Replay - Quick-start Meeting, February 13 2020

1

00:00:02.879 --> 00:00:03.959

Greg Moody: Early birds get to

2

00:00:05.160 --> 00:00:07.410

Get to make sure everything gets covered that you want.

3

00:00:09.389 --> 00:00:09.929

Greg Moody: Or nothing

4

00:00:09.990 --> 00:00:15.089

Bob Dunne: Nobody can can Chris we talked to, what did we cover with you, Chris last time it was

5

00:00:17.190 --> 00:00:18.810

Sebastian and Chris: The it was

6

00:00:20.100 --> 00:00:21.840

Sebastian and Chris: Last Thursday or

7

00:00:22.980 --> 00:00:29.820

Bob Dunne: With master Smith I gosh now and escaped me. I was wondering if you had any follow ups where after that the conversation.

8

00:00:29.910 --> 00:00:34.290

Sebastian and Chris: Know we covered a little bit of the like the rotating curriculum, because we thought

9

00:00:34.290 --> 00:00:36.000

Bob Dunne: Oh yeah so

10

00:00:36.540 --> 00:00:37.980

Sebastian and Chris: Yeah, he answered all the question.

11

00:00:40.050 --> 00:00:41.850

Greg Moody: Was good, okay.

12

00:00:45.060 --> 00:00:52.740

Greg Moody: Okay. What other questions you guys. You guys have or things or maybe also what's going good. We got Greg Fischer cup on

13

00:00:53.250 --> 00:00:58.770

Greg Moody: One thing that I'd like to make sure if we want to make sure we kind of go down the list of what's happening.

14

00:00:59.160 --> 00:01:08.790

Greg Moody: Are we having enough marketing activities going if so, are we doing enough where we stacking enough and layering enough things on each marketing activity so

15

00:01:09.360 --> 00:01:14.760

Greg Moody: If you're doing school activity. Are you getting enough traffic from the school activity for doing a

16

00:01:15.660 --> 00:01:27.210

Greg Moody: Event. Are you getting a high enough conversion percentage from the event into actual results. So each one of your marketing activities should get you actual results. So kind of invite questions on

17

00:01:28.920 --> 00:01:36.450

Greg Moody: Questions on what the, what the end result is for the marketing activity in terms of actual new members.

18

00:01:37.380 --> 00:01:43.350

Greg Moody: So that's, you know, that's another thing that we should cover. The other thing, especially at this meeting is your conversion rate.

19

00:01:43.920 --> 00:02:00.720

Greg Moody: From people walking in the door, till enrollment. If you're not having a good conversion rate my target is 80% I want to make sure if 100 people come in the door that are ready for an enrollment that 80% of them enroll, so that's that's the target number

20

00:02:01.980 --> 00:02:17.700

Greg Moody: And that doesn't mean if they come in for the first intro and they make the second intro. I'm not trying to target from second intro to enrollment. I'm saying if 100 people come in the door 80% enroll. I'm also saying for some of you guys if they come in the door to do

21

00:02:19.410 --> 00:02:33.090

Greg Moody: I think some of you guys have got like community programs or or $49 programs that they came in for those count to 80% of those should be enrolling so 80% of the people in the door should be enrolling if you're not enrolling

22

00:02:33.090 --> 00:02:33.930

Greg Moody: 8%

23

00:02:34.230 --> 00:02:43.140

Greg Moody: And that's an area that we need to work on. So there's pieces of those that I guess I'm inviting you to form some questions based on those things as well. So

24

00:02:45.840 --> 00:02:46.770

Paul Helsdon: I have a question on that.

25

00:02:47.280 --> 00:02:48.000

Greg Moody: Yeah, you got

26

00:02:48.720 --> 00:02:55.740

Paul Helsdon: Um, I tend to find my enrollment enrollment rate goes down when it's um booth marketing.

27

00:02:57.060 --> 00:03:08.220

Paul Helsdon: given away the you know the week three, come on in. Will you see in there, depending on marketing sorts. You see differences in their tips to sort of get past that a little bit.

28

00:03:09.000 --> 00:03:15.660

Greg Moody: You mean get past the so your close rate is worse for the leads that come from event marketing.

29

00:03:16.590 --> 00:03:17.820

Greg Moody: Yes. What does

30

00:03:18.330 --> 00:03:19.020

Paul Helsdon: That percentage

31

00:03:19.470 --> 00:03:20.760

Greg Moody: What close rate. Are you getting

32

00:03:22.530 --> 00:03:23.910

Paul Helsdon: On each individual marketing event.

33

00:03:24.360 --> 00:03:26.790

Greg Moody: Yeah, or or combined. You know, if you're

34

00:03:26.790 --> 00:03:32.520

Greg Moody: Tracking that on if you're if you're tracking that what kind of percentage. Are you getting

35

00:03:33.030 --> 00:03:42.570

Paul Helsdon: I tend to run around 50% when I do a lot of marketing and I have more lead marketing and we tend to get more around what you say around the 75% when it's more of the

36

00:03:43.920 --> 00:03:44.790

Paul Helsdon: They called us

37

00:03:45.900 --> 00:03:51.300

Paul Helsdon: You know that kind of marketing. So as I'm upping my marketing it's, you know, the conversion rate is going down.

38

00:03:51.540 --> 00:03:57.300

Greg Moody: Yeah, the overall conversion rate. We're good on practical if you can keep those separate I recommend everybody kind of keep those separate

39

00:03:57.510 --> 00:04:05.820

Greg Moody: Where you got the, you know, your event in the different or whatever every different event. Ideally, every different type of marketing you do and how they

40

00:04:06.210 --> 00:04:19.680

Greg Moody: Show and how they convert all that stuff, and even how they were new i i'd like to see those all separate now for a lot of you, you know, the stats are blowing your mind and that may be a little bit hard to kind of keep your keep your head around.

41

00:04:20.760 --> 00:04:30.960

Greg Moody: That may be a little tough. I don't want to stress, everybody out with that, but sort of be more to be more direct ball if I'm getting 50% or better on the event marketing. I'm not stressing out

42

00:04:31.920 --> 00:04:46.440

Greg Moody: Okay, so those target numbers 80% really. I mean, that's my overall number. If I add everything up. So with somebody that comes in from my website or they call me those are usually like 90%

43

00:04:47.760 --> 00:05:05.130

Greg Moody: You know you we get pretty much all those guys there, they've they've looked us up, they've they've educated themselves. A lot of times they've been pre educated because they're coming into our prospect campaign. Those guys are pretty high converting then there's in between.

44

00:05:06.240 --> 00:05:18.900

Greg Moody: You know, if they're coming in from a birthday party. Those aren't quite as good because those are people other people brought in, they're not quite as good as a regular referral because it's everybody from their classroom, let's say, and then we did they came

45

00:05:18.900 --> 00:05:23.790

Greg Moody: In for a birthday party, not for a karate class, let's say. And so now what happens

46

00:05:23.790 --> 00:05:35.460

Greg Moody: Is I'm setting an appointment. Now my job in a birthday party is set 90% of them. And if you do it right and follow the process that we gave you, you'll set 90% of them up for appointments or better.

47

00:05:35.940 --> 00:05:45.210

Greg Moody: When it's me. I do like 100% I'm not exaggerating when I, when I say that 100% of everybody that is not from out of state so 90% set appointments, let's say,

48

00:05:45.840 --> 00:05:55.890

Greg Moody: 60 70% WILL SHOW UP AND THEN WE'LL ENROLL a good 60% of those are better. It's usually better and 50% so keep track of what the event is or what the marketing.

49

00:05:56.760 --> 00:06:05.160

Greg Moody: The marketing activity is and then what's your conversion rate, honestly, Paul. Sounds like you're doing a pretty good job. What are you charging for enrollments.

50

00:06:06.840 --> 00:06:12.750

Paul Helsdon: Where are the $200 initial question and we quote weekly $49 a week so 200 a month.

51

00:06:13.860 --> 00:06:22.620

Greg Moody: So 200 a month. And when you say 100 initial are you quoting 600 and then they get a discount to 200

52

00:06:23.130 --> 00:06:25.830

Paul Helsdon: I call 300 and they get a discount with 200

53

00:06:26.100 --> 00:06:36.690

Greg Moody: Yeah, I would. I would immediately change that to 600 to 200 because there's not really much of an incentive if I only get $100 off so that might push up your percentage

54

00:06:37.080 --> 00:06:42.060

Greg Moody: Because, because everybody needs to just get this. I am a little bit

55

00:06:42.810 --> 00:06:52.980

Greg Moody: I kind of feel like a broken record here. But when you if you let's say if we're going to use Paul's numbers, he's charging 200 and then essentially 200 a month.

56

00:06:53.880 --> 00:07:09.570

Greg Moody: Well actually 300 so his paper probably looks something like this. Right. It is required. And then he says something like, well, if you do it today. And I don't necessarily recommend this language. But if you do it today. It's not 300 it's 200 and you save $100

57

00:07:11.100 --> 00:07:15.840

Greg Moody: There's a lot of there's a see this doesn't look very big compared to this.

58

00:07:18.210 --> 00:07:20.730

Greg Moody: There's a lot of reasons I want this number here.

59

00:07:22.080 --> 00:07:23.880

Greg Moody: To be a lot bigger than this number.

60

00:07:25.380 --> 00:07:27.930

Greg Moody: I don't want, I saved to be much bigger than this number.

61

00:07:29.070 --> 00:07:30.060

Greg Moody: Psychologically,

62

00:07:30.480 --> 00:07:32.670

Bob Dunne: And you can make that whatever you want. Right.

63

00:07:32.700 --> 00:07:33.690

Greg Moody: This number can be whatever

64

00:07:33.720 --> 00:07:35.010

Greg Moody: This number can be whatever I want.

65

00:07:35.220 --> 00:07:43.080

Greg Moody: The only reason some of your resistant to making this number bigger is that you think either one of two things you think that they're gonna

66

00:07:43.380 --> 00:07:59.070

Greg Moody: If this number, this number was a billion dollars and they saved $999 million 990 whatever that is, you know, that would be just ridiculous. So you might think that it's going to blow their minds if it was $600 and it would just but it won't

67

00:08:00.420 --> 00:08:09.210

Greg Moody: Okay, it won't. The second reason you might be resistant is you think that out of the people that don't enroll the first or second lesson.

68

00:08:09.690 --> 00:08:12.090

Greg Moody: That you're going to have trouble converting the ones that are

69

00:08:12.390 --> 00:08:22.440

Greg Moody: Going to be at 600 but the answer is most people if you do it properly, like you're doing Paul 75% of your normal leads are enrolling the first or second lesson.

70

00:08:22.740 --> 00:08:29.280

Greg Moody: And then you don't. The ones that don't really enroll. Those are pretty bad leads. Anyway, you probably don't enroll. Many of them later. Anyway, right.

71

00:08:29.790 --> 00:08:36.750

Greg Moody: Right, yeah. So you're not really losing out and the ones that stick around and do like two weeks free or they kind of hang around anyway.

72

00:08:37.170 --> 00:08:51.600

Greg Moody: You can either give them a little bit less of a discount and maybe they save less money. So the more proper way to do this if everybody wants to see would be to do, Paul, if I was doing your system here. See how this looks different would be

73

00:08:53.010 --> 00:09:08.010

Greg Moody: 600 initial 200 a month. And you're 49 or whatever you're doing, and say, well, you know, if you do it today instead of paying 600 you just pay 200 it's exactly the same cost as you're doing now. I didn't change anything. Right.

74

00:09:08.700 --> 00:09:09.900

Greg Moody: But what I get to see over

75

00:09:09.900 --> 00:09:11.220

Greg Moody: Here is they save

76

00:09:12.540 --> 00:09:13.800

Greg Moody: $400

77

00:09:16.860 --> 00:09:18.150

Greg Moody: So now this

78

00:09:18.630 --> 00:09:19.050

Paul Helsdon: Looks

79

00:09:19.110 --> 00:09:20.190

Greg Moody: Much bigger than that.

80

00:09:22.020 --> 00:09:34.110

Greg Moody: How would you like to take care of the initial in the first month and then the it's done. So nothing changed. But their incentive became $400 instead of 200 or in your case $100 right sense so

81

00:09:34.140 --> 00:09:45.000

Greg Moody: Yes, this might tweak you from 75% to 80% or 85% that's my prediction, because there's more of an incentive

82

00:09:45.690 --> 00:09:53.250

Greg Moody: And then on your lower level leads that might bump your percentage up and then your overall percentage might that to me. Well, that's a, that's a no brainer. Boom.

83

00:09:53.490 --> 00:10:02.280

Greg Moody: Right now, I mean I wouldn't, I wouldn't burn all the other sheets that you have that you show price on Burnham, and immediately do this and will probably make a huge difference. Like right now.

84

00:10:03.300 --> 00:10:08.280

Paul Helsdon: When you say when they asked what the initial is for. I get that a lot. What's that initial form.

85

00:10:08.490 --> 00:10:09.900

Greg Moody: Good question, and

86

00:10:10.950 --> 00:10:15.000

Greg Moody: It's funny that we get that question a lot. Um, I

87

00:10:16.740 --> 00:10:24.330

Greg Moody: Get that question in here a lot and it's such an easy answer. There's two answers. The first answer is just, it's just to get you started.

88

00:10:26.610 --> 00:10:29.340

Paul Helsdon: Just that nonchalant okay over explaining

89

00:10:30.390 --> 00:10:40.260

Greg Moody: It. Shut the hell up, and does anything. Don't try to justify anything. Stop in your mind ever trying to justify anything ever

90

00:10:40.620 --> 00:10:40.980

Paul Helsdon: Now,

91

00:10:41.670 --> 00:10:44.790

Greg Moody: There's no reason your 200 a month, instead of 400 a month.

92

00:10:45.420 --> 00:10:45.720

Paul Helsdon: Right.

93

00:10:45.870 --> 00:10:59.220

Greg Moody: The reason you're 100 a month, instead of 200 a month. You're not measuring yourself against the other karate school or the other gymnastic school or anybody, anybody in the planet. Um, it's just never ever going to happen.

94

00:11:01.650 --> 00:11:15.240

Greg Moody: So it's just not going to happen. It just never I'm never going to justify myself compared to anybody else. Now they specifically. Let's get to that a little bit. If somebody says, Why are you $200 a month and the other karate schools $50 a month.

95

00:11:16.290 --> 00:11:19.830

Greg Moody: Well, you know, I don't know. They know what they're worth and we know what we're worth

96

00:11:23.010 --> 00:11:24.240

Greg Moody: And shut the hell up.

97

00:11:25.350 --> 00:11:33.420

Greg Moody: See what we end up doing. And we talked about this Wednesday, right, Bob. We were talking about this to some of our higher level. Guys, I think, Jason's doing about 60,000 a month.

98

00:11:33.750 --> 00:11:42.690

Greg Moody: And he was he was asking. He had this his was on his renewal program. And he had this big long thing he told people, most of the time, you guys. We all do.

99

00:11:43.230 --> 00:11:50.130

Greg Moody: We know our material so well and we think so much about this stuff that we talk way too much about things.

100

00:11:50.730 --> 00:11:58.770

Greg Moody: And so the answers for a lot of these issues are very, very simple. And because especially in our group here.

101

00:11:59.160 --> 00:12:12.540

Greg Moody: We've been burned a little bit by the one or two people that came in and really challenge this and said, Oh, but you know the other karate school charges this or the other things that are WHAT'S THAT FOR WHAT SENSE FOR WHAT'S THIS FOR we think we have to have an answer for everything.

102

00:12:13.650 --> 00:12:29.670

Greg Moody: And yeah, we're going to give you an answer for everything, but for the most part, the easiest answer is something like what I just said. It's just to get you started. Yeah, and shut the hell up, and just shut the hell up that's it's the best advice will here today. Shut the hell up.

103

00:12:30.570 --> 00:12:37.860

Bob Dunne: And again, I mean with with the larger down payment and covers any, you know, uniform fell

104

00:12:39.000 --> 00:12:40.740

Greg Moody: Bob, but don't know

105

00:12:40.980 --> 00:12:42.270

Bob Dunne: I gotcha. Yeah.

106

00:12:42.480 --> 00:12:52.620

Greg Moody: No, no, no, no, no. Don't say that. Don't think do not. If you soon as you start explaining that then you got to justify it, because now

107

00:12:52.710 --> 00:12:55.560

Bob Dunne: I wasn't leaning into explaining that. But it's like

108

00:12:55.740 --> 00:12:59.580

Bob Dunne: Once they get going. You get this. Here you go. Don't

109

00:12:59.640 --> 00:13:01.380

Greg Moody: Yeah. You never want to say that's your first

110

00:13:01.710 --> 00:13:03.060

Bob Dunne: Name. Yeah.

111

00:13:03.360 --> 00:13:13.890

Greg Moody: Yeah. You never want to say that because then, yeah, now if they press me on that which they just never do. I mean, I even hate to have I hesitate to even say this, does it just won't happen.

112

00:13:14.190 --> 00:13:24.090

Greg Moody: But if they ever, oppressed you on this. The real reason is, what, what is the real reason you charge the initial somebody have a reason somebody tell me what's the real reason

113

00:13:26.220 --> 00:13:28.650

Paul Helsdon: covers your marketing budget so they don't have to pay. No, no.

114

00:13:29.130 --> 00:13:30.750

Greg Moody: No, nope, nope, that's not like

115

00:13:31.320 --> 00:13:33.030

Greg Moody: Commitment. Nope.

116

00:13:35.580 --> 00:13:39.210

Greg Moody: How much is the program, how much is the program, a little bit of a trick question.

117

00:13:41.550 --> 00:13:42.540

Greg Moody: How much is the program.

118

00:13:44.790 --> 00:13:48.690

Jack DeSousa: It's the leftover the 12 months. Right, so

119

00:13:48.750 --> 00:13:51.060

Greg Moody: Say say more about that. What that means.

120

00:13:52.020 --> 00:14:01.950

Jack DeSousa: So another words it. Let's say you charge 200 a month 200 times 12 would be 2400 but you really charging 2600 so

121

00:14:02.400 --> 00:14:09.450

Greg Moody: Program. So let me say this a better way. The accent is your program. Paul is not 200 a month.

122

00:14:10.680 --> 00:14:32.220

Greg Moody: Or 49 a week or whatever you're saying your program is 20 $400 plus in in this new case $600 so your program is $3,000. So I asked my staff. A lot of times a trick question. I say how much is our, our classes and if they answer 200 a month or 297 in our case, they get beat up.

123

00:14:33.690 --> 00:14:45.480

Greg Moody: Sometimes, literally, but I'm just joking, kind of, I'm kind of joking about that. But if they say to 97 a month, they're in trouble. That's not what our program is it's like 48 $4,000 for the basic program or whatever that ends up to

124

00:14:46.590 --> 00:14:56.250

Greg Moody: I should know that number. When I say it like this. But, but Paul in your case, the program's 3000 if they do it on day one. It's a, what's that going to be 2600

125

00:14:57.720 --> 00:15:06.990

Greg Moody: Ish. Right. That's how much your program costs. So what's the initial for to get you started. So you take you're taking 200 off the initial

126

00:15:09.000 --> 00:15:10.080

Lux adam: What's important it's just

127

00:15:11.340 --> 00:15:11.820

The initial

128

00:15:13.740 --> 00:15:15.450

Greg Moody: So if somebody press you on that what you

129

00:15:15.510 --> 00:15:22.560

Greg Moody: What you what I would say is it's just to get you started. If you want to pay more. Initially, the your monthly payments to be less

130

00:15:26.070 --> 00:15:27.480

Paul Helsdon: Right. Thanks. Yeah.

131

00:15:27.510 --> 00:15:30.330

Greg Moody: But again, you hardly would ever have to say that. Does that make sense.

132

00:15:30.570 --> 00:15:49.950

Bob Dunne: But that's an important point you just made is. That's how to understand your value. Right. I think master Oliver always says, You want that the every student be valued at 5000 right so if you lose a student, you're not losing that monthly tuition you're losing 5000

133

00:15:51.390 --> 00:15:55.890

Bob Dunne: If you lose an enrollment each enrollments worth x, right, is that correct

134

00:15:56.910 --> 00:16:03.990

Greg Moody: Yeah. Well, the way calculate God is your gross divided the number of new members, you have your average gross DIVIDED BY THE NEW MEMBERS, YOUR AVERAGE should be your

135

00:16:04.050 --> 00:16:11.610

Bob Dunne: Average every new student enrolls is worth 5000 or in whatever your 12 month commitment is

136

00:16:12.720 --> 00:16:17.160

Greg Moody: Your 12 month commitment. Isn't that number, though. But that gives you an idea. Sure.

137

00:16:17.250 --> 00:16:32.580

Greg Moody: Okay. So, but, okay, good. Paul. Does that help, and hopefully that helps everybody everybody should immediately make sure your initial is plenty high. So the first day, they get a big enough amount off.

138

00:16:35.340 --> 00:16:45.240

Greg Moody: And we posted some videos on this actually is one of my old prices like from five or six years ago. So the my initial was only 500 and I've now it's 600

139

00:16:46.170 --> 00:16:55.320

Greg Moody: So it's, it's an old pricing structure, but it's if you look up enrollment conference in the Facebook group. There's a video on how we do the actual price breakdown

140

00:16:55.530 --> 00:17:02.760

Greg Moody: And how we do the sales. So that would be helpful for everybody. If you want to see how we do it. Exactly. Or I can go through it. Now, if anybody wants to role play it.

141

00:17:05.040 --> 00:17:09.060

Greg Moody: Just let us know. But let's let's ask if anybody else has some other questions and Les Paul wants

142

00:17:09.060 --> 00:17:10.050

Sebastian and Chris: To anyone that

143

00:17:10.080 --> 00:17:11.040

Greg Moody: Or anybody else has

144

00:17:12.630 --> 00:17:25.680

Sebastian and Chris: Yeah, I just had a question. Can you like expand what you're talking about on how to calculate that like lifetime student value because I think you are touching on a note there and it was kind of clicked in my head, not

145

00:17:25.800 --> 00:17:26.070

Greg Moody: Thinking

146

00:17:26.100 --> 00:17:30.540

Sebastian and Chris: About students as a monthly price, but as an overall for the length of time that

147

00:17:30.540 --> 00:17:36.750

Greg Moody: They had so. So the way you calculate lifetime student value is you go you take your gross.

148

00:17:37.920 --> 00:17:49.290

Greg Moody: And this is needs to be an average, um, there's a DJ either. So it's your average gross or you take the years gross either number is fine. The year would be the average

149

00:17:50.670 --> 00:17:53.610

Greg Moody: Your average gross divided by

150

00:17:56.700 --> 00:18:02.370

Greg Moody: racer here divided by the number of new members, you get in on the average

151

00:18:04.560 --> 00:18:12.930

Greg Moody: So let's say your gross was an example, let's say your gross was just to use a number. Let's say your gross was 100 hundred thousand

152

00:18:14.310 --> 00:18:24.990

Greg Moody: And you average on a monthly basis 20,000 or 20 new members, rather, so that means your new member your lifetime new member value on the average is 5000

153

00:18:28.020 --> 00:18:40.050

Greg Moody: Okay. Okay, so that doesn't really have to do with your, your, it's your it's your basic membership. It's how many renew and everything else. So that averages is over the lifetime of the member

154

00:18:40.860 --> 00:18:48.420

Greg Moody: That is an approximate number now some numbers are going to join and they quit after three months. Some members are going to stay with you for 25 years

155

00:18:49.410 --> 00:18:57.030

Greg Moody: Okay. Okay, so this is your average new member value that's very important because some of you guys have worked with your on your websites.

156

00:18:57.810 --> 00:19:06.060

Greg Moody: I always asked what this number is, and hardly anybody ever knows, but it's really important because if you know this number. You know how much you can

157

00:19:07.380 --> 00:19:16.830

Greg Moody: How much you can pay to get a new member. So in our business. Generally, you want to have a 10 to one or a 20 to one ROI.

158

00:19:19.590 --> 00:19:24.720

Greg Moody: Right, because every new member we get is almost free if you pay a marketing costs.

159

00:19:24.960 --> 00:19:33.180

Greg Moody: But there's not usually an additional facility expense or instructor expanse, there's not a whole lot of other expenses. You might have to give me a uniform and give us some gear or whatever.

160

00:19:33.450 --> 00:19:44.880

Greg Moody: But, but to get a new member we mostly base it on return on investment attend a percentage return on investment. So to get a 10 to one ROI. In this case, you can spend $500

161

00:19:46.050 --> 00:19:51.120

Greg Moody: To get a new member and to get a 22 on ROI. You could spend $250

162

00:19:53.730 --> 00:19:55.050

Greg Moody: Now I know what I can

163

00:19:55.050 --> 00:20:01.770

Greg Moody: Spend to generate a new member. It's okay to spend a couple hundred bucks or 500 bucks to get a new member, that's fine.

164

00:20:02.400 --> 00:20:12.870

Greg Moody: So, a lot of us are really, really cheap about spending money to get members. But if you look at this calculation you can kind of be more comfortable spending money to get members. That's okay if you get them for free.

165

00:20:13.140 --> 00:20:21.000

Greg Moody: You go to an event and spend 500 bucks for the event you end up getting 30 members from it. Wonderful. That's, that's great. There's no problem with that. But if you

166

00:20:21.960 --> 00:20:33.750

Greg Moody: Did a campaign and maybe you only got you spend 1000 bucks you got three members, is that okay yeah that's okay I'm, you know, be nice to do better, but it's still not necessarily bad. You can you can kind of

167

00:20:35.100 --> 00:20:44.160

Greg Moody: You can justify your membership. Now the other number you should be keeping track of is your gross average divided by your active campaign.

168

00:20:48.780 --> 00:20:51.270

Greg Moody: So let's say that same school 100,000

169

00:20:52.500 --> 00:20:57.720

Greg Moody: Had 200 members. So that's going to be somebody do the math there, what's that equal

170

00:20:59.490 --> 00:21:06.810

Greg Moody: That's about 500 500 right per month. So they're averaging is that right 500 per member per month.

171

00:21:08.310 --> 00:21:12.270

Greg Moody: So that would be pretty healthy, that'd be a pretty healthy school if I'm doing my math right

172

00:21:12.840 --> 00:21:27.420

Greg Moody: Yeah, okay. So they're averaging $500 per member per month. So that means everything they're doing, including you know the renewals in the in the tuition and everything else they're doing for basics and all that stuff adds up to about $500 per member

173

00:21:28.560 --> 00:21:29.130

Greg Moody: So those

174

00:21:29.160 --> 00:21:34.410

Greg Moody: Numbers are really important. This is the number that you use to determine how much you spend on marketing.

175

00:21:35.820 --> 00:21:40.860

Greg Moody: Because that's, you know, if you get one member, you're going to average, about five grand for it.

176

00:21:42.450 --> 00:21:48.870

Greg Moody: And all of you should be able to do this math. So even if you're doing 20,000 a month in your school right now, but you're only bringing in

177

00:21:49.410 --> 00:22:03.960

Greg Moody: Five new members or let's say five new members. What's that add up to. That's like 20 $500 right it's like 20 $500 if I'm doing my math right in my head. So you could still spend a couple hundred bucks 250 bucks to get a new member

178

00:22:05.430 --> 00:22:11.220

Greg Moody: So kind of helps you understand not to be cheap about it or feel comfortable if you spend some money to get a member

179

00:22:12.240 --> 00:22:17.910

Greg Moody: This number is more of what you're doing, day to day in your school. So this is your marketing.

180

00:22:19.530 --> 00:22:29.700

Greg Moody: This is the number of you figure out for marketing and this is the number. Am I doing My Enrollments right, am I doing my closing right in my renewals right. Does that help

181

00:22:30.150 --> 00:22:30.750

Sebastian and Chris: Yes, that

182

00:22:31.500 --> 00:22:33.330

Sebastian and Chris: That clears up a lot for me.

183

00:22:33.660 --> 00:22:34.410

Sebastian and Chris: Okay, perfect.

184

00:22:35.580 --> 00:22:36.240

Greg Moody: Alright, great.

185

00:22:37.590 --> 00:22:44.100

Greg Moody: What other questions do we want to cover, Bob, I don't know. Do we have a specific topic we were supposed to go on are we're kind of open session for today.

186

00:22:46.410 --> 00:22:51.750

Greg Moody: Everybody gets to answer they get all their questions answered today because usually we do specific topics.

187

00:22:52.200 --> 00:22:59.850

Bob Dunne: Yeah, I was muted there so we don't have a specific topic right now master Oliver apologize for not being on today, but

188

00:23:00.300 --> 00:23:09.180

Bob Dunne: Obviously, I mean, important thing is, especially with all of our new members to make sure that you've got the marketing down. So if you guys have questions about results are

189

00:23:10.350 --> 00:23:23.280

Bob Dunne: What you have coming up next month. I'd hope that you guys all have some events planned already, please, please feel free to air them out with Master melody saved or something you can do better on what you have in the works.

190

00:23:23.910 --> 00:23:39.600

Greg Moody: Yeah, look there's no reason for you guys right now on our quick start group that you shouldn't be making a 50 to 100% improvement in your gross and moving into one of our other groups, some of our guys are here. Jeff Jones is here and kicking some butt.

191

00:23:41.130 --> 00:23:50.460

Greg Moody: But he's still here trying to learn some more meaning. I guess that's why you're here right because you want to keep on on bumping up you're bumping up the other numbers that you have right

192

00:23:50.580 --> 00:23:52.140

Jeff Jones: Yes, sir. It's just the basics.

193

00:23:52.530 --> 00:23:53.100

Jeff Jones: Yeah, we do.

194

00:23:53.550 --> 00:23:59.970

Greg Moody: Ask you to come to the meeting. So, so he's still training on being on getting better. What, what's your gross increase since you've been with us.

195

00:24:00.930 --> 00:24:06.000

Jeff Jones: A 2018 we were at 300 and we were over 500 for 2019

196

00:24:06.450 --> 00:24:08.040

Greg Moody: For dollars per member per month.

197

00:24:08.490 --> 00:24:10.410

Jeff Jones: I'm sorry gross 300

198

00:24:11.100 --> 00:24:12.360

Greg Moody: That's number of students right

199

00:24:12.390 --> 00:24:14.040

Jeff Jones: So you went from three mL. We went from

200

00:24:14.100 --> 00:24:19.860

Jeff Jones: 300 we we increased our from 2018 to 2019 over $200,000

201

00:24:20.400 --> 00:24:27.420

Greg Moody: Okay, so a couple hundred grand and most of that's going to be in your pocket. Right. I mean, it's not like the expenses went up a whole lot

202

00:24:27.600 --> 00:24:28.860

Jeff Jones: Correct. Yes, sir. Yeah.

203

00:24:28.890 --> 00:24:35.730

Greg Moody: Yeah, so, and you know I say that it. Thanks, Jeff. I say that so that you guys get an idea of what can happen.

204

00:24:36.240 --> 00:24:43.110

Greg Moody: In mostly. It's about taking action on some of the stuff today today can be on what kind of things you need to do to take some action on

205

00:24:43.440 --> 00:24:51.480

Greg Moody: It's, it's mostly going to be about from this week to next week when you have the next meeting. What can I make you know if you do three things.

206

00:24:52.170 --> 00:24:57.690

Greg Moody: Not 20 things because sometimes we get overwhelmed with that or maybe two things. What are the two things that you need to do.

207

00:24:57.930 --> 00:25:11.130

Greg Moody: Mostly that should be marketing, you know, one major marketing thing or a couple major marketing things and then something in your school to try to get this dollars per person up which can be you're improving your close rate and or

208

00:25:12.630 --> 00:25:20.460

Greg Moody: Or, you know, whatever else you seem to think is week then maybe week so anyway. What other questions you have the kind of meets those know that will help you

209

00:25:22.440 --> 00:25:23.070

Greg Moody: Yes, sir.

210

00:25:23.730 --> 00:25:32.910

Greg Moody: Yes, little guys are asking questions that are in our heart a little program, but it's okay but everybody else, write down a question or two, so we can make sure we cover your stuff. Go ahead, jack

211

00:25:33.660 --> 00:25:53.370

Jack DeSousa: Yes, sir. Could you talk more about free birthday parties, so like when a student enrolls I think part of your what your group does is give out a, I think a free birthday party in a paid birthday party like that. No, there's offers between both but

212

00:25:53.790 --> 00:26:02.160

Greg Moody: There's no real difference with free or paid birthday parties. We get when somebody enrolls will, in fact, we just got one the other day I was talking to ask for sambora that

213

00:26:03.150 --> 00:26:12.930

Greg Moody: We charge 299 bucks for a birthday party. Okay. Nobody ever really pays that because we we basically will not face. I don't know why say the word basically

214

00:26:13.290 --> 00:26:22.980

Greg Moody: We will run specials all the time to get people into birthday parties. So the way to think about doing birthday parties forget for a second, whether you're going to do birthday parties and we can come back to them.

215

00:26:23.580 --> 00:26:30.330

Greg Moody: But the job number one about doing birthday parties is getting acquiring birthday parties and our target is to do to a month.

216

00:26:31.230 --> 00:26:40.080

Greg Moody: So if you're going to do to a month. How do you do to a month. Well, you need to fill them up with with people that are going to, you know, have birthdays that one so

217

00:26:41.100 --> 00:26:51.510

Greg Moody: Our first layer of doing birthday parties is when people enroll. We love doing birthday parties for white box because all of their friends are

218

00:26:52.830 --> 00:27:06.210

Greg Moody: All their friends are non karate people right we love non karate people. So what we love karate people too, but we like karate people for this kind of reason right and

219

00:27:06.720 --> 00:27:15.900

Greg Moody: We so when we enroll them in our policies and procedures. Again, something you guys can download from the Facebook group. Yeah, to look that up policies and procedures and use that in your intro process.

220

00:27:17.340 --> 00:27:30.600

Greg Moody: We it reminds the staff to ask them if they want a birthday party, and we say very simply jacket, super easy and it says all the policies and procedures, by the way, if you schedule a birthday party. Today we give you one for free.

221

00:27:32.760 --> 00:27:43.800

Greg Moody: I'm writing right write that down. That's all you have to do is your schedule your birthday party. Today, you get one for free. We already know their birthday party or their birthday, because they they filled it out when they walked in.

222

00:27:44.130 --> 00:27:47.760

Greg Moody: Right on their information sheet. So we know when's your birthday jack

223

00:27:48.570 --> 00:27:51.960

Greg Moody: June 18 of June at four days before by

224

00:27:52.290 --> 00:28:00.480

Greg Moody: So so great June 18 so June 18 you know if you came in and enrolled and you were a kid or your mom and Soulja we'd say

225

00:28:01.740 --> 00:28:04.140

Greg Moody: Okay, you know, if you, if

226

00:28:05.250 --> 00:28:17.130

Greg Moody: If you want to if you want to get set up for his birthday party. It's free. If you get if you get scheduled for that today, it's going to be June 18. How's that sound. We can do it on the 21st or we can do it on the 14th, because those are the Saturdays.

227

00:28:18.780 --> 00:28:30.240

Greg Moody: You know, we'd have the calendar sit right there and and your mom would say, okay, and we'd say, great, and then we write it in the on the sheet right there and then that's it.

228

00:28:31.020 --> 00:28:43.710

Greg Moody: And the next time you came to class. We probably, you know, we make sure we confirm it. That's it. That's it. It's that easy, it's like not a big deal. Now when it got closer we we do some more stuff to make sure that you invited everybody and whatever.

229

00:28:44.130 --> 00:28:47.190

Jack DeSousa: Okay, you send them reminders or you do something that

230

00:28:47.550 --> 00:28:56.040

Greg Moody: We just put in our calendar, like two months out or three months out to pester them about it because in that scenario. It could be a year out

231

00:28:56.550 --> 00:29:09.570

Greg Moody: Yes, sir. They might have just had their birthday last week. Typically, we don't get those books for new people unless they're in pending like June is a bad example, they probably won't actually agree to that.

232

00:29:10.650 --> 00:29:16.320

Greg Moody: Right, because now I'm not thinking about June. So most of the new people. We only get them to book their birthday parties.

233

00:29:16.920 --> 00:29:32.160

Greg Moody: Except to unusual circumstance. If it's within the next three months. So that's job one that's a strategy. One strategy to is we post it that we do birthday parties that doesn't work, that great strategy three which is the best one is we call everybody

234

00:29:33.480 --> 00:29:38.910

Greg Moody: That has a birthday next month, the month after and the month after

235

00:29:40.080 --> 00:29:50.130

Greg Moody: So if you have 200 students, the average number of people 200 divided by 12 it's going or let's say it. Let's make it easy if you had 240 students, the average number of people would be 20

236

00:29:52.050 --> 00:30:05.700

Greg Moody: So some of those aren't kids. So let's say you had, I don't know 15 so 15 people. I gotta call 15 people for is February. So I got a call 15 march people at the beginning of February 15

237

00:30:06.600 --> 00:30:15.210

Greg Moody: What comes after April people and then 15 may people. So I got a 45 people so I keep doing that until I get to birthday parties, a month scheduled

238

00:30:15.960 --> 00:30:25.620

Greg Moody: And then the beginning of March I call everybody again until I get to birthday parties, a month, I get to scheduled for that month I stopped calling that once birthday parties, unless I want to schedule more

239

00:30:26.940 --> 00:30:38.760

Greg Moody: Are our target is to so we just scheduled to now those guys when we call them back to free will give them the birthday party. We're saying, hey, we're doing a special on the birthday party. If you want to do it on this date or this date for 99 bucks.

240

00:30:40.980 --> 00:30:43.740

Jack DeSousa: Can you say that again, sort of on that one. Yeah.

241

00:30:44.340 --> 00:30:57.510

Greg Moody: So outbound call them for birthday parties will say we got a special this month for birthday parties. If you want to do your birthday party, and all your birthday parties, the 15th. If you want to do it on the 10th through the 17th of May.

242

00:30:59.040 --> 00:31:00.510

Greg Moody: Will do it for 99 bucks.

243

00:31:01.590 --> 00:31:05.010

Greg Moody: And they go, oh really, oh yeah okay and then that's it.

244

00:31:06.360 --> 00:31:11.490

Jack DeSousa: Okay, now you do that because it's maybe an inconvenient date for them or maybe

245

00:31:12.150 --> 00:31:18.060

Greg Moody: No. Nobody wants a comedian date for them if their birthdays on 15th and it's Wednesday. They want to do it on the Saturday before

246

00:31:19.050 --> 00:31:20.640

Jack DeSousa: Oh, gotcha. Okay. Yeah.

247

00:31:20.940 --> 00:31:22.950

Greg Moody: Nobody wants to do the birthday party on Wednesday.

248

00:31:23.040 --> 00:31:24.180

Jack DeSousa: No, no, sir. No, I know.

249

00:31:24.540 --> 00:31:34.890

Greg Moody: So we reschedule them for what it will schedule it for a comedian day for us, like if we got a testing that day, we won't do it on that day. Well, maybe we will just depends. I mean, if

250

00:31:35.370 --> 00:31:45.450

Greg Moody: If it's not convenient for us, or we've already got if we've already got a birthday party will double up the birthday parties to. So if we've got a birthday party and you want one on the 15th and somebody else wants one on the 15th will do them together.

251

00:31:46.770 --> 00:31:49.980

Jack DeSousa: Are you are you all do one at one o'clock at 123 o'clock. You'll don't

252

00:31:50.460 --> 00:31:53.760

Greg Moody: Might but we might as well do them together to we're really booked.

253

00:31:54.420 --> 00:31:55.170

Jack DeSousa: Wow, okay.

254

00:31:55.230 --> 00:31:59.040

Greg Moody: We'll just tell the second person. We have another one that time. Is that OK with you and we'll tell the other person.

255

00:32:00.360 --> 00:32:04.650

Greg Moody: Most of time, they'll say fine because it's more fun. We'll just tell them it's more fun if there's more kids, they're

256

00:32:06.180 --> 00:32:08.070

Greg Moody: Great. And mostly they don't care.

257

00:32:09.390 --> 00:32:16.290

Greg Moody: Now. Would anybody like to have me go over how to do birthday parties, so that you actually get members from them.

258

00:32:17.520 --> 00:32:17.880

Greg Moody: Guess.

259

00:32:18.960 --> 00:32:19.170

Jack DeSousa: What

260

00:32:19.710 --> 00:32:29.190

Greg Moody: We're thumbs up, give me thumbs up. I'm looking at the gallery view. Thumbs up for that. Okay, so let's let's go through how to do. Now there's a PowerPoint on this. So, I will. I'll spend about five minutes on this.

261

00:32:29.850 --> 00:32:36.900

Greg Moody: Five or 10 minutes and then please ask some questions on this because there there's grave detail in the powerful

262

00:32:38.250 --> 00:32:50.190

Greg Moody: And and i their scripts and everything. So, so do in birthday parties. First of all, we've covered the first problem which problem number one is getting birthday parties. So getting them I we covered that.

263

00:32:50.460 --> 00:33:03.270

Greg Moody: And that's in the PowerPoint and their scripts on how to do the calls and everything else. So the next part of doing birthday party. So you've got a birthday party. And the next thing you do is you do the procedure sheet.

264

00:33:05.250 --> 00:33:15.510

Greg Moody: And you can look this up. It's a essentially a little checklist or contract between you and the parent. And what this is, is it covers a lot of sins. So it says stuff like

265

00:33:15.840 --> 00:33:23.040

Greg Moody: It's, it's going to be taught at this date at this time by this instructor, but maybe not that instructor. If he's not available so that way if

266

00:33:23.580 --> 00:33:29.190

Greg Moody: I don't show up for the. I'm not going to do parties, but if I didn't show up for the party. They can't yell at us because so and so didn't show up.

267

00:33:29.730 --> 00:33:37.860

Greg Moody: And it says that date that time because we've had one in a blue moon, where the pair didn't think it was this time and the instructor thought it was this time and they didn't communicate

268

00:33:38.130 --> 00:33:46.170

Greg Moody: And the last thing you ever want to do is screw up a kid's birthday party. So we go through this. But the other thing that's on here guys, you have to use this procedure sheet.

269

00:33:46.440 --> 00:33:57.780

Greg Moody: Because the other thing that's on here, it says on the sheet everybody at the party is going to get a gift from Johnny the birthday boy have two weeks of free lessons and a uniform

270

00:34:00.510 --> 00:34:05.760

Greg Moody: So it says that on the procedure sheet we tell them up front that when they booked a party.

271

00:34:06.600 --> 00:34:19.680

Greg Moody: If it's an intro. We do it later, right, because that can be six months later, but when they booked a party. We're going to, and we see them face to face. They're going to check this off that they're agreeing that we're going to basically market to everybody.

272

00:34:20.730 --> 00:34:24.240

Greg Moody: Everybody agrees to this, by the way. And if they don't agree to it.

273

00:34:25.530 --> 00:34:31.170

Greg Moody: We say, well, that's part of our process for doing the party so we won't. We don't do the party unless they redo it.

274

00:34:32.790 --> 00:34:34.410

Greg Moody: But everybody agrees to it. So it's not a big deal.

275

00:34:35.100 --> 00:34:40.830

Greg Moody: Then there's a couple other things in that procedure sheet that it will make sure they do the other thing that it does is it tells them.

276

00:34:41.040 --> 00:34:55.740

Greg Moody: That they have to deliver the guess roster to us of the name, phone, email and address for every, every person that's coming to the birthday party 72 hours in advance or two weeks in advance if they want us to send invitations for them, which we will do for free.

277

00:34:58.560 --> 00:35:03.780

Greg Moody: So this is your preparation for the party. Number two is we do a pre call

278

00:35:06.030 --> 00:35:13.800

Greg Moody: And in this time we ask for the appointment. The pre calls a very nice call. It's very soft and it says, Hey, you know, looking forward to the party.

279

00:35:14.880 --> 00:35:31.680

Greg Moody: And this is called all the kids not the birthday. Mom, but all the not the kids actually but all the parents of the birthday inbox invitees. Okay. And at that time, we asked them for an appointment. The biggest error that people make and birthday parties is they don't ask for the appointment.

280

00:35:33.000 --> 00:35:38.640

Greg Moody: They do a birthday party in the stupidest there's one guy in the industry that somehow getting a lot of traffic.

281

00:35:39.060 --> 00:35:45.090

Greg Moody: And he's a moron because he says, I know he's more. I hate this guy because he says this, he tries to tell people to do birthday parties.

282

00:35:45.300 --> 00:35:51.270

Greg Moody: And he says, well, you don't want to, you want to do a birthday party, but you just want to hand out passes, because you don't want to pressure anybody

283

00:35:51.570 --> 00:36:05.970

Greg Moody: stupidest thing in the universe, you would that's idiotic. You're never going to get anybody from birthday parties ever if you just can't outpasses so we, you have to do these asked, you have to ask for appointments

284

00:36:06.390 --> 00:36:15.390

Greg Moody: So with the pre call we asked very softly for appointed scripts in the powerful. So we asked, and then number three, we do a check in.

285

00:36:17.670 --> 00:36:28.440

Greg Moody: At the pre call there's another important point at the pre call we made sure the parent of the birthday kid not the birthday kid the participant knows that they need to come in and check their kid.

286

00:36:29.700 --> 00:36:42.450

Greg Moody: They need to personally come in and check their kid in that prevents you from having a situation where the birthday mom brings all the kids in a bus or the parent just drops her kid off in front of the school in the parking lot. What's the kid come in.

287

00:36:43.590 --> 00:36:46.050

Greg Moody: Store for safety and liability purposes. You got it.

288

00:36:47.700 --> 00:36:49.320

Greg Moody: And nobody ever has a problem with that.

289

00:36:51.000 --> 00:36:54.330

Greg Moody: We got some background noise there, Bob, I'm so

290

00:36:55.530 --> 00:37:02.700

Greg Moody: So that's the pre call in the check in. We asked again. And it's very easy ask it, we asked for the appointment.

291

00:37:03.930 --> 00:37:07.380

Greg Moody: It's now is a gift from building the birthday boy.

292

00:37:08.610 --> 00:37:12.090

Greg Moody: Everybody gets two weeks of free two weeks free classes on the uniform

293

00:37:13.110 --> 00:37:16.710

Greg Moody: Most of the parents are setting up their time Monday at five or seven which one's best for you.

294

00:37:18.060 --> 00:37:29.160

Greg Moody: And if they say, Oh, I gotta check my calendar, use the same process that we use for events. No problem. We can pencil and a time, blah, blah, blah. So follow our events script for that exactly the same script.

295

00:37:30.210 --> 00:37:32.820

Greg Moody: Number four, when they're doing cake.

296

00:37:34.320 --> 00:37:42.210

Greg Moody: Usually this is like your program director your counter person that asks, at this point, okay, when they're doing cake. We ask again.

297

00:37:43.080 --> 00:37:54.630

Greg Moody: And this is the instructor. He just walks around the clipboard with whoever when they do the part that they're going to do the party, which is an instructor class and I'll come back to that in a second. Then they do the cake.

298

00:37:56.580 --> 00:38:05.040

Greg Moody: And when they do the cake. The instructor walk around just confirming all the appointments, usually about 50% of people will do an appointment at chatter

299

00:38:05.460 --> 00:38:13.260

Greg Moody: So half the people of the parents that stay or will confirm the appointment. There's going to be some parents that stay that didn't confirm an appointment.

300

00:38:13.530 --> 00:38:22.620

Greg Moody: And then we're going to ask them for an appointment, then. Oh, you didn't set an appointment. When did you want to come in and use the two weeks in a free uniform. We can do that Monday at five or seven which one's better for you.

301

00:38:25.470 --> 00:38:32.190

Greg Moody: And you'll usually get some more people setting appointments, then. And number five, we asked at checkout.

302

00:38:34.050 --> 00:38:36.930

Greg Moody: Now, a couple things happened at checkout. We give them their goodie bags.

303

00:38:39.780 --> 00:38:41.160

Greg Moody: It's American tradition.

304

00:38:41.820 --> 00:38:52.530

Greg Moody: That at the end. I don't know. For dervish if this works for you, but it's American tradition that kids get goodie bags at the end of a birthday party. We don't give them these goody bags, we don't provide any of that stuff. But the parents always have goodie bags.

305

00:38:53.280 --> 00:39:01.890

Greg Moody: Right, the parents have goodie bags and we'll put will put a pass into we will give them passes, but that's not our priority. We'll put our passes and things in the goodie bags.

306

00:39:02.190 --> 00:39:09.000

Greg Moody: And then we'll give the goodie bags out as a as a benefit to the parents will say, hey, will take care of your goody bags at the end of the

307

00:39:09.210 --> 00:39:16.380

Greg Moody: At the end of the birthday party. So you guys don't have to worry about it. So when they check out. You don't have to clean anything up. And then we can just hand it to them.

308

00:39:16.770 --> 00:39:25.140

Greg Moody: So it, check out the kids get through goodie bags and the parents, check them out for safety and liability purposes, and then we ask again for the appointment.

309

00:39:27.150 --> 00:39:36.810

Greg Moody: And number six at the we do a post call and this is for anybody who didn't set an appointment and we asked again. Now some people might say,

310

00:39:37.410 --> 00:39:43.470

Greg Moody: Well, that's a lot of times, asked, doesn't that irritate people. Well, the answer is no because number one.

311

00:39:44.130 --> 00:39:49.080

Greg Moody: The people that set the appointment. All we're doing is confirming the appointment later we're not bothering them anymore.

312

00:39:49.470 --> 00:39:59.580

Greg Moody: Number two, the people that ask or they didn't set the appointment, rather, we're going to say at check in. If they say no, we're going to check her calendar. Usually it's something like that, say,

313

00:39:59.940 --> 00:40:09.990

Greg Moody: First, we try to pencil them in the second is will say, no problem. When we check out we'll, we'll figure out a time and they usually will they'll say, okay,

314

00:40:11.190 --> 00:40:18.540

Greg Moody: So we already told him at the check in, when they said, know that they don't want to set an appointment, it's usually not know we hate you.

315

00:40:19.050 --> 00:40:34.020

Greg Moody: It's usually no I don't have my calendar or no, I don't have a way to do that right now. Then we say no when we checked, we check out we'll check in with you again and you can set the time then and then they say, Okay, so we're not being rude, because they already agreed that we would

316

00:40:35.220 --> 00:40:36.360

Greg Moody: You know, set the time that

317

00:40:38.430 --> 00:40:44.370

Greg Moody: I mean, if somebody said, no, we don't want to do it and we hate you. Yeah. We won't ask them again probably

318

00:40:46.080 --> 00:40:57.240

Greg Moody: So if you see this. This is really not severe. I know it seems either five here and you might, but you got to do that. And it's really simple. It's really not. It's very straightforward.

319

00:40:57.570 --> 00:41:03.390

Greg Moody: Now by the way this goes for any event if we do a bullying prevention event and we invite the entire community of the world.

320

00:41:03.690 --> 00:41:13.680

Greg Moody: Everything's the same except because we don't always have their information ahead, we can only do these things. We can't do the pre call because we don't have the information. If it's a

321

00:41:14.430 --> 00:41:24.330

Greg Moody: Open House an open house. We don't have their information ahead. So we sometimes can't do the pre call every event you do works exactly the same way. Well, some don't have cake.

322

00:41:25.770 --> 00:41:37.860

Greg Moody: Right. So sometimes you don't have an opportunity in the middle. Now, let me talk really quickly about the class. Any questions about this. I can't see everybody in gallery mode. So please speak up if you got some questions just speak up. Don't

323

00:41:38.700 --> 00:41:38.940

Greg Moody: Say,

324

00:41:39.270 --> 00:41:46.290

Jack DeSousa: Go ahead, real quick question. So on the pre call when you're asking for the appointment, you just say to him.

325

00:41:47.340 --> 00:41:56.220

Jack DeSousa: You know, I'm just confirming that you're coming to the party. And by the way, your son will get a gift of two weeks free and a uniform

326

00:41:57.720 --> 00:42:02.190

Jack DeSousa: You know, how do you ask you to ask it the same way, like what it is.

327

00:42:02.520 --> 00:42:08.040

Greg Moody: Yeah. The script is in the PowerPoint. It's a little confusing. I won't say it exactly right here so I'll refer you to that but

328

00:42:08.280 --> 00:42:12.450

Greg Moody: Essentially, is this. Hey, this is great movie with the with karate but martial arts and karate for kids.

329

00:42:12.720 --> 00:42:21.240

Greg Moody: Work we're letting you know that we're looking forward to having Johnny abilities birthday party on Saturday at two o'clock. Want to make sure you had directions and they'll tell us yes or no.

330

00:42:21.450 --> 00:42:25.860

Greg Moody: No matter what they say will say, Yes, that's right. We're on the we're still going to give them directions, no matter what.

331

00:42:26.490 --> 00:42:37.860

Greg Moody: And we're going to hit email. Did you get our email that gave you a map a link to our map and they'll say yes or no and then we're going to make sure they got the email if we're going to confirm the email address. Great.

332

00:42:38.250 --> 00:42:46.110

Greg Moody: And we might even have to confirm information. So that's in our script to because maybe we didn't get complete address information from the mom, we may have only gotten the phone number.

333

00:42:46.710 --> 00:42:50.880

Greg Moody: So we'll do that. And then we'll say, by the way, as a gift from Johnny

334

00:42:51.720 --> 00:43:04.260

Greg Moody: Whatever the birthday kid was I remember what I just said was a gift from Johnny Billy gets two weeks or free martial arts martial arts in a free uniform. Now, remember to get from john right. It's not us pitching him to get from Johnny

335

00:43:05.820 --> 00:43:16.170

Greg Moody: Most of the parents are setting their time for the first lesson Monday at five or seven which one's best for you and they say, oh, a lot. This one you only get about 10% I'm just prepping them for the escalator.

336

00:43:17.430 --> 00:43:32.160

Greg Moody: Okay. They might say, you know, I don't know. We're not sure we don't you know whatever whatever they say, there we go. Okay, no problem. When you come in on Saturday. We'll figure out a time for you to schedule it and they say, okay,

337

00:43:34.440 --> 00:43:44.520

Greg Moody: So we push that one real hard. We just say we just say we tell them, because now they agreed that when they come in. We're going to schedule the time

338

00:43:46.950 --> 00:43:57.570

Greg Moody: See what how that works. And then the last thing is the important one to we say now for safety and liability purposes, make sure that you come in with Johnny so that you can check them in

339

00:43:58.260 --> 00:44:03.510

Greg Moody: Because we have to make sure that all of their, their parent or guardian checks, a man. Okay. Okay, great.

340

00:44:03.840 --> 00:44:16.470

Greg Moody: We'll look forward to seeing you. Whatever. Now there's a there's a voicemail script also that goes along with that, which essentially says the same thing. And obviously in the voicemail script. We can't ask them, so we just let them know all that information.

341

00:44:17.910 --> 00:44:18.180

Jack DeSousa: What

342

00:44:18.630 --> 00:44:27.000

Greg Moody: In reality, in today's day and age 80 90% of these are voicemails so you won't you won't really get this asked in 18 90% but you're prepping for that.

343

00:44:28.950 --> 00:44:41.340

Jack DeSousa: What if they said while he's carpooling when you know in a big minivan and they're gonna because they sort of do said, Well, you could that day, you have to come in for safety and liability or

344

00:44:41.520 --> 00:44:50.400

Greg Moody: Low. So there's a couple options we have Mr. Mr de su. So what you can do is you can come in earlier and fill out some paperwork for us so that you can check them in

345

00:44:51.090 --> 00:44:57.480

Greg Moody: Or you can come in with them that day we'd rather you come in with them that day. So you get to see the class and get to see how good he does.

346

00:44:58.470 --> 00:45:06.240

Greg Moody: He's actually going to get to break a board that day, a martial arts board that day. So we'd love for you to be able to see it at least when he come at the end.

347

00:45:08.850 --> 00:45:09.990

Excellent. Thank you, sir.

348

00:45:12.960 --> 00:45:19.710

Greg Moody: Okay, take a screenshot of this. If you guys want her it's going go it's going to be gone. And five, four,

349

00:45:19.740 --> 00:45:31.860

Bob Dunne: Recording will be on promoting the recording will be up and maybe I'm just for the heck of it and explain when they actually get the gift. The uniform and how that actually all ties into that now.

350

00:45:32.190 --> 00:45:34.470

Greg Moody: Let me talk about the class next and I can explain that.

351

00:45:34.650 --> 00:45:34.920

Bob Dunne: Okay.

352

00:45:35.010 --> 00:45:48.600

Greg Moody: So the classes important. So when we talk about the class when you do a birthday party, by the way guys if you, if you, if you're thinking in your mind. I never ever want to do birthday parties. This applies again any event, the class itself. This is important.

353

00:45:50.010 --> 00:45:56.640

Greg Moody: The class is all the way I do it. It's all surrounded around the board aboard break it's number one.

354

00:45:58.170 --> 00:45:59.190

Greg Moody: It's disciplined.

355

00:46:02.430 --> 00:46:14.520

Greg Moody: I never ever teach any class ever that's not 100% discipline. I wish I had met white here, I just did. We just did the seminar for him. I went to a school, he did 63,006 hours at his school on and

356

00:46:15.030 --> 00:46:16.980

Greg Moody: His students are very disciplined, but if I brought

357

00:46:17.400 --> 00:46:28.050

Greg Moody: 50 students in 100 students in and they never had any martial arts experience before I did one birthday party with 100 kids at one time once because there were three parents. They got all their kids together and they brought like everybody in their school

358

00:46:29.640 --> 00:46:40.080

Greg Moody: It's 100% discipline. So never teach a class with the assumption. These guys don't know my rule. So they're going to be goofy. Ah, they're all perfect

359

00:46:40.320 --> 00:46:50.550

Greg Moody: I expect 100% discount so I do not goof around with these guys. So that's number one. But as far as the class goes we break it into three segments. Number one is the class.

360

00:46:51.390 --> 00:47:06.630

Greg Moody: And they do do a few fun activities will do dodgeball maybe a little bit here and we'll do like a Simon Says activity here, but most of the classes about preparing them. They don't break a board, but they get prepared with the technique to break a board and then this is cake.

361

00:47:08.550 --> 00:47:10.230

Greg Moody: And then at the end is the board break

362

00:47:11.940 --> 00:47:14.730

Greg Moody: Now if you don't do board breaks in your school big is something else.

363

00:47:16.110 --> 00:47:22.260

Greg Moody: Because what I want in this space here is I want the parents that left their kid and left and came back.

364

00:47:22.560 --> 00:47:30.420

Greg Moody: To see the board break I want the kid the parent to see them discipline and I want them to say yes sir or. Yes, ma'am. And I want them to break a board.

365

00:47:30.750 --> 00:47:42.390

Greg Moody: If the parent isn't back yet because they went to the shopping, you know, shopping and they haven't come back yet. I want the I will not let the kid break the board, yet the parent has to be there because the parents got to take a picture of the kid breaking the board.

366

00:47:44.190 --> 00:47:54.060

Greg Moody: So everybody everybody's got to have their picture taken by the parent everybody's got a camera and their phone now in it for some crazy reason they don't have that happen at that seminar.

367

00:47:54.330 --> 00:48:02.160

Greg Moody: The other day, there were like two parents didn't have their phone with a camera. I don't know how that happens at 2020. But anyway, it happened and

368

00:48:02.550 --> 00:48:06.510

Greg Moody: If some parents did and then I'll take my own picture and then I'll email it to them, which is fine.

369

00:48:07.290 --> 00:48:13.380

Greg Moody: But, but they have to take a picture of the board. Right. So what that does is if anybody doesn't set an appointment.

370

00:48:13.800 --> 00:48:29.220

Greg Moody: You can set an appointment. But if regardless of that they're seeing your class in the right context. If you don't do that, then what they're doing is they come in at the beginning. They don't see any martial arts and they're seeing chaos, because there's cake and craziness.

371

00:48:31.170 --> 00:48:40.890

Greg Moody: So never teach the class like the classes in the middle and case at the end parents get to pick them up when there's a bunch of craziness happening. You always want to do it this way.

372

00:48:41.610 --> 00:48:52.500

Greg Moody: So that there's something Marshall at the end. And if you guys don't do board breaks do something else. But this is the part where the parents got to see them. And there's a photo with the parent. So getting back to. But any questions on this.

373

00:48:54.480 --> 00:48:57.480

Sebastian and Chris: Yeah, Master moody. I have a couple of questions on that.

374

00:48:57.780 --> 00:48:59.070

Sebastian and Chris: Please guess

375

00:49:01.230 --> 00:49:10.770

Sebastian and Chris: Yeah, I've done a couple birthday parties and hadn't seen this structure before, just a couple of like technical questions. How long are you doing this. Is this an hour there.

376

00:49:11.280 --> 00:49:18.270

Greg Moody: So, so, good question. So let's say it's two o'clock when we start this will be about 215. This is about three o'clock.

377

00:49:20.190 --> 00:49:26.520

Greg Moody: For 45 minutes and we're teaching them how to scan, how to sit, how to get lit, you know, we call it listening position on one knee.

378

00:49:27.180 --> 00:49:38.670

Greg Moody: We teach them all that we teach them a couple stances they learned we do upon he'll strikes. We call it this. When they're hitting with him. We don't even for some of you guys the fingers are like this. We keep your hands open. So it's like super, super easy.

379

00:49:39.090 --> 00:49:43.830

Greg Moody: If any karate kids are there and they're black belts don't matter. They're still learning the same thing. And there's no difference.

380

00:49:44.160 --> 00:49:55.800

Greg Moody: I'm the kid the birthday, kid. If they're even if they're a white belt are kind of helping lead it. And then in the middle will put two fun activities and they're super easy. But the kind of the beginning and the end are going to be Marshall.

381

00:49:57.120 --> 00:50:05.130

Greg Moody: And jujitsu school they do rolling things I recommend stuff that is super, super easy for people like is a no brainer. Super easy.

382

00:50:05.910 --> 00:50:11.010

Greg Moody: And then so 3045 minutes and then the cake 20 to 30

383

00:50:11.580 --> 00:50:20.880

Greg Moody: I recommend presidents are never ever opened. They just go into a sack parents will love you for this, by the way, because that's just mind numbingly boring.

384

00:50:21.270 --> 00:50:26.790

Greg Moody: Because the only ones that care about it or the kid that opens a presence. The birthday kid and the one that's getting his person open

385

00:50:27.030 --> 00:50:39.690

Greg Moody: And all the other kids are totally bored, while the other kids President gets open. So it's the pair, you know, tell them, put the person in a sack and open on the home send thank you cards later so 20 to 34 cake at the most.

386

00:50:40.950 --> 00:50:54.120

Greg Moody: And then the board great thing. This is only like 1015 minutes. So this is going to be 330 at the latest, and then this is going to be maybe 345 at the latest, so two to 345 and you're done. And out of there.

387

00:50:55.410 --> 00:51:00.810

Greg Moody: Now, the other thing I'll say just a really complete about this didn't intend for this to be a birthday party toner.

388

00:51:01.830 --> 00:51:13.590

Greg Moody: To be really complete about this. We don't supply cake. We don't supply pizza. We don't supply plates. We don't supply table gloss we supply the instructor. We have chairs and

389

00:51:15.780 --> 00:51:22.590

Greg Moody: I don't want to put up with any of that crap. So our website, there's lots of options. And when they ask us about they they can get

390

00:51:22.950 --> 00:51:29.700

Greg Moody: All kinds of prizes and all that stuff. And when they call us what we send it says this many people in this many people in this many people that's for

391

00:51:30.060 --> 00:51:38.190

Greg Moody: That's for newbies from then on our students, you're not going to get that that's designed to get lead traffic on your website. If you're doing your website right

392

00:51:38.580 --> 00:51:44.520

Greg Moody: But if they call and want that stuff. What we'll do is we'll say, you know, you can do that, but we have a special for 99 bucks.

393

00:51:44.730 --> 00:51:50.400

Greg Moody: You can bring your own cake because then you're going to do the kind of cake you want and we kind of talked him into doing it the way we wanted to do it.

394

00:51:51.180 --> 00:51:57.690

Greg Moody: Right, so we kind of then sell them. The $99 one with unlimited kids because we really want unlimited kids right

395

00:51:58.140 --> 00:52:13.980

Greg Moody: You don't want to sell a birthday party with 10 kids or this and then they pay more for more kids and they pay more for more kids that stupid because our purposes, more members. Everybody got that like it's it's idiotic to do you know a certain limit to the number of kids.

396

00:52:15.120 --> 00:52:19.710

Greg Moody: I used to do that in it like I was dumb. You know I want 100 years

397

00:52:20.460 --> 00:52:21.630

Sebastian and Chris: Ago masterminding so

398

00:52:22.560 --> 00:52:23.100

Greg Moody: There we go.

399

00:52:23.250 --> 00:52:30.240

Greg Moody: It's okay to say dumb things because I used to do all the dumb things look man nobody screwed up more things and done more stupid things than me.

400

00:52:31.020 --> 00:52:41.730

Greg Moody: Will leave me whatever dumplings anybody on this call is done. I have done the dumb things. So if I say it's dumb. I'm telling myself I was dumb. At one point, I'm just hopefully not as dumb anymore.

401

00:52:42.030 --> 00:52:50.490

Greg Moody: So every questions about the way the party would be structured if you do this, the idea is they should leave with a belt on with their name on it.

402

00:52:50.790 --> 00:52:58.860

Greg Moody: They're saying, Yes, sir. And yes, ma'am, in the paragraph to see a really cool board right at the end. And you've got 90 95% of them to set appointments. That's your outcome.

403

00:52:59.790 --> 00:53:01.410

Bob Dunne: And they don't charge for the board, but

404

00:53:03.750 --> 00:53:05.070

Bob Dunne: I know some people that are

405

00:53:05.100 --> 00:53:11.190

Greg Moody: No, no, no, no, that's just a crazy story. Yeah. That's a crazy story where they yeah they pay extra for board rates. No, no, no, no.

406

00:53:11.400 --> 00:53:21.360

Greg Moody: No, the board. We just use the plastic very breakable boards for the board break. In this case, if you've got some woodwards floating around. That's fine. We make it so we can do one of these parties. If you book the party.

407

00:53:21.780 --> 00:53:31.230

Greg Moody: You know, last minute, we can still do the party. So we don't have any supplies required. I just don't want it to be a limiting factor that their supplies needed

408

00:53:31.950 --> 00:53:37.320

Greg Moody: So if there's cake and supplies. You know what you're going to do if you do cake. You're going to spell the blog on kids name wrong.

409

00:53:37.680 --> 00:53:44.520

Greg Moody: Or you're going to get the wrong flavor cake or you're going to do something stupid or you order the pizza. The pizza doesn't come until late and then

410

00:53:44.790 --> 00:54:02.520

Greg Moody: Oh my god you know you. I just run the pizza cake business right but that's the way I do it. I'm okay going on the on the chart gone. Okay. Questions on now we're back to Bob's question about how you implement the two weeks in the uniform. Well, they're coming in for this first lesson.

411

00:54:03.840 --> 00:54:11.550

Greg Moody: You need to get that first lesson in like, Monday, Tuesday, so if you refer to over event marketing stuff. You may have on a big party.

412

00:54:12.030 --> 00:54:22.980

Greg Moody: I think somebody just said I was talking to somebody the other day and they only had 10 kids come in for the birthday party. Well that's turned into, like, seven, eight, less seven eight appointments, which is probably going to be like

413

00:54:24.090 --> 00:54:39.390

Greg Moody: Three to five shows within the first couple days and maybe some reschedule. So you're probably going to do most of those one on one. If they're one on one. It's the same procedure you always do. We never ever let them do the two weeks and go to the end and enroll them.

414

00:54:40.560 --> 00:54:44.040

Greg Moody: Let me be clear, there is no scenario ever

415

00:54:44.490 --> 00:54:53.550

Greg Moody: In any situation where you ever. I don't care if you're doing some community program where they do buy it at the community for for eight weeks. I know a couple of you guys on here, they're doing that.

416

00:54:53.820 --> 00:54:57.570

Greg Moody: So if you think I'm talking to you specifically I'm not really because there's more than one

417

00:54:58.140 --> 00:55:04.290

Greg Moody: But it doesn't matter what the scenario is birthday party events community program, whatever it is.

418

00:55:04.710 --> 00:55:14.460

Greg Moody: There's no scenario where they have two weeks, or they paid 49 bucks or they did anything where you let them do the program this shorter program to the end and then enroll them.

419

00:55:14.850 --> 00:55:29.850

Greg Moody: If they come in with two weeks free, you do what we started this whole deal with with Paul and they trade. The two weeks in the uniform towards the basic program and save the $400 and then you enroll. So that's how your enrollment goes

420

00:55:31.050 --> 00:55:41.940

Greg Moody: And same if they had a 1400 dollar coupon you trade that toward the program say 400 bucks. And then they get the benefit of being in the basic program right away if they wait. They can, but they gotta pay the extra 400 bucks.

421

00:55:43.020 --> 00:55:45.120

Greg Moody: They gotta pay the full 600 bucks is the way we say it.

422

00:55:46.170 --> 00:55:55.620

Greg Moody: So questions on that questions on birthday parties. I think we covered a lot. I hope that was complete. If it wasn't. And I don't think it really was. You need to look at the

423

00:55:56.010 --> 00:56:03.150

Greg Moody: If you're going to do a birthday party. If you want to implement birthday parties in your marketing program, which I suggest you do number one job.

424

00:56:04.200 --> 00:56:06.270

Greg Moody: Anybody catch the what the number one job is

425

00:56:08.430 --> 00:56:11.400

Greg Moody: Somebody told me other than jack because he was one that asked the questions.

426

00:56:12.930 --> 00:56:16.500

Greg Moody: Somebody that has not talked, please tell me what's the number one job for work they've already

427

00:56:17.220 --> 00:56:18.690

Ryan Burtney: Booked appointments with the guests.

428

00:56:19.350 --> 00:56:19.890

Greg Moody: What's that

429

00:56:20.310 --> 00:56:22.020

Ryan Burtney: Book the appointments with the guests.

430

00:56:22.110 --> 00:56:27.690

Greg Moody: Yep, that's the number one job in the party. So that's a good answer. What's the number one job though right now that you should do.

431

00:56:29.580 --> 00:56:33.120

Ryan Burtney: A birthday party. What's that birthday parties.

432

00:56:33.600 --> 00:56:34.830

Greg Moody: Yeah, get birthday parties.

433

00:56:34.950 --> 00:56:45.120

Greg Moody: It right for today. Today right now on your marketing plan. It's real easy, just add this to your plan call everybody for March February or March, April, May.

434

00:56:46.200 --> 00:56:48.840

Greg Moody: Maybe even February. You might even be able to get one in February.

435

00:56:49.260 --> 00:57:00.180

Greg Moody: I mean, if there's somebody that's got a birthday and they haven't booked their party the moms probably freaking out right now and you're going to save her by saying hey you know what we do birthday parties. You do, yeah, it usually is 299

436

00:57:01.200 --> 00:57:09.300

Greg Moody: Even if you've never told them about this is normally to 99 but we're doing them for 99 this month if we got one slot open on February.

437

00:57:09.600 --> 00:57:20.490

Greg Moody: 15 or February. Well now the 15th is going to be pretty tight. The only reason I don't want to do one in two days is they won't be able to get as many people. But look, guys, if you're hurting for members do one on Saturday.

438

00:57:22.110 --> 00:57:25.110

Greg Moody: I mean, they ought to be able to call at least six of their friends and get them in

439

00:57:28.740 --> 00:57:29.910

Greg Moody: See how that works.

440

00:57:30.930 --> 00:57:33.900

Greg Moody: We don't wait until you got a perfect situation.

441

00:57:35.940 --> 00:57:40.110

Greg Moody: But you got somebody with a birthday, like now and they don't have a party scheduled

442

00:57:40.650 --> 00:57:51.420

Greg Moody: They can go to their classroom tomorrow and say, hey, we have a party tomorrow and maybe four people show up and you get to appointments that you get one of them to enroll. That's probably worth an hour to on Saturday for you and then you get to practice where we just talked about.

443

00:57:52.470 --> 00:57:59.280

Greg Moody: It maybe a totally blow it. By the way, I just want to say something. The first time you do most of the stuff we tell you you're probably not going to do it. Very good.

444

00:58:00.840 --> 00:58:05.190

Greg Moody: Like all the stuff that we practice just now you're probably not gonna do a very good, don't expect to do it. Good.

445

00:58:05.820 --> 00:58:13.170

Greg Moody: The difference between where you guys are at and where our guys are in the higher level groups are doing 60 70,000 is

446

00:58:13.800 --> 00:58:26.370

Greg Moody: And I'm not saying you guys won't be able to do this. I think you will, is the difference between who accelerated faster and not if some of them just did it in screwed it up a bunch on the way.

447

00:58:27.180 --> 00:58:39.660

Greg Moody: And some people just took longer to even start doing it. Everybody grows up along the way and then adjust as they go through and we just did that with you, right, Paul. Now we got you up to 200 a month, but we had to fix your down payment.

448

00:58:40.710 --> 00:58:45.720

Greg Moody: And that will tweak your conversion rates. So it's just a little bit of a lesson. I guess I'm talking too much on that.

449

00:58:45.930 --> 00:58:55.200

Greg Moody: What other on hopefully that covers it on birthday parties number one job, get some parties, you can do that right now call everybody for March, April, May maybe February.

450

00:58:55.650 --> 00:59:03.450

Greg Moody: Then what look at the PowerPoint to review everything we just covered. It's all in there with all the scripts in detail and you guys can kick butt with birthday parties.

451

00:59:04.320 --> 00:59:06.810

Greg Moody: And if you have any problems with it. That's where our Thursday meetings for

452

00:59:07.560 --> 00:59:17.400

Greg Moody: All right. What other questions do we have that was really good. I hope for everybody. What are the things that we have anything on enrollments converting enrollments or any other specific marketing things you want to

453

00:59:24.690 --> 00:59:31.950

Greg Moody: Don't everybody talk at once. I know Greg Fischer, I think. I don't know if he's still on the call here and we have some things that he talked to Bob about

454

00:59:33.870 --> 00:59:41.760

Greg Moody: And we have a seat. We have anything from Scott cardiac in Canada that we were covering what what's the number one thing you guys got to cover. That's what you should be

455

00:59:42.060 --> 00:59:47.670

Greg Moody: Or number one thing that stresses me out or that we got to fix. That's what we should be. You should be asking us about right now.

456

00:59:51.450 --> 00:59:53.370

Greg Moody: Or nothing stressing you out and you're on your way to a little

457

00:59:53.430 --> 01:00:06.870

Bob Dunne: Bit while we have a little pause while everybody kind of thinks about the questions. I just wanted to share this with you guys in our quick start member site America who wrote was able to hear recently add to referral programs up here.

458

01:00:08.820 --> 01:00:15.990

Bob Dunne: And that's the ultimate referral machine and then the ambassador program master programs really easy referral program.

459

01:00:16.470 --> 01:00:25.440

Bob Dunne: And if you download it. It's spent 45 minutes on it tonight. You could launch that tomorrow. Don't remember for all machine is kind of in line with the birthday parties, it's a

460

01:00:25.860 --> 01:00:34.230

Bob Dunne: Way to celebrate a party without actually needing the birthday but those are two new things added up here on the Quick Start number side is want to make sure everybody

461

01:00:35.490 --> 01:00:44.070

Greg Moody: In the thing we didn't mention is, if you want to get your school filled and you don't have somebody booking a birthday party. You can give away pizza parties like today.

462

01:00:44.730 --> 01:00:47.400

Bob Dunne: Yeah, that's what the Ultra peripheral vision is based upon

463

01:00:48.900 --> 01:00:51.000

Bob Dunne: Our wine, the scraps everything

464

01:00:52.770 --> 01:00:54.420

Greg Moody: You can do that immediately.

465

01:00:54.480 --> 01:01:03.360

Greg Moody: Yeah, you can do that immediately right now. So if you don't meet your number and maybe you want to do for birthday parties, a month if you're trying to really grow do one every weekend.

466

01:01:04.860 --> 01:01:06.810

Greg Moody: I mean sometimes I hear people tell me

467

01:01:08.250 --> 01:01:11.130

Greg Moody: Oh, I'm not really growing out. I don't have enough new members.

468

01:01:13.020 --> 01:01:19.560

Greg Moody: Then why aren't you doing a birthday party every weekend. The or a pizza party. All you gotta do is find somebody that'll be willing to take you up on

469

01:01:20.730 --> 01:01:25.020

Greg Moody: Doing a pizza party this weekend. Hey, you're a really great student, I want to give you a pizza party.

470

01:01:26.520 --> 01:01:28.260

Greg Moody: It's really not very hard.

471

01:01:29.730 --> 01:01:34.200

Greg Moody: You better if you have give them a couple weeks notice so they can round up some friends.

472

01:01:35.310 --> 01:01:47.160

Greg Moody: We can talk. So anyway, that's. Those are some really easy things to do. Um, what else was everybody got on their plate because really, I'm sure everybody's got a couple things that are kind of burning

473

01:01:49.110 --> 01:01:50.610

Greg Moody: masturbating. Yes.

474

01:01:50.670 --> 01:01:50.970

Hello.

475

01:01:52.770 --> 01:01:55.800

Texas Kickboxing Academy: Can you hear from Jackson's kickboxing. Can you hear us okay

476

01:01:56.460 --> 01:01:58.320

Greg Moody: Please. Finally, thank goodness.

477

01:01:59.520 --> 01:02:14.010

Texas Kickboxing Academy: We've been having some technical difficulties we actually had some questions over the enrollment process. Um, you guys were working on a video for that we weren't sure if there was anything if it was finished yet on the Quick Start or if that was still in progress.

478

01:02:14.070 --> 01:02:20.550

Greg Moody: Yeah, we have one we already have one. There's a couple things on the, on the, on the member site for

479

01:02:21.210 --> 01:02:30.810

Greg Moody: The folder holding and what we do. We post that one next week we're I think we're going through the entire roll up folder with Master Smith. Aren't we, Bob.

480

01:02:34.230 --> 01:02:34.980

Was talking about

481

01:02:36.030 --> 01:02:37.320

Bob Dunne: Their audience best up

482

01:02:40.860 --> 01:02:54.030

On today's meeting. I know master Smith was saying was going to try to have it ready by Thursday. So we're just seeing if he if he was ready to go over the whole process is going to make a video or already did you was trying to get it up.

483

01:02:57.300 --> 01:03:05.850

Greg Moody: While they said that master Smith said he was gonna do it by Thursday or we're going to have a separate video on that. Is that going to go up. I thought we were going to cover that next week.

484

01:03:07.260 --> 01:03:13.410

Bob Dunne: Yeah, I'll have to check into that I know that he had kind of covered some brown with that.

485

01:03:14.280 --> 01:03:27.180

Bob Dunne: There was some pizzas on that. But absolutely, I just spoke with Master Oliver this morning about having master Smith to specific section for all of our quick start members on the enrollment folder, but I may have a piece

486

01:03:28.140 --> 01:03:35.460

Bob Dunne: Anyways, he is going to do that here really soon. Of course he's traveling today. So he wouldn't. I wasn't able to be on the meeting today.

487

01:03:35.880 --> 01:03:44.190

Greg Moody: Remember that's going to be after your enrollment. So don't get those things, confused, your percentage that we're talking about. If

488

01:03:45.000 --> 01:03:51.180

Greg Moody: So be really clear on what issues. You've got to fix first in your school if you've got

489

01:03:51.720 --> 01:03:56.610

Greg Moody: Enough members and you're trying to get them renewed. That's what were the enrollment folder fits in the cycle.

490

01:03:56.790 --> 01:04:02.370

Greg Moody: You've already got the member and then you meet with them a little bit later to go through the enrollment folder so that you can keep them and get them are new.

491

01:04:02.790 --> 01:04:10.260

Greg Moody: So if that's where you're at and yeah you need that. And we got some content on that we do need to post it. So Bob can post that in the Facebook group and let you know where to look.

492

01:04:11.190 --> 01:04:27.540

Bob Dunne: In the enrollment Walder whole package worksheets and so forth their homework and so on, on the Quick Start member site in a city enrollment folder. But what I was meant to do. And again, we send out

493

01:04:29.880 --> 01:04:36.690

Bob Dunne: Next Thursday. Thanks. Our Member site on actually going step by step through the enrollment folder for all of you guys. Yeah.

494

01:04:36.750 --> 01:04:51.450

Greg Moody: And that would be helpful. Just make sure that you're not waiting on as far as getting a higher close rate on your intros we've got some really good resources on the member site for that. There's a the one video that everybody should watch is there's one we did in Golden, Colorado.

495

01:04:51.750 --> 01:04:53.010

Greg Moody: I think I was in the background.

496

01:04:53.010 --> 01:04:54.030

Jeff Jones: Nasrallah who's doing

497

01:04:54.450 --> 01:04:55.740

Greg Moody: A role play through

498

01:04:55.770 --> 01:04:57.000

Jeff Jones: Doing an intro lesson.

499

01:04:57.420 --> 01:04:58.290

Greg Moody: We went through.

500

01:04:58.320 --> 01:05:01.290

Greg Moody: An actual intro and closing with

501

01:05:02.310 --> 01:05:10.470

Greg Moody: With some people well with some role playing it at the at a live event. And then we've got some videos on the

502

01:05:11.370 --> 01:05:22.140

Greg Moody: On the Facebook group. If you look up enrollment conference. So I'm not sure guys are looking looking for whether you're trying to get some help with getting your role in the conference percent of your closing rate for enrollments up

503

01:05:23.430 --> 01:05:24.240

Greg Moody: For renewal rates up

504

01:05:25.020 --> 01:05:29.550

Bob Dunne: Question masturbating. What is it that you guys are looking specifically to accomplish. Okay.

505

01:05:32.610 --> 01:05:37.200

After like a group intro class because I know what master just talked about.

506

01:05:39.330 --> 01:05:41.730

After are pretty much like just

507

01:05:42.750 --> 01:05:43.770

Like five people.

508

01:05:44.790 --> 01:05:45.510

One day,

509

01:05:48.090 --> 01:05:55.140

Greg Moody: So you move over towards the middle of the screen because we can hear her but not you. Okay, wherever she is talk

510

01:05:57.720 --> 01:06:06.900

Greg Moody: You're asking about a group intro lesson. Yes. So like we know how to do the one on one intro, we're just interested to see how you guys like actually see a video how you guys would do as a group. Intro

511

01:06:07.260 --> 01:06:17.130

Greg Moody: Okay, so let's let's clarify that. So that's completely different from enrollment folder we we don't recommend doing group intros like what people in the industry, sometimes called mass influence

512

01:06:18.270 --> 01:06:29.310

Greg Moody: So if you have a group what and some so there's no confusion about that, if you've got a lot of people coming in from let's say an event where you got like seven or 10 or 50 intros at one time.

513

01:06:29.730 --> 01:06:42.150

Greg Moody: What the process would be is have them all in have them doing a class and then hold them out the best ones to do a one on one and enroll them one on one stuff and then the ones that you

514

01:06:42.810 --> 01:06:49.260

Greg Moody: HAVE LEFTOVER, they should have already been scheduled when they walked in at the beginning for a one on one with you anyway.

515

01:06:50.100 --> 01:06:59.940

Greg Moody: So let's say I have will just reiterate, I have 50 people come in and they're there came in from, you know, movie theater promotion I 50 people on Monday.

516

01:07:00.510 --> 01:07:05.190

Greg Moody: Probably this wouldn't happen this bigger quantity but 50 of them showed up Monday at six o'clock.

517

01:07:06.030 --> 01:07:11.790

Greg Moody: And when they walk in. I'm going to set up their next four lessons immediately. Doesn't matter if there's a big long line.

518

01:07:12.030 --> 01:07:20.970

Greg Moody: They're all going to get their first first for less than set up, they're going to get a handout that says exactly when their next four classes on their next lesson is going to be a one on one prep for

519

01:07:22.050 --> 01:07:29.730

Greg Moody: Some of them that might be their second or third lesson, but most of them their next lesson is going to be one on one, then they're going to be in a class while that class is going on.

520

01:07:30.510 --> 01:07:41.550

Greg Moody: I'm going to pull out the ones with both parents or the ones that are really hot and ready, excited and I'm going to prioritize the ones that look like the best ones to Enroll today and we're going to enroll those guys today.

521

01:07:41.940 --> 01:07:48.270

Greg Moody: Once we enroll them. They're going to be in our basic program and that schedule whole thing I just did won't matter, the ones that are left over.

522

01:07:49.200 --> 01:08:01.110

Greg Moody: I might enroll you know 10 out of the 50 the 40 that are left over there already scheduled for their next lesson, and they're going to be in our system to be scheduled and then we're going to follow our normal process for one on one enrollments.

523

01:08:01.800 --> 01:08:13.200

Greg Moody: So there's never a time where we stick everybody in a room do a lesson at the end of the lesson, put a put a big word up and say you know today for anybody wants to enroll walk over have Sally enroll.

524

01:08:15.390 --> 01:08:21.810

Greg Moody: We never do that because the closing rates massively low compared to the closing rate. If you do meet with them one on one.

525

01:08:23.910 --> 01:08:35.700

Greg Moody: Okay. So that process. Some people promote that process. It's really a lengthy process and it gives you a much lower conversion rate. So if you follow the one I just outlined, your conversion rate on that will be much higher

526

01:08:37.200 --> 01:08:46.740

Greg Moody: I think Paul just said you're getting 50% from events. So that would be great. Usually with a mass intro kind of thing. Like you're like a group intro or mass intro. It's more like 10%

527

01:08:48.330 --> 01:08:55.470

Greg Moody: Except in some anomalous situations which I can describe it their own ethical there's someone ethical ways to do it. You can get a higher rate, but I don't recommend them.

528

01:08:59.310 --> 01:09:04.530

Greg Moody: Does that cover it. Yes, sir. Thank you very much. Great. And we can hear you. A lot better in that seat. That's the magic see

529

01:09:05.310 --> 01:09:09.270

Greg Moody: That's the magic see for volume. Thank you, sir. Yeah, you're welcome.

530

01:09:11.190 --> 01:09:12.630

Greg Moody: I'm so anybody else like

531

01:09:15.060 --> 01:09:26.970

Greg Moody: Patricia guiding questions Catarina got a question. We didn't hear from you guys today. So who's got some questions dervishes all he bumped out, it's probably like, midnight over there for him. He's in the UK.

532

01:09:28.980 --> 01:09:30.330

Greg Moody: Or multinational today.

533

01:09:30.450 --> 01:09:37.680

Bruce/ caterina: I've ever had a quick question. You said something a minute ago about the cooler conference being more or renewals

534

01:09:38.100 --> 01:09:44.700

Bruce/ caterina: And that's where you go over the discipline sheets and things like that. Um, I guess, then maybe I'm not very clear on

535

01:09:45.180 --> 01:09:59.700

Bruce/ caterina: On the fact that when somebody comes in for an intro lesson and then their second lesson maybe as the enrollment conference on the discipline sheets aren't a part of the cell for getting somebody to and roll in the Basic Program.

536

01:10:01.320 --> 01:10:01.800

No.

537

01:10:03.960 --> 01:10:04.350

Bruce/ caterina: Okay.

538

01:10:04.410 --> 01:10:10.860

Bruce/ caterina: Yeah, you're the Basic Program is just martial arts. There's no other things that we're talking about.

539

01:10:11.220 --> 01:10:19.020

Greg Moody: No, no, no, you're doing that in the it. Okay. So, good question. And let's clarify that you're enrolling them in the Basic Program.

540

01:10:20.070 --> 01:10:25.410

Greg Moody: And then they're going to be doing a follow up meeting with you in that enrollment folder me

541

01:10:26.460 --> 01:10:29.100

Greg Moody: Okay, in that that's while they're in the Basic Program.

542

01:10:29.520 --> 01:10:39.240

Greg Moody: So the enrollment folder me and asked Smith, I'll go over the details with you're going to go through the discipline sheet and all the other things that they should be doing while they're in the Basic Program.

543

01:10:39.600 --> 01:10:44.880

Greg Moody: So that's going to be done. It's just that if you do that first day. It's like too much stuff.

544

01:10:45.930 --> 01:10:50.220

Greg Moody: Okay, so you don't need to do that to enroll them so to enroll them on day one. I mean, you're

545

01:10:51.870 --> 01:10:59.100

Greg Moody: You're not going to show them the years worth of curriculum and the years worth of stuff that you're doing on day one, you're doing the stuff you need to do to enroll.

546

01:11:00.060 --> 01:11:11.430

Greg Moody: You're doing a lesson. You're showing the benefits of being in the program you're making sure you go through the little steps are they going to be in the area. This long and you're, you know, here's the price range and whatever. And you know, all that stuff.

547

01:11:11.640 --> 01:11:22.080

Greg Moody: They've got to go home and learn the student creed or whatever you guys have for them to learn, they're going to come back and get their white belt and you know all the stuff that they're going to do through those steps and then

548

01:11:23.250 --> 01:11:33.570

Greg Moody: Then they enroll. Now they're going to come in for a few classes and then they do the enrollment folder conference with you and and then that's when it kind of starts the renewal process.

549

01:11:34.650 --> 01:11:40.680

Greg Moody: See, so they're not, they're still in the basic program. But at that point you're evaluating them to see if they're ready to move up to leadership.

550

01:11:42.810 --> 01:11:46.200

Greg Moody: But those those discipline sheets are still something they're going to do while they're in basic

551

01:11:47.370 --> 01:11:55.200

Bruce/ caterina: Okay, and last question, and this might be getting off topic, but we're brand new to this program. So we don't have any

552

01:11:55.650 --> 01:12:08.190

Bruce/ caterina: Leadership Program or anything. What does that entail, other than the discipline sheets and, you know, so if I were to try to quote unquote renew them. I don't really know what I would be offering to renew them.

553

01:12:08.640 --> 01:12:11.100

Greg Moody: Well, it's probably getting ahead of yourself to do that.

554

01:12:11.460 --> 01:12:17.520

Greg Moody: You don't have anything to worry about that at the enrollment folder conference, you're just trying to make sure there's they're solid students

555

01:12:17.730 --> 01:12:23.490

Greg Moody: So if you don't, if you just started with us. The end. And by the way, for anybody on the call priority number one.

556

01:12:23.790 --> 01:12:36.990

Greg Moody: Get a flood of new members, you shouldn't be spending time on other curriculum stuff. Sometimes people just get so caught up in that they waste a lot of time if you don't have a flood of new members so many that you're in, you're just

557

01:12:37.380 --> 01:12:48.060

Greg Moody: Like trying to get your, your freaking out with number of appointments. You got that's what you work on. That's what you work on the second thing is making sure your price points high enough.

558

01:12:48.840 --> 01:12:53.580

Greg Moody: So that so that you can all the new members that come in are paying a higher price point.

559

01:12:54.150 --> 01:12:59.520

Greg Moody: The third thing that you need to do is make sure as we talked about with Paul, a little bit ago that you're closing rate tie into

560

01:12:59.970 --> 01:13:03.510

Greg Moody: Other when the members come in your closing at a high enough rate.

561

01:13:04.110 --> 01:13:14.550

Greg Moody: So those are the three things to worry about. Now just those three things. Don't worry about all the other stuff and I'm sincere about that because if you can do that over the next three months. Then we'll worry about the renewal stuff later.

562

01:13:16.560 --> 01:13:27.690

Greg Moody: So don't don't really worry about it doesn't mean you don't do the enrollment folder stuff when we show you that you would do that. And then we'll take care of the renewal stuff after you get through that process because it's otherwise it's too much left to do.

563

01:13:27.930 --> 01:13:37.920

Greg Moody: And for some of you guys want to call if you're not converting at 80% or similar numbers to what we mentioned with Paul, I'd like to get you up to 80% 90% for your regular leads

564

01:13:38.220 --> 01:13:45.660

Greg Moody: 50 60% for your, what we call, you're not far off of that. So you're in pretty good shape. I think some of the tweets. We said today. Oh, that'll fix it.

565

01:13:46.530 --> 01:13:56.070

Greg Moody: You'll be in good shape. I think you're right. Right there. Um, and for everybody else. Those are the three big things price point up. Don't be chicken.

566

01:13:57.240 --> 01:14:14.820

Greg Moody: Get a flood of members. That's the big one for most you most of you are just simply not doing enough. It's really, it's not rocket science. It's just not rocket science. You gotta get 20 THINGS GOING RIGHT NOW YOU'RE OVERTHINKING the problem.

567

01:14:16.350 --> 01:14:25.200

Greg Moody: Because we talked to people all day long about this. I don't have time right I have this or I don't have that. Nope. It really isn't that because it doesn't take long to call for the birthday parties.

568

01:14:26.250 --> 01:14:31.620

Greg Moody: It doesn't take long to figure out if there's events going on it most, a lot of these things just don't take long.

569

01:14:32.820 --> 01:14:37.050

Greg Moody: It's not time, it's not money. Most of these things are pretty cheap.

570

01:14:38.460 --> 01:14:53.610

Greg Moody: They're really not any reason. So we're just simply not doing enough so we gotta do enough stuff to get the flood. And then the third thing is really easy. Just get your price point up. So does that answer your question guys I got Catarina. I don't know what your name is, sir. I'm sorry.

571

01:14:53.940 --> 01:14:54.270

Bruce/ caterina: Um,

572

01:14:54.660 --> 01:14:56.310

Bob Dunne: What is it, Bruce.

573

01:14:57.030 --> 01:14:59.700

Greg Moody: Bruce. Okay, Bruce. Okay. Oh yeah, I think.

574

01:15:00.810 --> 01:15:01.500

Greg Moody: I think he's got me.

575

01:15:03.360 --> 01:15:04.290

Bob Dunne: Reason name on there.

576

01:15:04.650 --> 01:15:08.790

Greg Moody: Yeah, you got to put both your names on there so we make sure it's like under uniform. They're going to have names on

577

01:15:08.970 --> 01:15:09.330

Your

578

01:15:10.470 --> 01:15:22.380

Bob Dunne: Offer that Hey, I'm also you guys be sure to be out in April to the quick start meeting and master Oliver his house because obviously, now's the time to do all this stuff that master.

579

01:15:23.040 --> 01:15:35.070

Bob Dunne: Senior master Moody is talking about. And then we can, you'll have two days to really dive in and fix you know any hiccups talk about those other things that are kind of, you know, quandaries or question marks in your head.

580

01:15:35.700 --> 01:15:45.120

Bob Dunne: We're obviously here to help it. You guys are already coming out. But anybody else who's thinking about it. You've got to be out there and actually make a six day thing. I think it's eight

581

01:15:46.380 --> 01:15:51.300

Bob Dunne: April 17 and 18th. So that's the next quick start meeting. Okay, so

582

01:15:52.290 --> 01:15:59.970

Bob Dunne: Just wanted to throw that in there mastermind it because there's some additional questions, and I know that some of the guys are probably lost our new members, but obviously that

583

01:16:00.570 --> 01:16:12.810

Bob Dunne: Really kind of pulls it all together. So we want you out there implementing getting making mistakes and then obviously April 17 and 18th when you guys go out there, we don't get together and really fine tune everything

584

01:16:13.500 --> 01:16:15.300

Greg Moody: Yeah it but don't wait till then.

585

01:16:15.420 --> 01:16:16.590

Bob Dunne: The more you do between now

586

01:16:16.590 --> 01:16:18.060

Greg Moody: And then the more you'll have get get

587

01:16:18.090 --> 01:16:19.440

Greg Moody: Out of that meeting to

588

01:16:19.740 --> 01:16:20.100

Bob Dunne: Right.

589

01:16:20.310 --> 01:16:28.230

Greg Moody: Trying to give anybody a hard time here what maybe a little it really isn't it give you a hard time it's more than just kind of put a fire under you a little bit

590

01:16:28.560 --> 01:16:36.900

Greg Moody: And that's the difference between going from here to just be a massively successful in a real short amount of time. It won't take you very long.

591

01:16:37.140 --> 01:16:42.780

Greg Moody: And I think what what Bruce and Catherine thanks for fixing your name on there, what Bruce and Catarina bring up as a really good point.

592

01:16:43.260 --> 01:16:48.690

Greg Moody: What hurts us as entrepreneurs, it hurts me to believe me I have a lot of projects going on.

593

01:16:49.080 --> 01:16:58.860

Greg Moody: And if I don't stay really focused on the ones that are going to make me money or get me to the place I need to go. It might not be money, it might be production and other way.

594

01:16:59.280 --> 01:17:08.640

Greg Moody: If you guys. We all have this curse and tell me if I'm wrong, but if I don't stay really focused on the things that I need to do I get off track on a lot of other stuff.

595

01:17:09.900 --> 01:17:13.170

Greg Moody: We, the hardest thing for us. A lot of times is focus

596

01:17:14.010 --> 01:17:24.150

Greg Moody: And what do we need to be focused on for most for most of you guys in our group here it's those three things get the flood of members get your price point up so you make more per member. There's with no extra work.

597

01:17:24.600 --> 01:17:37.530

Greg Moody: That's why we push it so hard for the price point because there's no extra work once you get that going. And then the third thing is your conversion rate up because also if the conversion rates higher, there's no extra work. It doesn't require any extra work.

598

01:17:38.580 --> 01:17:46.770

Greg Moody: You just do the same amount of work, but more people enroll. If the conversion rates higher if that makes sense. Okay. One other questions we have those sorry for ranting on that for a little bit.

599

01:17:48.630 --> 01:17:48.960

Scott Karpiuk: Yes.

600

01:17:49.320 --> 01:17:49.830

Please.

601

01:17:52.170 --> 01:17:54.330

Greg Moody: Oh, I think Scott had the floor.

602

01:17:54.330 --> 01:17:54.600

Sorry.

603

01:17:55.620 --> 01:18:06.570

Scott Karpiuk: That's okay. Sorry about that. So my question is how much energy. Should the Staff spend on the 30 40% that don't enroll.

604

01:18:07.050 --> 01:18:15.510

Scott Karpiuk: And. And the reason I bring that up is, I might be different than some of the others on the call, you know, a small club. It's, you know,

605

01:18:16.080 --> 01:18:27.360

Scott Karpiuk: Not that far away in the charges a price point is a lot lower. And so I'm just wondering, can we spend energy on the people that just go you know they don't enroll.

606

01:18:28.710 --> 01:18:40.980

Scott Karpiuk: And at first, last, and most of the time when they don't enroll. They don't come back for the rest of their two weeks they find out the price and they, you know, they don't enroll so much respect and and maybe converting them to go to the club at a lower price point.

607

01:18:42.150 --> 01:18:44.640

Greg Moody: What do you mean club. I don't understand what you mean by club.

608

01:18:45.480 --> 01:18:51.600

Scott Karpiuk: So we have a, you know, not A COMMERCIAL SPOT. It's a small club that takes place in the church.

609

01:18:53.580 --> 01:18:59.280

Greg Moody: That you own. Yes. Well, first of all, I would charge the same in a club, as I do in the school.

610

01:19:00.390 --> 01:19:01.290

Bob Dunne: Club and beginning

611

01:19:02.730 --> 01:19:09.450

Greg Moody: I wouldn't have that right. I wouldn't have that. But if I if I had some sort of feed or situation, I would. And I mean,

612

01:19:09.690 --> 01:19:13.140

Scott Karpiuk: It's not close it's not close enough to be a real theater all

613

01:19:13.680 --> 01:19:18.000

Greg Moody: Right. Do you teach you teach half as good martial arts in that in that club.

614

01:19:21.000 --> 01:19:21.540

Greg Moody: Right, I mean,

615

01:19:25.830 --> 01:19:28.020

Scott Karpiuk: They don't have the same programs they don't have the same

616

01:19:28.440 --> 01:19:31.140

Scott Karpiuk: We don't have the same levels in there because we don't have it.

617

01:19:31.140 --> 01:19:36.420

Greg Moody: Doesn't doesn't matter though what I wouldn't do anything like that. First of all, I wouldn't do it because it's a distraction.

618

01:19:37.560 --> 01:19:37.890

Greg Moody: Was

619

01:19:38.640 --> 01:19:39.780

Scott Karpiuk: Not much time like

620

01:19:42.360 --> 01:19:45.120

Greg Moody: It doesn't matter though obviously you're having a problem with it though.

621

01:19:45.570 --> 01:19:59.730

Greg Moody: She has caused me problems. So, so look i would i would do. Number one is I would never, it doesn't matter if I've got. So let's say you're gonna do this. Let's say you're just going to do. Number one, it would be the same price. I don't want to just the backup.

622

01:19:59.970 --> 01:20:04.170

Scott Karpiuk: The club was running waiting for I had the commercial. It's been that

623

01:20:04.230 --> 01:20:11.250

Greg Moody: It doesn't matter. It doesn't matter. It would be the same price. It makes no difference whether anything that happens, it'd be the same price.

624

01:20:12.060 --> 01:20:19.380

Greg Moody: Because because I charge this much for martial arts. I charge this much they're here, here, here, here, here. It doesn't matter. It would be the same price.

625

01:20:21.240 --> 01:20:23.190

Greg Moody: So, so first of all, it would be that

626

01:20:24.330 --> 01:20:33.630

Greg Moody: Second of all, I don't know how many people unless you let them know that. Oh, there's a club over there. You already said it was kind of far away.

627

01:20:34.170 --> 01:20:41.850

Greg Moody: So they couldn't come over and it's not a feeder. So unless somebody specifically wanted to go over there like somehow you told them.

628

01:20:42.270 --> 01:20:47.880

Greg Moody: Oh, go over there because it's cheaper. Why would anybody come to your school and go over there. If people wouldn't go from the

629

01:20:48.390 --> 01:20:59.220

Greg Moody: Club to the school so they wouldn't go from the club to the school because it's too far away. Why would they go from the school, the club so that doesn't make any sense. So to me, first of all, the price should be the same.

630

01:21:00.780 --> 01:21:12.030

Greg Moody: Second of all, even if the price was in the same. I don't know why they would go, it should be blind that this other thing exists, it would be like another martial art school over there. So the price wouldn't be relevant anyway.

631

01:21:13.050 --> 01:21:28.560

Greg Moody: Third, as far as the question that you asked, which is how long should the staff push till they let somebody go I don't quite know what go means if they actually enroll them in the club and a lower price. I'm assuming you don't do that.

632

01:21:29.850 --> 01:21:32.220

Scott Karpiuk: No, we haven't. No, we haven't done that but I'm just

633

01:21:33.780 --> 01:21:37.290

Scott Karpiuk: How much energy do we spend on the people that don't enroll.

634

01:21:37.500 --> 01:21:47.250

Greg Moody: Well, if that's the simple question. If the club. The club should be irrelevant if the club's relevant somehow it even gets talked about and that's a whole separate problem should never be talked about.

635

01:21:47.730 --> 01:21:53.880

Greg Moody: It should be the same price. But even if it wasn't, it would be a different it'd be like another martial arts school down the street.

636

01:21:55.080 --> 01:21:56.400

Greg Moody: And I don't care what they charge

637

01:21:57.930 --> 01:22:06.090

Greg Moody: And if they are literally not as good as you because you don't think they're as good as your even though you own it. I follow the same rule. They know what they're worth and we know what we're worth

638

01:22:08.190 --> 01:22:13.980

Greg Moody: That clubs worth that much. We're worth you know we know what we're worth so it'd be the same process little prop the principles are the same.

639

01:22:14.370 --> 01:22:18.240

Greg Moody: But back to the original question, how much should they followed be the same as in a regular intro

640

01:22:19.080 --> 01:22:37.620

Greg Moody: Is nothing to do with the club. So the question would be, we, we go through the intro. And if you're saying 40% don't enroll might the premise cut another thing that you said, and everybody should hear something that he said was, is they don't enroll because of price.

641

01:22:39.030 --> 01:22:43.230

Greg Moody: That's the premise. So the question is, is it really true.

642

01:22:45.420 --> 01:22:53.430

Greg Moody: Here's what happens in an intro. I think this is what's important. When do you when do they have the opportunity to say no.

643

01:22:55.740 --> 01:23:00.510

Greg Moody: Is it in the middle of the intro lesson. Would they be in the middle of the intro lesson and be doing

644

01:23:01.680 --> 01:23:09.420

Greg Moody: It'd be doing the whatever you're doing in your introductory lesson. I mean, you're doing a couple intros are you don't want it to, let's just put it into one lesson.

645

01:23:10.680 --> 01:23:21.060

Greg Moody: And you're introducing them intro, you know, they're filling out paperwork and then they're doing a lesson and then they're doing some kind of, you know, your press presenting

646

01:23:22.950 --> 01:23:27.180

Greg Moody: And then you're talking to them about money went in this process can they say no.

647

01:23:28.650 --> 01:23:29.550

Greg Moody: Not here.

648

01:23:31.080 --> 01:23:36.090

Greg Moody: Not here that'd be awkward right in the middle of the lesson, they say, you know what I hate you. I'm going to leave.

649

01:23:37.260 --> 01:23:49.110

Greg Moody: That ever happened. No, it would never happen. Right. It wouldn't be in the middle of you presenting some features and benefits and showing them what your programs about. That'd be weird. So when did they say no, they always say no here.

650

01:23:52.680 --> 01:24:01.590

Greg Moody: So we make an assumption and they do too. They're saying no, because of money because they only say no when we asked him to join.

651

01:24:04.350 --> 01:24:09.870

Greg Moody: So we always have this assumption that well they're they're saying no. And then they say, Well, I'm you know I can't really afford it.

652

01:24:12.180 --> 01:24:17.700

Greg Moody: But often, that's not exactly what they say. Often what they say is, well, I gotta think about it.

653

01:24:19.830 --> 01:24:30.120

Greg Moody: Or I'm not really sure. I want to get enrolled right now. So if you wrote down exactly what they said. And how many times they specifically said no, I'm broke. I don't have any money.

654

01:24:31.950 --> 01:24:34.020

Greg Moody: That's the one that means I can't afford it.

655

01:24:37.650 --> 01:24:53.640

Greg Moody: If they in besides what master copy out here is saying if somebody said, I'm not going to do it with you. I'm going to do it with the other guy down the street which very rarely happens. But if they did say that that means they want to do it but they they don't like you.

656

01:24:57.600 --> 01:25:03.420

Greg Moody: So what was our problem. There was the problem money or what was the problem, somebody telling me.

657

01:25:08.160 --> 01:25:11.040

Bob Dunne: What the lesson prior to asking for money.

658

01:25:11.280 --> 01:25:21.480

Greg Moody: somebody other than Bob done, who is like part of the group, you know, the team. So, but that's the right answer. The answer is, it was the lesson and how they liked your school or you

659

01:25:22.440 --> 01:25:28.740

Greg Moody: I'm not trying to give anybody a hard time. But that's the thing to fix. So guys, that's the thing to fix in the lesson.

660

01:25:29.460 --> 01:25:38.640

Greg Moody: Is was the lesson in the introductory process could have been how you you showed him stuff. It could have been all kinds of other things. So it's rarely the

661

01:25:39.150 --> 01:25:49.710

Greg Moody: It's rarely the closing part. Now that being said, when you do explain money sometimes you don't handle the guarantee right and so your question.

662

01:25:51.360 --> 01:26:00.090

Greg Moody: Your question was how hard, should they push and I think what you mean is when they say I gotta think about because if they said no, I hate you.

663

01:26:00.510 --> 01:26:08.760

Greg Moody: That then the answer be obvious, right, you're not going to push on that. So you're asking how hard, should they push it they say they want to think about is that the exact question.

664

01:26:12.300 --> 01:26:18.120

Scott Karpiuk: No, because we do get some people that just outright say no, we can't afford that. It's way more than our budget when

665

01:26:19.920 --> 01:26:27.030

Scott Karpiuk: You have people that give the, the other objections that you just brought up. So my question is,

666

01:26:27.660 --> 01:26:34.350

Scott Karpiuk: After they've said that. And we've tried to overcome all the objections and they haven't enrolled and we've scheduled their two weeks.

667

01:26:34.800 --> 01:26:47.550

Scott Karpiuk: You know, so how much energy. Should the Staff spin and and most of the time, they don't even come back for those lessons. So I'm just wondering, what can we do, or do we just go and we lost them.

668

01:26:48.180 --> 01:26:48.660

Greg Moody: Well,

669

01:26:48.720 --> 01:26:49.380

Scott Karpiuk: Move on to the next.

670

01:26:49.620 --> 01:26:58.410

Greg Moody: What's your, what's your overall closing rate, I probably should ask that first and it depends on what like back to Paul. It would depend on what kind of intros they are you know what they came from.

671

01:26:59.400 --> 01:27:01.470

Scott Karpiuk: Probably about 60%

672

01:27:02.280 --> 01:27:05.400

Greg Moody: Okay, or a lot of those event leads and things like that.

673

01:27:07.260 --> 01:27:08.190

Scott Karpiuk: A whole mix.

674

01:27:08.970 --> 01:27:18.300

Greg Moody: So I'd like to see that broken down for yourself if you know a good 70% of them are event leads 60% not far off.

675

01:27:18.960 --> 01:27:28.710

Greg Moody: So to answer your question, we're fully I answered it more broadly for everybody isn't analysis to look at look at this and then look at the answer that you said

676

01:27:29.040 --> 01:27:38.520

Greg Moody: That you're making an assumption that I think is dangerous. We're not doing it because of money and how hard. Should I push because the money if it's truly money, you don't push at all.

677

01:27:39.750 --> 01:27:49.080

Greg Moody: Not even at the beginning is, but I don't think it's money. I think there's other issues. Now that being said, I don't know if you're closing rates, actually, that

678

01:27:49.950 --> 01:28:07.590

Greg Moody: If most of the people are coming in from weaker lead generation then 60% might be okay like Paul's getting 60% or something from the event leads or 50% from the event leads. If it's a mix of event leads and then better leads you may only be off like 10%

679

01:28:08.760 --> 01:28:11.340

Greg Moody: And then it might be a matter of cleaning up the intro at the front end.

680

01:28:12.150 --> 01:28:24.390

Greg Moody: That's probably what I would guess. So the question isn't really how hard, should they push my, my answer for you is probably to clean up the intro on the front end and it and they probably don't have a problem really at the back.

681

01:28:25.920 --> 01:28:26.130

Yeah.

682

01:28:27.390 --> 01:28:35.280

Bob Dunne: I mean I, one of the things that stood out master per pack would say you said that's more than I thought it would cost.

683

01:28:37.050 --> 01:28:48.990

Bob Dunne: I can't afford them. Well, what we want the guys to think is that the value is that they wish they have the value set so high that they hope they can afford it.

684

01:28:50.070 --> 01:28:55.710

Bob Dunne: But if they they're saying that it's more than they thought it would cost.

685

01:28:56.790 --> 01:29:01.350

Bob Dunne: tells me they're they're lacking a little in a value, seeing the value. What I miss you.

686

01:29:01.830 --> 01:29:08.730

Greg Moody: Yeah, let's let's clarify the two things you just said there. If it's more than I thought it would cost that's not it's too expensive.

687

01:29:11.370 --> 01:29:15.570

Greg Moody: That's just when I came in. I thought it was going to be 50 bucks. And that's to not do 97

688

01:29:16.620 --> 01:29:20.250

Greg Moody: That's not a problem that's not a no, that's not an it's too expensive.

689

01:29:20.640 --> 01:29:23.880

Bob Dunne: Yeah, MasterCard those combined. I was just trying

690

01:29:23.880 --> 01:29:32.400

Greg Moody: To split those up, but I don't know that they're actually combine those are two separate things. There's that's more than I thought it would cost and it's too expensive. A lot of times are not said together.

691

01:29:32.790 --> 01:29:40.830

Greg Moody: So it depends on if they're said together or not it's I can't afford that. Then we work on the I can't afford it. So you want to do it, but you're having trouble with the finances.

692

01:29:41.400 --> 01:29:51.960

Greg Moody: And that's the next question. So then the guys would but but I just don't know what the problem is. My guess is, you're not far off. If you're really closing 60%, you're probably pretty good.

693

01:29:52.230 --> 01:29:54.930

Greg Moody: Your what you ought to focus on is clean up the front end of the intro

694

01:29:55.800 --> 01:30:05.940

Greg Moody: That's usually most people's problems if they're really overcoming the objection pretty well at the end, you probably got no problem is the down payment high enough in Paul's case. I think the real tweak is fixes down payment.

695

01:30:07.020 --> 01:30:14.070

Greg Moody: You know that might be some of your issue. Is there something in the front end of the intro, you probably got you probably not far off. I think we just need to fix that.

696

01:30:14.310 --> 01:30:31.500

Greg Moody: There may be there. Maybe not staying with it on the overcoming objections wait long enough. Um, if you're asking about once they do the if they don't enroll and they do the two weeks, or they accept a follow up appointment we beat them up to no end until they enroll.

697

01:30:32.910 --> 01:30:40.890

Greg Moody: So that I mean if they don't enroll and and they aren't on a program, they're going to get asked every single time they come back a little.

698

01:30:42.150 --> 01:30:44.820

Greg Moody: Because here's your alternative, they don't they quit.

699

01:30:46.380 --> 01:30:52.650

Greg Moody: So, so the answer to that is it. Oh, what point do I give up. We were a martial arts what he's supposed to do.

700

01:30:53.880 --> 01:30:57.870

Greg Moody: WHAT HE'S SUPPOSED TO DO YOU GUYS ARE martial arts. Is this supposed to be a give up kind of thing.

701

01:30:59.370 --> 01:31:00.360

Greg Moody: The answer is never

702

01:31:00.480 --> 01:31:01.350

Jan Lappin: Never give up.

703

01:31:01.680 --> 01:31:02.640

Greg Moody: Yeah yeah

704

01:31:02.940 --> 01:31:08.640

Greg Moody: So that Thanks Jen Yeah, it's never give up. So the answer is on these two week people when you give up, you don't

705

01:31:09.390 --> 01:31:19.710

Greg Moody: Or the three weeks or four weeks or whatever that looks stupid intro thing is you know that they end up doing. It's a bad decision on their part, because if they really did want to enroll, they should do the basic program that you started with.

706

01:31:20.190 --> 01:31:25.650

Greg Moody: So let's say they did that just because some people will do that. And when we every time they come in. We'll ask them to enroll.

707

01:31:28.980 --> 01:31:37.470

Bob Dunne: I mean, it's a big help to met senior master moody. Mr. Smith master Oliver if they see the recordings, they can really dial in. Sometimes it's just body language.

708

01:31:37.890 --> 01:31:48.450

Bob Dunne: Right. I mean, you can hear the audio. But if you I we've been doing this a long time. And there's been cases where it was just a weird body language that was going on. And that was actually all set and people

709

01:31:48.960 --> 01:31:57.630

Greg Moody: Yeah, and I think, I think, honestly. One thing to really come back to a little bit. It really may not be the biggest thing for you. I think a lot of what you're I think for you.

710

01:31:57.930 --> 01:32:08.700

Greg Moody: Is, is you're probably not far off just like for Paul, I think you just got to tweak a few things you're in pretty good shape. I think you just need to bump up the front end and maybe look at the back end a little bit, probably more the front end.

711

01:32:09.300 --> 01:32:24.330

Greg Moody: And so for everybody. If you're in that ballpark 60% or better, you're, you're in the ballpark. Now you just need a concert weekend up again. You could start fixing here, overcoming objections or you can fix the value in, you're going to get more value.

712

01:32:25.470 --> 01:32:37.890

Greg Moody: Sounds repetitive fixing the value proposition and making your lesson more tight and and that you're usually going to get a higher percentage. With that, unless you got some real structural issues when you're closing

713

01:32:38.880 --> 01:32:47.040

Greg Moody: Like Paul had that one that it's a super easy fix. You know, so that would probably be the issue. And then after a hopefully a fully answer that answer the question.

714

01:32:48.330 --> 01:32:57.840

Greg Moody: I made it a long answer. I hope that helped. Everybody if they found a piece of that to to include that's kind of out of our time. If we got one last question. If anybody

715

01:32:59.400 --> 01:33:14.220

Bob Dunne: Having Garcia was trying to ask earlier before I do other questions payment is Texas kickboxing hey guys have been their bag Kevin had a question earlier about three questions ago is he free. I just saw him walk out.

716

01:33:14.640 --> 01:33:20.220

Texas Kickboxing Academy: What was actually he's actually just about to step back in as we speak. If you mind.

717

01:33:20.760 --> 01:33:21.300

Greg Moody: What was it

718

01:33:21.390 --> 01:33:22.680

Greg Moody: You know what his question was,

719

01:33:23.910 --> 01:33:24.900

The incentives.

720

01:33:27.240 --> 01:33:39.210

Texas Kickboxing Academy: Sorry, I had a question regarding the benefit of having a six month program over the year like like a year. Basic Program, we were doing a six month and I see you guys do like a year basic and

721

01:33:39.240 --> 01:33:39.990

Texas Kickboxing Academy: What why

722

01:33:40.860 --> 01:33:51.990

Greg Moody: That's a real easy answer, um, you know, I appreciate you getting closer to the mic there for you guys. Um, the real, the real easy answer is the you get twice as long to renew

723

01:33:53.490 --> 01:34:02.970

Greg Moody: It. I mean, in and your closing rates will be reduced. So we used to do six months, a billion years ago, and we went to a year and it's like the closing rates for the same

724

01:34:03.330 --> 01:34:14.700

Greg Moody: So there's zero reason not to do that like immediately, like, in other words, if you do six months. Just go right now in anything that's. First of all, anything that says six months, delete that. Anyway, just put

725

01:34:15.450 --> 01:34:21.570

Greg Moody: You know, if you have something that says you know 200 for six months. Just put months.

726

01:34:22.710 --> 01:34:31.860

Greg Moody: Don't even show the number of months because that's an objection we will have to deal with too early. So we never explained the number of months, we just asked for the initial in the first month

727

01:34:32.310 --> 01:34:40.590

Greg Moody: And then we write up the agreement we get that money. And when we write up the agreement that it'll say 12 months and if they object at that point we explain it.

728

01:34:41.190 --> 01:34:54.090

Greg Moody: But they need to remember you only want I'm answering the question a little longer, but there's three things people can object to the initial the the monthly and the term and you want to deal with all three separately.

729

01:34:54.540 --> 01:35:08.820

Greg Moody: But very frequently you guys deal with all three together and you put them all, like, on one piece of paper. It's this much down and this much per month. And this many months, don't talk about that don't discuss it all together, do them all separately so so

730

01:35:10.860 --> 01:35:19.470

Greg Moody: We always just put like in our case to 97 months and then when you write the agreement up. So if your paperwork says it that way you don't have to change the thing

731

01:35:19.950 --> 01:35:23.190

Greg Moody: With your paperwork shouldn't say the number of months if that's clear.

732

01:35:23.460 --> 01:35:32.070

Greg Moody: Secondly, right, the agreement up for 12 months if there's an objection. You just deal with it then. And we just deal with it. Oh, you're going to know after a month and we give them. We give them a

733

01:35:32.490 --> 01:35:37.650

Greg Moody: Belt guarantee for their first two months. And if if you don't think it's the best thing you've ever done for your kid in the first few months.

734

01:35:38.430 --> 01:35:46.800

Greg Moody: Of the program will they do we give them one time, just one time. It's not an ongoing they can quit whenever they want. They just get a one time after they get their first bell

735

01:35:47.250 --> 01:35:55.830

Greg Moody: But it would have to get their first belt to get that. Well, we're making I'm talking fast to kind of meet our timeline here. But to answer your question.

736

01:35:56.280 --> 01:36:08.040

Greg Moody: Ever do everything you're doing the simple answer is change it to 12 immediately and there won't be any change in your conversion rate. Therefore, worst case, you make twice as much money per basic

737

01:36:08.790 --> 01:36:15.900

Greg Moody: Worst case best case you have 12 months instead of six months to get them renew so you have twice as much time.

738

01:36:16.410 --> 01:36:29.130

Greg Moody: OK. And then, so there's just absolutely no reason not to do that. We've done a couple things today. You guys just got to do like immediately just immediately change that to 12 months and there's with the no brainer.

739

01:36:34.260 --> 01:36:36.780

Greg Moody: That help. All right, awesome.

740

01:36:37.260 --> 01:36:38.400

Jack DeSousa: Quick question, sir.

741

01:36:39.210 --> 01:36:39.720

Greg Moody: Real quick.

742

01:36:39.960 --> 01:36:47.130

Jack DeSousa: Though, sorry. Um, when you say ask them again. Do you know continue with the same discount or continue with this.

743

01:36:47.820 --> 01:36:55.290

Greg Moody: We give them a little bit less of a discount so if they got you know $400 off like we did for Paul there, they would get, like, you know, if you want to do it today. We

744

01:36:55.530 --> 01:37:03.000

Greg Moody: We can give you a little bit of a discount and they they get a little bit of a discount for you if they wait till the end. They're paying the whole shebang.

745

01:37:03.180 --> 01:37:04.230

Jack DeSousa: All right. Okay.

746

01:37:04.290 --> 01:37:19.950

Greg Moody: Yeah, and they never do that though because as as master copy. I just said, you know, a lot of times they don't show up if you do your intro right here's the deal. If you do your intro right it was such a good idea for them to enroll that day.

747

01:37:21.060 --> 01:37:26.610

Greg Moody: And they felt comfortable with you. So everybody who really wants to enroll is going to do it then.

748

01:37:27.840 --> 01:37:40.140

Greg Moody: It hear what I said. You made it comfortable with a forum, they liked you. The savings was really good if they felt uncomfortable with anything you gave them a nice guarantee everything was comfortable

749

01:37:40.830 --> 01:37:50.760

Greg Moody: So 80% of them. That's our target should enroll on day one or two and the other ones that didn't they just didn't like it. So the odds of them.

750

01:37:51.480 --> 01:37:57.630

Greg Moody: Enrolling later low anyway if they do if they show up, you're still going to try to do it, you're going to

751

01:37:58.110 --> 01:38:04.080

Greg Moody: To answer his question you're going to keep doing it forever. The whole two weeks or four weeks or whatever they got

752

01:38:04.440 --> 01:38:14.400

Greg Moody: You're going to keep them forever and then get a little discount. But really they're they're tougher because they just didn't like it. And I don't care if 20% 20% aren't gonna like, that's fine.

753

01:38:15.600 --> 01:38:19.890

Greg Moody: You know i mean hell 20% on the call here to love me, or maybe 50%. I don't know.

754

01:38:20.160 --> 01:38:29.640

Greg Moody: But you know, it's fine with me. It's, it's, you know, some people are not going to like you. They're just not going to, they're going to do the lesson and they go, Yeah, I thought karate was like this and it's like that.

755

01:38:30.780 --> 01:38:36.540

Greg Moody: Oh, it's not a big deal. So don't worry too much about losing knows what you want to do is just keep your overall percentage up

756

01:38:37.200 --> 01:38:43.500

Greg Moody: And that's the idea. And if you do the intro really well. The better you do the intro and the better your closing rate is

757

01:38:43.710 --> 01:38:49.560

Greg Moody: The less of those stragglers at the back end are going to enroll because your intro was so good. That makes sense.

758

01:38:49.800 --> 01:38:55.350

Greg Moody: Because more people felt comfortable when you start having your intro rate drop and you're down to like 50%

759

01:38:55.620 --> 01:39:04.770

Greg Moody: Now you're going to get more stragglers and then you're going to get more signups later. And that means everything was kind of blown up because you you didn't make them feel comfortable enough that first couple days.

760

01:39:06.330 --> 01:39:12.780

Greg Moody: I don't we make them feel comfortable really good value in the lesson really make them feel comfortable if they make the decision today.

761

01:39:13.110 --> 01:39:24.780

Greg Moody: It's it's safe for them. Why is it safe because we gave them if they really had an objection, we give them a belt guarantee if for any reason you don't think it's the best thing ever do done their first belt. We'll just cancel a program so we

762

01:39:25.260 --> 01:39:33.510

Greg Moody: Have a one time. It's a one time option. So it's not a big deal. It's just totally safe for them. So they really don't have any risk.

763

01:39:34.800 --> 01:39:47.460

Greg Moody: Somebody might say, Well, what about after the two months. Look, you're going to know within a couple months if you're really, you're really thrilled and super excited about continuing. If not, then we'll go that way. There's no risk or problem.

764

01:39:48.660 --> 01:39:58.800

Greg Moody: That's really comfortable. So, so, see what I mean. See, I'm really uncomfortable, you're comfortable. Everybody's comfortable. So that's how you make it so that most people enroll and the ones who don't

765

01:39:59.670 --> 01:40:01.590

Greg Moody: They, they weren't they just didn't like it.

766

01:40:02.520 --> 01:40:12.990

Greg Moody: Does that make sense jack. Yeah, thank you for that. It gives you a conception of. It's not like everybody's the same and the 20% that didn't enroll or just like the 80% that enrolled. They're the ones didn't like it.

767

01:40:13.710 --> 01:40:22.290

Greg Moody: Right, right. So, so those people I want to enroll. Don't get me wrong. I'll still work them, but they weren't they weren't so hot. After you anyway.

768

01:40:22.770 --> 01:40:31.020

Greg Moody: You know, don't, don't, don't stress about it. Keep working them to answer MasterCard, next question. Keep working at him. But, you know,

769

01:40:31.590 --> 01:40:34.800

Greg Moody: Maybe they'll change. Maybe they'll turn around. Maybe they had a bad day, but

770

01:40:35.580 --> 01:40:39.150

Greg Moody: But we, we want to just kind of not not take it personal.

771

01:40:39.450 --> 01:40:49.410

Greg Moody: That's the big deal, guys. That's why we keep asking about the numbers because if your numbers are okay. Don't stress about that now you move into the next level. And we've worked on renewals like Catarina we flip those numbers.

772

01:40:50.100 --> 01:40:57.390

Greg Moody: Then we work on the other stuff. Fix those numbers first get rich. You know, you're really getting good enough members get your conversion rate up, get your price up

773

01:40:57.810 --> 01:41:07.530

Greg Moody: Now you're rolling and then you get into the other programs and other things that worry about Alright hopefully that was helpful for everybody. Today I thought we covered a lot of ground.

774

01:41:08.550 --> 01:41:12.630

Greg Moody: And I look forward to talking to you guys next week. And make sure you schedule for April.

775

01:41:13.560 --> 01:41:14.850

Bob Dunne: Thank you estimating great meeting.

776

01:41:15.300 --> 01:41:16.500

Greg Moody: Alright guys, see you later.

777

01:41:16.740 --> 01:41:17.070

Bye bye.

