. And you know I've said it in in very inarticulate but direct way is if you're not getting enough new students, you're probably just not doing enough stuff. Right. And here's the thing. So if you look at this list.

364

00:53:19.380 --> 00:53:36.180

Stephen Oliver: It starts with live events and there are several people on the on the meeting today who've had huge results from live meetings up Willie I remember last fall about our last quick start meeting you did something I forget what it was, what, what was that example.

365

00:53:37.800 --> 00:53:39.480

willy strohmeier: Are you talking about the event that we had

366

00:53:39.750 --> 00:53:40.200

Stephen Oliver: Yeah.

367

00:53:40.620 --> 00:53:45.840

willy strohmeier: There was about four hours or so we got like 114 appointments

368

00:53:46.230 --> 00:53:57.090

Stephen Oliver: Yeah, standing and can you're our story. Does your have a movie theater marketing, but tell them your movie theater marketing with Avengers.

369

00:53:57.870 --> 00:54:03.960

Ken Gibson: Yeah, over two weekends and well over 300 appointments set. Yeah, yeah.

370

00:54:04.260 --> 00:54:04.650

Ken Gibson: And

371

00:54:05.520 --> 00:54:11.760

Stephen Oliver: And in both of your cases. I don't remember what your ratios were the only one I remember was Colby winkler's from three years ago.

372

00:54:12.690 --> 00:54:33.030

Stephen Oliver: But Colby is was 180 leads 150 appointments, a tick under 100 intros 54 enrollments than that 54 enrollments. That was in October. That was at a a marathon that December that turned into 200,000 in renewals from that that deal

373

00:54:34.680 --> 00:54:46.770

Stephen Oliver: Can I know when you did Avengers first time you were overwhelmed. I imagine your ratios weren't quite that. But what we know is once you get up to speed and William How are your ratios on on that for our lives.

374

00:54:48.360 --> 00:54:54.690

willy strohmeier: I'm totally over the top of my head, but we we had about 15 or so signups

375

00:54:54.990 --> 00:54:55.530

Okay.

376

00:54:57.330 --> 00:55:04.500

Stephen Oliver: The, the standard ratios for the live events should be 75% or more

377

00:55:05.160 --> 00:55:14.010

Stephen Oliver: Of everybody you interacted with. And can I remember you were in almost 100% 75% or more of the people you interact with should make an appointment on the spot.

378

00:55:14.850 --> 00:55:21.540

Stephen Oliver: If you ever put somebody out there, going back to Jacobs question. If you ever put somebody out there who got 25%

379

00:55:21.870 --> 00:55:31.680

Stephen Oliver: That means you haven't trained them on the script of what to say when they say I have to go look at my schedule. I have to go check with a wife or whatever. And it's a simple one. It's like, oh, I understand.

380

00:55:33.090 --> 00:55:39.120

Stephen Oliver: We're going to be pretty busy next week. I don't want to miss a slot. Let's pencil in something tentatively

381

00:55:39.480 --> 00:55:45.750

Stephen Oliver: Tentatively would Monday or Tuesday work and then usually sparks a conversation. I can't do, Monday, Tuesday, we got some going on.

382

00:55:46.050 --> 00:55:53.340

Stephen Oliver: How's later in the week we can do, Wednesday, at this time, Thursday, this demo, I could do. I think we could do Thursday and it just sparks that conversation.

383

00:55:53.640 --> 00:55:59.640

Stephen Oliver: Then you get essentially hundred percent of them closed. Is that a fair recap William can okay so

384

00:56:00.630 --> 00:56:08.790

Stephen Oliver: But it should be 75% or more, perhaps even 100% make an appointment on this but half or more show up.

385

00:56:09.390 --> 00:56:17.550

Stephen Oliver: I've seen as high as maybe 75 80% that's unusual, but at least 50% show up and at least 50% enroll.

386

00:56:18.030 --> 00:56:25.710

Stephen Oliver: Right now, there's a lot of variants, but on those kind of live events and I'm just going through this quickly, like I did last week.

387

00:56:26.550 --> 00:56:39.600

Stephen Oliver: Is the number one on the Parthenon, the thing where you can really get a huge flow of people is somebody else creates traffic of the right group and you get in front of them marathon.

388

00:56:40.290 --> 00:56:51.990

Stephen Oliver: Festival of some sort. Taste of event large multiplex movie theater that's showing Avengers in game or this spring Black Widow or something comparable.

389

00:56:52.290 --> 00:57:04.320

Stephen Oliver: Right, it has to be a blockbuster. It has to be a busy theater, but that's a, that's a home run. So moving down to the next one I have here school programs if you're looking at Facebook it's I just posted it

390

00:57:05.460 --> 00:57:08.610

Stephen Oliver: Some of you have this physically school programs.

391

00:57:09.840 --> 00:57:13.590

Stephen Oliver: In the kids market. There's a ton of stuff you can do

392

00:57:14.850 --> 00:57:19.020

Stephen Oliver: My go to back in the 80s was pt two for the day.

393

00:57:20.190 --> 00:57:30.150

Stephen Oliver: Is we had done all kinds of demos and all kinds of stuff. And I figured out all that crap didn't work. But what we ended up with is we go into a school, preferably elementary or middle school.

394

00:57:30.720 --> 00:57:45.840

Stephen Oliver: Teach all of the PE classes before we went in, we would give permission. Give up permission slips, we get 75 or 80% of them back then we would have phone number mailing address nowadays email address.

395

00:57:47.400 --> 00:58:00.360

Stephen Oliver: And then what we added late. A little later on was a little checkbox of everybody participates will get to three weeks of lessons and a free uniform. If you'd like us to contact you to schedule an appointment check yes we didn't have a no one there, but check yes

396

00:58:01.830 --> 00:58:08.340

Stephen Oliver: The reason we did is over the years is people start getting more and more sense about somebody calling them during dinner.

397

00:58:08.670 --> 00:58:17.250

Stephen Oliver: And then we'd get blowback because they complained to the principal and that risk it a risk us getting shut out so we only call the ones that gave us permission.

398

00:58:18.030 --> 00:58:24.120

Stephen Oliver: That ended up getting bastardized true grid Silva into Barry van over as cool talks.

399

00:58:24.480 --> 00:58:36.870

Stephen Oliver: But what happened when he did school talks as he forgot the thing that made it work mostly was the permission slips right so that's one thing that you know has almost a 40 year track record of working great.

400

00:58:37.500 --> 00:58:47.070

Stephen Oliver: Then we more this into and it was kind of working together with a steel Valley is he was doing an after school enrichment program set up through the PTO

401

00:58:47.670 --> 00:58:58.020

Stephen Oliver: And he would go into a school and get like 12 kids but enroll. Most of them. And I looked at it said, well, if I did my PE teacher for the day to promote an after school program.

402

00:58:58.590 --> 00:59:09.180

Stephen Oliver: Could we do better. Well, he was getting like one or 2% we ended up getting 20% of the student body in the program. So it massively exploded the results.

403

00:59:09.660 --> 00:59:18.270

Stephen Oliver: So, the second is an after school or before school enrichment program where you do PE teacher for the day to promote it.

404

00:59:19.110 --> 00:59:25.740

Stephen Oliver: Put out flyers in the Friday folders to promote it and there's a whole list of stuff. There's three or four hours on this one thing

405

00:59:26.310 --> 00:59:37.170

Stephen Oliver: Videos in the Facebook member site, but then it's a do two lessons, a week for three weeks or three lessons, a week for two weeks and convert them all the students

406

00:59:38.550 --> 00:59:45.420

Stephen Oliver: Now the other things you can do directly with elementary schools is what I come to call Children's Hospital flyers.

407

00:59:47.070 --> 00:59:51.840

Stephen Oliver: When I gave this idea to timid Dave Cobra they they ended up doing it for the local teen center.

408

00:59:52.920 --> 01:00:05.460

Stephen Oliver: But what it is is doing a partnership with a local charity doing something that nowadays would be like a Groupon offer our go to was $49 for five weeks in a uniform

409

01:00:06.030 --> 01:00:13.620

Stephen Oliver: Hundred percent of the money we would give it to Children's Hospital. I was having printing these at 100,000 at a time.

410

01:00:14.460 --> 01:00:20.340

Stephen Oliver: taking them to the district office and they would put it out to the school mail in most of the districts around here.

411

01:00:20.640 --> 01:00:29.820

Stephen Oliver: So we would bundle them in groups of 30 bundle them into elementary school envelopes with how many active kids, they had in the school. How many classrooms.

412

01:00:30.120 --> 01:00:36.600

Stephen Oliver: Take him to the district office they would distribute them for us directly. Sometimes we had to go to each individual school

413

01:00:36.990 --> 01:00:44.160

Stephen Oliver: And have them distributed to school level, but it was massive distribution practically for free. When I got the cove ours to do this.

414

01:00:44.700 --> 01:00:53.640

Stephen Oliver: The first time they did it. They did all the schools in the area and this is after years of telling me you can't do any of this stuffing in California. You just don't understand California schools.

415

01:00:54.150 --> 01:01:01.770

Stephen Oliver: They were getting so much traffic. They had to start breaking it up and only doing like a quarter of their schools at a time to break it up right

416

01:01:02.970 --> 01:01:09.510

Stephen Oliver: So there's three things that elementary schools, a fourth thing is any event that they do.

417

01:01:10.200 --> 01:01:19.890

Stephen Oliver: Where the parents are there. So a lot of times and fall they have an October faster. They have a harvest festival. Sometimes they have a Thanksgiving or holiday event.

418

01:01:20.520 --> 01:01:34.140

Stephen Oliver: In the spring, they may have some kind of Spring Festival, but anything they do at the school where the parents are there you treat it just like any other live event set up a booth maybe bring mats and do a little intro class, but you get

419

01:01:35.520 --> 01:01:50.880

Stephen Oliver: Their information you make an appointment on the spot, and you go from there. One example of that. And there's two videos on the Quick Start member site at the top of me talking with Jan lap and and one of our meetings. She got

420

01:01:52.830 --> 01:01:55.410

Stephen Oliver: 100 enrollments in six weeks.

421

01:01:56.910 --> 01:01:58.380

Stephen Oliver: Last year, meaning

422

01:01:59.970 --> 01:02:06.780

Stephen Oliver: And I think 87 appointments in six weeks in 2019 from back to school days.

423

01:02:08.130 --> 01:02:10.620

Stephen Oliver: All of the pieces in there are in that recording

424

01:02:12.090 --> 01:02:22.710

Stephen Oliver: So any kind of event that they do like that. But certainly, that's one example. There's some other things we talked about, but I want to kind of keep going here to hit a broad brush today.

425

01:02:24.540 --> 01:02:34.140

Stephen Oliver: The next is business to business marketing not meaning you're trying to market your services to that business but you're using other local businesses to help promote

426

01:02:35.280 --> 01:02:43.650

Stephen Oliver: One of the easiest things. And there's three hours on all this kind of grassroots inexpensive stuff by Master Smith in your member site.

427

01:02:45.090 --> 01:02:52.530

Stephen Oliver: By video and by audio and if you got the big packet. It's in there too, but one thing you do is rack cards.

428

01:02:53.910 --> 01:03:01.410

Stephen Oliver: Rack cards are literally it's a trifle brochure holder that you can put trifle brochures in or you can put

429

01:03:02.100 --> 01:03:12.030

Stephen Oliver: Well, we've come to call rack cards, where that came from Jimmy Mack or somebody, you can put in a card. That's the size of a trifle brochure without folding out

430

01:03:12.660 --> 01:03:23.940

Stephen Oliver: Usually full color and distribute those to local businesses now where people get lazy on this is a print them up and they put them in for businesses and their shopping center.

431

01:03:24.720 --> 01:03:37.230

Stephen Oliver: In order to be effective. You want to get 200 250 300 350 locations out it is incredibly easy to do. There's a gentleman in the industry. He's a friend of mine. He's a nice guy.

432

01:03:37.920 --> 01:03:47.010

Stephen Oliver: By name of Jimmy Mack. He'll come do it for you. And I've talked. Most of our franchisees over the years into doing that because I wasn't getting to do it otherwise.

433

01:03:47.430 --> 01:03:54.270

Stephen Oliver: But what happens is as soon as you follow him around, you figure out that it was stupid to a paid him to come do it because it's so easy.

434

01:03:55.470 --> 01:04:04.410

Stephen Oliver: Literally, what you do is you take them. You take a right out your front door and you hit every business everything from the dry cleaners to the orthodontist to the chiropractor.

435

01:04:04.950 --> 01:04:16.380

Stephen Oliver: To the dominoes beats, etc. And you just start, start going Dairy Queen and you just ask them if they'll put this thing in here. And usually the conversation starts with hey

436

01:04:17.190 --> 01:04:25.170

Stephen Oliver: I'm the owner of the martial arts school or I'm the program director for the martial arts school over here, we are looking to work with local businesses to help co promote

437

01:04:25.560 --> 01:04:29.160

Stephen Oliver: Anytime you have coupons or anything you'd like us to give out to your students.

438

01:04:29.820 --> 01:04:38.370

Stephen Oliver: Or your customers. We'd love to do that any special events and things you have coming up, let us know and we'll promote and by the way, we've got a big email list as well. We can do that with

439

01:04:38.880 --> 01:04:45.750

Stephen Oliver: And in the meantime, I was wondering if you would mind sitting this here, you know, to help help us a little bit as well.

440

01:04:47.400 --> 01:04:56.730

Stephen Oliver: It's really that complicated a script. And if you go hit 200 businesses probably 150 of them will say yes. And then you just have to

441

01:04:57.480 --> 01:05:05.670

Stephen Oliver: Go back every four to six weeks and refill. So you want to keep track of where they're at. If you just take it right out the door and go down.

442

01:05:06.000 --> 01:05:14.460

Stephen Oliver: And keep making concentric circles is pretty easy because next time you go to refill. You just do the same circuit, anybody who doesn't have one. You ask them if they're doing it.

443

01:05:14.880 --> 01:05:21.150

Stephen Oliver: And the only secret to making it work is powerful offer and changing the look at the card periodically.

444

01:05:21.780 --> 01:05:29.820

Stephen Oliver: Because if somebody is going into Dairy Queen every week they stopped looking at it if it looks the same every week. So you want to change the look of the card.

445

01:05:30.480 --> 01:05:51.930

Stephen Oliver: We've seen you know a couple hundred locations. Good for three or five or three, four or five six enrollments a month. Super easy to do cost like nothing the cardholder if you get an inexpensive ones like 75 cents. The printing on the cards you could print 10 or 20,000 at a time is inexpensive.

446

01:05:52.980 --> 01:06:03.180

Stephen Oliver: As super easy to do, you know. Next on the list is working with Pizza Hut dominoes. All of that stuff to put flyers on the box. And I don't mean

447

01:06:03.570 --> 01:06:10.980

Stephen Oliver: somebody's doing it already, you pay him for a little slot on advertising. I usually would do something like the Children's Hospital thing where it's a charitable fundraiser.

448

01:06:11.370 --> 01:06:25.800

Stephen Oliver: And then ask them to put up a post or in the window and ask them if they'll distribute the flyers on their pizza boxes and I've done that very effectively where we did with McDonald's. This was done citizens idea we did trade liners and McDonald's and put

449

01:06:26.880 --> 01:06:40.530

Stephen Oliver: Advertising cards in the in the bags at drive thru as a charitable fundraiser for the Ronald McDonald House. We did the same thing with Burger King's as a fundraiser at the time it was a literacy program. I'm not sure what their current

450

01:06:41.280 --> 01:06:49.770

Stephen Oliver: Pet charity is, if any, but we've done that at different restaurants. And by the way, chick fil a is super easy to work with and they periodically have

451

01:06:50.310 --> 01:06:57.900

Stephen Oliver: Most of the restaurants have family day. So you can do coloring pages that they distribute. You can set up a booth and talk to people.

452

01:06:58.440 --> 01:07:08.160

Stephen Oliver: Talk to people to drive through. They're very easy to work with the other one that's easy to work with, as long as it has a charitable tie is Walmart, they'll let you come in periodically instead of a booth out front, and so forth.

453

01:07:09.570 --> 01:07:19.080

Stephen Oliver: So when you look at the Parthenon, you have live events you have school programs you have grassroots marketing things like rack cards bandit signs.

454

01:07:19.440 --> 01:07:33.630

Stephen Oliver: big banner on the on the school and so forth. The only secret on that stuff, whether it's a banner on your school or rack cards, where people are going to see it a lot. The only secret is every six or eight weeks changes.

455

01:07:34.680 --> 01:07:44.460

Stephen Oliver: Have a banner with a blue background have a banner with a yellow background have a banner with a two week offer have a banner with a four week offer rotate it periodically.

456

01:07:44.940 --> 01:07:52.290

Stephen Oliver: Because if you leave the same thing up for more than six or eight weeks. Everybody starts ignoring it. If they after they've seen it a few times.

457

01:07:53.760 --> 01:07:54.720

Stephen Oliver: So far, so good.

458

01:07:56.100 --> 01:08:03.750

Stephen Oliver: Questions on any of this stuff so far. And again, I'm kind of repeating last week and going through quickly, but I want to get the idea.

459

01:08:04.980 --> 01:08:14.310

Stephen Oliver: That every month, you should be doing 20 things to generate enrollments and if you're not generating enough enrollments. Most of the problem is you're not doing enough stuff.

460

01:08:14.760 --> 01:08:21.300

Stephen Oliver: The second element is your you haven't put enough things in the mix that has the potential to be a home run or a grand slam right

461

01:08:21.540 --> 01:08:35.100

Stephen Oliver: So you've got to have some of the big events or you've got to have an after school enrichment program going on or you've got to have a big dollar Facebook advertising campaign going on in the mix to get all this stuff to really kick butt.

462

01:08:36.630 --> 01:08:39.000

Stephen Oliver: Questions so far I

463

01:08:41.010 --> 01:08:42.660

Stephen Oliver: Know you guys are quiet group.

464

01:08:44.040 --> 01:08:47.640

Stephen Oliver: I guess if I get going fast enough to get a word in edgewise.

465

01:08:49.170 --> 01:08:53.250

Stephen Oliver: The next item on the list is internal promotions.

466

01:08:55.440 --> 01:09:08.940

Stephen Oliver: Let me give you a benchmark benchmark. Number one, anytime I stepped in and run one of my schools. I was adding half of the kids at a mom or dad to the enrollment.

467

01:09:09.900 --> 01:09:28.230

Stephen Oliver: So if I had a class of of say 30 kids, I would have another 30 to 40 parents in the in the class 30 to 40 because some of them were mom and dad. Right. So one benchmark for internal

468

01:09:28.680 --> 01:09:37.020

Stephen Oliver: Is every intro, you have have mom and dad, of course, siblings, but have mom and dad. Take the introductory class with the child.

469

01:09:37.620 --> 01:09:52.830

Stephen Oliver: And then you should be able to at least one out of two of the kids and mom or dad to the program. Obviously, it helps when you're doing the family enrollments because if you have two kids, they are rolling mom or dad are going to be for free. And when you do that sometimes you wonder

470

01:09:54.300 --> 01:10:05.040

Stephen Oliver: Well, why do I want mom or dad because they're not paying any extra. Well, I'll tell you what happens with with the kids and with the adult market is if the kids are have the parents.

471

01:10:05.460 --> 01:10:16.140

Stephen Oliver: The retention goes way up. It gets much better. The renewal rate gets a lot better. The level of engagement gets better. The number of referrals, you get gets better. All of those things improve

472

01:10:16.470 --> 01:10:26.730

Stephen Oliver: So it's not just the revenue per head. It's all of the other things that are valuable as well. That make sense. The second thing is

473

01:10:27.750 --> 01:10:38.490

Stephen Oliver: Referrals and around our industry and and I may have been the first one to do it. I don't know, because I had worked for a 24 Hour Fitness.

474

01:10:38.790 --> 01:10:49.950

Stephen Oliver: You know, I remember Tommy Lee came from Bally's but they were you know the fitness industry was using guest passes and I stole that in a tree and started giving all our students guest passes and

475

01:10:50.790 --> 01:10:59.730

Stephen Oliver: You know, so it seems like most of the people in our industry started thinking, eventually that that was like the key way to get referrals. But I'll tell you what I found.

476

01:11:00.630 --> 01:11:15.510

Stephen Oliver: You get referrals, mostly from a big live event where a bunch of your students bring one or two friends. Each or a live event where your student brings 20 or 30 friends right

477

01:11:16.350 --> 01:11:29.070

Stephen Oliver: The first is ninja night board breaking DAY MOVIE day parents night out, you can go through the list women's self defense day, etc. So you want to have things targeted at different age groups.

478

01:11:30.120 --> 01:11:43.440

Stephen Oliver: Where they're going to bring one or two friends. Each but the other one is birthday parties pizza parties, things like that. The pizza party deal I you know probably first came from.

479

01:11:44.670 --> 01:11:56.550

Stephen Oliver: From us Toby actually put it together or Bob, I forget which Toby milroy but it's basically you take a birthday party and you give them a birthday party when it's not their birthday.

480

01:11:57.960 --> 01:12:03.210

Stephen Oliver: New student enrolls and we're going to schedule a pizza party to celebrate them getting their goal bell

481

01:12:04.380 --> 01:12:05.910

Stephen Oliver: Any other special occasion.

482

01:12:07.020 --> 01:12:15.510

Stephen Oliver: One thing that makes birthday parties work is you've got to have a lot of them and you got to have an effective system for converting we won't talk a lot about that right now.

483

01:12:15.870 --> 01:12:22.020

Stephen Oliver: But the other thing is the schools. I've seen it did the best on birthday parties is the day they enrolled.

484

01:12:22.470 --> 01:12:28.680

Stephen Oliver: They include the cost of the birthday party with the initial enrollment and they scheduled their birthday party on the spot.

485

01:12:29.370 --> 01:12:38.700

Stephen Oliver: So, didn't matter whether they're they enroll them in January and their birthday wasn't till August. They inked the data and on the spot scheduled the birthday party and had it on the calendar.

486

01:12:39.690 --> 01:12:56.460

Stephen Oliver: But then the problem with birthdays is. If I roll in January, I don't want to wait till August to have a referral activity for the student. So then you add the pizza party thing in to bring their friends down to celebrate their, their goal bow test or something similar. That makes sense.

487

01:12:57.510 --> 01:12:59.790

Stephen Oliver: And by the way, we have a full program on that.

488

01:13:02.460 --> 01:13:07.320

Stephen Oliver: I don't know if Bob, you're with us. But I forget what it's even called Bob which the bird.

489

01:13:07.440 --> 01:13:08.700

Stephen Oliver: pizza party thing called

490

01:13:09.390 --> 01:13:10.650

Bob Dunne: Ultimate referral machine.

491

01:13:11.160 --> 01:13:20.850

Stephen Oliver: Ultimate referral machine completely format and everything in the member site. We also have that Ambassador Program thing that's referral generator

492

01:13:21.900 --> 01:13:30.270

Stephen Oliver: But the thing to remember on on referrals is most of the referrals, you get are not asking for them face to face. Although you want to do that.

493

01:13:30.630 --> 01:13:41.490

Stephen Oliver: Not giving them out a stack of guest passes blessed to have an event where one student brings 20 or 30 friends or an event where most of your students bring one or two friends right

494

01:13:42.780 --> 01:13:51.090

Stephen Oliver: Next on the Parthenon here is publicity and PR of standards for public relations.

495

01:13:52.650 --> 01:14:00.450

Stephen Oliver: This is something that most people are terribly deficit at and you know just miss and I came from January.

496

01:14:01.530 --> 01:14:12.150

Stephen Oliver: You know, from his lineage and from him directly as students, and he was perhaps the best person who ever lived in the martial arts industry at publicity and PR

497

01:14:12.480 --> 01:14:26.940

Stephen Oliver: And he was close friends with Muhammad Ali, who is perhaps the best athlete ever at generating publicity and PR and most of. You're too young to remember but Ali really first claim to fame is people would pay to see him lose because they didn't like him.

498

01:14:28.380 --> 01:14:33.870

Stephen Oliver: Kind of like Mayweather, I guess. Nowadays, or who's that pain in the ass MMA guy.

499

01:14:35.040 --> 01:14:35.490

Stephen Oliver: But

500

01:14:37.230 --> 01:14:43.320

Stephen Oliver: But one of the things you should be constantly looking at aware of his ways that you get into real media.

501

01:14:43.890 --> 01:14:51.270

Stephen Oliver: Ways that you get on TV ways you get on the radio ways that you get into the daily newspaper, as well as anything else you can

502

01:14:51.660 --> 01:15:04.710

Stephen Oliver: I mean, if somebody has a parenting blog in the area, getting on their parenting blog if they have a big following may well be useful, but you want to be pursuing publicity and PR and most real media.

503

01:15:05.160 --> 01:15:14.670

Stephen Oliver: The thing that will happen is you know one of several things you tying in directly into news that's in the in the news currently

504

01:15:15.330 --> 01:15:25.380

Stephen Oliver: So something happens that's getting everybody's attention. What happens is the media, especially like radio, TV and newspaper. They're looking for somebody who's an expert.

505

01:15:25.710 --> 01:15:33.840

Stephen Oliver: And they're looking for related stories, right. So you watch the news that's going on and figure out how you can tie into that.

506

01:15:34.590 --> 01:15:46.110

Stephen Oliver: Number two, you really get to know all of your students really get to know what their interesting backgrounds are okay. One example we had a gym by name of Howard bush.

507

01:15:46.410 --> 01:15:58.590

Stephen Oliver: I posted a picture of an old poster we did and it was Howard was like I don't know 86 years old when he goes black belt and we had a kid Alex Pena, who was I forget five or six and had the two of them together.

508

01:15:59.850 --> 01:16:04.560

Stephen Oliver: But we got tons of press on Howard because he had a really interesting background.

509

01:16:05.040 --> 01:16:16.770

Stephen Oliver: He was one of the originals, not as as I forget what it's called but like the precursor to the CIA. So in World War Two. He's one of the guys was parachuting behind enemy lines.

510

01:16:17.100 --> 01:16:26.490

Stephen Oliver: And he had been an amateur wrestler in college. And he had this long interesting resume. So he was a really interesting character study

511

01:16:26.880 --> 01:16:45.510

Stephen Oliver: Of this guy who had been a wrestler, and a boxer and SS member all this stuff. And now he's 86 years old and he's still working realtor, and he just got his black belt in karate. So we had full page and inside three quarters page on a young lady who had

512

01:16:48.600 --> 01:16:49.260

Stephen Oliver: Leukemia

513

01:16:50.760 --> 01:16:51.840

Stephen Oliver: And, you know,

514

01:16:53.400 --> 01:17:01.620

Stephen Oliver: Chemotherapy had lost all of her hair. Everything else, but she got her black belt so interesting human studies.

515

01:17:02.340 --> 01:17:12.150

Stephen Oliver: We had lots of publicity over the kid who is the poster child for cystic fibrosis and how martial arts was helping him and all of the tie in and

516

01:17:12.480 --> 01:17:24.420

Stephen Oliver: Family stories. So you look for interesting stories. We had a 14 year old girl walking home from school and somebody pulled up in the car and grabbed her by the wrist looking to pull her into

517

01:17:24.930 --> 01:17:33.360

Stephen Oliver: Her car or their car and she was tuned in enough to punch him in the nose and break the wrist lock and run away that one.

518

01:17:33.750 --> 01:17:44.190

Stephen Oliver: Got to the Montel Williams Show, it got in the Rocky Mountain News. The Denver Post the mayor of the city brought an award and presenter, it got in the ABC, NBC, CBS, and Fox affiliates.

519

01:17:44.520 --> 01:17:59.730

Stephen Oliver: Locally, all of it at the martial arts school all of it in uniform. We've been through a an article into black belt magazine and Taekwondo times for that one. So you're looking for interesting stories and then you're

520

01:17:59.790 --> 01:18:01.110

Benjamin Mitchell: Going to the media with those

521

01:18:01.110 --> 01:18:13.980

Stephen Oliver: interesting stories that makes sense so far. The third element on PR and publicity is make yourself a local star. That's one of the things if you watch Amanda Olson is doing a really good job of

522

01:18:16.800 --> 01:18:23.820

Stephen Oliver: Olga Keith is doing a really good job of so make yourself a local star, get out there into into the

523

01:18:24.510 --> 01:18:40.470

Stephen Oliver: Media really do all kinds of things that Amanda is doing it as master mom but get out there into the media and really get your name out there. Get your presence out there and and get going with that is making sense so far so

524

01:18:44.040 --> 01:18:52.230

Sebastian: Good. I have a quick question with you on that. I'm doing right now. I was able to participate on one of those tech talks here in Frisco

525

01:18:52.440 --> 01:19:00.390

Sebastian: Great. And in da apparently according to parents were three old kids weren't happy I apparently gave me a lot of credibility.

526

01:19:00.840 --> 01:19:11.370

Sebastian: And I was invited to these meetings with these other people and they might do a podcast, all kinds of stuff. And I want to know, how can it when you sit approach the medium with me.

527

01:19:13.050 --> 01:19:22.320

Sebastian: When you say approached the media and what color you approach them. What are you, what are you selling because I'm going to go to these places. And I don't know what am I going to tell them I haven't, I guess.

528

01:19:23.670 --> 01:19:27.180

Sebastian: Really do my homework. But I wanted to know what you would say

529

01:19:27.720 --> 01:19:29.280

Stephen Oliver: Yeah yeah and and

530

01:19:31.830 --> 01:19:35.400

Stephen Oliver: Then this is a topic that we can go much more in depth with when we have more time.

531

01:19:35.940 --> 01:19:37.380

Sebastian: Mm hmm. But

532

01:19:37.590 --> 01:19:43.590

Stephen Oliver: Let's, let's take that specific into instance right. What, what did you talk about on your TED talk.

533

01:19:44.820 --> 01:19:53.490

Sebastian: And the TED talk. It was the first one in Frisco and we did a martial arts demonstration and then I spoke about the school she lost her feet, what we call the way of the heart.

534

01:19:54.240 --> 01:20:01.710

Sebastian: Okay. And if I think about courage and kind of control emotions and feelings and kind of be a good mirror for the world and people really really liked it.

535

01:20:03.270 --> 01:20:03.540

Sebastian: And

536

01:20:03.570 --> 01:20:11.640

Sebastian: You did more martial arts boards and swords and we got an A piece with the Dallas Morning News and the community impact.

537

01:20:11.850 --> 01:20:13.260

Stephen Oliver: Oh, so you've already got some press

538

01:20:13.950 --> 01:20:25.200

Sebastian: Do you I'm yeah I already so that's working well. Um, but, um, I want to convert that into leads which turn on percentages which that's is still the thing that we're working on.

539

01:20:25.650 --> 01:20:27.930

Sebastian: Sure. That's what point on the most right now.

540

01:20:29.070 --> 01:20:29.430

Stephen Oliver: Well,

541

01:20:31.290 --> 01:20:31.950

Stephen Oliver: Again, I think.

542

01:20:32.130 --> 01:20:32.640

This is

543

01:20:33.930 --> 01:20:38.160

Stephen Oliver: This is going to merit an hour. But the short answer is

544

01:20:39.690 --> 01:20:44.760

Stephen Oliver: newspapers have different editors that have different responsibilities and different writers

545

01:20:45.300 --> 01:20:54.150

Stephen Oliver: And you should be able to go on their website and drill into their staff and find out who is a writer on relevant topics.

546

01:20:54.540 --> 01:21:01.950

Stephen Oliver: So there might be one who's you know family issues. Another one that sports. Another one that's health and fitness right

547

01:21:02.310 --> 01:21:21.630

Stephen Oliver: And so you want to get to, you know, national politics, nothing that you just said ties into national politics local politics regional politics but it ties into health and fitness, it ties into sports, it ties into family. Right. So go to the editors that are relevant for what you're doing.

548

01:21:22.650 --> 01:21:41.730

Stephen Oliver: There's probably a contact methods there. We used to always get to them by fax and nowadays it's likely going to be email. Right. But you find their contacts and, of course, create a database for yourself with this to go back to them over and over and over again. But you go to the person

549

01:21:42.990 --> 01:21:49.710

Stephen Oliver: In the TV station. You go to the person in the newspaper this specific for that. Okay.

550

01:21:51.960 --> 01:22:06.990

Stephen Oliver: And for TC TV is different than newspaper right is TV. What they want is something that's visual or they want somebody who ties in directly to current news going on.

551

01:22:07.590 --> 01:22:17.940

Stephen Oliver: Radio is is is similar in that visual but if there's some news going on and you can tie into that and then be the expert. It's an easy entree right

552

01:22:18.660 --> 01:22:30.600

Stephen Oliver: With what you what you have there is getting the the TV the video and then having some other event that they can go when we did when I was a promoter with that big national tournament.

553

01:22:31.230 --> 01:22:37.770

Stephen Oliver: We got a lot of TV because what happens on Saturdays and Sundays is there's literally somebody driving around in a van.

554

01:22:38.280 --> 01:22:54.030

Stephen Oliver: With the camera on their shoulder, you know, metaphorically with the camera there sometimes a satellite uplink looking for something interesting to put on the news. So if you're in Frisco and the building downtown burns down, you're not getting on TV.

555

01:22:55.440 --> 01:23:15.720

Stephen Oliver: But if there's not something else that's interesting going on. It's easy to get them to show up at something that sounds like it has visual appeal. That makes sense. So, so what you can do is you can take the video and you can send it to him with a story idea, you can

556

01:23:17.130 --> 01:23:24.660

Stephen Oliver: Share it with TV with some other see they're not going to want to put the video of the thing they used to have that happened a long time ago. Right.

557

01:23:25.050 --> 01:23:29.430

Stephen Oliver: When its current and it's still pretty current you might be able to get them to pick that up.

558

01:23:30.090 --> 01:23:38.940

Stephen Oliver: But as it gets a little older, you're sharing it, but with the idea of here's something coming up that you could film and it could be on TV.

559

01:23:39.660 --> 01:23:50.880

Stephen Oliver: Right. And again on that I'm butchering the subject it merits least an hour. If not, you know, more than that. But does that give you some starting point.

560

01:23:52.410 --> 01:23:59.400

Sebastian: Oh, yes, sir, I want to follow up in the Stephen monster Mom Oh man. She seems to be doing what she's doing so.

561

01:23:59.610 --> 01:24:07.620

Stephen Oliver: Let's. Yeah. Yeah. Well, there's a lot of different ways to get publicity. I will freely admit that.

562

01:24:10.530 --> 01:24:20.310

Stephen Oliver: And I will freely admit that it's one of the things that I haven't been as active on over the years as I should have been especially having, you know,

563

01:24:21.420 --> 01:24:30.450

Stephen Oliver: Fed from the Silver Spoon from June Ray on it. But we've hit some huge, huge, huge publicity coups, sometimes it's

564

01:24:30.780 --> 01:24:39.180

Stephen Oliver: I figured out, we had the CFO for the Denver Broncos or the or the marketing director for the Denver Nuggets so we had a tie into the, you know, major sports teams.

565

01:24:39.540 --> 01:24:49.890

Stephen Oliver: Other times, as we figured out, we had the president of a $780 million electronics chain and did something with them. Another one we had the like the top weather.

566

01:24:50.220 --> 01:25:00.750

Stephen Oliver: newscaster in the in the in the city. So we did like every day at noon. He came into the school and we did a lessons and at the end he earned his white though so

567

01:25:01.050 --> 01:25:17.970

Stephen Oliver: A lot of times it's just knowing your student body and you either find really interesting stories or you find people who are attached to the local TV newspaper radio, etc. And then you find ways to war with other companies that you can work with.

568

01:25:20.040 --> 01:25:20.700

Does that make sense.

569

01:25:22.080 --> 01:25:22.530

Sebastian: Sounds good.

570

01:25:23.100 --> 01:25:31.590

Stephen Oliver: Yeah. On that note, we're going to have to wrap up pretty quick. I just got started on our little checklist and I know I've done it pretty quickly.

571

01:25:32.610 --> 01:25:38.640

Stephen Oliver: This checklist, the more comprehensive marketing checklist and the much more comprehensive annual

572

01:25:39.810 --> 01:25:52.440

Stephen Oliver: Marketing plan is all in the Facebook group and I believe they're all in as well. You're a member group. So go take a look at that. And remember, you all have access to that.

573

01:25:53.040 --> 01:26:01.290

Stephen Oliver: You know that complete fill your school program, but within it. There's about three hours that are really good of grassroots marketing with Grandmaster Smith.

574

01:26:03.120 --> 01:26:09.150

Stephen Oliver: On that note, if there's any last question will feel that otherwise Benjamin welcome Benjamin. Benjamin, you have a camera.

575

01:26:10.230 --> 01:26:11.070

Benjamin Mitchell: No, I don't.

576

01:26:11.550 --> 01:26:17.010

Stephen Oliver: Know, okay, well everybody wave to Benjamin says he's not gonna be able to can you see us.

577

01:26:17.670 --> 01:26:18.450

Benjamin Mitchell: Yes, I can.

578

01:26:18.630 --> 01:26:22.560

Stephen Oliver: Okay, everybody wave Benjamin, he can see us. We can't see him. It's very unfair.

579

01:26:23.820 --> 01:26:38.940

Stephen Oliver: And welcome, Benjamin. But on that note, we'll call it a day. Benjamin stay put and we'll catch up here and for everybody else, any questions you have. I went to a lot of this fast posted in the Facebook group. I'll get right back to your master Smith will get right back to you.

580

01:26:40.260 --> 01:26:48.780

Stephen Oliver: Matt Smith is as we speak right a little seminar in Portland and tomorrow we have one in Seattle, and then Monday in Vancouver.

581

01:26:49.410 --> 01:27:05.010

Stephen Oliver: And then make sure you're going to be here for the quick start meeting live a week from tonight behind the scenes at the Westminster location, a week from tomorrow and Saturday here at my home in Evergreen Colorado. Thanks, guys.

582

01:27:06.240 --> 01:27:07.680

Stephen Oliver: So Benjamin. Don't go away.

583

01:27:08.310 --> 01:27:08.790

Benjamin Mitchell: All right.

584

01:27:10.800 --> 01:27:11.940

Stephen Oliver: WELL, WELCOME, SIR.

585

01:27:12.630 --> 01:27:13.260

Benjamin Mitchell: Thank you.

586

01:27:21.450 --> 01:27:29.940

Stephen Oliver: And I guess you haven't had the pleasure of talking with Master Smith yet, right, because he's traveling and teaching

587

01:27:30.630 --> 01:27:31.170

Right.

588

01:27:32.790 --> 01:27:40.650

Stephen Oliver: Well, fantastic. Bob was giving me some background information but catch me up. Where are you at, what are you trying to accomplish with your school

