Quick-start Meeting, March 5 2020

1

00:00:11.190 --> 00:00:13.590

Greg Moody: We're gonna, you guys are kind of for a quick start

2

00:00:17.010 --> 00:00:17.880

Greg Moody: We're going to be on here.

3

00:00:18.270 --> 00:00:19.320

Greg Moody: Give us some feedback on

4

00:00:19.350 --> 00:00:27.150

Greg Moody: What they learned. So you'll get some lessons learned from the High Level Group and you guys can ask them some questions as well. So it's going to be pretty valuable.

5

00:00:27.900 --> 00:00:41.220

Greg Moody: If you didn't go to Disney. If you're one of the high level people didn't go to Disney, you can kind of get some feedback from there and post for some of you, the recordings from Disney and Mr Bostic. Don't worry, I'm going to catch my flight.

6

00:00:44.910 --> 00:00:54.720

Greg Moody: To catch my flight. So, no problem. So I'm actually when I'm leaving here when you catch white to see this from Boston, cuz I'm teaching a seminar in his school on Saturday, we're doing some training for his guys

7

00:00:55.920 --> 00:01:00.510

Greg Moody: About that. Any questions before we get started we're waiting, a couple minutes from master already burning things that we

8

00:01:01.170 --> 00:01:02.760

Martin Noel: May be posted on Facebook would

9

00:01:03.150 --> 00:01:06.600

Greg Moody: encourage you guys to liberally post on Facebook. So you get some questions answered.

10

00:01:09.420 --> 00:01:12.120

Greg Moody: No. Everybody's got everything figured out. Okay, perfect. And

11

00:01:12.150 --> 00:01:17.010

Bob Dunne: masterminding let me welcome Marty and Marty, I forgot your son's name God forgive me.

12

00:01:18.180 --> 00:01:19.590

Martin Noel: Matthew, son of Marty.

13

00:01:20.310 --> 00:01:21.330

Bob Dunne: Ask you, okay.

14

00:01:21.330 --> 00:01:21.570

Like

15

00:01:23.190 --> 00:01:25.620

Bob Dunne: That way we get to match a name with the face so

16

00:01:26.820 --> 00:01:29.970

Greg Moody: Matthew, would you would you change your name on your icon.

17

00:01:31.350 --> 00:01:39.030

Greg Moody: So you can read yourself. Perfect. That's you. You're ahead of me right there and if everybody can make sure they do that. Put your full name.

18

00:01:40.560 --> 00:01:55.020

Greg Moody: Or your thing in Melissa Bostic is Shane Bostic but that's okay. We know who she is. So, um, yeah, we're getting connected their master all rose letting everybody know the group is we'll get him started that we're going to be doing our kind of debrief on Disney as well.

19

00:01:55.350 --> 00:01:59.130

Greg Moody: Event, even if you bump it off a little bit early, so make sure you catch my flight.

20

00:01:59.670 --> 00:01:59.940

Jacob Roell: To the

21

00:02:00.270 --> 00:02:03.480

Greg Moody: Next, so that we have a big seminar coming up Saturday.

22

00:02:04.140 --> 00:02:10.440

Stephen Oliver: Cool. And I think master Smith is driving to driving back to Florida as we speak.

23

00:02:11.010 --> 00:02:12.180

Greg Moody: Back to Florida.

24

00:02:13.740 --> 00:02:15.420

Bob Dunne: Not the same freedom.

25

00:02:17.550 --> 00:02:19.920

Greg Moody: Well, okay. That was interesting.

26

00:02:20.040 --> 00:02:21.630

Stephen Oliver: He's on his way to bike week when

27

00:02:24.570 --> 00:02:25.860

Greg Moody: She's on the all in

28

00:02:28.350 --> 00:02:31.950

Greg Moody: It looks like, which is our normal. No, no. So

29

00:02:33.540 --> 00:02:41.730

Greg Moody: Say it again. Jeff Smith is on the call in driving mode it look like. So our normal. No, nobody turned his video off so we couldn't give him a hard time about it.

30

00:02:42.180 --> 00:02:43.710

Stephen Oliver: I mean, you have a hard time regardless

31

00:02:44.400 --> 00:02:45.030

Greg Moody: I just did.

32

00:02:47.130 --> 00:02:49.230

Stephen Oliver: Exactly, exactly.

33

00:02:50.730 --> 00:02:51.270

Stephen Oliver: Very

34

00:02:51.330 --> 00:02:54.120

Jeff Smith: Good. Well, I thought, I thought I could listen in.

35

00:02:55.200 --> 00:03:01.290

Jeff Smith: I'm not gonna participate, but at least I could listen. So since I've got a two hour drive

36

00:03:02.100 --> 00:03:03.360

Greg Moody: Yes, sir. That'd be great.

37

00:03:03.630 --> 00:03:04.950

Stephen Oliver: There's a, there's a, there's a

38

00:03:05.190 --> 00:03:09.240

Stephen Oliver: There's a marvelous invention by name of Starbucks, it has free Wi Fi.

39

00:03:10.230 --> 00:03:13.230

Jeff Smith: Yeah, that would make me get in at midnight tense.

40

00:03:13.800 --> 00:03:14.250

Perfect.

41

00:03:16.440 --> 00:03:19.080

Stephen Oliver: Okay, so let's uh,

42

00:03:21.510 --> 00:03:26.820

Stephen Oliver: So far what I've seen is Delfino his forehead and

43

00:03:27.360 --> 00:03:30.630

Stephen Oliver: Boss takes who were both with us and Disney there.

44

00:03:31.830 --> 00:03:38.730

Stephen Oliver: Guys, give us some feedback on on things that you picked up that our application implementation from from that trip.

45

00:03:41.130 --> 00:03:42.480

Bob Dunne: I know Paul awesome. Oh.

46

00:03:43.560 --> 00:03:44.640

Stephen Oliver: Yeah, there you go.

47

00:03:46.980 --> 00:03:51.720

Stephen Oliver: So what are some things you learned from Disney that we can Disney Disney phi your school

48

00:03:53.010 --> 00:04:03.600

Delfino: Customer Service is one of the biggest ones that day that I came out with everything they have is so detailed in like we're talking

49

00:04:04.830 --> 00:04:08.340

Delfino: Millions of people go through the parking hardly see any trash on the floor.

50

00:04:08.730 --> 00:04:09.120

Yeah.

51

00:04:10.140 --> 00:04:10.410

The

52

00:04:11.730 --> 00:04:21.690

Delfino: Cast members that I talked to, for the most part are, but it was very polite very helpful. Of course, there was a couple that were not the

53

00:04:22.080 --> 00:04:25.860

Delfino: Usual cast members attitude, but for the most part.

54

00:04:26.880 --> 00:04:29.820

Delfino: That's one thing that stands out from everything else.

55

00:04:30.840 --> 00:04:39.780

Delfino: Yeah. Every, everything is aligned. Everything has a purpose, everything you know is there for the

56

00:04:41.970 --> 00:04:47.220

Delfino: Person going into the Disney theme park or whatnot.

57

00:04:47.610 --> 00:04:52.620

Stephen Oliver: You bet. You bet. So, so what a complete and total absence of trash anywhere.

58

00:04:53.880 --> 00:05:03.360

Stephen Oliver: You know, really kind of overspending and over focusing on on on making sure that that is a perfect and impeccable.

59

00:05:04.470 --> 00:05:09.870

Stephen Oliver: The, the level of and you know their terminology is important. They, they use a theater.

60

00:05:11.520 --> 00:05:18.750

Stephen Oliver: Perspective, you know, coming from the theater in the movie business but it's on stage off stage cast member not employee.

61

00:05:19.740 --> 00:05:31.920

Stephen Oliver: But all of it is designed to really reinforce for everybody on payroll that once they move into an area where they can be seen by customers.

62

00:05:32.670 --> 00:05:40.170

Stephen Oliver: Which they refer to as guest, but once they're at a point and there's, you know, in the backstage areas. There's a big yellow line and there's

63

00:05:40.500 --> 00:05:51.750

Stephen Oliver: Oftentimes a big mirror by the door and there's reminders. You know that they're there. Now moving on stage and you know they're now part of the show. So, you know, fine.

64

00:05:53.190 --> 00:06:01.170

Stephen Oliver: You know the guy, for instance, sweeping the parking lot is having a bad attitude with a cigarette hanging out of their mouth, you know, with a dirty uniform

65

00:06:01.500 --> 00:06:12.420

Stephen Oliver: And with snarly attitude when asked a question. In fact, you know they they paid a lot of attention to and they know the people at the very front line, the person sweeping the

66

00:06:13.080 --> 00:06:26.670

Stephen Oliver: sweeping the parking lot or the person that's a parking lot attendant or the person who's driving the bus are going to be the ones that get the most questions from from guests. So they're the ones that have to be the most prepped and have the best attitude.

67

00:06:27.030 --> 00:06:29.850

Stephen Oliver: Has all kinds of other systems in place.

68

00:06:30.210 --> 00:06:40.710

Stephen Oliver: Easy to access phones, you know, the property where there's some question they can they can access it quickly. So that's a very good sir, what, what are some other

69

00:06:42.390 --> 00:06:53.940

Stephen Oliver: Ryan. This was your first first live meeting your, your wife has been to a bunch of the Quick Start meetings and on your behalf. What were some of your takeaways from the, from the Disney experience specifically

70

00:06:55.830 --> 00:07:03.390

Ryan Burtney: Well, we're still. We're still waiting to the sentence sword are combined notes, but one big thing we want to do is get our employees.

71

00:07:06.000 --> 00:07:10.680

Ryan Burtney: We want to make them feel a little more appreciated. We liked the way that Disney has that were

72

00:07:12.390 --> 00:07:18.540

Ryan Burtney: You know the offstage on stage, but it gives them an idea of when they're on. You know, when I when I was off.

73

00:07:19.770 --> 00:07:27.960

Ryan Burtney: When I try to arrange some times for them to have little breaks, even though I mean, time wise classes run from 430 to 930 but you know they need some time to

74

00:07:28.410 --> 00:07:39.840

Ryan Burtney: relax and unwind and see if we can get them five or 10 minutes here and there and we want to keep working on the aesthetics of the of our school. So when people walk in, they go all that's nice to me we should definitely be paying what what they want us to pay

75

00:07:41.220 --> 00:07:46.260

Stephen Oliver: Yeah, absolutely. Absolutely. Good. Good. Jeff, did you have some good takeaways.

76

00:07:52.560 --> 00:07:53.790

Stephen Oliver: You have to use

77

00:07:54.390 --> 00:07:54.990

Stephen Oliver: Your own

78

00:07:55.950 --> 00:07:58.890

Jeff Jones: Apologize here. I was unable to make it this time.

79

00:07:59.130 --> 00:08:02.280

Stephen Oliver: Oh my mistake my mistake. I'm, uh, I'm

80

00:08:03.120 --> 00:08:04.410

Melissa Bosstick: Doing really

81

00:08:06.210 --> 00:08:06.600

Stephen Oliver: Good.

82

00:08:06.990 --> 00:08:08.970

Melissa Bosstick: Hello. Can you hear me, I wasn't sure if you can hear me.

83

00:08:09.180 --> 00:08:09.780

Stephen Oliver: Yeah, you're good.

84

00:08:10.290 --> 00:08:20.550

Melissa Bosstick: The biggest thing that we really took home was when he started talking about your core values because that was something that we actually did just for ourselves in January.

85

00:08:21.090 --> 00:08:36.600

Melissa Bosstick: But also for our business, you know, what is it that we are about, obviously there's number one was safety, ours is actually family. We want everybody here to feel like family. And the next one was a

86

00:08:38.460 --> 00:08:48.120

Melissa Bosstick: self development. We want to help people self develop and then self defense and then be professional. That's the four that we came up with.

87

00:08:50.430 --> 00:08:51.750

Stephen Oliver: Okay, good, good.

88

00:08:53.970 --> 00:08:56.760

Greg Moody: Safety. I'm just kidding. I'm just kidding.

89

00:08:58.260 --> 00:09:03.180

Melissa Bosstick: Actually the safety falls under the self development.

90

00:09:03.240 --> 00:09:04.500

Greg Moody: With us work. Of course I'm

91

00:09:04.500 --> 00:09:07.320

Shane Bosstick: Just thinking, Yeah, but

92

00:09:07.380 --> 00:09:12.450

Greg Moody: And that's important. I think what you're referring to is their safety show

93

00:09:13.830 --> 00:09:20.220

Greg Moody: Image, they've got that the criteria that they use and and that, what's that helps the staff make decisions.

94

00:09:20.490 --> 00:09:28.470

Greg Moody: So then you've got your own four or five simple rules. What's the decision. First, what, what do I make my decisions based on if it's going to be one or the other.

95

00:09:28.680 --> 00:09:37.230

Greg Moody: I'm going to make my decisions based on this one first and then this one next. And so, yeah, I've been to many other Disney seminars and that's that's a really good insight from them.

96

00:09:37.890 --> 00:09:38.910

Stephen Oliver: You bet even

97

00:09:40.470 --> 00:09:52.200

Shane Bosstick: I just think the the culture, creating that culture that's one of the things when you're in the park. It doesn't matter which Parker in and the thousands of employees they have

98

00:09:53.190 --> 00:10:03.690

Shane Bosstick: They all understand. It's just the way we do it that line. There's not a rule that says you have to do stuff a certain way. It's just creating that culture that we're really after, so

99

00:10:04.800 --> 00:10:18.720

Shane Bosstick: Another big thing that I took as well was making sure we're touching our students each month I personal touch send in birthday cards anniversary stuff and all that, as well.

100

00:10:19.830 --> 00:10:21.840

Shane Bosstick: Because retention is a big thing for us. So

101

00:10:23.760 --> 00:10:26.160

Stephen Oliver: Yeah, certainly should be a big thing for everybody.

102

00:10:27.300 --> 00:10:31.350

Stephen Oliver: It is, is that an area that you perceive to be a problem or is that

103

00:10:32.370 --> 00:10:33.600

Stephen Oliver: in pretty good shape already

104

00:10:34.290 --> 00:10:35.430

Shane Bosstick: It's an area we need to work on.

105

00:10:35.880 --> 00:10:36.270

Stephen Oliver: Okay.

106

00:10:36.660 --> 00:10:40.380

Shane Bosstick: We were about. We were over 6% last year so

107

00:10:40.860 --> 00:10:42.570

Stephen Oliver: Yeah, so the big problem.

108

00:10:43.260 --> 00:10:45.900

Shane Bosstick: Yeah, so it's a major focus. Yeah, yeah.

109

00:10:47.100 --> 00:10:54.060

Stephen Oliver: Well, good. So it's a it's good to recognize when there's a problem and to get get to work quickly to fix it. Right.

110

00:10:58.200 --> 00:11:04.980

Stephen Oliver: Outstanding. Outstanding. Anybody have a couple of other takeaways from from visiting Disney

111

00:11:09.840 --> 00:11:12.120

Larry Keith: Sure within share our semester, Oliver.

112

00:11:12.360 --> 00:11:13.530

Stephen Oliver: Yeah there. Go ahead. Okay.

113

00:11:14.040 --> 00:11:26.220

Larry Keith: Um, well, one of the first things that we're going to develop is the staff story. You know, everybody needs to have one. And, you know, be more intentional with it. I mean, they will have them but

114

00:11:26.820 --> 00:11:35.040

Larry Keith: Just to get them to share it more and you know packages, so to speak, also being more intentional with everything and

115

00:11:35.700 --> 00:11:46.140

Larry Keith: I like what you mean. You talked about creating an expectation for a seven year old student, you know, when they come in. What do they expect to for it to be the experience to be like

116

00:11:48.000 --> 00:11:51.810

Larry Keith: You know, really keep that in mind when they come in.

117

00:11:53.220 --> 00:12:03.030

Larry Keith: Then you know we spend a lot of time talking about experience about policy that was a good takeaway and bread can run in a brand congruent business.

118

00:12:05.610 --> 00:12:08.400

Larry Keith: And then also identifying hiring non negotiable.

119

00:12:10.230 --> 00:12:23.100

Larry Keith: That was important and I like the detail that you know the elephant story. You know what message does that send when the elephant is blinking versus non blinking. You know, so for us to

120

00:12:24.060 --> 00:12:33.570

Larry Keith: Figure out, you know, in everything. What message over trying to convey to our customers, you know, again, it's all ties together.

121

00:12:34.860 --> 00:12:37.680

Larry Keith: Employment sensory details something

122

00:12:38.970 --> 00:12:40.860

Larry Keith: You know, to think about as well.

123

00:12:45.390 --> 00:12:47.850

Larry Keith: And I'm still going through my notes. I'm sure there's more

124

00:12:49.920 --> 00:13:05.130

Larry Keith: And let's see, creating demand for higher programs by by solving problems. That was a big point for us as well. So, and probably the last and most important one was

125

00:13:06.540 --> 00:13:10.860

Larry Keith: Separating onstage from backstage, making sure that there is

126

00:13:12.120 --> 00:13:21.780

Larry Keith: A thick line between that if it needs to be which we are okay with that already. That's one of the things I emphasize with the instructors. You know, I remind them that when you're on the match, it kind of

127

00:13:22.110 --> 00:13:25.140

Larry Keith: Your kind of on your island and you forget that all eyes are on you.

128

00:13:25.470 --> 00:13:34.740

Larry Keith: You know, and so I remind them constantly. Hey, the parents are watching you. The other students are watching you, even though you're oblivious to it. Sometimes you need to not be oblivious to it.

129

00:13:35.190 --> 00:13:47.490

Larry Keith: And make eye contact and give them, you know, Hi, how are you, and you know, even just a short conversation to help build a good rapport and that goes for in person and online as well. Yeah.

130

00:13:48.810 --> 00:13:52.230

Larry Keith: Social media of our employees some

131

00:13:52.620 --> 00:13:59.730

Stephen Oliver: Oh, absolutely. Yeah, that's a, that's one of those complications of late that really create some problems.

132

00:14:00.450 --> 00:14:14.790

Stephen Oliver: You got to be really be careful about their social media profile with their posting with their you know how they're looking at. And really, the last thing you want to do is have all of your staff members end up with all their students is, you know, quote unquote, friends.

133

00:14:15.150 --> 00:14:17.400

Stephen Oliver: Now you want to maintain that professional distance

134

00:14:17.940 --> 00:14:22.950

Larry Keith: Yeah, I tell them not to post anything on social media that they wouldn't say in a room full of potential clients.

135

00:14:23.400 --> 00:14:28.380

Stephen Oliver: Go yeah yeah easier, easier said than the monitor.

136

00:14:28.830 --> 00:14:29.370

Yes.

137

00:14:30.930 --> 00:14:31.320

Greg Moody: But if you

138

00:14:31.380 --> 00:14:36.810

Greg Moody: Hold that. And that's written down, then if later on. I like to make sure that those things are written down, like in

139

00:14:37.380 --> 00:14:40.740

Greg Moody: Within the Boston talked about in in one of those policy.

140

00:14:41.070 --> 00:14:47.640

Greg Moody: Things that that's part of what the what one of those categories would be about your personal development or one of those categories.

141

00:14:47.880 --> 00:14:55.890

Greg Moody: That if later on. You see something like that or you uncover something like that. You go, Hey guys, this isn't part of what we do. This is the way we do things right.

142

00:14:56.220 --> 00:15:02.160

Greg Moody: So it's easier to say, hey, this is the way we do. Oh, I didn't know I was doing that and they legitimately may not be thinking when they're

143

00:15:02.820 --> 00:15:15.000

Greg Moody: You know, when they were at the bar and they posted that they had a bunch of drinks and they were out with their friends and everybody else's posting stuff and they did it to. They may not be thinking about you, the school at that moment.

144

00:15:15.270 --> 00:15:15.660

Larry Keith: Right and

145

00:15:15.750 --> 00:15:18.150

Greg Moody: You know, people make mistakes.

146

00:15:18.570 --> 00:15:38.310

Larry Keith: Oh, yeah, yeah. And then when the on the renewal side of things, the big point for me was, it's important to teach your students like you said, it doesn't matter what we teach them as long as we teach them to want to be a black belt and yeah that brought it home. So thank you for that.

147

00:15:38.790 --> 00:15:45.870

Stephen Oliver: Yeah, in the, in the early stages. I mean, really, the you know the purpose of the first year for us to do the second year, and the purpose of

148

00:15:46.860 --> 00:16:01.470

Stephen Oliver: Beginner whether you know white belt first 14 months, six months if we're not, you know, convincing them. They want to stick with this and train to black belt. Anything else we try to accomplish with them. They're never going to be very good at, right, if they drop out in six months.

149

00:16:02.520 --> 00:16:09.810

Stephen Oliver: We all know that they don't trade for three, four or five years they're never going to become all that all that accomplished.

150

00:16:11.580 --> 00:16:20.190

Stephen Oliver: You know Shana Melissa, going, going back to your four. Do you think that self defense marriage being one of the four things that you're focusing on

151

00:16:21.150 --> 00:16:31.110

Shane Bosstick: Um, it's actually the four things that we came up with their family personal development personal safety which includes self defense but it's

152

00:16:31.140 --> 00:16:38.760

Shane Bosstick: Also fitness and that side of stuff as well. And then the last was professional

153

00:16:39.270 --> 00:16:39.570

Stephen Oliver: Right.

154

00:16:39.630 --> 00:16:41.010

Shane Bosstick: Those are really the four

155

00:16:42.300 --> 00:16:42.660

Shane Bosstick: So,

156

00:16:43.680 --> 00:16:47.010

Shane Bosstick: I love self defense into that personal safety.

157

00:16:47.400 --> 00:16:51.090

Shane Bosstick: Right. But it's really, it's, it's the fitness side of stuff. It's

158

00:16:55.170 --> 00:16:56.550

Shane Bosstick: Like that side of things. So

159

00:16:56.580 --> 00:17:14.310

Stephen Oliver: Yeah, I think it is interesting to be constantly, you know, thumping new students on why it is there, you know, they're walking in the door and something students about what really is underneath you know underneath it all, why they're continuing to train right

160

00:17:15.600 --> 00:17:24.450

Stephen Oliver: My guess is and i and i baby wrong but in almost all cases, I would guess that self defense is really fairly low down the

161

00:17:25.500 --> 00:17:34.680

Stephen Oliver: The list and and the more the more they move up the ladder and the more accomplished, they become you know maybe you can you can generalize it into a

162

00:17:35.490 --> 00:17:43.740

Stephen Oliver: broader category of really feeling confident all situation and really creating awareness to keep themselves safe in all situations.

163

00:17:44.100 --> 00:17:49.830

Stephen Oliver: But I do think sometimes we think that everybody coming in the door is coming in the door to learn how to fight.

164

00:17:50.340 --> 00:18:00.690

Stephen Oliver: And we, we then have the language we use in class, the examples we use the way we wrap things targeted in

165

00:18:01.200 --> 00:18:15.990

Stephen Oliver: At the very least, in terminology that somebody who's been trained in martial arts for six years, you know, maybe immune to and a white belt may find a setting. I do think you have to be you have to constantly be careful about, you know,

166

00:18:16.170 --> 00:18:22.590

Stephen Oliver: How graphic the disclosures are and how how focused, you are in in some of those ways

167

00:18:25.560 --> 00:18:30.960

Greg Moody: I have a, I have one. We worked up that was similar to what you guys are doing. I'll see if I can post it.

168

00:18:31.710 --> 00:18:33.180

Greg Moody: Right from the Disney seminar.

169

00:18:33.600 --> 00:18:39.330

Stephen Oliver: Good, good, good, good, good. Very good. Any other thoughts on things you will

170

00:18:39.870 --> 00:18:49.830

Stephen Oliver: For for all the mastery leadership of people on the meeting today we're going to spend a lot of time next tuesday wednesday going through all of the read the renewal.

171

00:18:50.370 --> 00:18:55.980

Stephen Oliver: Concepts, we were talking about the rotating curriculum, the different steps in that and all that. So we want to address that today.

172

00:18:56.940 --> 00:19:04.050

Stephen Oliver: But I would really recommend everybody go through the two books that we've sent out for mastery and leadership members make sure you've

173

00:19:04.680 --> 00:19:15.540

Stephen Oliver: Gone through the CDs and and the other information. I think we're 17 of them that we mailed out before the trip down and really walk through your notes and

174

00:19:15.990 --> 00:19:28.470

Stephen Oliver: If you don't make action implementation steps. If you don't immediately start implementing now, you know, we all know that, you know, three weeks from now it's all going to just been a you know a fond memory of the past, but it's not really going to create

175

00:19:29.610 --> 00:19:31.830

Stephen Oliver: A dramatic change in in your results.

176

00:19:33.090 --> 00:19:45.150

Stephen Oliver: David, we were sad to Jeff said to Miss you at the meeting and Jimmy's sorry you couldn't make it. But we would have loved to have had you guys there and for everybody else. The

177

00:19:46.110 --> 00:20:06.000

Stephen Oliver: The next Quick Start means coming up in April, it's going to be April 17 and 18th and the structure for for that meeting will be meeting here at my home in Evergreen Colorado on Friday and Saturday, typically we, you know, go to one of the restaurants behind my house for lunch.

178

00:20:07.200 --> 00:20:14.490

Stephen Oliver: midday say at one o'clock THURSDAY THE 15th, what we'd like you to do is come in early enough so that you can

179

00:20:15.180 --> 00:20:21.030

Stephen Oliver: See behind the scenes at one of the my like karate schools. That's fairly close to the airport quite a ways from

180

00:20:21.390 --> 00:20:37.200

Stephen Oliver: You know, from the hotels and from my home, but have some time to go by, say from four to eight or from five to eight or something like that and see classes going on. See the operations in place that school did 710,000 last year.

181

00:20:38.310 --> 00:20:48.750

Stephen Oliver: in that location in Jordan I believe their rents about 4000 maybe between four and 5000 a month, so it's it's not horrendous. It's a

182

00:20:50.130 --> 00:20:59.490

Stephen Oliver: Location that make sure you drive the neighborhoods and get a sense of, you know, what the areas like you want to get a sense of, is this or is this not you know

183

00:21:00.030 --> 00:21:10.980

Stephen Oliver: comparable to what my market is, but I think you'll pick up quite a few things in the you know the staffing development staff structure there the character development, implementation, the class.

184

00:21:12.090 --> 00:21:27.270

Stephen Oliver: Process, etc. So it takes some time to do that, you know, the rule is take a copy of everything that's not nailed down or deposited into the bank. So, you know, make sure you get samples of what they're handing out all that stuff. Most, if not all of it is already up in the

185

00:21:28.590 --> 00:21:33.030

Stephen Oliver: The Member site or in the Facebook group, but it gives you a better sense of how you implement

186

00:21:34.410 --> 00:21:44.160

Stephen Oliver: The character development lessons. The striping the ID cards, etc. So again, that's April THURSDAY THE 15th is

187

00:21:45.150 --> 00:21:59.940

Stephen Oliver: The evening before will do behind the scenes at the school, the Friday and Saturday the 17th and 18th will meeting pretty much 10 to six more or less at my home will accomplish an awful lot.

188

00:22:00.690 --> 00:22:07.920

Stephen Oliver: You should get all of you. Some of you have gotten it already. If not, you'll have it before the meeting, you should get the quick start

189

00:22:08.670 --> 00:22:15.930

Stephen Oliver: CDs and DVDs in the mail that contents also on the member site, but it would certainly be

190

00:22:16.590 --> 00:22:23.610

Stephen Oliver: Appropriate to have gone through all of the video recordings, whether it's on the CD or DVD or whether it's on the

191

00:22:24.480 --> 00:22:35.010

Stephen Oliver: The website on MP3 or whatever to go through all the content on the Quick Start member site to really be up to speed. And then what we're going to be doing is really pulling it in and getting it organized

192

00:22:35.610 --> 00:22:48.690

Stephen Oliver: And. And by the way, Marty. Welcome to I think this is your first Thursday meeting since we we skip last week. So, everybody. Welcome. Our newest member here, Marty Noel Marty tell everybody a little bit about yourself.

193

00:22:52.440 --> 00:23:05.910

Martin Noel: Well, I have a Dojo that's been in business actually since 1979. We are a community based business for about 15 years and we've been in our current commercial facility since 1994

194

00:23:07.590 --> 00:23:18.840

Martin Noel: We just came on board really excited about the potential for growth and looking forward to working with you guys. I don't know if there's something more specific. You're looking for now.

195

00:23:18.870 --> 00:23:23.190

Stephen Oliver: Tell us a little about your martial arts background, what you teach, and what you what you're

196

00:23:23.340 --> 00:23:31.470

Martin Noel: Hoping to well it's a it's a diverse background. I got my first black belt 1976 training predominantly Okinawan karate.

197

00:23:32.580 --> 00:23:33.000

Martin Noel: We've

198

00:23:34.350 --> 00:23:40.380

Martin Noel: Got we're offering program our karate program our core program is issue base we have a

199

00:23:41.220 --> 00:23:49.260

Martin Noel: Background and a few other open open systems that we've integrated and we do a lot of jujitsu along with our, our karate a curriculum.

200

00:23:50.100 --> 00:24:04.740

Martin Noel: I also teach Tai Chi Tron. I've been doing that for a little over 20 years now, we have a Japanese weapons track we call Fujitsu and we also teach a reality based self defense program called cutie tea and

201

00:24:06.900 --> 00:24:20.250

Martin Noel: So we have number, like a lot of room for growth, we have a 3800 foot facility square foot facility and we have a little less than hundred students right now so we're looking forward to to really grow in there.

202

00:24:22.230 --> 00:24:35.070

Stephen Oliver: Yeah. And as I've said so many times that people get sick of hearing me say it but you know there's no problem that can't be solved by adding 100 new students to the school and your it's easier to do it.

203

00:24:35.700 --> 00:24:39.900

Stephen Oliver: In 60 days it is to do it in six months, versus a year.

204

00:24:40.740 --> 00:24:41.100

Stephen Oliver: What you

205

00:24:41.220 --> 00:24:46.020

Stephen Oliver: Have to do is really, really crank up the marketing machine, get the conversion rates tight.

206

00:24:46.500 --> 00:24:55.560

Stephen Oliver: But the. But what happens is when you do it quickly when you really get aggressively focused and do a couple of months where you do, you know, let's say 15 new students

207

00:24:55.860 --> 00:25:02.730

Stephen Oliver: You know, number one, the dropout rate hasn't kicked in, we, we want to get our dropout radio you're hearing the conversation with the Boston

208

00:25:03.270 --> 00:25:13.740

Stephen Oliver: We want to get our dropout rate not to be 6% but to be, you know, one to 2% a month and with with their situation as well. What we find is the you know the

209

00:25:13.950 --> 00:25:14.700

Stephen Oliver: What what

210

00:25:15.360 --> 00:25:22.710

Stephen Oliver: The industry seems to think what generalized knowledge seems to think is a charismatic and exciting instructor

211

00:25:23.070 --> 00:25:33.540

Stephen Oliver: Who has a fast paced class with adding constantly new and exciting curriculum, it seems that that's the message that gets conveyed out there as far as how you get better.

212

00:25:33.990 --> 00:25:44.340

Stephen Oliver: student retention reality is and nothing wrong with that. But almost everybody tries to teach too much in the first year. Way too much in the first six months.

213

00:25:44.700 --> 00:25:55.920

Stephen Oliver: So it's not about more an exciting curriculum. A lot of times it's about less in the early stages now done anything to do with how much you're going to teach and by time to get a black belt or second degree or third degree black belt.

214

00:25:56.310 --> 00:26:02.940

Stephen Oliver: But certainly in the first six months. The second thing is the key to really keeping people as rapport.

215

00:26:03.540 --> 00:26:11.190

Stephen Oliver: Do they feel like you like them. Do you do you, do you like them. Do they like you do. Are you recognizing them. Are you are you greeting them.

216

00:26:11.520 --> 00:26:23.610

Stephen Oliver: You know, using their name three times touching them three times green them with entry for the door, you know, just kind of simple but the worthwhile rules, making eye contact with them on a regular basis in class.

217

00:26:24.480 --> 00:26:38.400

Stephen Oliver: greeting the parents as well as the kids every class. So it's more about rapport and about goal setting. So if we really shift our mindset from we got to have the class be exciting every minute of the day.

218

00:26:39.390 --> 00:26:44.910

Stephen Oliver: Which will still lead, if that's the only thing you focus on still need to drop, you know, seven 8% a month.

219

00:26:45.510 --> 00:26:53.340

Stephen Oliver: To our really our only mission at at white belt is for them to set a goal that they're going to stick with this and be a black belt.

220

00:26:53.700 --> 00:27:00.690

Stephen Oliver: So that requires validation requires goal setting it requires really teaching them the value of the benefit of what it is we do

221

00:27:01.110 --> 00:27:17.010

Stephen Oliver: And for them in the very early stages to immediately become comfortable with the other people in class. The staff to know the names to feel comfortable to never get lost in the shuffle. So what we want to do is we want to start with.

222

00:27:18.210 --> 00:27:27.090

Stephen Oliver: Making sure we don't do intro one intro to and they just throw them over the wall. We're always scheduling the next appointment for the first, you know, eight or 10 classes.

223

00:27:27.930 --> 00:27:36.120

Stephen Oliver: In the early stages, we're still calling to confirm where greeting them at the door. We're walking them through how the ID card works. We're walking them through

224

00:27:37.170 --> 00:27:48.120

Stephen Oliver: The character development lessons, etc. So Marty. Our mission is going to be for you and for a lot of the Members on the on the meeting here who are new is let's go at 100 new students

225

00:27:48.480 --> 00:27:55.890

Stephen Oliver: And at the same time, let's make sure that first four months is really in good shape that we start them off. Well, that we get to know them.

226

00:27:57.060 --> 00:28:04.440

Stephen Oliver: I think is the boss sticks, we just mentioned one of their takeaways was getting better at things like birthday card anniversary card.

227

00:28:05.130 --> 00:28:20.220

Stephen Oliver: Flowers being sent to mom when she has the new baby flowers to Grandma when she's in the hospital, etc, etc. But getting better at all that kind of recognition being willing to spend time and money on it to really build the relationships.

228

00:28:21.150 --> 00:28:28.710

Stephen Oliver: But then make those first two months all about all the reasons why you want to be a black belt and all the reasons why they can see

229

00:28:30.240 --> 00:28:36.300

Stephen Oliver: Me not only that they're capable of it, but that what all the benefits and outcomes are going to be

230

00:28:37.410 --> 00:28:45.450

Stephen Oliver: So, so anyway, welcome. And we'll get we'll get we'll get right on that adding hundred students you you and Jeff Patterson, among others share the

231

00:28:46.470 --> 00:28:53.280

Stephen Oliver: Teaching Tai Chi, Jeff, I just saw Jeff plugged in here, Jeff. We missed you. In the end, dizzy would have loved to have had you there.

232

00:28:54.420 --> 00:29:00.420

Stephen Oliver: But he's in Portland. He also has a full it program, Jeff. How's your Tai Chi program doing

233

00:29:01.740 --> 00:29:03.750

Jeff Patterson: Pretty good. We've got maybe

234

00:29:04.950 --> 00:29:09.720

Jeff Patterson: 120 230 students in that specific program.

235

00:29:11.640 --> 00:29:12.900

Stephen Oliver: What do you charge you for that now.

236

00:29:14.070 --> 00:29:15.120

Jeff Patterson: I'm too little.

237

00:29:15.750 --> 00:29:16.200

Okay.

238

00:29:19.170 --> 00:29:21.300

Greg Moody: You know what you were gonna say something to you about it.

239

00:29:21.510 --> 00:29:29.580

Stephen Oliver: 117 174. Okay, so, so you've gotta do what you say about 130 people in 174 months.

240

00:29:29.880 --> 00:29:32.370

Stephen Oliver: Yes, sir. Okay, how's the return

241

00:29:32.760 --> 00:29:37.890

Jeff Patterson: Sir, a lot of those I have students in that program that have been with me for 25 years

242

00:29:37.950 --> 00:29:43.020

Jeff Patterson: Yep, they're not paying 174 they're paying what they paid a long time ago. Sure.

243

00:29:43.080 --> 00:29:43.560

Sure.

244

00:29:45.270 --> 00:29:51.150

Stephen Oliver: And and there. There is a methodology to go about to to shifting and moving them into a

245

00:29:51.960 --> 00:29:59.400

Stephen Oliver: Higher level program and what one of the things I do want people to to understand as we move along, is not to treat

246

00:30:00.120 --> 00:30:15.060

Stephen Oliver: You know, individual programs is different from the main program to always have that renewal process. Always have goal setting, etc. And you've done a really good job with most of stuff. Jeff and Amanda I saw you, you just joined us to, hey, give us some of your takeaways from Disney

247

00:30:17.730 --> 00:30:26.400

Amanda Olson: One, I had a great time got a chance to meet everybody a little bit more. Get to know, but I really left with the sense of

248

00:30:28.500 --> 00:30:48.510

Amanda Olson: Directing from the moment the student walks in the door to directing them exactly where I want them to go with intention. Yeah. So everything leads them to earning their black belt everything leads them to join the leadership program setting long term goal. And I know

249

00:30:48.900 --> 00:31:05.400

Amanda Olson: You know, when I look at my school. It's kind of like we hope they get that idea. Um, so there's some big changes and things that can make here at the school that will make it very clear that that's what's expected. Yeah, yeah.

250

00:31:05.910 --> 00:31:13.440

Stephen Oliver: Good and and and and you and a small team did a little behind the scenes thing also on Thursday, what, what were some things you picked up from that.

251

00:31:14.850 --> 00:31:18.840

Amanda Olson: Well, the probably the biggest thing for me from that one. There's a lot

252

00:31:20.010 --> 00:31:29.490

Amanda Olson: They're extremely structured and so that was fun to see how detailed Instructor They Disney is and everything that they do.

253

00:31:31.020 --> 00:31:45.210

Amanda Olson: But was how they train and take care of their staff. Yeah, they they spend a lot of time making sure their staff understands exactly what's expected of them.

254

00:31:46.440 --> 00:31:53.760

Amanda Olson: They spend time on these are policies and everything that we do comes from

255

00:31:54.900 --> 00:32:07.080

Amanda Olson: This policy. So for instance, safety is first and then courtesy. So if you have a decision as a staff member to make you're going to look at safety first and then courtesy.

256

00:32:08.400 --> 00:32:27.840

Amanda Olson: And then you just have to know that everybody on your team is thinking the exact same way you do. And I can't leave that to assumption I need to write that down. Say this is first, this is second, third, so everybody's on the same page that I am and I can do that for sure. Yeah.

257

00:32:28.380 --> 00:32:37.200

Stephen Oliver: You know, a good resource for that, by the way, is Tony Robbins is awaken the giant within book is is that's the

258

00:32:38.370 --> 00:32:41.130

Stephen Oliver: I'm trying to remember the name of the seminar that was based on

259

00:32:42.300 --> 00:32:54.240

Stephen Oliver: But, but that seminar. And that book is all about goals values, making sure values align you figuring out what the organization value should be in order.

260

00:32:54.930 --> 00:33:03.420

Stephen Oliver: It's a really good resource of one of the things that I did for many years, probably should go back to doing it was use that as the basis of our black belt retreat.

261

00:33:03.870 --> 00:33:09.960

Stephen Oliver: Where we would have all the students and have them put their goals together and their values and make sure that they were in alignment.

262

00:33:10.380 --> 00:33:18.000

Stephen Oliver: And then we'd ask them about what what they think the organizational goals are, what they think the organizational values are how that aligns

263

00:33:18.360 --> 00:33:27.990

Stephen Oliver: And I would I would highly recommend at least with your staff and your black belts, you know, use that as a two or three month module to get them talking about organizational values what they're

264

00:33:28.530 --> 00:33:36.330

Stephen Oliver: Trying to accomplish and of course you lead it all that back to, you know, what are we trying to have the outcome for the student be

265

00:33:36.900 --> 00:33:47.280

Stephen Oliver: How does all of our curriculum our interaction and everything. How does it relate to that outcome that we're trying to accomplish, and then how does that tie to the organizational goals.

266

00:33:48.510 --> 00:34:01.020

Amanda Olson: Yeah, I think I've inferred that and hope that people would pick up on it, you know, even my staff. And that's been the wrong approach. You know, I need to lead by example. But I need to write that exists.

267

00:34:02.340 --> 00:34:04.320

Amanda Olson: And follow it specifically

268

00:34:04.770 --> 00:34:12.720

Stephen Oliver: You bet. Absolutely. And you got to keep going back to going back to it and going back to it. That's the only way that you really get that internalization

269

00:34:13.110 --> 00:34:20.250

Stephen Oliver: And then utilize it as a decision making tool for them so you know when they're asking you a question, what should we do about this.

270

00:34:20.610 --> 00:34:34.260

Stephen Oliver: Well, let's think about it. Our primary value is this and primary thing we want to accomplish with the students is this, and how does you know what what decision should we make that is congruent with those outcomes. Right.

271

00:34:36.360 --> 00:34:44.550

Amanda Olson: Absolutely. And I think being extremely clear about what you know I want the outcome to be for the student.

272

00:34:45.150 --> 00:34:57.720

Amanda Olson: That the whole staff is on the same page is that, you know, for Disney it's they want to create family memories and a magical experience and something that people go back and say, that was the best thing ever.

273

00:34:58.800 --> 00:35:09.360

Amanda Olson: You know, so what is it that I want my students to say when they, you know, leave class or when they get their black belt, you know, what do I want them to feel. Yeah, yeah.

274

00:35:11.070 --> 00:35:13.800

Stephen Oliver: Or things generally inexpensive or

275

00:35:14.970 --> 00:35:19.440

Stephen Oliver: At the upper end of the price continuum. Would you say Amanda at Disney

276

00:35:20.790 --> 00:35:34.560

Amanda Olson: Well, honestly, honestly, I really, I didn't besides reading. I didn't do like a lot of prep work. So it was, it didn't know what to expect. As far as cost. Um, I thought, you know, the hotel and all is

277

00:35:36.210 --> 00:35:45.900

Amanda Olson: pricey, but on the other hand, there was free transportation everywhere you wanted to go. So there was a lot of a lot of value, put in that way. Everything was extremely convenient.

278

00:35:47.160 --> 00:35:54.570

Amanda Olson: So there's a lot of value there. But as far as the parks, though, I, I thought it was reasonably priced

279

00:35:56.250 --> 00:36:07.350

Amanda Olson: You know, it's not it's not cheap by any means. And you get a lot for what you pay for. So I thought it was affordable. You know, when we went to all three parks and

280

00:36:08.490 --> 00:36:15.450

Amanda Olson: We ate it all of them and bought stuff that all of them. And it didn't blow me away when I got the unbuilt

281

00:36:16.740 --> 00:36:25.410

Stephen Oliver: Well, let's see. I paid for. I say paid for, because a few of them. I was mercilessly mercifully not there.

282

00:36:26.460 --> 00:36:35.550

Stephen Oliver: But the the the for four people. We went to several of the character you know their character breakfast. This character dinner one thing or another.

283

00:36:38.100 --> 00:36:52.710

Stephen Oliver: Any one of the tabs. I could have had family of four, including wine appetizers, etc. At Morton's capital grill or any, any other comparable.

284

00:36:53.700 --> 00:37:11.790

Stephen Oliver: I think on average, I was dropping about 300 bucks or 75 bucks a head for all you could eat breakfast or, you know, buffet dinner all the food was fine. All of it was fine wasn't appreciably better than local Denny's.

285

00:37:13.530 --> 00:37:27.120

Stephen Oliver: For, you know, a comparable price of what I would expect to pay at Morton's so from from that standpoint, you know it, it certainly isn't. And by the way, the, the, the add on value was

286

00:37:27.780 --> 00:37:37.950

Stephen Oliver: You know, some 20 year old walking around and Mickey costume pretty well right and and and another 20 year old walking around in a goofy costume or whoever it might be

287

00:37:39.000 --> 00:37:46.290

Stephen Oliver: So it was the kids get a picture with the character and the character is all seem to be very well trained and behave appropriately for the character one thing or another.

288

00:37:47.220 --> 00:37:55.890

Amanda Olson: Service, you know, the people that were serving us were very, very kind and you know he certainly didn't feel like you were at a Denise, you know,

289

00:37:56.220 --> 00:37:56.670

Friday.

290

00:37:57.720 --> 00:38:07.410

Amanda Olson: But, you know, they were like, I call the front desk with a question. And, you know, she answered my question. And she ended with have a magical day

291

00:38:07.770 --> 00:38:21.900

Amanda Olson: You know, and I just kind of let you know just, you know, little, little touches like that I made it. You know, fun and, you know, not just answered the question with the dry hear your answer but added to the experience

292

00:38:22.290 --> 00:38:32.010

Stephen Oliver: You met, you know, going back to the hotel, you know, the Coronado springs. I've stayed there a few times, because my friend Mike McCoy host is a big tournament in that facility.

293

00:38:32.820 --> 00:38:39.390

Stephen Oliver: You know, but to me, if you look at the hotel room. It's like a Motel six and then you look at the ambience on the property and it's

294

00:38:40.110 --> 00:38:48.270

Stephen Oliver: You know, really nice. And then you look the way the staff is trained right so you're paying like $250 a night. And that was a deal.

295

00:38:49.020 --> 00:39:04.260

Stephen Oliver: Or $300 a night for a room that you could have easily gone across the highway and paid $50 a night for. So it's really a five time multiple on a comparable value hotel.

296

00:39:05.370 --> 00:39:18.750

Stephen Oliver: That is in part because it's on Disney property and in part, it just is is imparted the magic of of being part of Disney as opposed to literally a half a half a mile across the highway on the other side.

297

00:39:20.580 --> 00:39:24.030

Stephen Oliver: Is that, is that a fair description, not trying to be critical of them, but it's a

298

00:39:24.780 --> 00:39:27.240

Amanda Olson: I think that it's I think that is fair, you know,

299

00:39:28.530 --> 00:39:34.410

Amanda Olson: It was kind of like we we talked about in in the in the seminar that you gave that

300

00:39:35.580 --> 00:39:55.500

Amanda Olson: You are paying for more of the experience, not the actual tangible product. Yeah. You know, so the steak wasn't any better. But, you know, because some really nice people and you know treated you well. And then in a beautiful facility made the experience better

301

00:39:56.730 --> 00:40:00.180

Amanda Olson: And so that you were paying for that. Yeah.

302

00:40:01.080 --> 00:40:09.540

Larry Keith: And I think available takeaway from will just Amanda said is that we need to adopt the same mindset about our services that we provide.

303

00:40:09.870 --> 00:40:28.260

Larry Keith: That you know they are paying for us going and training a decent spending all these this extra money and extra time on making our services better. So we need to feel the same about what we provide for people in charge, you know, higher prices, it can teach us.

304

00:40:28.290 --> 00:40:32.700

Stephen Oliver: So yeah, you know, it's a it's a different company, but it has a similar

305

00:40:34.680 --> 00:40:37.710

Stephen Oliver: Theme to it is Howard Schultz, who's the

306

00:40:39.000 --> 00:40:47.130

Stephen Oliver: founder CEO former CEO of Starbucks, somebody asked him one time. You know why they charge $3 and 50 cents for a cup of coffee.

307

00:40:47.550 --> 00:40:56.580

Stephen Oliver: And he said, so the weekend, you know, our employees well and provide medical and one thing or another, of course, also, so they can make a heck of a bottom line profit but

308

00:40:57.840 --> 00:41:03.090

Stephen Oliver: It is it is the right way to think about that for for all of our new members and for

309

00:41:06.000 --> 00:41:07.050

Stephen Oliver: Let's kind of

310

00:41:08.760 --> 00:41:12.120

Stephen Oliver: Olga, Larry, what are you guys charging now for a new enrollment.

311

00:41:14.280 --> 00:41:18.930

Larry Keith: Um, so it's 500 down and 247

312

00:41:20.190 --> 00:41:24.750

Larry Keith: A month they get $300 discount so that info 47 down essentially

313

00:41:25.170 --> 00:41:33.900

Larry Keith: Okay, our leadership is 497 they get 397 deal six year program one year free doesn't matter.

314

00:41:35.130 --> 00:41:43.170

Stephen Oliver: And I would like as we talked about the seminar to get what we're doing, you know a little bit more initially Amanda. What do you guys charge now for a new enrollment.

315

00:41:44.160 --> 00:41:52.020

Amanda Olson: Oh, we are charging 247 a month for the basic program and we have an enrollment of 150 so

316

00:41:54.330 --> 00:41:55.920

Stephen Oliver: We have, we gotta gotta work on that.

317

00:41:57.780 --> 00:42:05.880

Amanda Olson: That gap right there. Absolutely. Yeah, that's it. That's the next we've done doing better with the leadership enrollment.

318

00:42:07.890 --> 00:42:11.340

Amanda Olson: But initially, we, we can do better. Yeah, yeah.

319

00:42:12.510 --> 00:42:14.490

Amanda Olson: And our prices to 247

320

00:42:16.410 --> 00:42:30.150

Amanda Olson: From 197 in November. And I mean, it hasn't. There has been zero. In fact, I think there's been less push back at 347 than at 197 yeah we had a 20 enrollments last month.

321

00:42:31.950 --> 00:42:38.790

Amanda Olson: And it's just, you know, you think it's going to be everybody's gonna stare at you funny, but they don't

322

00:42:40.260 --> 00:42:49.170

Amanda Olson: Because and because like I said because of the value, you know, they come in and they see you know that their child. I had a dad. The other day say

323

00:42:50.190 --> 00:43:01.500

Amanda Olson: He's not going to get anything like this and in soccer. This is where he needs to be, you know, yeah, I mean, just because he can see it, you know, the way we present it in the intro but showing that experience that you're going to get

324

00:43:02.160 --> 00:43:05.190

Amanda Olson: Yet, you'll pay for Disney. You bet. You bet.

325

00:43:05.400 --> 00:43:07.320

Stephen Oliver: Hey, David, what are you charging now for New Roman

326

00:43:09.060 --> 00:43:16.680

David Grout: Well, that's where I gotta take action here I, you know, we asked for the $500 195 a month.

327

00:43:19.050 --> 00:43:25.020

David Grout: But I gotta take a lesson from Amanda right now, you know, just go do this right so

328

00:43:27.210 --> 00:43:38.460

Stephen Oliver: Usually what happens is the closing rate improves not declines, with the exception of if whoever's doing the presentation and it might be you.

329

00:43:38.820 --> 00:43:44.820

Stephen Oliver: whoever's doing the presentation. If you haven't really bought into it yet. And you're hesitant and fearful about it.

330

00:43:45.180 --> 00:43:59.190

Stephen Oliver: Then you'll take your, your conversion rates for a while until you get comfortable. So that's why you've really got a role play get the numbers down. Make sure there's no hesitation, though, you know, no fearfulness about doing it. And then once you're at that point.

331

00:44:00.390 --> 00:44:09.000

Stephen Oliver: Again, it's, it's, it's usually an improvement, not a decline in the in the conversion rates on on all those things. So focusing on it from there.

332

00:44:10.560 --> 00:44:11.970

Stephen Oliver: That makes sense. Yep.

333

00:44:13.080 --> 00:44:14.400

Stephen Oliver: Jimmy, what are you charging now.

334

00:44:17.310 --> 00:44:30.960

Jimmy, Laguna Beach: We have $400 down we give them a $200 discount on enrollment and our we're at 297 for the basic program. And I think 397 for the blackboard program that we have. Okay.

335

00:44:31.380 --> 00:44:47.730

Stephen Oliver: And we'll talk about the the the renewal pricing more on on Tuesday. But again, I keep hearing. One thing I'd rather you guys be present is normally 800 to register. We give you a $300 discount if you enroll today. So it's 500 in the first month, I'd rather it be that

336

00:44:48.960 --> 00:44:51.450

Stephen Oliver: it'll improve the retention. It'll make the

337

00:44:51.510 --> 00:44:52.050

Martin Noel: Agreement.

338

00:44:52.770 --> 00:45:07.980

Stephen Oliver: Lot more solid. Some people will ask to split it up, which is fine. So as long as you have, you know, the ability to fall back on that smoothly. There's no no issue whatsoever, but it makes the agreement more solid makes the whole thing more solid as you go there.

339

00:45:10.230 --> 00:45:12.870

Stephen Oliver: Let me plastics. What do you guys charge now for a new enrollment.

340

00:45:15.780 --> 00:45:24.870

Shane Bosstick: Where it basically we tell them it's 497 obey Enroll today it's 247 down to 47 a month.

341

00:45:25.740 --> 00:45:29.040

Stephen Oliver: Okay, so are you doing to 47 plus 247 or just do

342

00:45:29.040 --> 00:45:32.070

Shane Bosstick: 4747 plus 247 so

343

00:45:33.180 --> 00:45:37.020

Stephen Oliver: I, I, again, always suggest, make the the first number around number

344

00:45:38.070 --> 00:45:38.460

Right.

345

00:45:39.600 --> 00:45:53.160

Stephen Oliver: You know when you're adding 247 plus 247 all of a sudden, it gets a little confusing and anytime you resist the idea of getting the prospect confused. Right. Somebody who's confused does nothing.

346

00:45:54.360 --> 00:46:12.090

Stephen Oliver: So I don't want to confuse them anyway if you're going to do. You know, I'd much rather be to 50 and of course I'd much rather be 500 but if there was 252 50 plus 247, you know, that's easy. Now it's 497 is not a big deal, but just adding that other you know like

347

00:46:13.200 --> 00:46:19.500

Stephen Oliver: Odd numbers number together, I think, is a is a sales mistake that a lot of people make. Chris, what are you charging now.

348

00:46:22.770 --> 00:46:27.540

Chris Hong: We charge 300 for the initial plus the first month so 597

349

00:46:28.860 --> 00:46:29.250

Chris Hong: And

350

00:46:29.730 --> 00:46:30.690

Stephen Oliver: 97 a month.

351

00:46:31.020 --> 00:46:32.820

Chris Hong: Yeah, it's 97 a month. That's

352

00:46:34.320 --> 00:46:35.370

Stephen Oliver: Okay, okay.

353

00:46:38.040 --> 00:46:40.950

Stephen Oliver: Marty Noel. Is this, is this little different than where you've been.

354

00:46:43.650 --> 00:46:45.330

Martin Noel: Absolutely, yeah.

355

00:46:45.870 --> 00:46:53.820

Bob Dunne: Master Oliver, I just to share the screen Rob today after coming back from the meeting, you know, he went and did his races.

356

00:46:53.850 --> 00:46:55.170

Stephen Oliver: Price of 97

357

00:46:55.710 --> 00:46:57.360

Bob Dunne: And it is first enrollment today.

358

00:46:58.140 --> 00:47:02.670

Stephen Oliver: Yeah, they did he, he did his leadership tuition at 597

359

00:47:04.590 --> 00:47:10.770

Stephen Oliver: And felt he had to share that cute little baby, I'm sure. CHEERING at hockey since he's a Canadian

360

00:47:13.620 --> 00:47:29.430

Stephen Oliver: DF there so so that's cute. So he anybody who was at Disney any other takeaways that everybody should be focused on that on implementation from from things you've learned from the books and the CDs or from observation.

361

00:47:33.270 --> 00:47:36.420

Jimmy, Laguna Beach: My style. I have an unrelated question through the Disney program.

362

00:47:37.980 --> 00:47:55.020

Jimmy, Laguna Beach: In Southern California. Here we have something. It's the strangest thing. And for the last three years, I, I didn't anticipate it my February was embarrassingly slow and they have something in Southern California. They close all the schools were ski week so so many people

363

00:47:56.040 --> 00:48:06.510

Jimmy, Laguna Beach: There, I guess, in February, there's a whole bunch of snow up in the mountains and all the schools closed for a week and they go with it and I forget it every year. And I'm trying to

364

00:48:07.710 --> 00:48:19.830

Jimmy, Laguna Beach: Try to get a way to capitalize on this. I think people are planning on going away for that week and then during the week that they're gone. The class attendance is low. And so I, I just want to ask a question about that.

365

00:48:21.390 --> 00:48:27.330

Stephen Oliver: Well, it's really no different than that any kind of Spring Break type of thing right and

366

00:48:29.460 --> 00:48:42.090

Stephen Oliver: You know, we could hit. We could have a long debate about say summer camps and spring break camps are very similar. You know, they're going to have a ski week or, you know, whatever it might be. Sounds like it's a Colorado here, right.

367

00:48:43.290 --> 00:48:50.130

Stephen Oliver: But if they're going to have have something like that. What you do know is that a whole big chunk of the parents aren't. In fact, taking off for the week.

368

00:48:50.490 --> 00:48:58.500

Stephen Oliver: booking a hotel and the ski resorts and going skiing for the week what you know is an awful lot of the parents are still reporting to work.

369

00:48:58.950 --> 00:49:07.020

Stephen Oliver: You know, in your case, at Hyundai are key Toyota, you know, wherever they're working in and around. Do you have a lot of the big car companies up there.

370

00:49:08.070 --> 00:49:23.190

Stephen Oliver: So you can certainly do a spring break camp, just like you know, just like you would a summer camp. Personally, I'm not that big a fan of summer camps, but there. There is a lot of money to be made if you want to focus in

371

00:49:23.610 --> 00:49:27.360

Jimmy, Laguna Beach: One day work for our school they do real well for our school so yeah

372

00:49:27.750 --> 00:49:31.050

Stephen Oliver: Yeah, yeah. I mean, it's up to you, you know, the

373

00:49:32.100 --> 00:49:39.450

Stephen Oliver: With a summer camp. To me, the issue is always staffing, if you have your full time staff that are running the school who are also running the summer camp.

374

00:49:39.810 --> 00:49:49.500

Stephen Oliver: What you do is you run the candle at both ends. And usually what will happen is the school numbers are bad, and the summer camp that brings in a bunch of money but you got to net out the

375

00:49:49.800 --> 00:49:57.690

Stephen Oliver: You know that out. The last. It's like, it's like promoting a big tournament. Most of the tournament promoters. Same thing, they will kill two months for their school

376

00:49:58.020 --> 00:50:06.000

Stephen Oliver: You know, to make some net profit for the tournament and almost always go in the hole relative to the last. So you've always got to be aware of that.

377

00:50:06.870 --> 00:50:10.200

Stephen Oliver: If you are going to do a summer camp. By the way, you should be promoted right now.

378

00:50:11.190 --> 00:50:22.440

Stephen Oliver: You really should have the summer camp essentially of bordering on full already January, February, and into March is when people promote the summer camps really big and register.

379

00:50:22.830 --> 00:50:31.710

Stephen Oliver: The second thing on doing a summer camp, of course, is if you're going to be out doing marketing related to the summer camp. You should be lining that up with them now to

380

00:50:32.910 --> 00:50:34.890

Stephen Oliver: I'll see a lot of a lot of people want to do some

381

00:50:34.890 --> 00:50:37.890

Stephen Oliver: Marketing for summer camp, but they'll wait until

382

00:50:39.450 --> 00:50:47.340

Stephen Oliver: You know, May to start talking to them. And by then they have kind of their summer agenda lined up. You want to be talking to them if you want to be doing marketing related

383

00:50:47.730 --> 00:50:54.480

Stephen Oliver: To the summer camps, which is a, you know, good opportunity, but if you're running a summer camp. You want to market the hell out of it right now.

384

00:50:54.840 --> 00:51:03.120

Stephen Oliver: You can have some early registration discounts and all that kind of stuff. Really, that should have started in January, Jimmy. Are you are you marketing your summer camps heavy now.

385

00:51:03.510 --> 00:51:11.100

Jimmy, Laguna Beach: We are. We just have a sign up in the school and we're, we're, we're mentioning the parents. And then at the end of the class time

386

00:51:11.730 --> 00:51:12.600

Stephen Oliver: Yeah yeah

387

00:51:14.490 --> 00:51:26.880

Stephen Oliver: But, but again I, you know, as far as something to tie into it. So the first thing that comes to mind, unless somebody else has some some other really good ideas is just doing a screen break camp like any other

388

00:51:28.020 --> 00:51:31.470

Jimmy, Laguna Beach: Camp because again you know you're you're

389

00:51:32.070 --> 00:51:32.610

Stephen Oliver: Sitting in

390

00:51:33.120 --> 00:51:34.950

Jimmy, Laguna Beach: Will set that up for next year. Yeah.

391

00:51:35.040 --> 00:51:48.240

Stephen Oliver: I would recommend. I mean, most of the school districts nowadays. Just have it on their website, I would make sure if you have multiple districts or one district, you always have their school calendar. I always have had the big year at a glance calendar up

392

00:51:48.510 --> 00:51:57.990

Stephen Oliver: And then I have the school count calendar district calendar and I'll have that out any of the things that are going to be important. I'll make sure I have that up on the year to glance.

393

00:51:59.160 --> 00:52:09.120

Stephen Oliver: Usually I would have like right now. I would have the 2000 22,021 and maybe 2022 at a glance of that I'm looking and also have the

394

00:52:10.920 --> 00:52:12.120

Stephen Oliver: You know, like always work out.

395

00:52:12.120 --> 00:52:13.620

Stephen Oliver: Of these five year at a glance.

396

00:52:15.000 --> 00:52:15.990

Stephen Oliver: Planners as well.

397

00:52:17.190 --> 00:52:17.790

Stephen Oliver: So,

398

00:52:17.970 --> 00:52:25.530

Greg Moody: All right, I think, I think something that I haven't going to chip in and then I got to throw it out to the Boston for your seminar. But one thing

399

00:52:25.710 --> 00:52:29.280

Greg Moody: I would always tell people, and it just seems to never happen.

400

00:52:29.670 --> 00:52:41.040

Greg Moody: Is it's not very hard to sit down for an hour and get one of those calendars and do the whole damn year we keep telling everybody to do that. It's really a pretty simple thing to do. You know when you've got, I don't know.

401

00:52:42.120 --> 00:52:47.640

Greg Moody: Your testings and you know when you're going to have your holidays and you're going to do that. It saves so much stress long term.

402

00:52:47.940 --> 00:52:50.700

Greg Moody: And for you to be able to plan your marketing out that way to

403

00:52:51.330 --> 00:52:51.840

We

404

00:52:53.310 --> 00:52:54.900

Greg Moody: Especially for everything on this call.

405

00:52:55.410 --> 00:53:06.480

Greg Moody: 12 month marketing plan we posted a few to a marketing checklist. If you have that stuff laid out ahead of you. It's just so much less stress, it doesn't take long to do that.

406

00:53:06.720 --> 00:53:14.850

Greg Moody: And then you're going to be in a much better position to just get marketing and all the other things you've got to do planned out so sorry to interrupt you there, sir, but I have no

407

00:53:14.850 --> 00:53:26.280

Greg Moody: No I you know if there's one thing you could do, that's, you know, pretty, pretty easy. It's kind of one of those important but not urgent things that ends up making everything urgent later.

408

00:53:27.930 --> 00:53:29.640

Stephen Oliver: Yeah, absolutely. Absolutely.

409

00:53:30.690 --> 00:53:31.680

Stephen Oliver: No, and

410

00:53:31.980 --> 00:53:35.130

Greg Moody: Thanks a lot. Everybody good job on the Disney stuff. I will see everybody later.

411

00:53:35.550 --> 00:53:36.390

Stephen Oliver: Thank you, Master moody.

412

00:53:36.810 --> 00:53:47.460

Stephen Oliver: Thanks, guys. But, Jimmy. Does that make sense. So I would make sure I have this district calendar and then, you know, three months, six months, nine months out with all the different things going on are

413

00:53:48.150 --> 00:53:59.850

Stephen Oliver: You know, give you some ties to it. One of the things always do, as well as is as you guys start doing a lot of the external promotions. Again, I always buy these, you know, from an office supply store or from

414

00:54:01.410 --> 00:54:18.240

Stephen Oliver: Amazon. So, you know, I've got here 2020 2122 23 and 24 and I like to work on the year at a glance. But you see that, like, there's the district school district calendars right there, Jimmy.

415

00:54:19.590 --> 00:54:25.710

Stephen Oliver: And I like to work personally from the year to glance and then the month at a glance calendars.

416

00:54:26.730 --> 00:54:37.440

Stephen Oliver: The day by day, I pretty much use electronically, but like there's a really nice year to glance and then I can have all the different things that are coming up. But when you start doing the

417

00:54:38.160 --> 00:54:48.720

Stephen Oliver: Lot of the live event marketing is with the movie theaters a lot, you know, a lot of it. They have projected out a couple of years now. They change at the last minute, and so forth.

418

00:54:49.230 --> 00:55:02.340

Stephen Oliver: But you can project out the big movie releases. Most of the other live events that that we tend to do tend to be annual events. So it's a five K run. It's a 10 K run. It's a marathon. It's a

419

00:55:03.750 --> 00:55:15.630

Stephen Oliver: Kid show. It's a Home and Garden show those things tend to be annual so what I always like to do is, you know, if it's something that works out well make sure I've booked next year. Even the following year.

420

00:55:16.170 --> 00:55:22.080

Stephen Oliver: That I book them a couple years out, then I can have it all of my year at a glance calendar so I know what type of

421

00:55:22.560 --> 00:55:33.540

Stephen Oliver: Things are coming up so I can know what big live events are already pre planned for next year. The following year, by looking at one of those big year to glance, I can, I can immediately see

422

00:55:33.930 --> 00:55:46.620

Stephen Oliver: Well, I don't have much going on in April, but I got a ton of stuff going on in May, I need to figure out next year. What I'm going to do more of in March and April to to keep the momentum going. So you can get a better sense of those things.

423

00:55:47.340 --> 00:55:53.280

Jimmy, Laguna Beach: Yes, I haven't. I've never used a five year. I didn't even know they had five year calendar. So that's something I can improve on.

424

00:55:53.730 --> 00:56:04.170

Stephen Oliver: Yeah, yeah, yeah. And you know, the ones I'm talking about the razor. The, the, the one that it has a remarkable pins that go on the that you can put on the wall. I always have a couple years out.

425

00:56:04.620 --> 00:56:10.890

Stephen Oliver: On the year at a glance that you know they have a month, but they have places where you can write on on each day and then I'll always have

426

00:56:11.940 --> 00:56:20.610

Stephen Oliver: Again, like a five year calendar. There's not much that you're going to know about three years out, but a lot of what you know you just did some in January, you already know what's next January.

427

00:56:21.480 --> 00:56:29.520

Stephen Oliver: You have some coming up in April, you know about is coming up next April. There's a lot of it. That's a least a year or two in advance that you're that you can plan for

428

00:56:33.420 --> 00:56:48.150

Stephen Oliver: Yeah, hopefully it helps a little bit as far as other advertising or something tied into that, you know, I mean, you, you, you can do promotions tied into just about anything as an excuse, whether that's going to, you know, give you much of a bump or not. I don't know.

429

00:56:49.260 --> 00:56:52.290

Stephen Oliver: It would, it would scream out to me that it would

430

00:56:56.640 --> 00:56:57.510

Stephen Oliver: That make sense, Jimmy.

431

00:57:00.300 --> 00:57:02.130

Jimmy, Laguna Beach: Yes sir, yes sir, thank you very much. I'm gonna

432

00:57:02.430 --> 00:57:06.360

Stephen Oliver: What's your, what's your best month in the last six months.

433

00:57:07.530 --> 00:57:10.140

Jimmy, Laguna Beach: In the last six months, we had

434

00:57:11.670 --> 00:57:12.690

Jimmy, Laguna Beach: Our November always

435

00:57:14.790 --> 00:57:18.570

Jimmy, Laguna Beach: Takes a jump. I think our, our November was

436

00:57:20.550 --> 00:57:25.290

Jimmy, Laguna Beach: Sick. He suddenly neighbor 65,000 okay

437

00:57:25.890 --> 00:57:28.380

Stephen Oliver: What's your best year year today or

438

00:57:29.730 --> 00:57:30.180

We had

439

00:57:31.200 --> 00:57:38.310

Jimmy, Laguna Beach: I think last couple years ago we had $82,000 in November. Okay.

440

00:57:39.930 --> 00:57:42.330

Stephen Oliver: And what's your, what's your average month been

441

00:57:43.350 --> 00:57:44.370

Jimmy, Laguna Beach: average monthly

442

00:57:46.440 --> 00:57:49.380

Jimmy, Laguna Beach: I'd I have to look that backup.

443

00:57:49.800 --> 00:57:53.190

Stephen Oliver: OK, OK. No problem. Amanda. What you do last month.

444

00:57:56.580 --> 00:58:00.900

Amanda Olson: Um. Last month we did 75 yeah

445

00:58:01.470 --> 00:58:02.430

Stephen Oliver: How about a month before

446

00:58:03.690 --> 00:58:04.440

Amanda Olson: At six

447

00:58:05.070 --> 00:58:06.090

Stephen Oliver: How about December.

448

00:58:07.590 --> 00:58:08.310

Amanda Olson: 93

449

00:58:08.760 --> 00:58:09.600

Hello, November.

450

00:58:12.690 --> 00:58:16.260

Amanda Olson: 89 ish. Okay. Okay.

451

00:58:17.820 --> 00:58:22.290

Stephen Oliver: So, so do you feel like you're on track for 1.5 million this year.

452

00:58:24.720 --> 00:58:31.200

Amanda Olson: I feel very confident 1.25. Okay. And if I can get that enrollment.

453

00:58:33.510 --> 00:58:36.450

Amanda Olson: We should be a lot closer to that we have a

454

00:58:37.500 --> 00:58:44.550

Amanda Olson: Great opportunity in this month or renewals so that's what we're focusing on so the

455

00:58:45.600 --> 00:58:47.430

Amanda Olson: Going to Disney was just perfect timing.

456

00:58:48.630 --> 00:58:49.830

Amanda Olson: To get that on track.

457

00:58:50.370 --> 00:58:53.400

Stephen Oliver: And you said you did 20 enrollments last month. Where did they come from.

458

00:58:55.620 --> 00:58:58.800

Amanda Olson: They came from all over. I know.

459

00:59:00.330 --> 00:59:15.330

Amanda Olson: We do the Facebook with delete digital and, you know, last year I was looking at our stats last year in we had 47 enrollments just from that and we started in April, I think may. Yeah. May we started with them.

460

00:59:16.530 --> 00:59:23.040

Amanda Olson: We have a direct mail campaign. We also, you know, do do some live events.

461

00:59:24.810 --> 00:59:32.730

Amanda Olson: Birthday parties but a large portion of our referrals and our website. Okay.

462

00:59:33.690 --> 00:59:37.950

Stephen Oliver: The. Those are the ones coming through the website where we're worried or they sourcing or they

463

00:59:38.310 --> 00:59:51.780

Amanda Olson: Are they pay well that's kind of, you know, it's hard for really like to hear. And I actually do here at quite a bit is how did you hear about us and it's the, it's the bandit signs. This is the brochures on the windows. It's the

464

00:59:53.040 --> 00:59:57.360

Amanda Olson: You know the TV. TV ad show that we have

465

00:59:58.500 --> 01:00:08.700

Amanda Olson: referrals are sign out front. You know, we got a great big sign out front. We do school. School talks, you know, we get to hand out stuff.

466

01:00:09.420 --> 01:00:19.560

Amanda Olson: after school activities is all of it. I mean, it's never it when we look at it. When we look at where our leads are coming from. We might have an event was kind of a dud.

467

01:00:19.920 --> 01:00:28.260

Amanda Olson: Or something like that or not going to quit doing live events because we're still getting enough from that. So the majority are from our, you know,

468

01:00:28.830 --> 01:00:37.320

Amanda Olson: When I say website. It's because they filled out the form on the website and we have to leave directly from that. But I know they hear about it from, you know,

469

01:00:38.190 --> 01:00:53.820

Amanda Olson: All kinds of sources. And that's, you know, that's really what you guys have taught us to just keep that part and ongoing because if you're wondering if it doesn't work out, you know, last year we have a great big outdoor event. And it just pulled for three days.

470

01:00:53.850 --> 01:00:54.390

Amanda Olson: You know, so

471

01:00:54.900 --> 01:01:04.410

Amanda Olson: That kind of cuts into that. But we had enough other things going on. It was, you know, we still got seven enrollments from that event, but you know to son had been out would have been a lot better.

472

01:01:04.830 --> 01:01:06.030

Stephen Oliver: Sure, sure.

473

01:01:07.620 --> 01:01:13.860

Stephen Oliver: Excellent. So, so again validation for if you want 20 enrollments a month have 20 different things going on every month.

474

01:01:13.890 --> 01:01:30.330

Amanda Olson: Absolutely, absolutely. And that 50% role, you know, if you if you get 100 leads to get 50 appointments and half of those will show up. I just find that so true, month after month after month. So what we have really done well. I'm really proud of the staff is

475

01:01:31.470 --> 01:01:40.470

Amanda Olson: bumping up that close rate, people come in because the it's not the number of people coming in. That's the issue. It's us know and

476

01:01:41.100 --> 01:01:56.400

Amanda Olson: And honestly, like I said before, since we went up in our prices are close rates gone from, you know, the end of last year we were at 50% close rate and this year for 2020 for January, February combined at 65% close rate.

477

01:01:57.540 --> 01:01:59.700

Amanda Olson: Um, it's not, you know,

478

01:02:00.840 --> 01:02:07.170

Amanda Olson: I was probably a really big scaredy cat for going up from the prices and I know this is a lot of new members on here.

479

01:02:08.280 --> 01:02:10.440

Amanda Olson: But I really shouldn't have waited. Yeah.

480

01:02:11.370 --> 01:02:15.630

Stephen Oliver: Well, before we started working together. You were charging what 80 or $90 a month.

481

01:02:16.140 --> 01:02:21.030

Amanda Olson: $99 a month, no contracts. Yeah. Month, month, month, month

482

01:02:21.360 --> 01:02:23.490

Stephen Oliver: So it's quite a, quite a contrast

483

01:02:24.780 --> 01:02:28.770

Amanda Olson: A whole new world. Yeah. The point of view. Good.

484

01:02:28.920 --> 01:02:32.100

Stephen Oliver: So for me, it'll be a 297 a month and you're really, you're really

485

01:02:34.290 --> 01:02:39.600

Amanda Olson: If you think you're going to get there and he's not gonna pick on you. You're never going to get there, ya know,

486

01:02:39.960 --> 01:02:40.590

This guy. Yeah.

487

01:02:41.850 --> 01:02:49.350

Stephen Oliver: You know what Disney and this is going back a number of years but Disney was really floundering for a while and then Mike is dark.

488

01:02:50.070 --> 01:02:59.220

Stephen Oliver: And actually my guys are Frank wells. They had offered Frank wells, the CEO position and Frank Wilson said, Well, no, I think you should have my guys know

489

01:02:59.580 --> 01:03:22.410

Stephen Oliver: Who was, I believe, at the time that CEO of Paramount Pictures and but Eisner and Wells went there together. And one of the very first things that Eisner did with Disney. Is he basically doubled the ticket price at the parks. So they had been at I think it was $47 a day entry fee for years.

490

01:03:23.550 --> 01:03:34.020

Stephen Oliver: And it was at the time, extremely controversial or like, oh my goodness, you know, we, we, you know, we have middle class families. They can't afford that. And, and by the way, just

491

01:03:35.550 --> 01:03:51.810

Stephen Oliver: I think it's just like right now they're raising the prices, again, and they're going to surge pricing. So at, for instance, Christmas and New Year's or at peak times in the summer, they're going to surge pricing where the, where the price is adjusted upwards based upon the demand.

492

01:03:53.040 --> 01:03:55.080

Stephen Oliver: But yeah, they were they were just jumping the

493

01:03:56.250 --> 01:04:13.380

Stephen Oliver: The per day cost of admission dramatically right now again but but what happened is, you know, all of a sudden it all just float to the bottom line, because the park admission, if I remember correctly, after you know a month or so adjustment went up again. So

494

01:04:14.400 --> 01:04:25.260

Stephen Oliver: They essentially double the price of the admission ticket and the park admissions all continue to climb rather than to retreat. So

495

01:04:26.340 --> 01:04:37.470

Stephen Oliver: Yeah, at the very least, you know, if you're below 197 a month, you should probably be at 197 a month and you've got to make sure you're comfortable with doing that presentation. Then it takes a little bit of

496

01:04:38.130 --> 01:04:45.930

Stephen Oliver: You know, self talk to yourself and a little bit of validation from seeing everybody else to jump to 247 Chris, you're at

497

01:04:46.890 --> 01:04:56.160

Stephen Oliver: 297 I know Greg makes us a little over 300 a month for a new enrollment takes a little bit more, you know what, what I find is

498

01:04:56.700 --> 01:05:08.190

Stephen Oliver: Kind of the number one way to get yourself comfortable and raising the price is get a big pipeline of people coming in because then you're saying, well, you know, we have 100 intros this month if

499

01:05:09.060 --> 01:05:23.550

Stephen Oliver: If a few more of them don't enroll. Okay, so what, right, you get to that get into that mentality pretty quick. Amanda, would you say it's fair that that you've really learned how to open the stick it enough that if you wanted to do 50 enrollments this month, you could do it. And if you

500

01:05:24.720 --> 01:05:28.440

Stephen Oliver: Felt like you were having a little bit of a loss. You could crank it up really fast.

501

01:05:30.000 --> 01:05:39.180

Amanda Olson: Yes sir, I do. And I'm, I'm pretty we're all pretty happy right now with the traffic flow. Yeah. So yeah, we don't really have down days.

502

01:05:40.110 --> 01:05:44.940

Stephen Oliver: And that's maintaining your ideas. What a tick under 500. Where were you at this

503

01:05:45.300 --> 01:05:46.560

Amanda Olson: Right, we were

504

01:05:47.760 --> 01:05:56.670

Amanda Olson: We are around for 50 right now. So for when we started with you and quite honestly when I think about it because we were doing everything digitally.

505

01:05:57.030 --> 01:06:02.550

Amanda Olson: You know, started with you and now we're doing everything manually with the cards. So I know it's a much more accurate.

506

01:06:03.180 --> 01:06:13.020

Amanda Olson: Number. So I may have, you know, I may have thought it was at 500. But then, you know, it may be less than that, just because of the inaccuracy but

507

01:06:13.740 --> 01:06:25.230

Amanda Olson: So really, as far as a student count hasn't changed much at all. And, you know, our gross is is more than doubled. Right, right. For the last two years. Yeah.

508

01:06:25.500 --> 01:06:26.490

Martin Noel: So, Mr. Oliver.

509

01:06:26.730 --> 01:06:27.150

Stephen Oliver: Yes.

510

01:06:27.570 --> 01:06:39.660

Martin Noel: I have a question. So when you. So let's say we move our way below 199 a month right now. But what's the rule of thumb for the down payment. So let's say we move our rate up to 199

511

01:06:40.170 --> 01:06:46.260

Martin Noel: On a monthly, you know, for 11 months doing a 12 month contract for the basic, what would be the rule of thumb for the down payment.

512

01:06:47.520 --> 01:06:48.150

Stephen Oliver: Well,

513

01:06:49.590 --> 01:07:06.330

Stephen Oliver: I like it to end up being about the equivalent of three months initial tuition. Right. So I'd like them to be paying you know more or less 600 to enroll, you know, plus or minus couple dollars right in your case using the example 199 or you know 197

514

01:07:08.400 --> 01:07:16.260

Stephen Oliver: There's, there's two reasons for it, Marty. The one reason is a marketing behind the scenes rationale

515

01:07:17.070 --> 01:07:29.520

Stephen Oliver: What I really have to do to push on spending money on marketing is get school owners no almost no matter what level they're at to feel comfortable spending more and more money.

516

01:07:30.180 --> 01:07:39.330

Stephen Oliver: Marketing to get a new student. However, if I can get it to be where they break even. Day one is that seems to be the threshold where it's pretty easy.

517

01:07:40.320 --> 01:07:54.540

Stephen Oliver: Emotionally to see that that's okay, right, from a pure marketers standpoint, direct response marketer. I mean, a lot of the infomercials. And the commercials, you see on TV. Sometimes they're going negative for six or eight, nine months. Right.

518

01:07:55.800 --> 01:08:14.490

Stephen Oliver: But from, from our standpoint, if I can get it to be where cost you $500 or less to get a new student and they pay you $500 or more when they enroll. That just seems to be an emotional break point that almost all school owners, we can get them to understand right

519

01:08:14.730 --> 01:08:21.630

Stephen Oliver: Good. So that's one reason which has nothing to do with, you know, the student and what they're willing to pay and anything else.

520

01:08:22.680 --> 01:08:25.200

Stephen Oliver: The second reason is

521

01:08:26.310 --> 01:08:33.720

Stephen Oliver: First is, let's say I did 299 two enrollments hundred 99 a month. And so you just pay the first month to enroll.

522

01:08:34.260 --> 01:08:46.770

Stephen Oliver: Well, even if they're signing a 12 month agreement, even if there's more language about their commitment and so forth, there's less of a commitment. Think about the opposite in the extreme somebody goes and joins a

523

01:08:47.340 --> 01:08:53.820

Stephen Oliver: Country Club with a big golf course. And they have a initiation fee of $100,000

524

01:08:54.660 --> 01:09:02.670

Stephen Oliver: Well people $100,000 to join the country club over there with a golf course. Guess what you're going to use the damn thing. Right.

525

01:09:03.360 --> 01:09:08.490

Stephen Oliver: You're not going to just go drop that. And, you know, and then blow it off.

526

01:09:09.480 --> 01:09:21.540

Stephen Oliver: You know, we're not going to be at that level, but I would rather them think about it a little bit, you know, give me 500 plus the first month that makes the agreement more solid makes them.

527

01:09:22.140 --> 01:09:30.810

Stephen Oliver: Psychologically, there's lots of scientific validation for this. If you read the book, the Influence Science and Practice. There's a lot of validation for the level of commitment they make

528

01:09:31.140 --> 01:09:34.890

Stephen Oliver: You know, making little commandments and bigger commitments and level commitment they make up front.

529

01:09:35.250 --> 01:09:44.460

Stephen Oliver: It makes it easier to do the renewal, it makes the 12 month agreement more solid, it makes the likelihood of them sticking with it and paying their payments more song right

530

01:09:44.730 --> 01:09:50.880

Stephen Oliver: So from a standpoint of in the students best interest, it's in their best interest to be a little bit more solid

531

01:09:51.240 --> 01:10:00.690

Stephen Oliver: Coming in the front door is in your best interest for there to be more solid and then from a pure business consultant hat is I like you to get as much money initially

532

01:10:01.080 --> 01:10:15.090

Stephen Oliver: As possible, so that you feel comfortable putting that money back into Facebook advertising or Google advertising or direct mail advertising, etc. But you're always comfortable that you're getting the money back the day they enroll.

533

01:10:17.760 --> 01:10:18.390

Martin Noel: You recommend

534

01:10:19.500 --> 01:10:21.510

David Grout: You gotta listen to a Martin this

535

01:10:22.560 --> 01:10:31.170

David Grout: Really knows what he's talking about. He's got all this experience. That's the fastest thing you can do in 10 minutes to to get things rolling for yourself.

536

01:10:32.100 --> 01:10:32.580

I'm sorry.

537

01:10:33.780 --> 01:10:34.080

Martin Noel: But

538

01:10:34.590 --> 01:10:38.820

Martin Noel: He did. Do you recommend in Mr Alber that you do.

539

01:10:39.030 --> 01:10:46.080

Martin Noel: But downpayment plus first month and then 11 more payments or is it a downpayment plus 11 monthly payments.

540

01:10:46.920 --> 01:10:50.670

Stephen Oliver: I always do I 12 monthly payments, but then they extend past 12 months enrollment.

541

01:10:52.800 --> 01:11:05.340

Stephen Oliver: He yeah so so you do the initial tuition. I try not to use the word down payment, but you do the initial tuition to enroll plus the first monthly tuition payment and then

542

01:11:06.570 --> 01:11:12.960

Stephen Oliver: I always just schedule it is as well more months of payments, knowing that I'm going to, in most cases, as I'm renewed by them.

543

01:11:13.290 --> 01:11:14.340

Martin Noel: Right. Gotcha.

544

01:11:14.670 --> 01:11:20.070

Stephen Oliver: In some cases they dropped out. And they've stopped paying in one one day or another but that's you know that that happens to

545

01:11:21.900 --> 01:11:24.780

Martin Noel: Okay. Definitely a mind.

546

01:11:25.890 --> 01:11:28.890

Martin Noel: Yeah, jump, to be sure, yeah.

547

01:11:29.910 --> 01:11:38.790

Stephen Oliver: Well, and you know idea on the 12 months or 11 months I've never had anybody say anything about it. Right. And, you know, so really

548

01:11:39.330 --> 01:11:57.720

Stephen Oliver: All be probably doing it's 11 or 12 month I mean a 13 month issue enrollment because I'm going to have the exploration, you know, be after was the last payment. But, you know, really, I'm not concerned about it because I want 80% of them in the first two to four months renewing right

549

01:11:59.820 --> 01:12:00.900

Stephen Oliver: David. Thanks for that.

550

01:12:01.950 --> 01:12:04.860

Stephen Oliver: Validation there, David. You've been working with us for how long now.

551

01:12:05.760 --> 01:12:08.250

David Grout: Oh, it's just a little over a couple years, I guess.

552

01:12:08.850 --> 01:12:18.570

Stephen Oliver: Yeah, I was going to point out, which Patterson, but we lost them, Jeff. Jeff Patterson, I think had the most tenure on the meeting here just been, what would it be Bob six years.

553

01:12:22.800 --> 01:12:23.550

Bob Dunne: Maybe longer

554

01:12:23.970 --> 01:12:24.360

Yeah.

555

01:12:25.950 --> 01:12:26.370

Bob Dunne: Here's my

556

01:12:27.570 --> 01:12:33.060

Stephen Oliver: I was looking at our software, but our software ENDS. WHEN WE CHANGED OVER TO CHANGE system so

557

01:12:33.510 --> 01:12:34.350

Stephen Oliver: I know that

558

01:12:34.620 --> 01:12:42.330

Stephen Oliver: Greg Macy Marty Callahan Tim Harris and Jeff Patterson high and Eric are well over five years.

559

01:12:44.100 --> 01:12:48.930

Bob Dunne: Young CRM system. So yeah, probably more like an

560

01:12:50.010 --> 01:12:51.180

Could be could be

561

01:12:54.060 --> 01:12:56.250

Stephen Oliver: Marty that answer that, that question for it.

562

01:12:56.730 --> 01:12:59.400

Martin Noel: It did. It did. Thank you. Yeah.

563

01:12:59.850 --> 01:13:11.370

Stephen Oliver: Yeah, but the but starting out with in the tire tire presentation is in the member site is on that. Quick Start CDs and DVDs that you got mailed

564

01:13:11.640 --> 01:13:15.960

Martin Noel: I've gotta I got to look at that a little more closely. Yeah.

565

01:13:16.980 --> 01:13:25.800

Stephen Oliver: But it's, you know, we go through it. A to Z, and there, but I like to see the presentation be you know it's normally 800 to register.

566

01:13:28.020 --> 01:13:43.230

Stephen Oliver: As long as we finalize the enrollment today since you came in from, like, you know, we give you a $400 discount so is 400 and then the first month, how would you like to say that. What do you mean Visa, MasterCard, Discover check firstborn cash, you know, whatever.

567

01:13:45.450 --> 01:13:53.610

Stephen Oliver: You know and I and I tried to model kind of the body language and the tonality because you want to not get all serious when it comes to the money part right

568

01:13:53.880 --> 01:13:54.990

Stephen Oliver: A lot of people are like,

569

01:13:55.230 --> 01:14:00.630

Stephen Oliver: I'm an instructor and I'm talking to you about your health. And once you need to practice and all this stuff and then all of a sudden I

570

01:14:00.930 --> 01:14:11.550

Stephen Oliver: I started talking about the money and you know my posture changes I sit back, you know, I get the calculator out and I get all serious about it. You, you got to have none of that cues.

571

01:14:11.910 --> 01:14:17.910

Stephen Oliver: That it's a, like a big deal. Right. It's just, you know, and this is the tuition is that we're going to structure it

572

01:14:18.540 --> 01:14:34.290

Stephen Oliver: What works best for you when you get into a little higher initial so let's say it's 500 plus 297 you are certainly going to have some people go, oh, I wasn't prepared to do that today. Oh, what do you mean well I, you know, it's kind of thinking the monthly, I can do that.

573

01:14:35.400 --> 01:14:44.280

Stephen Oliver: You know, like I couldn't give you, you know, seven or $97 today. Okay, well what would work for you today. Well, can I give you the first month shirt.

574

01:14:45.810 --> 01:14:59.250

Stephen Oliver: And then what I'll do is they give me the credit card or whatever. I'll run the credit card or, you know, have them filling out the agreement for me and then I'll go back and I'll say, and when works for the other 500

575

01:15:00.570 --> 01:15:06.690

Stephen Oliver: Conversation lifetimes goes, Why don't get paid till the first okay with that work with Debbie. Okay. On the first shirt. No problem.

576

01:15:07.440 --> 01:15:17.100

Stephen Oliver: And I'll always ask them, and I have the regular monthly tuition starting on the first. Can you do both of those. Oh no, I couldn't do that. Okay, well, we'll just have the monthly start a month later.

577

01:15:17.640 --> 01:15:25.710

Stephen Oliver: And usually say, oh, can you do that. Sure, no problem. Right. So, what, what, you know, I'm kind of doing soft Cylon I'm not hard style. Right.

578

01:15:26.130 --> 01:15:33.630

Stephen Oliver: Right, kind of, you tell me what you can do. Okay, no problem. And then, you know, when would be good for the, you know, for the next

579

01:15:34.020 --> 01:15:51.510

Stephen Oliver: And so it's just not making it a big deal right what I don't do is I don't want to sit down with a calculator and say well out of, out of $697 if you give me 320 now that's going to leave X amount. And then what we'll do. I don't want to get into that kind of sales conversation.

580

01:15:52.710 --> 01:16:03.690

Stephen Oliver: I just wanted to be smooth as soon as you give me a number of the sales done right. Fine. Oh, you can do that. Sure. And then I'm going to go back with when would work for the other

581

01:16:04.110 --> 01:16:05.520

Stephen Oliver: And whenever they tell me.

582

01:16:05.580 --> 01:16:20.040

Stephen Oliver: Fine. And then I'm going to make sure that I've doubled up you know like their first month and the the additional tuition that I asked him. I don't want, I don't want it to be all of a sudden they could make the rent payment on the first monthly payment or something.

583

01:16:20.100 --> 01:16:28.890

Martin Noel: Right. I think my biggest my biggest jump isn't even going to be, you know, like 199 I feel like that's very doable. I think

584

01:16:29.790 --> 01:16:39.360

Martin Noel: For me mentally. It's like what Ziegler says that if you have a state, you know, you have to stay at you have a stack of cash, you have a stack of benefits. The benefits need to be bigger than the

585

01:16:40.170 --> 01:16:43.080

Martin Noel: Than the cash right the stack of cash and it's

586

01:16:43.590 --> 01:16:52.260

Martin Noel: It's like, I want to make sure that those before I asked for 199 with whatever down. I want to make sure that that stack of benefits in their mind and in reality.

587

01:16:52.620 --> 01:17:01.800

Martin Noel: is much greater than the money that I'm asking for is that currently the case, I suppose. But I think we could be doing better in terms of benefits for people and

588

01:17:02.190 --> 01:17:09.840

Martin Noel: And I, you know, I remember you talking to someone call you had a couple. It was a couple of weeks ago, or maybe it was one that was recorded that I listened to.

589

01:17:10.290 --> 01:17:16.440

Martin Noel: That someone was talking about how they they really want to work on their, their Dojo before they start asking for more money.

590

01:17:16.680 --> 01:17:25.410

Martin Noel: I kind of, I guess, in the back of my mind. I think that's really more of the kind of like, not so much the actual price point, but the actual, you know, what are they getting for that price point.

591

01:17:26.280 --> 01:17:29.340

Stephen Oliver: Me in the world going with that David good

592

01:17:30.960 --> 01:17:39.030

David Grout: Martin, what you do is already worth a lot to everybody. You

593

01:17:40.890 --> 01:17:53.520

David Grout: The eighth grade as $150,000 to people's life and what we do, we're showing people how to achieve their goals and and become great leaders and that's worth a lot more than

594

01:17:53.790 --> 01:18:02.550

David Grout: Than the eighth grade. And so just don't take yourself short. Right. But you are already given people a lot of really powerful stuff.

595

01:18:03.690 --> 01:18:05.520

Larry Keith: And if I may add, Mr. Oliver, you

596

01:18:06.750 --> 01:18:09.600

Larry Keith: Know first cell then figure out how to

597

01:18:10.770 --> 01:18:25.950

Larry Keith: You know, deliver and I know that every time we've done a price race. The first customer that pays that, you know, you're, you're just naturally start making sure that you're living up to to that so

598

01:18:27.450 --> 01:18:28.320

Larry Keith: So there's that.

599

01:18:28.740 --> 01:18:29.670

Stephen Oliver: Yeah, absolutely.

600

01:18:30.030 --> 01:18:39.600

Stephen Oliver: Well, Marty, you know, on, on one of those old videos you know I did the conversation of, you know, if you suspend disbelief and if you

601

01:18:39.840 --> 01:18:41.670

Stephen Oliver: You know, put yourself back to the day you started

602

01:18:41.670 --> 01:18:46.560

Stephen Oliver: Martial Arts and I offered to give you all the money and all the time back, would you take the deal right

603

01:18:46.890 --> 01:18:47.670

Martin Noel: And what we

604

01:18:47.700 --> 01:18:53.970

Stephen Oliver: have in fact done with our black belt retreats for years now is always, you know, get them all together with the parents of the students

605

01:18:54.240 --> 01:19:02.190

Stephen Oliver: And do the same thing if you know suspend disbelief. Let's assume that I can add have a time machine and I can take you back to the day that you started

606

01:19:02.550 --> 01:19:14.400

Stephen Oliver: And I'm going to give you back every penny you've ever paid plus what it cost you and gas and buying stuff every cent, it costs you and give you back all the time, which was more valuable than the money.

607

01:19:14.820 --> 01:19:23.910

Stephen Oliver: Give you back all of that puts you back at scratch. Would you take the deal. Well, I mean, we've done it with probably 5000 black belts or more, and I've

608

01:19:24.420 --> 01:19:31.470

Stephen Oliver: never had anybody saying, yeah, I was worst decision I ever made. Right. Everybody says no, I wouldn't take that that deal

609

01:19:31.770 --> 01:19:47.070

Stephen Oliver: Well, what if I gave you back every penny you spent I give you back all the time and give you another hundred thousand dollars to throw in for good measure, would you take the deal. No would if quarter million half a million. What if I threw in a million dollars.

610

01:19:48.180 --> 01:19:58.020

Stephen Oliver: Hopefully that's true of every black you produced. Right. So if you ask them that question, what is it worth you get you get to your first degree black belt.

611

01:19:58.410 --> 01:20:09.960

Stephen Oliver: Looking back, what was it worth basically everybody says it's priceless. Right. They say you couldn't take it away from me. You couldn't pay me enough to make a different decision.

612

01:20:10.860 --> 01:20:23.640

Stephen Oliver: If that's the case, what we know is not a problem of building more value into the program. The only problem we have is getting somebody to have this

613

01:20:24.330 --> 01:20:35.520

Stephen Oliver: You know, take somebody who's a black belt looking backwards, giving a beginner coming in the door or the person down the street that we're trying to persuade is getting them to see that view forward.

614

01:20:36.540 --> 01:20:37.380

Stephen Oliver: That makes sense.

615

01:20:38.040 --> 01:20:48.780

Stephen Oliver: So that's the only challenge that we have now I can guarantee you this. If you change nothing else and you just can grow at least start presenting

616

01:20:50.730 --> 01:21:03.480

Stephen Oliver: As a tuition your conversion rates will be the same, maybe improve there'll be just as happy to pay it for what you're already doing what you're already presenting what the facility looks like what the program is okay.

617

01:21:04.080 --> 01:21:08.610

Stephen Oliver: So that's not the issue. Now the next issue is absolutely

618

01:21:09.450 --> 01:21:21.300

Stephen Oliver: Let's figure out the 32 different ways that we can create higher life skills development. Let's create the 32 different ways that we can validate what the program is on the way in. Let's figure out

619

01:21:21.780 --> 01:21:39.480

Stephen Oliver: 50 ways that we can prove it beyond we say we're good. Prove it to them, right, all of that is great, but you don't have to do it before you just ask the experts and to pay a different tuition rate you just start tonight and have a new higher rate.

620

01:21:41.520 --> 01:21:42.270

Stephen Oliver: That makes sense.

621

01:21:42.330 --> 01:21:46.230

Stephen Oliver: Yes. Okay. But then, where we want to start is is two.

622

01:21:46.230 --> 01:21:46.890

Stephen Oliver: Sides.

623

01:21:47.640 --> 01:21:57.870

Stephen Oliver: The day after they enroll. What is it we're going to do. And then how do we build a stronger sales process right the way we build a stronger sales process is

624

01:21:58.440 --> 01:22:03.180

Stephen Oliver: We prove to them what the outcome is rather than just tell right

625

01:22:03.630 --> 01:22:12.300

Stephen Oliver: Back when the self esteem movement got big every day martial arts school in the world had the bullet points on the window self defense confidence you know all that all that crap, right.

626

01:22:12.690 --> 01:22:20.790

Stephen Oliver: Most of them weren't doing anything to validate it. And they weren't doing anything really to develop it other than assuming they got developed through the process. Right.

627

01:22:20.850 --> 01:22:31.170

Stephen Oliver: Great. However, if what we do is let's say we hold our iPhone in the face of every black belt and every parent of a black belt.

628

01:22:31.470 --> 01:22:50.610

Stephen Oliver: And have them give their experience of why this is priceless. Why you know when I thought about doing this I was concerned, I was worried seemed like a lot of money. But now that I've done it. It was priceless. If you got 20 of those, then all were given every intro. Would that be powerful.

629

01:22:51.270 --> 01:22:59.280

Stephen Oliver: Absolutely right. See, and so then if you go get videos, however many you can get you can go have them transcribed cheaply.

630

01:22:59.670 --> 01:23:13.230

Stephen Oliver: Now you have written testimonials, you can pull off the audio and now you have a CD right now you have clip second be texted to a prospect on the way to the thing so that they can watch a little video clips

631

01:23:14.220 --> 01:23:21.390

Stephen Oliver: You have a DVD that can be given to them at the intro, you have stuff that could go on and special webs web page, you can

632

01:23:22.560 --> 01:23:33.840

Stephen Oliver: Look at Mile High Karate com forward slash first lesson and Mile High Karate calm, forward slash second lesson for some examples of that kind of stuff. Okay.

633

01:23:34.440 --> 01:23:50.280

Stephen Oliver: But if you if you start with the sales pipeline and change nothing else but you proved the outcome to people through testimonials that kind of validation that would be powerful.

634

01:23:51.480 --> 01:24:02.400

Stephen Oliver: And again, you can email them video clips, you can text them video clips, you can give them a CD. You can give them a DVD. You can give them a package of written tests testimonials.

635

01:24:03.660 --> 01:24:10.980

Stephen Oliver: And we're always starting to get it on video, but then I can have it transcribed and pull off the audio and I have in every different medium.

636

01:24:11.640 --> 01:24:19.680

Stephen Oliver: That makes sense. Yes. So did next is, what are we going to do, and there's more to that right I'm doing it quickly.

637

01:24:20.100 --> 01:24:28.680

Stephen Oliver: But using some of the self discipline sheets and stuff like that, during the introductory process shows them how you accomplish some of these things.

638

01:24:29.310 --> 01:24:42.270

Stephen Oliver: But then once they're enrolled. That's when we want to be doing the enrollment folder. The all of the different character lessons the stripes. We want to be using the books I always recommend

639

01:24:42.570 --> 01:24:50.460

Stephen Oliver: What does me talk to yourself and the psychology of winning. So they enroll you give them the psychology of winning.

640

01:24:50.760 --> 01:24:59.310

Stephen Oliver: And we're doing a character development lesson every week from that for two months and then you give them what to say. We talked yourself. And we're doing that.

641

01:24:59.580 --> 01:25:08.910

Stephen Oliver: If you want to improve the strength of the character development process throughout the entire school, you know, go by the psychology of winning for everybody, all the way up through your staff.

642

01:25:09.420 --> 01:25:18.930

Stephen Oliver: And teach it for a couple of months. Then go by what say we talked yourself for everybody and then teach it for a couple months that gets the whole school in the mode.

643

01:25:19.350 --> 01:25:38.970

Stephen Oliver: Of you're doing this kind of additional goal setting and character development lessons. Right. But don't forget what Olga just said and David just said, right. Number one, what we already do as martial artist is damn sight more valuable than what we're charging

644

01:25:40.080 --> 01:25:58.020

Stephen Oliver: And frankly, it's a damn sight more valuable than what we can ever charge because it's going to be hard to get a new person in the door to go get a second on the house and give us you know $200,000 up front. You know, I'm good at sales and good at marketing. I'm not that good. Right, but

645

01:25:59.070 --> 01:26:07.410

Stephen Oliver: We can keep moving the tuition towards what the value is. And we can keep getting better and better at proving it early on.

646

01:26:09.000 --> 01:26:10.500

Stephen Oliver: Does that make sense how that works.

647

01:26:10.860 --> 01:26:12.780

Martin Noel: Absolutely. Yeah, yeah.

648

01:26:13.080 --> 01:26:22.170

Stephen Oliver: So yeah, I mean I wouldn't be shy at all about recognizing that you've already always charged a 10th of what it's worth.

649

01:26:23.760 --> 01:26:33.420

Stephen Oliver: Maybe 1% of what it's worth, right. It's just that they realize what it's worth in year three, four or five if you make them look back and evaluate

650

01:26:35.010 --> 01:26:53.310

Jimmy, Laguna Beach: Most of all, Oliver. I want to say once you start enrolling people at the new price point, the referrals from those new students. It's so much easier to it just it's a, it's like a magnet that those new students bring people that are willing to pay that new price point, it just starts off.

651

01:26:54.480 --> 01:26:57.090

Jimmy, Laguna Beach: It just gets bigger and bigger. From there, yeah.

652

01:26:57.870 --> 01:27:01.950

Stephen Oliver: And that's a good point, Jimmy. One of the reasons that we have a tendency to start people with

653

01:27:02.310 --> 01:27:10.140

Stephen Oliver: You know, let's go out to the movie theater and let's go do a live booth and so forth, rather than spinning up on referrals. See if you are Amanda Olson.

654

01:27:10.890 --> 01:27:27.210

Stephen Oliver: You know, Amanda, you really should be able to stay at 450 or 500 only on referrals right but Marty, in your case, if you're at about 100 students and we want to climb to 200 quickly. One is it's hard to do that from the critical mass that you have

655

01:27:27.540 --> 01:27:34.860

Stephen Oliver: Right, students and two is oftentimes you're bringing people in who were, you know, inculcated if that's the right word.

656

01:27:35.100 --> 01:27:44.820

Stephen Oliver: at a much lower price point with much lower perception of value. So I'd rather go get a bunch of new ones initially and then I can start working on building my internal referral systems from there.

657

01:27:45.450 --> 01:27:45.780

Right.

658

01:27:48.510 --> 01:27:49.320

Stephen Oliver: So that helped a little

659

01:27:49.680 --> 01:27:54.750

Martin Noel: Yeah, absolutely. It's just my question makes a lot of sense. I appreciate the input from the other members.

660

01:27:55.110 --> 01:28:07.080

Stephen Oliver: Yeah, absolutely. Absolutely. As, as do I. Great. Great job guys. But anyway, we're about at our time limit. I will remind everybody that our quick start meetings coming up on the 17th and 18th

661

01:28:07.650 --> 01:28:27.540

Stephen Oliver: Be sure and come out on the Thursday the 15th. In order to see behind the scenes. Our next mastery and leadership meeting is going to be in Golden, Colorado. In May, it is on Thursday, Friday, not on Friday, Saturday, and I'm going to try to line up some things for us to do separately on Saturday.

662

01:28:29.040 --> 01:28:38.970

Stephen Oliver: But that one's going to be a high level staff development staff training focus. So it's really on getting your staff top notch and crackerjack

663

01:28:39.360 --> 01:28:57.210

Stephen Oliver: The new people will probably find this humorous, but that slot is usually our annual marketing boot camp and our more established members are give me way too much grief about overlay more marketing on their plate that's already overflowing. Is that a fair thing to say. Amanda, we

664

01:28:58.410 --> 01:29:05.430

Stephen Oliver: Last time we were in Annapolis. I had a day and a half on marketing and we practically had a palace revolt. Everybody said, no, no.

665

01:29:05.700 --> 01:29:16.110

Stephen Oliver: I got way more intimate draft intro traffic than I need already just teach us how to close them better, right, so we're going to focus on getting crackerjack staff. How to hire how to recruit

666

01:29:17.190 --> 01:29:26.100

Stephen Oliver: I guess the same thing, but how to train them up and high level. And frankly, you know, teach everybody the Paul Pendergast approach of

667

01:29:26.400 --> 01:29:32.040

Stephen Oliver: You know how not to be there. How to be in the Virgin Islands and have everything crank along really well.

668

01:29:32.790 --> 01:29:36.660

Stephen Oliver: You know I good naturedly teasing about that a lot. But that should be what everybody

669

01:29:37.440 --> 01:29:43.590

Stephen Oliver: Your life becomes is you're able to be there when you need to be there, want to be there. You're not required to be there all the time.

670

01:29:44.310 --> 01:29:51.990

Stephen Oliver: You're bringing out half a million or more to the bottom line and you're able to afford expensive Bibles, when you want them, but also

671

01:29:52.290 --> 01:30:02.940

Stephen Oliver: You know, I, what I like about Paul is he's he's got the expensive watch collection, like I like but he's also got a million dollars cash sitting in investments and he's got a, you know,

672

01:30:03.660 --> 01:30:10.830

Stephen Oliver: Once a month or so we can the in the Virgin Islands or something lifestyle. These built up for himself in parks protect yourself. He's got some

673

01:30:11.160 --> 01:30:21.270

Stephen Oliver: Health issues, but it's a you know, a nice combination and staff is running the running the show effectively for him. So no matter how much I teased him. That's kind of the mission for everybody here.

674

01:30:22.470 --> 01:30:34.500

Stephen Oliver: So on that note, we'll call it a day. Greg, I think we were stay for a few more minutes. If I'm not mistaken, and for everybody else, any questions you have. There probably be a few post in the Facebook group today and we'll get right back to you.

675

01:30:37.740 --> 01:30:39.210

Stephen Oliver: And ask master Smith, are you still there.

676

01:30:42.360 --> 01:30:43.320

Stephen Oliver: He's still logged in.

677

01:30:45.900 --> 01:30:47.430

Jeff Smith: Yes, yes.

678

01:30:47.490 --> 01:30:48.000

Stephen Oliver: You are there.

679

01:30:48.030 --> 01:30:49.560

Jeff Smith: I wish, I wish me that

680

01:30:50.910 --> 01:30:53.730

Stephen Oliver: Okay, are you somewhere where you could pull over and get on video.

681

01:30:55.590 --> 01:30:56.010

Jeff Smith: No.

682

01:30:59.850 --> 01:31:00.720

Jeff Smith: No, I meant

683

01:31:02.730 --> 01:31:09.060

Jeff Smith: Just coming into South Carolina. It's kind of little desolate area and it's storming pretty hard.

684

01:31:11.940 --> 01:31:12.660

Stephen Oliver: Fascinating.

685

01:31:13.350 --> 01:31:17.850

Jeff Smith: I just hope I'm not running into those tornadoes in Tennessee, but

686

01:31:19.500 --> 01:31:25.770

Stephen Oliver: You would probably know if you're, you're from that area of the country. So you know what a tornado looks like.

687

01:31:27.150 --> 01:31:31.860

Jeff Smith: Well, I know what a tornado. No, no, it's just black skies and raining.

688

01:31:32.790 --> 01:31:35.490

Stephen Oliver: We were, we were dodging I'm coming from Kansas City to

689

01:31:36.090 --> 01:31:36.600

Denver.

