Replay - Quick-start Meeting, February 20 2020

1

00:00:02.250 --> 00:00:09.090

Greg Moody: Yeah, let's get started in the early bird you guys. Can you guys can start with some questions if you have them because you guys were the ones that are

2

00:00:09.420 --> 00:00:10.920

Scott Karpiuk: That are, you know,

3

00:00:13.290 --> 00:00:17.580

Greg Moody: You're the ones that got here early. So what kind of things you guys want to cover right now.

4

00:00:18.119 --> 00:00:20.220

Scott Karpiuk: A master moody, I have something

5

00:00:20.580 --> 00:00:24.390

Scott Karpiuk: Yes. Okay, so I just got an email to

6

00:00:26.130 --> 00:00:29.790

Scott Karpiuk: My kids school. They have a chapel.

7

00:00:31.410 --> 00:00:42.000

Scott Karpiuk: Thing every Wednesday. And so, next Wednesday is all about bully prevention Pink Shirt Day, that type of thing. And they want me to come in and do a 10 to 15 minute

8

00:00:43.080 --> 00:00:48.960

Scott Karpiuk: Whatever. So, I mean, it would just be myself with like 500 kids.

9

00:00:50.160 --> 00:00:58.500

Scott Karpiuk: Just wondering what specific info. I'm already have some teachers that have scheduled me to come in to do the bully prevention.

10

00:00:59.040 --> 00:01:12.900

Scott Karpiuk: You know lesson that we do like in 30 minutes and and you know we'll, we'll be able to get all the waivers and all of that, but I'm just wondering, what would be the best thing for the for the assembly next week.

11

00:01:13.350 --> 00:01:19.620

Greg Moody: Why would they do the same thing. You don't just because you're doing one in that with the are you doing every classroom. Are you doing the whole school or just

12

00:01:19.620 --> 00:01:34.620

Scott Karpiuk: Sometimes just some classrooms, they open it up to all of them. But you know, it's up to the individual teachers and suddenly, I've already got about three plus teachers want me to do their classes.

13

00:01:35.340 --> 00:01:46.470

Greg Moody: Well, yeah. And when you, when we do that, just as a for everybody. When, when the principal says I'm in often they'll do this, they'll say, Well, yeah. We'll let it be up to the teachers and you can say

14

00:01:46.980 --> 00:01:55.860

Greg Moody: Just be in the end, you may have done this, but just for everybody to be thorough say, you know, you can't let it be up to the teachers. Well, I find, is really even just easier for them.

15

00:01:56.130 --> 00:02:02.430

Greg Moody: Is if we just tell them every feature is going to do that. And then it's easier for them, just to make a decision about when we schedule it for

16

00:02:02.700 --> 00:02:13.800

Greg Moody: Because there's the teachers are so busy. It's hard for them to you know make a decision about whether or not to do something and the principles often at that point ago yeah you're right, the teachers are so busy. If I just tell them it's going to

17

00:02:13.800 --> 00:02:14.250

Leo: Happen.

18

00:02:14.520 --> 00:02:14.910

Greg Moody: Then all I

19

00:02:15.180 --> 00:02:16.020

Greg Moody: Do is set a time

20

00:02:16.770 --> 00:02:25.770

Greg Moody: You make it in that vein, and then they'll often just kind of dictated but it doesn't sound like they're being the dictator. It sounds like they're making it easier for them.

21

00:02:26.940 --> 00:02:34.110

Greg Moody: But you're you're getting the permission slips for the ones that are you're doing in the classroom. Why can't we get permission slips for the old school.

22

00:02:37.290 --> 00:02:37.770

Scott Karpiuk: Well,

23

00:02:39.600 --> 00:02:46.590

Scott Karpiuk: This particular school is my kids school and I'm on the board. And there's a little bit of a legality thing looks as far as

24

00:02:47.850 --> 00:02:49.440

Scott Karpiuk: Did the can't be a

25

00:02:51.810 --> 00:02:53.970

Scott Karpiuk: I can't remember what it's called but

26

00:02:56.010 --> 00:03:05.730

Scott Karpiuk: Yeah, I had to sign some legal waivers and stop and say that I, as a board member. I'm not allowed to really use opportunities to to

27

00:03:06.480 --> 00:03:07.710

Well they invited you.

28

00:03:09.630 --> 00:03:12.450

Stephen Oliver: Yeah, well, women. What does that have to do with permission slips.

29

00:03:15.390 --> 00:03:15.900

Greg Moody: Yeah, you know,

30

00:03:15.930 --> 00:03:26.850

Scott Karpiuk: Because that would be that would be seen as a way of involving my personal business in with the school. I can try to get the waivers for the whole school I can try to do that.

31

00:03:27.300 --> 00:03:36.450

Stephen Oliver: Yeah, I, I think you're assessing it as something assuming they're going to be assessing it in the same way.

32

00:03:37.950 --> 00:03:53.730

Stephen Oliver: Right, yeah. Let's say that you had one of those businesses where they do the trampolines or the bounce houses and everything and you said, I'm going to let everybody at the school come in free because it's national bounce for your life day or whatever the hell.

33

00:03:55.260 --> 00:04:07.260

Stephen Oliver: They wouldn't object when the kids came in to have them sign a waiver and fill out the information. I mean, it would just be the natural course of of what you do. Same is true of this right

34

00:04:07.320 --> 00:04:13.590

Greg Moody: Well, and into further on that if if they happen to decide that they liked trampoline, and they came back next week.

35

00:04:14.550 --> 00:04:18.690

Greg Moody: Great, that's fine. You gave them to the free stuff.

36

00:04:20.340 --> 00:04:20.730

Stephen Oliver: You know,

37

00:04:20.790 --> 00:04:21.750

Scott Karpiuk: Okay, to what

38

00:04:22.170 --> 00:04:23.400

GM Jeff Smith: You what you've done.

39

00:04:23.520 --> 00:04:34.980

Stephen Oliver: What you don't want to do is just so aggressively market to everybody that it looks like you're excessively taking advantage of the opportunity

40

00:04:35.850 --> 00:04:38.370

Scott Karpiuk: Well that's, that's what I don't want to have happen.

41

00:04:39.000 --> 00:04:50.820

Stephen Oliver: Right. So just don't you know don't beat it into the ground. Right. Well, we what we know is generally that if somebody asked you to call them.

42

00:04:51.150 --> 00:05:02.250

Stephen Oliver: To schedule something for free. They don't mind it. And if they don't ask you to call them, even if they gave you the phone number as part of some other thing they get pissy about it.

43

00:05:03.660 --> 00:05:15.450

Stephen Oliver: So one of the things that has changed over the years is people getting more sensitive to getting unsolicited phone calls. So you don't unsolicited without being solicited you don't do

44

00:05:15.870 --> 00:05:22.590

Stephen Oliver: It without permission, you know, pick up the phone and call them and try to schedule an appointment for them or any of that stuff.

45

00:05:23.580 --> 00:05:28.170

Stephen Oliver: Otherwise, you know, passing out information when you do the thing

46

00:05:28.980 --> 00:05:38.670

Stephen Oliver: You know, I know. We all know that if they wanted to solve bullying for the kids. The best thing they could do is enroll in martial arts and get the black belt and beyond. Right.

47

00:05:39.330 --> 00:05:48.270

Stephen Oliver: We also know that every other thing that we do for the kids is is a wonderful positive outcome. So, you know, we shouldn't be shy about that.

48

00:05:50.040 --> 00:05:51.750

Greg Moody: Well, and I think that I think that it's

49

00:05:51.810 --> 00:06:03.360

Greg Moody: How you approach it is important to here's the permission slips and these out to the kids and get it back to us. That's the, that's the conversation. It's not. Here's the permission slips. Is it okay if I have this

50

00:06:03.360 --> 00:06:04.440

Greg Moody: Box on here for them.

51

00:06:04.440 --> 00:06:06.120

Greg Moody: To check. No.

52

00:06:06.210 --> 00:06:09.390

Scott Karpiuk: I never yeah I don't do I don't do anything like that.

53

00:06:09.600 --> 00:06:12.960

Greg Moody: Well, I'm not saying this early you I'm just being thorough with old group here.

54

00:06:13.800 --> 00:06:16.680

Stephen Oliver: You don't do it. You don't have the box or you don't.

55

00:06:18.270 --> 00:06:21.780

Scott Karpiuk: Know I just given them permission slips. I have all the boxes and everything.

56

00:06:22.080 --> 00:06:27.750

Stephen Oliver: Okay, okay. Yeah, just trying to make sure I was clear on what it was. Yeah.

57

00:06:27.780 --> 00:06:28.830

Greg Moody: Both of us are being thorough

58

00:06:30.120 --> 00:06:33.420

Scott Karpiuk: Yeah, but for. Okay. So on that note on that note, though.

59

00:06:34.260 --> 00:06:38.730

Scott Karpiuk: So okay, so this is a private school. It's a little bit difference. My kids school by in the public

60

00:06:39.600 --> 00:06:40.980

Stephen Oliver: But what were you what

61

00:06:41.490 --> 00:06:49.170

Stephen Oliver: You just said two things. It's a little bit different because it's a private school. It's a little bit different because it's your kids school. What's, what's a little bit different.

62

00:06:50.580 --> 00:07:00.270

Scott Karpiuk: Just because the relationships that I have with with the teacher. No, but my point is, yeah, for the, I don't have a problem with the waiver there but just switching gears.

63

00:07:00.630 --> 00:07:18.510

Scott Karpiuk: For the public school system, what we have been running into lately with the with the waivers is that they see it and then they they have actually changed it and put out their own waiver and taken off our information. And then when we go to pick it.

64

00:07:23.790 --> 00:07:24.060

GM Jeff Smith: Up.

65

00:07:27.390 --> 00:07:43.290

Scott Karpiuk: So, you know, it's like after the fact. And by the time that we pick up the waivers and stuff, you know, a bunch of the info is, you know, deleted and more generalized. So I'm just wondering how we can get around that.

66

00:07:45.030 --> 00:07:54.540

Stephen Oliver: Well, you already said it is with this one school, you have a good relationship and with these other school. Sounds like you don't have as good a relationship.

67

00:07:55.290 --> 00:08:06.540

Stephen Oliver: And as you build a relationship. You just have to clarify for them, you know, we need the form as I gave it to you. We don't need the one that you butchered, why is it your butcher your Katrina. Right.

68

00:08:06.900 --> 00:08:17.370

Stephen Oliver: So the thing I hear most often is, you know, we're not allowed to give blah blah blah legally done it, you know, they, they have some version of we're not allowed to give the kids information. We're not allowed to give

69

00:08:17.760 --> 00:08:31.020

Stephen Oliver: No, but we're not asking them to give anything while you're asking them to do is be a conduit for the parents to provide information about their own kids. And the parents can provide whatever information to you that they want.

70

00:08:32.400 --> 00:08:33.480

Scott Karpiuk: OK. OK.

71

00:08:34.140 --> 00:08:42.000

Stephen Oliver: Now, and in all of that being said, Sure. Every now and then you're going to be at a school where they don't like you. Every now and then you're

72

00:08:42.000 --> 00:08:42.210

Scott Karpiuk: Doing

73

00:08:42.420 --> 00:08:50.490

Stephen Oliver: A school where they're just assholes. Every now and then you're going to be a school that they're just hyper sensitive about things. Okay.

74

00:08:51.720 --> 00:09:06.390

Stephen Oliver: The but the other side of it is you have to make an informed decision on whether it's worth the effort to, you know, get some exposure but not get traffic or whether you're just not willing to do it if they don't cooperate with your procedures.

75

00:09:07.080 --> 00:09:11.850

Greg Moody: But Master, already said something really important, everybody gets to hear though that was buried in what you said.

76

00:09:12.120 --> 00:09:21.750

Greg Moody: Is that the first time you go you haven't built a relationship with them. The first time you go you know maybe you let it slide that you get partial information. And then the second time you you

77

00:09:21.750 --> 00:09:22.110

Greg Moody: Say,

78

00:09:22.200 --> 00:09:25.800

Greg Moody: Oh, we need it that we need the permission slips, the way we did it, you know.

79

00:09:26.640 --> 00:09:28.830

Greg Moody: Don't screw around with them because they like me.

80

00:09:29.220 --> 00:09:39.210

Greg Moody: You know, and, and the more you do stuff with the schools, and this is where we see the ball drop a lot, too, is you do something with the school and then you kind of break, break, the relationship by

81

00:09:39.540 --> 00:09:47.700

Greg Moody: Not scheduling. The next thing. The next thing. The next thing. The next thing. The next thing you've got to just, this is all about building a long term relationship with them and

82

00:09:48.240 --> 00:09:54.390

Greg Moody: Yes, we want you to get the permission slips and do all this stuff and have a really big return on the first thing you do with that'd be great.

83

00:09:54.690 --> 00:10:06.540

Greg Moody: But if you don't do everything perfect the first time but you then, you know, or at their festival and you're at their next thing. And the next thing and you continue to build a relationship, pretty soon you can do whatever the hell you want

84

00:10:07.290 --> 00:10:11.250

Greg Moody: And I think it's a lot like the first time you do one of the movie theater promotions.

85

00:10:11.460 --> 00:10:22.230

Greg Moody: The contract looks all real scary and you're not sure if you can go approach people and you're not sure if you can do this. And pretty soon after you. The first one you pretty much do whatever you want and and that's the same thing.

86

00:10:22.950 --> 00:10:33.090

Greg Moody: If they're a little bit hesitant or a lot hesitant or there may be a lot of rules at first, then just, you know, say, okay, especially if it's a school

87

00:10:34.080 --> 00:10:44.400

Greg Moody: And they have a lot of money and they are the right demographics for you. I'll go out of my way. If it's a school that's further away in there. It's not a good demographics, then maybe I maybe I won't

88

00:10:46.020 --> 00:10:54.150

Stephen Oliver: Yeah, yeah. And before we move on. Let me remind everybody, if you can be on video. So, you know, if you're not on video we just kind of ignore you, and

89

00:10:54.540 --> 00:11:04.290

Stephen Oliver: Don't know you're there, but I see check for tour totally Chris will call well Leo, Don Kim Allen's iPhone, who have, you know, put your full name, by the way.

90

00:11:05.040 --> 00:11:18.780

Stephen Oliver: So we know who it is. I'm not sure which Ellen, that is, I'm guessing Ogle Jim Brown Martin and Martin. Welcome to our call today, but we can get you guys to all be on video when you're when you're live on these meetings, it's, it's much more helpful.

91

00:11:20.340 --> 00:11:27.210

GM Jeff Smith: You can mute. If you want to if you if you don't have anything, say, but you can unmute when you want to talk. Exactly.

92

00:11:27.630 --> 00:11:28.080

And

93

00:11:29.250 --> 00:11:36.300

Stephen Oliver: Procedurally, just a couple reminders for everybody. The next life. Quick start meeting is coming up, April 17 and 18th

94

00:11:36.810 --> 00:11:41.850

Stephen Oliver: So make sure anything on that. That's going to be here at my house in Evergreen Colorado and then our

95

00:11:42.540 --> 00:11:51.030

Stephen Oliver: Next Thursday, which is the 27th. We won't have this meeting because will mostly be traveling back and forth with Orlando with our

96

00:11:51.630 --> 00:12:01.680

Stephen Oliver: Mastery leadership meeting. Any of you guys who are in master leadership. I hope you'll be at our, our Disney event. It's going to be a fabulous, fabulous event on Friday and Saturday next week.

97

00:12:03.630 --> 00:12:10.800

Stephen Oliver: But again, anybody who's not on video. Please join these meetings on video, so we can have you and have you involved in the conversation.

98

00:12:12.570 --> 00:12:19.800

Stephen Oliver: There were a lot of questions and issues that people were bringing up last couple days in the Facebook group and I would remind everybody

99

00:12:20.160 --> 00:12:26.160

Stephen Oliver: Be really active in there, get in the habit of and if you if you stay off Facebook.

100

00:12:26.940 --> 00:12:34.440

Stephen Oliver: Most of the time, that's great. It's a time suck. And it's a waste of energy, but I would get in the habit of login once a day.

101

00:12:34.740 --> 00:12:42.330

Stephen Oliver: Into the member group. Pay attention to conversations going on and anything at all that you have an issue with post them in their

102

00:12:42.780 --> 00:12:51.060

Stephen Oliver: Master Smith master moody and I always look at all the questions before we started in these meetings and and you'll get a lot of different people's feedback as well.

103

00:12:51.690 --> 00:12:59.910

Stephen Oliver: Pretty quickly in there. Also, so make sure you're you're active and and mark. Good to see you. Welcome. Welcome to our meeting today.

104

00:13:01.080 --> 00:13:01.860

Stephen Oliver: Glad to have you.

105

00:13:02.520 --> 00:13:04.260

Thank you, but

106

00:13:05.520 --> 00:13:07.920

Stephen Oliver: Scott did that answer that question adequately.

107

00:13:11.880 --> 00:13:12.150

Your

108

00:13:19.200 --> 00:13:21.660

Greg Moody: You're still muted the thumbs up

109

00:13:22.170 --> 00:13:22.380

Greg Moody: Good.

110

00:13:22.890 --> 00:13:24.660

Stephen Oliver: Medium. Okay. Okay.

111

00:13:24.690 --> 00:13:33.570

Stephen Oliver: That that handled it adequately Jeff on your other situation that you had a chat with them yet. Any updates on that, Jeff. Don't

112

00:13:34.650 --> 00:13:48.960

Jeff Jones: Know, sir. They're doing tonight and we did look on now what the rules and regulations are for our state and it looks like there's nothing holding holding him back from coming into the school. From what I understand, I'm going to probably do a follow up call with

113

00:13:50.010 --> 00:13:57.270

Jeff Jones: The state on Monday, but he's scheduled to come in tonight. So if they come in tonight. I'm going to have a conversation with them.

114

00:13:57.960 --> 00:14:12.270

Stephen Oliver: Yeah, and just get a, get just get your personal thing for everybody who doesn't know what's going on and Jeff had posted this in the Facebook group, a couple days ago, but he has a four year old coming in for for class who stepfather is on the

115

00:14:13.650 --> 00:14:15.990

Stephen Oliver: Way they call it the sex offenders.

116

00:14:16.020 --> 00:14:17.460

Greg Moody: Registry written a three year

117

00:14:18.090 --> 00:14:27.210

Stephen Oliver: And we had a long conversation on Tuesday, you know, not, not a black and white answer, but how to go about solving this and

118

00:14:27.660 --> 00:14:37.950

Stephen Oliver: Jeff. Your next step is you're going to sit down and talk with a mom and the stepfather and get a sense of how comfortable you feel with background and so forth and make some decisions from there. Right.

119

00:14:38.340 --> 00:14:40.020

Jeff Jones: That's correct. Yes, sir. Yeah, yeah.

120

00:14:40.500 --> 00:14:48.960

Stephen Oliver: So, so good you know and and interesting. Although, you know, not terribly comfortable conversation.

121

00:14:51.780 --> 00:14:55.740

Stephen Oliver: Good. Other questions. Everybody has before we get on to our normal topic here.

122

00:14:59.430 --> 00:15:00.720

Stephen Oliver: Don't everybody jump in at once.

123

00:15:01.110 --> 00:15:06.360

Greg Moody: Yeah, I think that I think the Facebook group being involved in the Facebook group will help you guys

124

00:15:06.630 --> 00:15:17.550

Greg Moody: Be prepared for the meetings on Thursday to also be able to have your questions ready. I think what Scott asked and you know what we talked about this. This is a really big venue for you to get

125

00:15:18.000 --> 00:15:23.070

Greg Moody: to escalate faster. The more you have questions, and you're kind of prepare you know the meetings coming up.

126

00:15:23.310 --> 00:15:30.360

Greg Moody: Be ready with what's going to move you faster so we can answer it. And then you get feedback from everybody else. This is really valuable for you so

127

00:15:30.720 --> 00:15:37.350

Greg Moody: You know, being on the Facebook group helps you be ready for these meetings and then be ready with some questions and we're not trying to give you a hard time by not having

128

00:15:37.620 --> 00:15:49.170

Greg Moody: Questions right now but you know this is this can be a little more valuable if you're if you're thinking through that during the week. Hey, what would I, what would I need to ask and then maybe even make some notes to get ready for it. Yeah.

129

00:15:49.710 --> 00:16:03.960

Stephen Oliver: One of the things that I would point everybody at is as a little study project is on February 17 all good, Keith, it's all good and Larry Keith, they're up in Oregon. Where are they at master Smith. Exactly.

130

00:16:05.460 --> 00:16:09.660

GM Jeff Smith: Just outside of Eugene, Oregon. They're about 45 minutes outside of Eugene

131

00:16:09.930 --> 00:16:30.360

Stephen Oliver: Eugene, which is what a couple hours south of Portland. But if I'm correct on on that recollection, but they had posted some stats for last year and we had given them quite a bit of feedback and going back into I think late January we had posted some stats from

132

00:16:31.470 --> 00:16:36.660

Stephen Oliver: Amanda Christiansen the sea fishing who run our school and Jordan Colorado here.

133

00:16:37.890 --> 00:16:42.930

Stephen Oliver: And it's really useful, I think, to look at the numbers that she posted

134

00:16:44.400 --> 00:16:51.810

Stephen Oliver: Look at our conversation and analysis of those numbers and to really start understanding and in this case in

135

00:16:52.290 --> 00:17:01.620

Stephen Oliver: In Amanda Christensen's case, it was a school that did 710,000 for last year and we went through a pretty thorough analysis at the quick start meeting.

136

00:17:02.160 --> 00:17:09.720

Stephen Oliver: The last quick start meeting we had and and I handed out a sheet where I had handwritten and analysis and posted also on the Facebook group.

137

00:17:10.140 --> 00:17:30.210

Stephen Oliver: But then we did a similar thing with Olga keys numbers and they did 420,000 last year. And I think it's really helpful to be looking at other schools numbers. Looking at our analysis and their analysis of what they're missing what you see in Olga. He's numbers is

138

00:17:31.740 --> 00:17:41.610

Stephen Oliver: A couple of things there now charging 200 initially plus the first month, so they're charging for 47 to enroll and then to 47 a month.

139

00:17:42.630 --> 00:17:54.810

Stephen Oliver: On the renewal to leadership, they're charging 397 initially and then 397 a month. One of the points of feedback that that we gave them was, they should be

140

00:17:55.050 --> 00:18:08.520

Stephen Oliver: Doing more initial deposit. I'd like to see them at least at the presentation that it's normally 800 TO ENROLL IF you enroll TODAY WE GIVE YOU A $400 discount so it's 400 initially and then to 47 a month.

141

00:18:10.050 --> 00:18:23.940

Stephen Oliver: And then on the leadership renewal the feedback was also it should be more like $1,000 initially, but they're making a mistake that I see a lot of people make, which is they're not doing a black belt.

142

00:18:24.570 --> 00:18:26.310

Stephen Oliver: Program. They're doing strictly

143

00:18:26.700 --> 00:18:27.900

Stephen Oliver: Leadership Program.

144

00:18:28.290 --> 00:18:37.710

Stephen Oliver: At 347 their argument for not doing a black belt program is they say, well everybody that we talked to is going to leadership.

145

00:18:38.340 --> 00:18:49.020

Stephen Oliver: Now there's three points a fallacy with that one is if 100% of the conversations you have are nearly are going smoothly into the highest level program.

146

00:18:49.470 --> 00:19:02.070

Stephen Oliver: That means the highest level program isn't priced high enough, right. So instead of charging 397 for it. My suggestion is they move it up to 497 and eventually 597

147

00:19:03.090 --> 00:19:12.120

Stephen Oliver: And then they need to have a fallback for those that they price out of being able to do it. The second problem. You see on their stats, if you go look at it is

148

00:19:13.230 --> 00:19:18.420

Stephen Oliver: You see that last year they enrolled 114 people but they only renewed

149

00:19:18.450 --> 00:19:19.320

Stephen Oliver: 30 of them.

150

00:19:20.460 --> 00:19:30.510

Stephen Oliver: Their renewal rates only 26% of the people who enrolled once that we want to be paying attention to is what percentage of new enrollments ended up renewed in the first two months.

151

00:19:30.990 --> 00:19:43.440

Stephen Oliver: What percentage of new enrollments ended up renewing in the second two months. And what's the total percentage of people who enrolled that renewed what we'd like to see that. Be is no less than 50% in the first two months of people who

152

00:19:43.440 --> 00:19:44.610

Stephen Oliver: Enrolled up renewed

153

00:19:45.000 --> 00:20:04.050

Stephen Oliver: No less than half of what's left or 25% in the second two months for no less than 75% preferably at 85% of people who enroll renew. Now if you don't do those renewals in the first two months, what you end up with is, you end up with

154

00:20:05.070 --> 00:20:15.930

Stephen Oliver: You know, before you ask him about the renewal and before you prep them for the renewal they dropped out or you end up with what master Smith calls dying on the vine, which basically means

155

00:20:16.500 --> 00:20:28.530

Stephen Oliver: You know they were fresh excited and ready to go with white belt, and by the time they get three or four belt into the program. They're already thinking about what they do when they're done with their year of martial arts. So you want to avoid that at all costs.

156

00:20:29.580 --> 00:20:36.150

Stephen Oliver: Another so so our analysis with Olga his numbers were definitely that she needs to focus on

157

00:20:36.720 --> 00:20:48.060

Stephen Oliver: Him. And by the way, they, they say they have a 90% closing rate on renewals but they're only closing 26% of people who enroll in other words 70 plus percent

158

00:20:48.510 --> 00:20:51.960

Stephen Oliver: Of the people who enroll, they never get around to talking to them about renewing

159

00:20:52.740 --> 00:21:02.700

Stephen Oliver: So that's where their biggest gap is. And by the way, when we did the analysis for Amanda Christiansen and Stephen Christiansen for the thorn school that was the same problem, man.

160

00:21:03.030 --> 00:21:09.510

Stephen Oliver: If people were getting six, eight months into the program, rather than being talked to a white belt. So as you see these numbers.

161

00:21:10.470 --> 00:21:19.350

Stephen Oliver: You'll see us go through and do an analysis of Amanda Olson, who did 980,000 last year. Amanda is Stephen Christensen, who did

162

00:21:19.980 --> 00:21:26.670

Stephen Oliver: 710 Olga, Keith, who did what did I say 420,000 last year and

163

00:21:27.360 --> 00:21:37.830

Stephen Oliver: The million dollar schools have opportunity to be 2 million. The $700,000 school should have been 1.5 million and the $420,000 school should have been a million.

164

00:21:38.190 --> 00:21:50.730

Stephen Oliver: And they're just missing some key components to to get to that point. Here's a couple of numbers for you to write down if you just operate on this basis is every month you do 20 new students

165

00:21:51.840 --> 00:22:10.410

Stephen Oliver: Every month you do 15 or more renewals and you focus on your, your tuition rate at over 200 a month for a new enrollment and double that for your highest level 50% bump for the intermediate level. That's all you need for a million dollar plus school

166

00:22:11.730 --> 00:22:27.960

Stephen Oliver: Right. So all you need really for a million dollar plus school is to get to 300 active, but make sure the average revenue per student is approaching 300 that that's a easy to operate Million Dollar School and we have a bunch of schools.

167

00:22:29.010 --> 00:22:36.690

Stephen Oliver: That are a million dollars or million dollar plus on target this year did right at a million or over a million last year.

168

00:22:37.020 --> 00:22:44.340

Stephen Oliver: And most of them are right at that formula, some are a little more in the active count and maybe they're still catching up on the average value.

169

00:22:44.730 --> 00:22:54.120

Stephen Oliver: So Amanda Olsen's average value was a little bit less but Jan Lapin who did a 1.1 million little under 1.1 billion.

170

00:22:54.840 --> 00:23:03.330

Stephen Oliver: Last year, she's right about 360 active students and and running that that those kind of ratios and we could go through go through a long list of

171

00:23:03.900 --> 00:23:13.560

Stephen Oliver: Of the high performance schools that are at that level. Is that making sense for everybody. So I gave you three numbers. If you just every month. The 20 enrollments 15 renewals

172

00:23:14.190 --> 00:23:29.610

Stephen Oliver: Which means that you're really focused on the first two months prepping them for the renewal and you were at the 247 a month or 297 a month for a new enrollment everything else will more or less take care of itself. So that's the starting point.

173

00:23:31.770 --> 00:23:44.550

Stephen Oliver: The question we get a lot is people will say, Well, you know, like in August case here, what was it, Matt Smith, they were averaging about eight enrollments a month right so

174

00:23:46.890 --> 00:23:56.850

Stephen Oliver: Hundred 14 for last year, divide by 12 so let's say let's say nine enrollments a month between a nine year old once a month. Well, they did 420,000

175

00:23:57.690 --> 00:24:06.450

Stephen Oliver: So if they got that enrollment number up to 20 that with no other fixes puts them at 900,000 for the year.

176

00:24:07.380 --> 00:24:17.970

Stephen Oliver: Okay, now if they also fixed renewing all the white belts. That's a $1.5 million school right and what we know in their case and it's not

177

00:24:18.690 --> 00:24:27.570

Stephen Oliver: Explicit in that conversation going back to February 17 I recommend you go through it again. But what's not explicit in that conversation.

178

00:24:27.990 --> 00:24:38.190

Stephen Oliver: Is that they are just not doing enough of the Parthenon on marketing what they need to do is get more more big activities but also just more activities.

179

00:24:38.520 --> 00:24:44.430

Stephen Oliver: Where are they building out that that range of marketing activities we went through their conversion ratios.

180

00:24:44.850 --> 00:24:52.470

Stephen Oliver: And on their intro and Roma conversion ratios. They were pretty good there were a couple points where they fell off pretty dramatically. We discussed that in there.

181

00:24:52.770 --> 00:25:01.770

Stephen Oliver: As well. But I think it's really useful to go back and review that and discuss that. Anybody have any questions or thoughts on on that there's a is that all making sense to you.

182

00:25:05.670 --> 00:25:23.250

Stephen Oliver: So again, no matter where you're at, is if you're keeping really good stats you can go in and tune and tweak and get that next step. And there's a lot of points of really high levels of leverage. If you know your info call appointment first intro second intro Roman

183

00:25:24.660 --> 00:25:29.130

Stephen Oliver: Numbers. Oftentimes we see schools who think they just don't have enough intro flow.

184

00:25:29.430 --> 00:25:45.510

Stephen Oliver: And in reality they're they're messing up the conference or they're messing up the intro. Or maybe there's show rate is bad. Those are fairly easy things to fix. And then you can jump your revenue by 50% or even 100% just by knowing and fixing those numbers as we go through.

185

00:25:46.290 --> 00:25:49.920

Greg Moody: Faster. All right. I think a lot of people may hear some of this and go

186

00:25:51.630 --> 00:25:58.560

Greg Moody: You know, in and not write down exactly what didn't quite get the fact that it's only a couple of things they need to fix.

187

00:25:58.770 --> 00:26:03.270

Greg Moody: To maybe double their income that mean that's, I just want to reiterate that there's just a couple things.

188

00:26:03.570 --> 00:26:14.850

Greg Moody: That if you change those things that we just talked about one of those numbers, it could double your income. You just have to make a 25% improvement on a couple things to double your income. Yeah, it's, it's not that hard.

189

00:26:15.720 --> 00:26:23.970

Greg Moody: So you should be thinking, if you, you know, for the guys on this call. What are those couple things. And for most most part it's usually the pricing and

190

00:26:24.180 --> 00:26:31.620

Greg Moody: Making sure your conversion rate is is good, but there, there may be some other things that you mentioned that you've gone through that are super easy to fix.

191

00:26:33.270 --> 00:26:35.070

Stephen Oliver: Oh, absolutely. Absolutely.

192

00:26:35.850 --> 00:26:38.190

Greg Moody: And those might be the questions you asked during this call to

193

00:26:38.550 --> 00:26:40.800

Stephen Oliver: Yeah, you bet. You bet.

194

00:26:42.120 --> 00:26:46.110

Stephen Oliver: Well, good. Any, any questions on that is that all making sense.

195

00:26:49.920 --> 00:26:51.660

Stephen Oliver: Good. OK. OK.

196

00:26:53.700 --> 00:26:55.290

Stephen Oliver: So moving right along here.

197

00:26:57.000 --> 00:27:00.360

Stephen Oliver: Bruce What are you charging now for for a new enrollment.

198

00:27:02.610 --> 00:27:04.200

Bruce and Caterina: So we just started

199

00:27:05.640 --> 00:27:08.490

Bruce and Caterina: Trying to follow master Moody's on

200

00:27:09.900 --> 00:27:11.160

Bruce and Caterina: Enrollment conference.

201

00:27:12.180 --> 00:27:17.940

Bruce and Caterina: PowerPoint that he did so we actually we're going to charge the same thing to 47 a month with the

202

00:27:18.690 --> 00:27:19.740

Greg Moody: Old one, by the way.

203

00:27:19.920 --> 00:27:20.850

Bruce and Caterina: But okay, okay.

204

00:27:20.970 --> 00:27:21.990

Greg Moody: That's my old pricing.

205

00:27:22.620 --> 00:27:23.190

Bruce and Caterina: What okay

206

00:27:23.460 --> 00:27:28.980

Stephen Oliver: Well, that's still that's still for you. It's if I remember correctly, it's about an $80 a month bump.

207

00:27:29.940 --> 00:27:31.290

Bruce and Caterina: Yeah yeah so

208

00:27:31.590 --> 00:27:33.330

Stephen Oliver: So that's a good, good, great start.

209

00:27:34.230 --> 00:27:54.210

Bruce and Caterina: I had a question on that in the in the PowerPoint. If somebody brings in a 30 day free pass you trade that in and you tell them the 30 day free passes worth $400 which you knock off of their initial installment, um, where does the number 400 come from.

210

00:27:54.510 --> 00:28:00.990

Stephen Oliver: Well as I said a minute ago. I like the presentation to be typically it's 800 to register.

211

00:28:01.710 --> 00:28:16.980

Stephen Oliver: Since you came in with whatever it is, right, since you came in with a 30 day VIP pass. We give you a $400 discount if you want to go ahead and finalize your enrollment today. Plus, you still get the the 30 days.

212

00:28:18.450 --> 00:28:21.540

Stephen Oliver: Right. And then you could just add that 30 days to the end of the enrollment.

213

00:28:22.560 --> 00:28:36.330

Stephen Oliver: Okay right but but that's just giving them credit for. And I would use the same conversation really what what the $400 discount is is it's a discount for enrolling today.

214

00:28:36.990 --> 00:28:50.880

Stephen Oliver: As opposed to waiting 30 days or two weeks or six weeks or whatever. Right. So it's a it's an enrollment discount for enrolling today. It just works better, that if you use the conversation of since you came in with this.

215

00:28:51.420 --> 00:29:03.900

Stephen Oliver: We give you a $400 discount because so therefore it's only 400 registered a day or whatever number you're using right if it, if you if you're only doing 200 initially, which I wouldn't recommend

216

00:29:05.400 --> 00:29:17.430

Stephen Oliver: Then it would be 200 in the 247 but if you're doing 400 initially plus 347, it would be normally it's 800 we give you a $400 discount if you want to go out and find since you came in from blank.

217

00:29:17.970 --> 00:29:23.730

Stephen Oliver: As long as you finalize your enrollments a day. And so it's just 400 initially in the first month, why

218

00:29:23.760 --> 00:29:40.440

Greg Moody: And I think the question you are getting to Bruce, though, was why is it 400 and my justifying the 30 days equaling $400 if it was one class free. It's still be $400 if it was two weeks free and still be $400 who it was, whatever. It's still be that much.

219

00:29:42.000 --> 00:29:55.050

Greg Moody: It doesn't matter what it is, it doesn't matter if it's $49 on Facebook's but it doesn't matter what it is, it's still the same amount. So don't try to justify that the coupon was whatever

220

00:29:55.470 --> 00:30:07.470

Greg Moody: Equals a certain amount, like I'm charging 247 a month and so 30 days equals 247 don't try to mix those up and nobody in history ever asks about like trying to do that math.

221

00:30:08.910 --> 00:30:11.070

Greg Moody: Does that make sense because I think that's maybe what he was

222

00:30:11.100 --> 00:30:18.810

Bruce and Caterina: Like yeah, it makes sense. You just say that it's an early enrollment discount and we're going to give you $400 off to do it today.

223

00:30:19.710 --> 00:30:23.400

Stephen Oliver: Yeah but but but the language of since you came in with this.

224

00:30:24.690 --> 00:30:32.550

Stephen Oliver: If you advise her moment today we give you $400 credit the just the way the human mind works they like it because right

225

00:30:33.780 --> 00:30:42.720

Stephen Oliver: So it doesn't sound like it's just everybody since you came in with his we're getting a $400 discount if you go and finalize your enrollment today, right.

226

00:30:44.010 --> 00:30:51.930

Stephen Oliver: Is that's the because that's the the logic, a great book. I recommend is that Robert Cialdini influenced Science and Practice.

227

00:30:52.380 --> 00:31:06.060

Stephen Oliver: And there's an interesting social psychology experiment where you know there's a long line for something and they'll have people go, but in line and but it'll be an excuse. Can I move to the front of the line because

228

00:31:07.170 --> 00:31:11.130

Stephen Oliver: Whatever the excuses. And what they find is as long as there's a reason

229

00:31:11.760 --> 00:31:23.370

Stephen Oliver: That people click off and say, Oh, that makes sense to me. But if there's no reason, then it doesn't make sense to them. Right, so they can actually do the experiment of you jump in line 20 people had

230

00:31:24.150 --> 00:31:36.750

Stephen Oliver: You know, can I, can I jump in here because I'm I'm running late. Can I jump in, you know, jump in line here because it's a long line and it's those people here. The because they go. Sure. Right. Well, you have

231

00:31:36.810 --> 00:31:45.990

Greg Moody: The experiments, actually, to follow up the experiment is that because it doesn't have to be followed by anything important. You can say, because the sky is blue.

232

00:31:46.230 --> 00:31:47.940

Greg Moody: Because carpets brown

233

00:31:48.240 --> 00:31:48.720

Greg Moody: It doesn't

234

00:31:48.750 --> 00:31:53.460

Greg Moody: Matter what the because was it has the same exact results. Right. So that was the experiment.

235

00:31:53.790 --> 00:32:01.470

Stephen Oliver: Yeah, in our version of it is because you came from this, then if you finalize your moment today we give you this

236

00:32:01.680 --> 00:32:08.730

Greg Moody: So don't. Yeah. But Master, Oliver. You also said because credit. I liked my word is trade, the value

237

00:32:09.120 --> 00:32:19.140

Greg Moody: Because if they then what happens is, is if they say, well, I can just do it later than then we say, well, you could do it later. But then you would have used the value or you use the credit

238

00:32:19.950 --> 00:32:27.570

Greg Moody: Rather than rather than, you know, why can't I just get the discount later. So I just don't like using the word discount. I just don't like discount

239

00:32:27.660 --> 00:32:34.590

Stephen Oliver: I don't use the word discount. We give you for for maybe I did we have to give you a $4 credit. Yeah.

240

00:32:34.650 --> 00:32:37.470

Greg Moody: That's why I want to point that out because I didn't think you'd like discount either so

241

00:32:37.830 --> 00:32:47.190

Greg Moody: Credit credit or trade, the value. There's a value or credit. So, therefore, if they don't do it it's it's much nicer to say we could, but you would use the credit

242

00:32:48.480 --> 00:32:57.060

Greg Moody: See that's different than I'm giving you the discount today. Yeah. Well, every store. You ever go to the give you a discount today. They didn't get the discount next week. Right.

243

00:32:57.450 --> 00:33:05.370

Greg Moody: So that the terminology is important and everybody might think we're nitpicking about the terminology. But if the nitpicky makes a difference. Yeah.

244

00:33:06.060 --> 00:33:06.750

Absolutely.

245

00:33:09.690 --> 00:33:13.170

Stephen Oliver: Without a doubt. Yeah, that does. Does that help, Bruce.

246

00:33:13.380 --> 00:33:24.690

GM Jeff Smith: Oliver if the way you said it before and it and I know you've said it several ways, but the one that I think sounded the best is when you say because you came in from such and such.

247

00:33:25.110 --> 00:33:36.330

GM Jeff Smith: If you finalize your paperwork today or if you've and finalize your enrollment today, then you get this amount off and then you go that way.

248

00:33:38.250 --> 00:33:46.920

GM Jeff Smith: If you find the lies. I find if you if you kind of get that word in there if you'd find last year your enrollment today. Are you finalize your paperwork today.

249

00:33:48.780 --> 00:33:49.440

Stephen Oliver: Exactly.

250

00:33:49.620 --> 00:33:50.310

Exactly.

251

00:33:52.830 --> 00:33:53.610

Stephen Oliver: That good Bruce

252

00:33:55.470 --> 00:33:56.040

Stephen Oliver: Now,

253

00:33:57.480 --> 00:34:08.100

Stephen Oliver: Anytime you make a change in your tuition. Remember, really, the only one that you have to convince is is you or whoever is doing the enrollment presentation right

254

00:34:08.640 --> 00:34:19.770

Stephen Oliver: And what I see happen us and I'm maybe not usually but often is that as soon as I do the first five or 10 doing the new presentation.

255

00:34:20.100 --> 00:34:25.620

Stephen Oliver: All of a sudden, I start hearing price objections and oftentimes the closing ratio goes down.

256

00:34:26.220 --> 00:34:38.040

Stephen Oliver: Well, the closing ratio doesn't go down because the prospects weren't willing to the ratio goes down because there's still hesitation in our mind and it comes through and tonality and body language.

257

00:34:38.400 --> 00:34:54.870

Stephen Oliver: So make sure before you do any new price point that you rehearse it to yourself, your role play it with somebody else you record it. You make sure it sounds you know exactly the same, if not better and less hesitant than your old presentation was but do an awful lot of that.

258

00:34:55.920 --> 00:34:56.970

Stephen Oliver: Because I'll see people

259

00:34:58.320 --> 00:35:07.950

Stephen Oliver: I use a story about Tim and Dave Kovar is they hand it off to their program director who didn't believe in the deal and did 1010 Roma conferences and got nothing that attend

260

00:35:08.370 --> 00:35:15.480

Stephen Oliver: Well, the problem wasn't the price point. The problem was the person doing the presentation didn't believe it and therefore

261

00:35:16.110 --> 00:35:31.800

Stephen Oliver: sabotaged it consciously or unconsciously probably unconsciously and and then they reverted to what they were doing before. It's a common syndrome that we see. So you've just got to be careful. A story I tell Mikko pellet.

262

00:35:33.030 --> 00:35:41.490

Stephen Oliver: Years ago I got him basically to quadruple the tuition rate on his renewals and but what happened was,

263

00:35:43.140 --> 00:35:49.050

Stephen Oliver: You know, two or three months later he called me in a panic and or we know schedule an appointment, whatever, but

264

00:35:50.370 --> 00:35:59.700

Stephen Oliver: He was said, Well now you know everybody's not renewing because the price is too high. I said, well, everybody goes, well, the people who didn't renew told me the price was too high.

265

00:36:00.240 --> 00:36:08.670

Stephen Oliver: I said, Well, how many people did you have to renew. How many did you talk to and how many renewed. Well, I'm not sure I don't know his numbers. Well, how many the previous quarter.

266

00:36:10.020 --> 00:36:17.880

Stephen Oliver: I saw before we have any conversation. Let's look at real numbers, how many did you have that were renewable the previous quarter. How many did you talk to, how many closed.

267

00:36:18.840 --> 00:36:24.600

Stephen Oliver: In the last three months when you've been doing it. How many did you have to renew. How many did shocked to how many closed.

268

00:36:25.110 --> 00:36:29.160

Stephen Oliver: Well, a couple days later he had pulled up the numbers. He had sent them to me.

269

00:36:29.580 --> 00:36:38.850

Stephen Oliver: What had happened in reality is is closing rate of the people that he talked to had gone up pretty significantly. In other words, a higher percentage. We're renewing

270

00:36:39.420 --> 00:36:47.130

Stephen Oliver: It's just the ones that didn't renew were saying, probably the same thing as the ones did before. It's just now. He was sensitive to it.

271

00:36:47.430 --> 00:37:00.270

Stephen Oliver: And he was stressed out that everybody who didn't renew was doing it because the price. And when we had the conversation. I said, Just out of curiosity, when they didn't renew before at, you know, one quarter of the price. What were they saying was their excuse

272

00:37:01.710 --> 00:37:12.120

Stephen Oliver: Well, probably price or commitment. I said, well, it's only price or commitment right you just start hearing what you're worried about when you know is the thing that's going on in your mind.

273

00:37:13.740 --> 00:37:18.090

Stephen Oliver: And not saying you're going to have that problem breeze, but for everybody is the common the common issue.

274

00:37:20.790 --> 00:37:21.600

That makes sense.

275

00:37:24.210 --> 00:37:30.120

Stephen Oliver: Good, good, good, good. Patricia. How's your how's your momentum since coming back from the quick start meeting.

276

00:37:31.980 --> 00:37:33.720

Patricia Young: It's definitely gotten better.

277

00:37:33.870 --> 00:37:44.430

Patricia Young: Okay, we've signed up a bottle to write 11 people. Now I've signed up, which I know doesn't sound like a whole lot for you guys. But for us, that's a lot.

278

00:37:44.610 --> 00:37:49.050

Patricia Young: Yeah. Normally we get maybe one or two this time of year. So to get up there as

279

00:37:50.250 --> 00:37:51.450

Greg Moody: Yeah, that's a big deal.

280

00:37:52.050 --> 00:37:52.740

Stephen Oliver: Yeah yeah

281

00:37:53.700 --> 00:37:56.250

Greg Moody: higher price point than what you've been doing. Did you bring the price.

282

00:37:56.280 --> 00:37:57.330

Patricia Young: Yes, yeah.

283

00:37:58.980 --> 00:38:04.950

Patricia Young: That was well it was it's higher than what we were doing. It's the same. It's the same thing as what I told you last time, so

284

00:38:06.210 --> 00:38:08.970

Patricia Young: I'm not sure what you're comparing it to I guess is what I'm asking.

285

00:38:09.360 --> 00:38:11.310

Stephen Oliver: Well, compared to what you were doing before, so

286

00:38:11.880 --> 00:38:13.920

Stephen Oliver: This time of year, you do a couple of enrollments.

287

00:38:14.220 --> 00:38:16.560

Stephen Oliver: This year you've done 11 and

288

00:38:16.710 --> 00:38:18.630

Stephen Oliver: Normally, it would have been at what price point.

289

00:38:19.530 --> 00:38:21.180

Patricia Young: We were at 95 a month before

290

00:38:21.570 --> 00:38:22.500

Stephen Oliver: And now what are you charging

291

00:38:22.920 --> 00:38:23.670

149

292

00:38:24.870 --> 00:38:32.190

Stephen Oliver: Okay so well you you've you've multiply the number of enrollments by 10 at a 50% price bump.

293

00:38:32.670 --> 00:38:33.810

Stephen Oliver: And you're exactly right.

294

00:38:33.840 --> 00:38:35.610

Stephen Oliver: None of us are happy about 149

295

00:38:36.480 --> 00:38:48.060

Stephen Oliver: Okay, I know. Uh, and, at the very least you should probably be at 197 right now just to get it. You can get comfortable with being under 200 and once you're uncomfortable.

296

00:38:48.870 --> 00:38:56.730

Stephen Oliver: But the good thing is the way to get comfortable is to have momentum when you don't have momentum on enrollments on intro traffic. It's scary.

297

00:38:57.120 --> 00:39:09.390

Stephen Oliver: Because you know you feel like you have to have everybody who comes in. Once you have some volume you don't feel like so desperate. You have to have to everybody. Right. And then it gets you more comfortable in doing that. So,

298

00:39:10.170 --> 00:39:17.010

Patricia Young: The more I've done I guess I've gotten more comfortable and I started kind of thinking to myself, like, Well, maybe I should increase it. Now that I'm getting more comfortable with it.

299

00:39:17.640 --> 00:39:35.640

Stephen Oliver: What what I see a lot of people do is you know do 10 enrollments at 149. Okay, that works fine do 10 enrollments as a 179 that worked fine do 10 Romans 197 or even do you know 149 159 160, you know, whatever.

300

00:39:36.840 --> 00:39:44.430

Stephen Oliver: You have to do to feel comfortable doing the presentation, but just added a ended up ended up an inch it up, which will help a lot.

301

00:39:45.030 --> 00:39:54.540

Greg Moody: It is so much. So as we can see our own psychology about it so much more than what we think it is, which is that it's so much more us than them.

302

00:39:54.990 --> 00:40:12.150

Greg Moody: That is, is pretty amazing. But I mean really pat on the back, though, we want you to be higher, but pat on the back, what we talked about before, is how hard is it to tweak those numbers. That's a 10 times increase in new members and a 50% bump intuition.

303

00:40:12.810 --> 00:40:24.660

Greg Moody: Right. You know, you really extrapolate that out if we'd been doing that the last couple years, where would you be to, you know, so, and there's a lot of room to go and and so both of those things are pretty awesome. We're gonna keep pushing you. So, that's okay.

304

00:40:25.050 --> 00:40:25.440

Patricia Young: I know

305

00:40:25.740 --> 00:40:27.060

Greg Moody: Yeah, so that's awesome though that's

306

00:40:29.340 --> 00:40:38.250

Stephen Oliver: Now the question up Patricia, what did you do in additional to generate more intro traffic, what are a couple of things that have been working for you so far.

307

00:40:40.050 --> 00:40:46.020

Patricia Young: A. Not a whole lot. Our my problem was just selling people on getting signed up.

308

00:40:46.410 --> 00:40:47.730

Stephen Oliver: Okay, you're right. Your ratios were

309

00:40:47.730 --> 00:40:55.770

Patricia Young: We yeah we were using a community program and so far. I mean, I've only been with you for a little while so far that's mostly where a lot of our students have come from.

310

00:40:56.760 --> 00:41:05.100

Patricia Young: Last weekend I did a birthday party was my first one. And it wasn't sure how that was going to go. We got a few people from that so far.

311

00:41:06.330 --> 00:41:08.190

Patricia Young: So not a whole lot different.

312

00:41:08.550 --> 00:41:08.910

Yeah.

313

00:41:10.740 --> 00:41:11.340

Stephen Oliver: And

314

00:41:11.430 --> 00:41:12.900

Patricia Young: Or it's more just

315

00:41:14.100 --> 00:41:16.410

Patricia Young: Changing what I said when I was talking to people.

316

00:41:16.590 --> 00:41:17.010

Yeah.

317

00:41:18.480 --> 00:41:25.590

Stephen Oliver: Okay, so, so it was the massive improvement enrollment was tweaking the the enrollment process.

318

00:41:26.010 --> 00:41:36.030

Stephen Oliver: Yes. Okay. Well, that's, that's even better. Now, if you really get that person on a marketing to get better flow coming in, you know, you're gonna you're going to be through the roof here pretty quickly.

319

00:41:37.470 --> 00:41:37.950

Patricia Young: I hope so.

320

00:41:38.310 --> 00:41:42.180

Stephen Oliver: Yeah, jack. Did I see you raising your hand. Did you have a question, just as I started talking to Patricia

321

00:41:48.120 --> 00:41:48.360

Just

322

00:41:49.770 --> 00:41:50.610

Stephen Oliver: Trying to unmute

323

00:41:51.030 --> 00:41:57.960

Jack DeSousa: Yeah. Thank you. Yeah, I was. I was muted there. I know it's funny that you mentioned, because I just raised my prices.

324

00:41:58.800 --> 00:42:13.530

Jack DeSousa: Out 199 for basic now and I just had a parent, say, oh, we talked to another parent. We can't afford it. So, and I was like, I know. And so I haven't built that momentum up. I'm still in that scary spot of

325

00:42:14.640 --> 00:42:20.910

Jack DeSousa: You know, I'm working like crazy to get a lot of traffic in and we're increasing that but

326

00:42:21.990 --> 00:42:34.380

Jack DeSousa: But it's taken me so long to raise the price and finally doing it and I'm not getting great feedback. So I'm trying to work more on my sales presentation and I'm trying to work on, you know,

327

00:42:35.760 --> 00:42:43.380

Jack DeSousa: The teeth and I'm like, Oh, man. So it's, I think this is I'm getting it that little bit of negative momentum here so

328

00:42:43.470 --> 00:42:47.430

Stephen Oliver: Well ok ok jack. How many Roma conferences of you. Does that you increase the price.

329

00:42:49.620 --> 00:42:50.220

Jack DeSousa: Um,

330

00:42:52.830 --> 00:42:54.090

Jack DeSousa: Well, only two so

331

00:42:54.300 --> 00:42:54.630

Jack DeSousa: Okay.

332

00:42:54.990 --> 00:42:56.160

Jack DeSousa: Was it was very recent.

333

00:42:57.240 --> 00:42:58.890

Stephen Oliver: That's not, that's not a trend line.

334

00:42:59.400 --> 00:43:00.090

Greg Moody: Or hey you're

335

00:43:00.540 --> 00:43:05.640

Jack DeSousa: Commenting on the old price. So I talked to a parent knows too much more than we can afford.

336

00:43:06.150 --> 00:43:07.590

Jack DeSousa: I just got a message for that.

337

00:43:08.760 --> 00:43:10.620

Greg Moody: You are you over two or one or two.

338

00:43:12.540 --> 00:43:14.100

Jack DeSousa: Oh, for two. Okay.

339

00:43:16.230 --> 00:43:26.100

Stephen Oliver: And in jack. There is no price point at which some portion of people are going to come in and say not say we can't afford it.

340

00:43:27.000 --> 00:43:34.950

Stephen Oliver: And some of them are going to come in and say, we can't afford it, because they're broke and some are going to come in and say they can't afford it, because they're having some financial

341

00:43:35.820 --> 00:43:45.210

Stephen Oliver: blip in their life. This month, and maybe next month is it we know works fine for them. You've got to not discount that as well, you know, somebody

342

00:43:45.510 --> 00:43:56.970

Stephen Oliver: just blew the transmission out in their car, it's going to cost 20 $500 well they can't afford bubble gum this month. Perhaps you know so you know don't use those individual blips as as an issue.

343

00:43:57.270 --> 00:44:08.670

Stephen Oliver: What I will tell you, statistically across hundreds of schools and thousands of people typically what happens is, as you raise the tuition. The closing rate improves

344

00:44:09.600 --> 00:44:23.490

Stephen Oliver: Okay, the variable in when that doesn't happen is the person doing the presentation. What's going on in their mind their language, their tonality their expectation. Right.

345

00:44:24.660 --> 00:44:31.620

Stephen Oliver: It's why you can never you know you can't push off a new price point to a program director who doesn't believe in it.

346

00:44:31.980 --> 00:44:43.470

Stephen Oliver: And expect that they're going to get a high closing rate, you've got to make sure that you've drilled rehearse practice with my staff for years. I always had them practice if we were doing 297 a month.

347

00:44:44.460 --> 00:44:54.030

Stephen Oliver: amaze Miss Jones normally it's 100,000 initially we give you a $40,000 discount if you go ahead and finalize the enrollment today since you came in from

348

00:44:54.630 --> 00:45:04.320

Stephen Oliver: The 30 day VIP pass. So just be 400,000 initially and then to nice to our nine 7000 a month so 697

349

00:45:05.040 --> 00:45:19.800

Stephen Oliver: Now, I'd have them you know role play with ridiculous numbers right so if they've been telling them is 29,000 a month or 297,000 a month and then they tell them it's 297, it seems like you know a trivial amount of money.

350

00:45:21.210 --> 00:45:31.560

Stephen Oliver: But before you do, is why was the conversation for Bruce as well. You've got to make sure you've role played it and rehearsed it and gotten really, really good at the conversation.

351

00:45:32.100 --> 00:45:40.470

Stephen Oliver: And if you were charging $99 A MONTH IT'S POSSIBLE. The last two enrollments would have said, well, we want to do it. We can't afford it.

352

00:45:41.520 --> 00:45:49.740

Stephen Oliver: Or it's possible that maybe they would have done it. If you had been a little bit more rehearsed, a little bit smoother. I don't know.

353

00:45:50.310 --> 00:45:58.800

Stephen Oliver: Without looking at the recording and then hearing it, have no way of knowing. But again, you know, one or two people is not a trend line.

354

00:45:59.160 --> 00:46:06.630

Stephen Oliver: But typically, it's just what's going on in here with you or the person doing the presentation. It's not so much them now.

355

00:46:07.560 --> 00:46:16.290

Stephen Oliver: If you do, in fact, get a flow of people that you feel comfortable are, in fact, saying, well, I can't. I just don't have enough

356

00:46:16.800 --> 00:46:29.760

Stephen Oliver: Money to afford bus tokens back and forth and pay more than $49 a month pay more than $79 if you're hearing those conversations legitimately that needs your marketing is messed up.

357

00:46:30.600 --> 00:46:39.900

Stephen Oliver: Is what we call fishing in the right, wrong pond and there are in fact some of the marketing activities we do where it's harder to narrow in on

358

00:46:40.260 --> 00:46:53.640

Stephen Oliver: Having a more upscale audience others where it's really easy to narrow in on. Right. So a lot of our schools are having just gangbuster results right now on Facebook. Well, Facebook and hone in

359

00:46:54.930 --> 00:47:04.890

Stephen Oliver: In a fairly targeted way on their income and homeownership and so forth. They're making it harder to do it but they could still do it until the politicians completely kill off their model.

360

00:47:06.150 --> 00:47:20.910

Stephen Oliver: And in some other things, big live events, you know, that are the entire town shows up. Those are a little bit more difficult, but what you will find is, as you do various live events, you'll find that some of them attract broke people, some of them tractor more

361

00:47:21.180 --> 00:47:22.200

Upscale audience.

362

00:47:23.220 --> 00:47:32.850

Stephen Oliver: You know movie theater. Sometimes they're like that more often. They're a little broader audience, but certainly the ones that are in the higher in a row. So you've got to look look through

363

00:47:33.270 --> 00:47:47.760

Stephen Oliver: The different marketing activities. You do not saying this has anything to do with your situation jack. But if you find yourself, bringing in too many people who are who are broke. We all should know pretty well. Just by driving neighborhoods.

364

00:47:48.930 --> 00:48:01.740

Stephen Oliver: Here's an area. I don't want to draw from. Here's an elementary school. That's not a good fit. Here's an area I do want to draw from. Here's an elementary school that's good fit. Here's a theater that draws Mariah neighborhood. Here is a

365

00:48:02.910 --> 00:48:12.390

Stephen Oliver: Community Center that's in the right neighborhood, we should have a pretty good feel of those type of things. And if you don't, you need to get out and be much more familiar with your area.

366

00:48:14.070 --> 00:48:15.240

Stephen Oliver: Does that make sense for everyone.

367

00:48:16.620 --> 00:48:18.270

Scott Karpiuk: Master Oliver, can I ask a question.

368

00:48:18.300 --> 00:48:18.780

Scott Karpiuk: Just already

369

00:48:19.560 --> 00:48:31.260

Scott Karpiuk: There already so it besides role playing with your staff. Is there anything else that you can do to help them believe in your price structure if they're having a hard time with that.

370

00:48:31.830 --> 00:48:33.630

Oh, absolutely. Absolutely.

371

00:48:35.010 --> 00:48:38.670

Stephen Oliver: I, I think the first starting point is always

372

00:48:39.690 --> 00:48:48.810

Stephen Oliver: And this is for renewal is for student retention is for just reminding them of value is you always want to go back to success stories.

373

00:48:49.650 --> 00:48:59.340

Stephen Oliver: What you when you're doing your staff meetings or staff training, the more that you're getting before and after tremendous results success stories and the more you're

374

00:49:00.300 --> 00:49:10.050

Stephen Oliver: having conversations about that, the more it reminds them of the value you guys have probably all heard you know I use this one until it until it

375

00:49:11.160 --> 00:49:19.590

Stephen Oliver: beat it to death. But the story of, you know, at the black belt test and it's in that renewal letter we use it Mile High black belt calm but the story of

376

00:49:19.650 --> 00:49:31.890

Stephen Oliver: The month as we put 300 black belts in the room and, you know, have the conversation of now suspend disbelief. Let's assume that I created a time machine. I can take you back to the day that you started in martial arts.

377

00:49:32.340 --> 00:49:43.230

Stephen Oliver: If I gave you all the money back. And more importantly, because it's more expensive all the time that you've invested and took you back to that day would you take the deal. Would you would you go back and do

378

00:49:43.230 --> 00:49:45.840

Stephen Oliver: Something else, rather than having spent all the time and money.

379

00:49:47.250 --> 00:49:53.370

Stephen Oliver: 100% always say no. Right. I mean, if you're if you're doing a halfway decent job. You should never get anybody who would want to take that deal

380

00:49:53.610 --> 00:50:03.030

Stephen Oliver: How about if I could add $100,000 and give you back the tuition and give you back the time. How about a quarter million dollars. How about half a million dollars. How about a million dollars right

381

00:50:03.330 --> 00:50:08.400

Stephen Oliver: So you have conversations like that with your staff of let's think about how much value.

382

00:50:08.790 --> 00:50:19.950

Stephen Oliver: You have gotten out of the program. What if, literally, you could go back to that day and you wouldn't take a million dollars and all the time and all the other money back to do something different.

383

00:50:20.520 --> 00:50:28.560

Stephen Oliver: Why are you afraid of asking what the value is. Now, usually they'll say, Well, I couldn't have afforded that when I enrolled.

384

00:50:29.160 --> 00:50:35.370

Stephen Oliver: Well, that's always a false statement, especially somebody who enrolled with the kids. It was their parents.

385

00:50:35.880 --> 00:50:42.600

Stephen Oliver: making the decision to do it right, but they'll say things like, well, I wouldn't have been able to do it if it was that much sin.

386

00:50:43.320 --> 00:50:51.870

Stephen Oliver: Well, they don't know what they would have been able to do or what they could have done or what that their parents would have done. That's a, that's a false argument right and

387

00:50:52.590 --> 00:51:01.530

Stephen Oliver: You brass don't address it the way exactly the way I just said it but you know the question. The question comes back to if you knew at that point.

388

00:51:02.220 --> 00:51:13.650

Stephen Oliver: All of the tremendous friends the relationships, all of the confidence you were going to build all the capabilities you were going to build all the life changing values, would you have figured out a way

389

00:51:14.820 --> 00:51:25.200

Stephen Oliver: And by going through exercises like that. I mean, on a constant and never ending basis by going through exercises like that, they started to realize, well yeah, this is a priceless thing, right.

390

00:51:25.680 --> 00:51:37.230

Stephen Oliver: When we talk about student retention. See, that's the one the conversation. You want to have. Well, if you don't get that person, then we're going to lose that $197 a month payment. That's not the conversation.

391

00:51:37.650 --> 00:51:45.360

Stephen Oliver: The conversation is we made a commitment with them for them to achieve all the things that you've achieved from martial arts.

392

00:51:45.840 --> 00:51:50.760

Stephen Oliver: We've made that commitment to them and we need to be persuasive enough and engaged enough and

393

00:51:51.630 --> 00:52:01.170

Stephen Oliver: Supportive enough to get them to come in and get that million dollar value. Get that $10 million value out of this, we have to make sure they don't fall through the cracks.

394

00:52:01.470 --> 00:52:05.790

Stephen Oliver: See, that's the kind of conversation, you're having with them all the time. Does that make sense, Scott.

395

00:52:06.300 --> 00:52:17.550

Stephen Oliver: You really have to drill that in and continuing to drill and if if somebody says to me, Well, you're asking me to ask them for $297. I mean, you know, that's a lot of money. That's a car payment well

396

00:52:18.300 --> 00:52:27.060

Stephen Oliver: Number one, it's not a payment on a very good car but number two is you know you have students we're going to, you know, we're going to go to Disney next week.

397

00:52:28.320 --> 00:52:35.760

Stephen Oliver: I remember years ago would before I knew better, having a conversation with a mom and she convinced me to, you know, give her a discount one thing or another.

398

00:52:36.060 --> 00:52:44.460

Stephen Oliver: And then at the end of the conversation she is well I'll have to start about a week and a half, because we're going down to we're taking the family to Disney for 10 days.

399

00:52:46.020 --> 00:52:55.710

Stephen Oliver: Well, I looked it up. They were, you know, in today's dollars that was going to be a $15,000 trip you know you don't stay on Disney property for less than, like, three $400 a night.

400

00:52:56.580 --> 00:53:10.380

Stephen Oliver: Park tickets are over $100 a day. Now, they were going to spend $10,000 going to Disney and arguing with me about the tuition for martial arts. Now, what's more valuable a weekend Disney or getting to your black belt.

401

00:53:11.160 --> 00:53:20.190

Stephen Oliver: Right. So Scott, the way you get this the the staff to really get engaged with it is them having the understanding and perception of value.

402

00:53:21.120 --> 00:53:34.830

Stephen Oliver: Right now, if you do, in fact, just get a whole bunch of broke people in the door. You've got to reorient your marketing to make sure that you are getting people in the door that have a reasonable expectation of being able to afford it.

403

00:53:38.310 --> 00:53:42.930

Greg Moody: Can I, can I have it. I think sometimes when we asked about what else can we do besides role playing

404

00:53:43.170 --> 00:53:53.130

Greg Moody: Yeah, question is always, you mentioned some good things to do about role plan they role play with the money being really outlandish, you know, it's 10 to $10,000 down and

405

00:53:53.490 --> 00:54:04.740

Greg Moody: $3,000 a month and you do the practicing that way. What, what I frequently find out is your role plan but you did it for five minutes once every other week.

406

00:54:05.070 --> 00:54:15.450

Greg Moody: Yeah, and to really role play I would I would again I beat this up but compare it to. If you're getting ready to do a testing or your competition.

407

00:54:15.750 --> 00:54:24.480

Greg Moody: You know you're training for a couple hours a day and you're, you're doing a lot of well is the role play and truly adequate, can they kind of do it in their sleep so

408

00:54:24.900 --> 00:54:29.430

Greg Moody: Everything that's all versus exactly right. But the first thing he said is there some additional plan.

409

00:54:29.670 --> 00:54:36.600

Greg Moody: Hopefully is really important are they doing it different ways are they doing it, you know, with different people, are they doing it in the mirror, are they doing it.

410

00:54:36.870 --> 00:54:41.910

Greg Moody: And some of you guys are single off, you know, you're, you're the whole show. So how do you do it well. You can do it.

411

00:54:42.450 --> 00:54:45.960

Greg Moody: You know, watching a video Bruce talked about listening to one of the videos I did.

412

00:54:46.380 --> 00:54:54.180

Greg Moody: Um, you could do it to the mirror but is the role play and really adequate because I want to at least have the verbiage down

413

00:54:54.420 --> 00:55:04.170

Greg Moody: So they're saying the right things on a regular basis. And then even if they don't have it so internalize that it's worth a million dollars at least the words come out right.

414

00:55:05.400 --> 00:55:07.710

Greg Moody: And then you can work on some of those other things too.

415

00:55:08.100 --> 00:55:08.490

Greg Moody: So,

416

00:55:08.700 --> 00:55:12.090

Greg Moody: You know is, is the role playing enough so they really can do it.

417

00:55:12.720 --> 00:55:13.170

Stephen Oliver: The other

418

00:55:13.740 --> 00:55:17.190

GM Jeff Smith: The other thing that a lot of people miss

419

00:55:18.240 --> 00:55:22.380

GM Jeff Smith: And they wonder why people question pricing.

420

00:55:22.800 --> 00:55:31.740

GM Jeff Smith: I'll tell you, 90% of the time I hear that it's because they haven't gotten the character development program fully engaged.

421

00:55:31.980 --> 00:55:45.960

GM Jeff Smith: They're not using all the character worksheets, they're not using the books, they're not using the mat chats, they're not using all of those things. And remember that that is very important. Scott, that it's done in the intro

422

00:55:46.470 --> 00:55:52.830

GM Jeff Smith: In that intro. We're going to talk about this seven words of respect, we're going to talk about the Four Laws of concentration

423

00:55:53.160 --> 00:56:05.940

GM Jeff Smith: We're going to talk about how they earn their white belt by doing self discipline at home. Well, that right there. I find when those kids come back and they have done those things without their parents asking them.

424

00:56:06.420 --> 00:56:14.400

GM Jeff Smith: The parents to make 50% are sold right there because they could never get their kids to do anything. And here you got them to do it.

425

00:56:14.700 --> 00:56:23.010

GM Jeff Smith: In one class. So you got to increase the value not you're going to teach a better sidekick not you're going to

426

00:56:23.250 --> 00:56:38.370

GM Jeff Smith: Teach a better punch, but that you're engaging the character development part of it so you become what I tried to explain is that you become the private school of martial arts schools, not the public school

427

00:56:38.910 --> 00:56:46.980

GM Jeff Smith: That's why parents spend 15 or $20,000 a year for the perception of value that those kids are going to get by.

428

00:56:47.490 --> 00:57:03.990

GM Jeff Smith: Being better students by getting into a better college. Well, that's what you're teaching and your school life skills you're teaching them things that are going to last them the rest of their life. If you're emphasizing that enough on a daily basis.

429

00:57:05.340 --> 00:57:07.770

Stephen Oliver: Yeah, absolutely. Absolutely.

430

00:57:09.180 --> 00:57:20.790

Stephen Oliver: But again, for some reason you're going back sky with what you're saying. For some reason all martial artists seem to get really emotionally caught up in pricing.

431

00:57:21.360 --> 00:57:27.750

Stephen Oliver: And it's just crazy. I mean if if any one of us did that exercise, you know, what would it be worth to me.

432

00:57:28.080 --> 00:57:34.740

Stephen Oliver: In retrospect, to have done this, would it would have been worth 10 times what I paid would have been worth 20 times what I paid

433

00:57:35.070 --> 00:57:43.650

Stephen Oliver: You know what I have basically done anything I could to go through this process and and be a part of this. Well, see, that's the way most of us feel about it.

434

00:57:44.040 --> 00:57:50.700

Stephen Oliver: Is certainly should be the way that all of your black belts and all of your staff feel about it. It's also why, by the way.

435

00:57:51.090 --> 00:58:06.810

Stephen Oliver: You know, I don't like go and hire a quote unquote salesperson off the off the street, who's not a martial artists, you know, having that martial arts experience and that that understanding and recognition of the power that goes with the training that we provide is very powerful.

436

00:58:08.640 --> 00:58:13.620

Stephen Oliver: And Matt Smith, you're exactly right. When it comes to, you know, let's say it's a kid.

437

00:58:15.120 --> 00:58:19.410

Stephen Oliver: You know, a parent might be worth you know I went through this with my daughter with dance lessons.

438

00:58:19.800 --> 00:58:27.450

Stephen Oliver: You know, if, if, if, if you're bringing a parent in and what you're selling is we're going to teach them how to punch and how to kick

439

00:58:28.410 --> 00:58:33.480

Stephen Oliver: Well, okay, maybe that's where $75 a month, maybe it's worth 90 bucks a month.

440

00:58:34.020 --> 00:58:41.190

Stephen Oliver: But is that worth 567 $800 a month. No, I mean most parents don't have much of an appreciation of that.

441

00:58:41.580 --> 00:58:50.670

Stephen Oliver: Even if they are really hyper focused and worried about self defense. They still don't see you know you're going to go have a punch repetitious Lee.

442

00:58:50.940 --> 00:58:57.990

Stephen Oliver: And let them punch the bag and let them do a kick or whatever. That's not very valuable, but if you're if you're really explaining

443

00:58:58.530 --> 00:59:07.200

Stephen Oliver: This is the thing that helps them become valedictorian helps them get into the College of their choice makes them immune to negative peer pressure really makes them immune

444

00:59:07.890 --> 00:59:18.360

Stephen Oliver: To bullying is going to be the thing that's really going to pull all this together is the the values and the character development that isn't available anymore in public even private schools.

445

00:59:19.170 --> 00:59:28.890

Stephen Oliver: If you really explain and they understand that, then it's not that the price, you're charging is a high price is that it should be the reaction is

446

00:59:29.190 --> 00:59:37.890

Stephen Oliver: Well, this is worth way more than that help me figure out how to afford it into our budget because it seems a little like it's going to be a little tight, you should be having those kinds of conversations

447

00:59:40.710 --> 00:59:41.550

Stephen Oliver: That makes sense.

448

00:59:42.930 --> 00:59:43.230

Stephen Oliver: But

449

00:59:45.150 --> 00:59:59.280

Stephen Oliver: Scott again there's, there's, there's, I have never had a conversation with a staff member who said to me. Wow. Every parent who comes in, says we're wet massively undercharging we should be charging less

450

01:00:00.810 --> 01:00:04.650

Stephen Oliver: They, you know, I can tell you, you know, having had a big staff for many years.

451

01:00:05.070 --> 01:00:14.940

Stephen Oliver: bane of my existence in many cases is they always say if we just charge X amount lower we would get a whole bunch more enrollments. They always say that.

452

01:00:15.210 --> 01:00:21.390

Stephen Oliver: And by the way, they always look at the space that comes empty next door and says, We really need to take that space too because we're out of space.

453

01:00:21.630 --> 01:00:30.360

Stephen Oliver: And they always say we need more more staff members because we're working too hard. And if we just had one more person things would go better and as an aside,

454

01:00:30.720 --> 01:00:31.050

But

455

01:00:32.220 --> 01:00:33.150

Stephen Oliver: Right master moody.

456

01:00:33.570 --> 01:00:34.980

Greg Moody: That's exactly right know all those

457

01:00:35.040 --> 01:00:39.690

Greg Moody: Things are true. And although all those things are true what they say and all those things are the opposite of what you should do.

458

01:00:39.900 --> 01:00:52.050

Stephen Oliver: Are also faults. Yes. Yeah. Yeah. Very rarely does more square footage do anything but increase your expenses, very rarely does having more headcount people on payroll and I mean literally

459

01:00:52.770 --> 01:01:00.510

Stephen Oliver: If you go from two full timers to three full timers oftentimes is just means that every full timer does two thirds the amount of work they did before.

460

01:01:01.380 --> 01:01:02.640

Greg Moody: Yes, or less.

461

01:01:03.840 --> 01:01:06.420

Greg Moody: I get less work out of three than two. Yeah.

462

01:01:07.230 --> 01:01:15.300

Stephen Oliver: And and oftentimes that the. The other thing is that their effectiveness at that two thirds or less is is even less.

463

01:01:15.870 --> 01:01:25.920

Stephen Oliver: Night. It's like, obviously, we were having with Jan this morning. She just has a whole bunch of people, none of whom are responsible, it needs to have a few people who are really responsible to taking taking control.

464

01:01:27.060 --> 01:01:30.360

Greg Moody: Mm hmm. That makes sense. Yeah, absolutely right, sir.

465

01:01:31.500 --> 01:01:33.600

Jack DeSousa: Master Oliver, can I just mentioned that

466

01:01:35.880 --> 01:01:49.830

Jack DeSousa: When I first started with the group. I think I was like at 130 and then I went up to 165 and thought that was a big deal now 199 I look at, like, wow, what 65 that I could sell out in my sleep, you know,

467

01:01:50.250 --> 01:01:57.630

Jack DeSousa: I feel like that that's easier now. So there is something to say about the the role playing and and you know

468

01:01:59.040 --> 01:02:09.930

Jack DeSousa: Yeah, that the high price and and you know me, I'm like the the worst for raising criteria here in Arkansas and I do battle. A lot of you know

469

01:02:11.040 --> 01:02:26.850

Jack DeSousa: Let's say poor families of middle class families and stuff. So, you know, so for me to say that it is definitely a lot of value to, you know, did I just got to get my head straight on the 199

470

01:02:27.330 --> 01:02:36.210

Greg Moody: So you got to get your head straight on the fact that people are talking about other people and they're talking to other people. And that's just not that calm and you just had a weird sample.

471

01:02:36.570 --> 01:02:36.930

Jack DeSousa: Yeah.

472

01:02:37.050 --> 01:02:48.600

Greg Moody: And a couple of people say that and and you need to be able to handle that one better. Thank you. That's all it happened. You had a couple of people say something about talking to other people. And that's just that happens sometimes and just move forward or

473

01:02:49.440 --> 01:02:55.830

Stephen Oliver: Occasionally, what happens is is that somebody filled up their school with broke people

474

01:02:56.580 --> 01:03:05.670

Stephen Oliver: And then they every, every marketing activity. They do is referral based right and so every, every broke person that they have in the school.

475

01:03:06.030 --> 01:03:16.890

Stephen Oliver: Mostly only knows other broke. People say, bringing in other broke people I have seen that is pretty unusual. Right. You probably have a pretty normal spectrum of people in the school.

476

01:03:17.970 --> 01:03:30.060

Stephen Oliver: And you know when I've worked in my own schools. I've had people a Sally was one of them. I remember I used to have a conversation with Sally, Sally. I appreciate that you brought me 28 different referrals.

477

01:03:30.990 --> 01:03:35.250

Stephen Oliver: Just, I just don't need any more people who are as broke as you are. You're already on a

478

01:03:35.250 --> 01:03:36.360

Work Study scholarship

479

01:03:37.410 --> 01:03:39.090

Stephen Oliver: If you know anybody who like

480

01:03:40.350 --> 01:03:46.650

Stephen Oliver: A job and has a normal income by, by all means, bring them down. Otherwise, let's figure out some other ways you can help us.

481

01:03:47.430 --> 01:03:56.160

Stephen Oliver: So that happens from time to time, but it is unusual. And frankly, it's also unusual there's somebody who comes in from a referral has had much of a conversation about

482

01:03:56.700 --> 01:04:07.500

Stephen Oliver: price points and stuff with the person who brought them in. Not that doesn't happen is just isn't you know it's 10 or 20% of them. It's not 80% of them.

483

01:04:09.120 --> 01:04:22.560

Stephen Oliver: But that makes sense. Let's spend before we run out of time and again. Any questions at all just asked, but let's spend some time on making sure that everybody has a really good, February, March, marketing plan because what

484

01:04:24.030 --> 01:04:34.170

Stephen Oliver: Let's take one simple, you know, guided silly way of looking at your, your marketing activities is if you're currently doing 10 enrollments a month.

485

01:04:34.680 --> 01:04:46.650

Stephen Oliver: And you're doing four things, a month to generate new enrollments. If you just did eight new things, a month, rather than four is probably you double your, your results and

486

01:04:47.070 --> 01:04:57.120

Stephen Oliver: as simple and as stupid as that sounds. It's holds up pretty consistently that school owners that we see that are not having enough

487

01:04:57.780 --> 01:05:05.910

Stephen Oliver: Enrollment traffic just aren't doing enough things I'll remind everybody on the Quick Start member site. And in that package that we mail.

488

01:05:06.270 --> 01:05:23.310

Stephen Oliver: Everybody brand new is there's a three hour segment with Master Smith on grassroots marketing and there's an eight by eight hour segment. With me on everything that at that time, then it was fairly recent everything that was really working at that time to drive traffic is

489

01:05:24.480 --> 01:05:35.130

Stephen Oliver: What we also know I say can get some on the line here while we know is what we tend to start new people on are things like movie theater promotions.

490

01:05:35.760 --> 01:05:45.240

Stephen Oliver: Big live event promotions, which could be a five K run a 10 K run a marathon. It could be taste of whatever in your area.

491

01:05:45.690 --> 01:06:06.630

Stephen Oliver: coming up soon our big Easter events so big churches doing big Easter things Easter a concert cetera so while we know is those types of live events tend to be home runs. Again, if you look in the Facebook group Paul grew show which is Matt Smith what Rochester, New York. Is that right,

492

01:06:07.740 --> 01:06:08.340

Greg Moody: Yes.

493

01:06:08.790 --> 01:06:14.430

Stephen Oliver: Yeah. So Paul grew show up in Rochester, New York. He posted a picture of a

494

01:06:15.990 --> 01:06:24.960

Stephen Oliver: Okay, looking booth. It wasn't bad. It wasn't spectacular, but it was fine that they went out and did some live event. And I'm not sure. I remember what the

495

01:06:25.350 --> 01:06:33.900

Stephen Oliver: What the event was that we just posted a couple days ago and or a couple weeks ago why I just asked him some questions about it. Here we go.

496

01:06:34.320 --> 01:06:44.160

Stephen Oliver: So they had the prize wheel. They had the little floor standing banner. They had a table with a little table cloth on and some stuff. And my question about it was how many

497

01:06:44.790 --> 01:06:57.960

Stephen Oliver: Appointments that they get. And his answer was, they ended up with 167 people scheduled for first intros and they were disappointed because they had done that event several years in a row and this year was worse.

498

01:06:59.040 --> 01:06:59.850

Stephen Oliver: than last year.

499

01:07:01.050 --> 01:07:15.840

Stephen Oliver: But from that one event they scheduled 167 appointments for first intros now the ratio should be 167 appointments. That's going to end up being 90 or more introductory

500

01:07:16.290 --> 01:07:26.280

Stephen Oliver: lessons taught and that's going to end up being 45 or more enrollments and so if you're looking at the numbers, our benchmark is worst case.

501

01:07:26.760 --> 01:07:40.620

Stephen Oliver: You're going to get 90% or more of the people you talk to make appointments, then you're going to get 50 to 75% worst case 50% to actually show up and take a lesson. Then you're going to get worst case 50%

502

01:07:41.700 --> 01:07:59.310

Stephen Oliver: Best case probably 70 75% of those to enroll right so 167 intro appointments is almost 91st intros is almost 45 enrollments and I did see that he said

503

01:08:00.810 --> 01:08:08.700

Stephen Oliver: Matt Smith, you know, if I, if I remember correctly from last year that was about a six or eight hour event. Is that about right, was that more than that.

504

01:08:09.570 --> 01:08:10.710

Greg Moody: I think that's all it was.

505

01:08:13.380 --> 01:08:15.030

GM Jeff Smith: It was six. Yeah.

506

01:08:15.150 --> 01:08:27.960

Stephen Oliver: So, so six hours on I guess it was Saturday, they were out there, the number I use a lot is Colby Winkler, because I remember he was at a marathon for six hours 185

507

01:08:28.470 --> 01:08:42.900

Stephen Oliver: Leads 167 appointments, a ticket or 100 first intros and 54 enrollments. So it doesn't take many of those things to happen to really be doing a dramatic dramatic results.

508

01:08:43.200 --> 01:08:48.870

GM Jeff Smith: And even us and Gibson's is more recent. I mean, that was just, you know, in the summer.

509

01:08:49.530 --> 01:08:50.940

GM Jeff Smith: Yeah, his bank.

510

01:08:51.900 --> 01:08:58.980

Stephen Oliver: And we had earlier we had Kim King on but what was his numbers mass Miffy did 300 plus appointments into weekend.

511

01:08:58.980 --> 01:09:10.440

GM Jeff Smith: Last weekend, he did 225 or 200 plus and and then he wasn't going to go back because he got so many. And then on the Thursday meeting you kind of

512

01:09:11.100 --> 01:09:11.760

Stephen Oliver: visit him out.

513

01:09:12.000 --> 01:09:16.320

GM Jeff Smith: On him over the coals, a little bit for not going back. So you went back and got another hundred 50

514

01:09:17.430 --> 01:09:30.870

Stephen Oliver: Yeah, yeah. And what we know on the movie theaters is, among others, we have moon lon is coming up pretty quickly. We also know that we have the next Marvel movie.

515

01:09:31.410 --> 01:09:31.710

Stephen Oliver: The black

516

01:09:31.830 --> 01:09:34.020

Stephen Oliver: Widow is coming on May 1 say again.

517

01:09:34.500 --> 01:09:37.080

Greg Moody: Onward. Don't forget a long word. I think that's going to be big.

518

01:09:37.200 --> 01:09:39.330

Stephen Oliver: Yeah onward is March 6

519

01:09:40.500 --> 01:09:41.400

Stephen Oliver: Then we have

520

01:09:43.500 --> 01:09:52.050

Stephen Oliver: Moon lon is March 27 we have next Peter Rabbit movie should do big numbers that's April 3

521

01:09:53.070 --> 01:09:53.820

Stephen Oliver: We have

522

01:09:55.500 --> 01:09:57.210

Stephen Oliver: Black Widow is may 1

523

01:09:58.230 --> 01:09:59.370

Stephen Oliver: And then we have

524

01:10:00.690 --> 01:10:04.080

Stephen Oliver: kids movies Scooby Doo movie may 15

525

01:10:05.940 --> 01:10:07.740

Stephen Oliver: Fast and Furious nine

526

01:10:08.070 --> 01:10:08.400

GM Jeff Smith: The same

527

01:10:08.490 --> 01:10:11.280

Stephen Oliver: Weekend as the sponge bob movies are gonna hit

528

01:10:12.840 --> 01:10:19.080

Stephen Oliver: Both audience that's on May 22 the next wonder movie. What woman movie is June 5

529

01:10:20.100 --> 01:10:21.000

Stephen Oliver: Then we have

530

01:10:22.920 --> 01:10:28.680

Stephen Oliver: Top Gun Maverick June 26 the next minion movies coming out July 4 weekend.

531

01:10:30.000 --> 01:10:34.170

Stephen Oliver: The Ghostbusters movie bunch of big E's over the summer Jungle Cruise.

532

01:10:36.960 --> 01:10:42.990

Stephen Oliver: And so forth. But that but that it gives you an idea now in the US and Scott, this doesn't work as well.

533

01:10:43.560 --> 01:10:51.390

Stephen Oliver: For Canada, unfortunately. But for the US really the starting point, usually just go to national center media in CCM calm.

534

01:10:52.020 --> 01:11:01.110

Stephen Oliver: And you go to their website, there's a theater locator, and you can just tell it. You know what your zip code is and they'll go find all the theaters that they handle in your area.

535

01:11:01.650 --> 01:11:22.320

Stephen Oliver: And they control all 85% last I new screens in the United States, which includes all the regal cinemas includes all the AMC cinemas includes all the century cinemas, so if you just go on their site, you'll see the big multiplexes near you, assuming it's one of the ones that that

536

01:11:23.430 --> 01:11:32.160

Stephen Oliver: Has high volume and you can ask them, you can ask them what the typical number of people coming in a weekend was rejected is on these numbers.

537

01:11:33.660 --> 01:11:42.780

Stephen Oliver: On the movie releases. I always just Google them projected opening weekend gross Milan projected opening weekend gross Black Widow

538

01:11:43.590 --> 01:11:55.110

Stephen Oliver: Whatever, and they keep pretty close stats if something's going to open with 6080 $100 million. It's a blockbuster. So assuming you're in a big multi screen and

539

01:11:56.700 --> 01:12:09.210

Stephen Oliver: Can going back to, there's actually seeking can on the screen here, I can but going back to his, his numbers. You just can't tell us, tell us specifically all unmute you here. So you don't have to reach. Oh, you got it.

540

01:12:10.740 --> 01:12:13.230

Stephen Oliver: Yeah, when you did the first movie theater promotion.

541

01:12:14.370 --> 01:12:20.790

Stephen Oliver: Which we always beat you up about waiting too long to do it. Tell everybody above it. The numbers, what you did, how you set it up.

542

01:12:21.330 --> 01:12:28.470

Ken Gibson: Yeah. Again, I definitely waited too long to do it. So I encourage you to just do it now. Don't wait till you're ready because I wasn't totally ready just to ask

543

01:12:28.590 --> 01:12:30.000

GM Jeff Smith: good lesson for everybody.

544

01:12:30.330 --> 01:12:32.220

Ken Gibson: Mr. Smith loves to talk about my table.

545

01:12:33.540 --> 01:12:34.530

Stephen Oliver: It was crappy

546

01:12:35.070 --> 01:12:39.510

GM Jeff Smith: Well, yeah, I'll just post their work ever seen

547

01:12:39.660 --> 01:12:41.670

GM Jeff Smith: And you're still got those big numbers so

548

01:12:42.540 --> 01:12:43.860

Stephen Oliver: Let's say it this way. It was good.

549

01:12:43.860 --> 01:12:55.770

Ken Gibson: Enough. It was good enough. So the first first week I did it. I had over 200 appointments scheduled. So not just leads but appointments scheduled follow a script and

550

01:12:57.060 --> 01:13:09.570

Ken Gibson: You know the biggest objection is. Oh, I'm not sure my wife or my husband makes the schedule. It's usually like make schedule and say, oh, let's set a tentative time what might work best Tuesday or Thursday and set the appointment.

551

01:13:11.040 --> 01:13:16.350

Ken Gibson: And then the following week, I did it again and made over 100 appointments. The following weekend so

552

01:13:17.280 --> 01:13:28.050

Ken Gibson: It can be really, really powerful way to get a lot of students in quickly. Another mistake that I made is don't schedule them too far out and advanced try to schedule as soon as possible.

553

01:13:28.800 --> 01:13:43.260

Ken Gibson: Not all of them are going to show up, but that's okay overbook yourself to do first intros with, you know, five people, at least at a time, and it's going to be a really good thing. Don't wait. Go for

554

01:13:43.740 --> 01:14:03.330

GM Jeff Smith: About 50% is that is the norm of 50 to 60% is the norm for the show rate that's okay and we will have about 50 60% sign up. So if somebody just had 100 appointments. That means that they're going to get 50 or 60

555

01:14:05.580 --> 01:14:12.660

GM Jeff Smith: intros off of that, and then they're going to get 25 or 30 enrollments off of that. Well guys, that's one event, you know, where

556

01:14:12.930 --> 01:14:21.030

GM Jeff Smith: We're talking about master Oliver's Parthenon, and he told you about the grassroots marketing during our Quick Start Program. There's three of them.

557

01:14:21.390 --> 01:14:33.660

GM Jeff Smith: That give you a you know 50 to 100 things to do. Just write them down do 15 or 20 don't count on the one home run like Ken had because it doesn't necessarily happen every month.

558

01:14:34.710 --> 01:14:48.060

GM Jeff Smith: Some schools will go out and do a big one every month, but you can't count on it. You got to do all of your other stuff, you know that grassroots marketing is very important because it's a low cost, but a little more labor intensive.

559

01:14:50.940 --> 01:14:59.370

Greg Moody: Yeah what Mr. Oliver said to is the more stuff. You just if you're not getting enough volume is there enough stuff on the list and 20 things just

560

01:14:59.820 --> 01:15:09.090

Greg Moody: Are there 20 things on the list master over might be helpful, you've published quite a few of those checklists that one marketing checklist is really helpful and the A to Z.

561

01:15:09.720 --> 01:15:20.610

Greg Moody: Or the the Mile High Karate annual marketing plan. We probably mentioned that to most of you guys, but it's very helpful download those off the Facebook group. I think they're on the member site do

562

01:15:21.090 --> 01:15:28.980

Greg Moody: And then just print those out and then you know circle the stuff that you're going to do. And that's a real easy way to have a plan for 20 things

563

01:15:29.370 --> 01:15:40.470

Stephen Oliver: Go. Yeah, exactly. But that's a in and can well as long as we're on the movie theater. Tell them about what it costs and how you set it up and how difficult or easy it was to set it up.

564

01:15:40.890 --> 01:15:56.040

Ken Gibson: Um, they came out with a with like, Gosh, let me see if I remember exactly, they came out with a price. At first it was like $1,000 at first, and then we're willing to work with me. I think I got it down to 700 bucks or something like that. Yeah, I'm in and

565

01:15:57.210 --> 01:15:58.800

Ken Gibson: They set up a deal for

566

01:15:59.820 --> 01:16:08.760

Ken Gibson: You know, doing, doing a certain number of per year. Um, but you could definitely ask them about bringing a lower price if you're gonna do more per year.

567

01:16:10.140 --> 01:16:15.450

Ken Gibson: You know, and where I'm at. There was a few different theaters to choose from. So I also had that option to

568

01:16:16.530 --> 01:16:21.600

Ken Gibson: Pick a different theater for a different day. If I wanted to, but this one was working so well I stuck with it. Yeah.

569

01:16:21.840 --> 01:16:31.740

Stephen Oliver: And something to remember with any advertising any advertiser it or whatever they coaches always negotiable with national center media.

570

01:16:32.820 --> 01:16:40.590

Stephen Oliver: You know, depending upon the theater and what's being released. Usually it's going to be somewhere between 1000 and maybe

571

01:16:41.730 --> 01:16:47.580

Stephen Oliver: I mean 500 and maybe 1250 or 1500 is what they quote you out, out of the gate.

572

01:16:48.600 --> 01:17:00.240

Stephen Oliver: As with most everybody if you're willing to commit for, you know, four or six times a year. That will lower the price. I always have with any new thing that I do. I say, Well, I've never done this before.

573

01:17:00.930 --> 01:17:07.950

Stephen Oliver: If it works well I'll probably want to do it six or 10 times this year. If it doesn't, you know, I

574

01:17:09.030 --> 01:17:18.660

Stephen Oliver: You know, I'll know after this time. How about if we just do 500 this time. And then if it, if I'm happy. And it works really well. Then we'll

575

01:17:19.260 --> 01:17:28.380

Stephen Oliver: Sign a longer commitment or something like that, where you can, you know, suggest to them. They do it the way that we do it. Why don't I commit to six or eight times this year.

576

01:17:29.190 --> 01:17:42.990

Stephen Oliver: But, you know, give me an opportunity to do a couple times. And if it doesn't work well after a couple times, we can cancel out of it. I mean, you can go the other way to and practice practical terms, if you bail out of it. There's not much they will can do anyway.

577

01:17:44.340 --> 01:18:00.780

Stephen Oliver: But again, like you said, Can if they started 1000 you get them to 750 or 700 if they started 750 and get them to 500 we used to have a more formal deal with them, but really didn't make much difference. It was just, you know, asking them.

578

01:18:01.920 --> 01:18:08.940

Stephen Oliver: Well, most of the other schools that I work with nationally. They're usually paying 500 to maybe 750 for a weekend like this.

579

01:18:09.330 --> 01:18:17.190

Stephen Oliver: And again, they're going to be, you know, they're going to know when they have you know a big blockbuster or when they have a super busy theater.

580

01:18:18.120 --> 01:18:34.110

Stephen Oliver: So they'll move the tuition up a little bit, but it's where the price, but it's not that big a deal and people keep asking us about on screen advertising and they they sell all kinds of stuff including on screen video. I really am only interested in doing what they call a tabling

581

01:18:35.670 --> 01:18:40.500

Stephen Oliver: I've done some of the bigger promotions before. In fact, when I started doing this back in the 80s.

582

01:18:41.190 --> 01:18:50.580

Stephen Oliver: Before they knew this stuff was valuable. So they were always copy me on screen back then was slides and all kinds of other stuff. But really what I'm interested in is the tabling

583

01:18:50.970 --> 01:18:57.360

Stephen Oliver: Occasionally, if it's something super big like when Karate kid came out with the most recent one.

584

01:18:57.900 --> 01:19:11.130

Stephen Oliver: We did buy some on screen advertising, but the onscreen advertising was only designed to send them to the tabling it wasn't designed to for them to remember because who's the who the hell's going to remember an ad. I saw before a two hour movie.

585

01:19:12.420 --> 01:19:15.210

Stephen Oliver: And then walk out of the movie and go take action on it. I

586

01:19:15.210 --> 01:19:18.630

Stephen Oliver: Think very rarely does that have any positive impact for you.

587

01:19:20.130 --> 01:19:23.880

Greg Moody: And one of the things you can learn in our group here is what not to do. Yeah, well,

588

01:19:24.690 --> 01:19:26.010

Stephen Oliver: Oh, yeah, yeah.

589

01:19:26.460 --> 01:19:34.410

Greg Moody: Yeah, and that's a important thing to remember there's but if the difference master Oliver sometimes see people were hesitating on these things.

590

01:19:34.680 --> 01:19:45.480

Greg Moody: Because it's the difference between $500 that you're here. Some people like I usually pay 500 for mine versus 700 200 bucks if you're going to get 100 appointments. Shut up.

591

01:19:45.510 --> 01:19:51.150

Greg Moody: Or what money yeah just shut the hell up and pay the 200 bucks. I mean, it doesn't make any sense.

592

01:19:51.330 --> 01:20:01.020

Greg Moody: Not to do it. And if you go do it one weekend and you find that that theater doesn't work. And it's in the wrong area and the demographics are given, then you know find another one later than it's

593

01:20:01.260 --> 01:20:10.710

Greg Moody: It's really low risk when you're hearing those kind of numbers. I mean, occasionally we find one that's not an optimal theater situation, but it's you just kind of got to do these things.

594

01:20:11.310 --> 01:20:19.650

Greg Moody: Just don't overthink the problem for a couple hundred bucks, you're using a couple hundred bucks on many things in your life, I'm sure. So just

595

01:20:19.860 --> 01:20:20.850

Greg Moody: A couple hundred bucks.

596

01:20:21.000 --> 01:20:27.510

Greg Moody: Don't, don't worry about an over negotiating something for for such a small amount, you know, in the big scheme of things.

597

01:20:27.810 --> 01:20:33.720

Ken Gibson: Exactly throw in there. One of the just one of the students that I signed up from media at the movie theater.

598

01:20:35.100 --> 01:20:38.610

Ken Gibson: You know, has been coming since the summer it's well paid for itself.

599

01:20:39.630 --> 01:20:47.820

Ken Gibson: I haven't had one family who the mom is constantly posting stuff online about her son doing house and tag is martial arts.

600

01:20:48.810 --> 01:20:51.420

Ken Gibson: And has brought in even more people like

601

01:20:52.050 --> 01:21:02.610

Ken Gibson: You know, I met I met a lot of people who also. Oh yeah, I've heard of you guys were thinking about going by and now we're right there in front of them, giving them an opportunity to take some free classes and, you know, break some boards that are in a white belt so

602

01:21:03.930 --> 01:21:04.380

Ken Gibson: Go for it.

603

01:21:04.830 --> 01:21:15.750

Greg Moody: Yeah, that's an argument for doing it on a pretty good, you know, not every weekend or anything, but you know if you're there every other month or are these big, blockbuster times. Then you're going to catch

604

01:21:16.440 --> 01:21:21.180

Greg Moody: There's a kind of an optimal amount of times we went probably too frequently at one point.

605

01:21:22.350 --> 01:21:26.310

Stephen Oliver: He if you're there every weekend you end up talking to the same people every weekend.

606

01:21:26.520 --> 01:21:33.990

Greg Moody: Right, right, right. But if you do the big blockbusters kind of the schedule and master Oliver just said, I might do Milan and onward. If I had a really big.

607

01:21:34.350 --> 01:21:39.000

Greg Moody: Yeah, that might be a good consecutive weekend because they know there's a lot of crosstalk between those two.

608

01:21:39.360 --> 01:21:39.840

Stephen Oliver: But

609

01:21:40.110 --> 01:21:46.290

Stephen Oliver: They're projecting Milan to be 45 to 60 million opening night I would guess is going to be bigger than than

610

01:21:47.460 --> 01:21:49.680

Greg Moody: What's on word is on we're bigger

611

01:21:50.400 --> 01:21:52.230

Stephen Oliver: Oh, I just close the window. So Mark,

612

01:21:52.230 --> 01:22:00.570

Greg Moody: We're getting a lot of press right now. It depends on how Disney is marketing both I'm kind of surprised their marketing. I'm so close together, they're releasing so close together.

613

01:22:00.660 --> 01:22:04.530

Stephen Oliver: Before we run out of time. Alan, I we got you on video now.

614

01:22:06.090 --> 01:22:06.450

Stephen Oliver: Let me

615

01:22:08.610 --> 01:22:09.390

Stephen Oliver: Hear the middle of something

616

01:22:11.580 --> 01:22:27.060

Stephen Oliver: Oh, there you go. Okay, let's unmute you, Alan. This is Alan Ogle he's runs and owns our mind like karate school in Westminster, Colorado, Alan, give them a four or five events that you've done over the last few months that have been blockbusters.

617

01:22:28.440 --> 01:22:34.140

Stephen Oliver: I know about the Butterfly Pavilion one and the one that we did at the quick start meeting in the fall.

618

01:22:35.190 --> 01:22:35.640

Stephen Oliver: Tell about

619

01:22:35.670 --> 01:22:37.320

Stephen Oliver: Those a couple of others, real quickly.

620

01:22:37.410 --> 01:22:37.920

He

621

01:22:39.390 --> 01:22:42.150

Alan Ogle: Know harvest festival, the butterfly bugaboo

622

01:22:43.650 --> 01:22:47.040

Alan Ogle: after school programs, movie theaters.

623

01:22:47.700 --> 01:22:53.010

Stephen Oliver: Okay, so, so the Bugaboo is literally it's the butterfly units.

624

01:22:53.610 --> 01:23:08.490

Stephen Oliver: You know they have a pavilion a bunch of butterflies and they have some spiders and other stuff as well. He's place where the elementary schools, bring the kids periodically by bus to look at stuff, but they do a Halloween event. How many appointments, did you get from from that event.

625

01:23:10.110 --> 01:23:13.350

Alan Ogle: I think it was 76 from that way.

626

01:23:13.770 --> 01:23:15.480

Stephen Oliver: And how long did you have to be out there.

627

01:23:17.070 --> 01:23:19.110

Alan Ogle: Were just there for the day it was

628

01:23:21.570 --> 01:23:24.150

Alan Ogle: It was, what are we, five hours. I think

629

01:23:24.270 --> 01:23:34.230

Stephen Oliver: Okay, I remember. Okay. And then you mentioned the harvest festival. That's when we had the quick start meeting. Everybody came out. How many appointments, did you end up with that one. And how long were you there.

630

01:23:36.660 --> 01:23:37.860

Alan Ogle: We were there for

631

01:23:41.190 --> 01:23:43.950

Alan Ogle: That when was last time it was three or four hours, I believe.

632

01:23:44.190 --> 01:23:44.550

Yeah.

633

01:23:46.170 --> 01:23:51.870

Alan Ogle: Yeah, and that one. We got 160 around there, if I remember correctly.

634

01:23:52.170 --> 01:23:59.490

Stephen Oliver: Hundred 60 appointments and you mentioned the after school programs. The last couple that you've had. How many participants. Did you have

635

01:24:01.410 --> 01:24:02.490

Alan Ogle: The one in

636

01:24:04.050 --> 01:24:06.720

Alan Ogle: What is that October. October, November timeframe.

637

01:24:08.430 --> 01:24:09.060

Alan Ogle: We had

638

01:24:10.500 --> 01:24:13.830

Alan Ogle: Was about 100 and that one, the one that we just finished we had

639

01:24:15.150 --> 01:24:15.990

Alan Ogle: Round 60

640

01:24:16.380 --> 01:24:20.040

Stephen Oliver: Okay. Okay. Excellent. Excellent. And that's doing

641

01:24:22.230 --> 01:24:22.590

GM Jeff Smith: Right.

642

01:24:23.640 --> 01:24:24.090

Alan Ogle: What

643

01:24:24.780 --> 01:24:27.360

GM Jeff Smith: And you do the graduation for that at the school.

644

01:24:28.200 --> 01:24:31.560

Alan Ogle: Oh yes, after the six classes, you do the graduation in our school. Yeah.

645

01:24:32.130 --> 01:24:38.730

Stephen Oliver: But that's that's do it going and doing a PTO for the day and Alan even gave permission slips ahead of the PTS for the day now.

646

01:24:40.500 --> 01:24:42.300

Alan Ogle: I have not done that on the last one, though.

647

01:24:42.600 --> 01:24:47.400

Stephen Oliver: Okay, let's let's start doing that because that'll help multiply the results, but typically

648

01:24:47.970 --> 01:24:59.160

Stephen Oliver: 18 20% more or less of the student body. If we do the P teach for the day. And then we get the registration forms out three or four times and some other promotions, but that's basically the thing

649

01:24:59.550 --> 01:25:16.920

Stephen Oliver: Will get maybe 20% so if a school has 500 kids you get 100 it was school has 350 kids, maybe 70 more or less registrations conversion to enrollment is usually 25 30% of that. So it's a home run. What were some other live events that you've done the over the last few months.

650

01:25:21.930 --> 01:25:22.620

GM Jeff Smith: Movie theater.

651

01:25:22.890 --> 01:25:23.340

Alan Ogle: That color.

652

01:25:24.840 --> 01:25:26.400

Stephen Oliver: Other than other than movie theater.

653

01:25:27.090 --> 01:25:28.080

Alan Ogle: In the movie theater.

654

01:25:28.140 --> 01:25:29.460

Alan Ogle: Trying to remember which one we did

655

01:25:31.080 --> 01:25:31.980

Alan Ogle: For live events.

656

01:25:36.750 --> 01:25:37.560

Bob Dunne: December some

657

01:25:39.360 --> 01:25:41.880

Alan Ogle: Think in the last few months. So those are the only ones that we've done

658

01:25:42.300 --> 01:25:42.780

Stephen Oliver: Okay.

659

01:25:42.930 --> 01:25:43.560

Alan Ogle: Okay, well that's

660

01:25:44.280 --> 01:25:51.660

Stephen Oliver: That's a good start, because it gives everybody an idea, but again, look at the numbers six or eight hours 167 appointments

661

01:25:52.860 --> 01:25:58.920

Stephen Oliver: You know the movie theater results are going to depend upon the size of the movie theater. In other words, big 24

662

01:25:59.340 --> 01:26:13.140

Stephen Oliver: Screen AMC and you've got a blockbuster coming out that weekend is the combination of those two things, right. So the last movie theater promotion. You guys did on what what what what movie was it

663

01:26:14.640 --> 01:26:15.930

Alan Ogle: Was a sonic

664

01:26:16.470 --> 01:26:19.470

Stephen Oliver: Okay. Oh, so you're doing Sada how how's it so far.

665

01:26:21.060 --> 01:26:24.900

Alan Ogle: A show rate is really good. We only got 30 appointments, though.

666

01:26:25.230 --> 01:26:28.740

Stephen Oliver: Okay so slow on traffic but

667

01:26:29.580 --> 01:26:33.600

Alan Ogle: We're right around 90% for show rate so far. Excellent. And

668

01:26:34.080 --> 01:26:41.970

GM Jeff Smith: Finding that to somebody the other day. Sometimes when you get those smaller numbers, you get a little more personable with them and you end up getting a

669

01:26:42.360 --> 01:26:52.890

GM Jeff Smith: Better percentages show right you know what we're doing the hundred or 200 you're about a 50% but when you drop down to 30 to 50 you know your percentage just start going up to 80 or 90

670

01:26:53.430 --> 01:27:02.010

Stephen Oliver: Yeah, cuz you have time to build a relationship more relationship and more of a conversation, figure out what it is they're looking for why why they're interested, etc.

671

01:27:03.030 --> 01:27:06.930

Stephen Oliver: It is much more powerful. If you have a little bit of time with them.

672

01:27:08.970 --> 01:27:09.450

Alan Ogle: Yes.

673

01:27:11.160 --> 01:27:16.650

Alan Ogle: Now one other live with that. It was the German festival Oktoberfest or something.

674

01:27:16.800 --> 01:27:17.610

Stephen Oliver: Yeah, okay.

675

01:27:18.210 --> 01:27:19.380

Alan Ogle: Yeah results you get.

676

01:27:19.380 --> 01:27:20.760

Stephen Oliver: From that it was

677

01:27:21.210 --> 01:27:22.500

Alan Ogle: It was super tiny.

678

01:27:23.130 --> 01:27:27.300

Alan Ogle: Okay, I know they do a good job marketing it

679

01:27:27.960 --> 01:27:28.440

They were to

680

01:27:30.270 --> 01:27:31.410

Alan Ogle: The company that was

681

01:27:31.980 --> 01:27:33.600

Alan Ogle: Did not market it very well.

682

01:27:34.200 --> 01:27:35.310

Stephen Oliver: Okay, so I

683

01:27:35.370 --> 01:27:37.140

Stephen Oliver: Think that's one of the calls

684

01:27:37.230 --> 01:27:40.950

Alan Ogle: This year to help push marketing. So we might do it again maybe

685

01:27:41.280 --> 01:27:47.010

Stephen Oliver: Yeah yeah yeah it's oftentimes worth giving them an extra shot or two.

686

01:27:47.700 --> 01:27:48.930

Alan Ogle: Super cheap, it was

687

01:27:48.990 --> 01:27:53.190

Alan Ogle: What 200 bucks 100 bucks hundred bucks for the weekend. Yeah.

688

01:27:53.610 --> 01:27:59.130

GM Jeff Smith: The thing to remember for all our members out there is you've got to start building your marketing.

689

01:27:59.730 --> 01:28:06.060

GM Jeff Smith: Plan. You've got to have these things on your calendar so you can follow up some of these things they do or

690

01:28:06.450 --> 01:28:14.640

GM Jeff Smith: A monthly or bimonthly or every quarter. Some of them are annually. But you got to put them on your calendar and then set them up ahead of time.

691

01:28:14.970 --> 01:28:28.080

GM Jeff Smith: So you start filling up your marketing calendar. I mean, you need a calendar that you're actually putting down so you can look at that is one big calendar and you can see all of the events that you have set up.

692

01:28:28.620 --> 01:28:40.530

GM Jeff Smith: And even on that calendar, I write anything that has to do with marketing. So that's birthday parties that's anybody days that's I'm putting 100 bandit signs out I'm putting 100

693

01:28:41.850 --> 01:28:54.450

GM Jeff Smith: Lead card you know rack cards out. So whatever you do, and and what Bob is showing now is a sample of one of our annual marketing plans that showed every month of the year.

694

01:28:55.020 --> 01:29:01.350

GM Jeff Smith: And probably 90% of those things are on our, our Quick Start program, but

695

01:29:02.250 --> 01:29:07.170

GM Jeff Smith: You've got to make sure that you develop your own and then it could be that

696

01:29:07.530 --> 01:29:15.300

GM Jeff Smith: The event wasn't successful. Well, then you have to analyze why it wasn't successful wasn't your you didn't have the right people there.

697

01:29:15.570 --> 01:29:28.170

GM Jeff Smith: Or was there not enough traffic or was the weather bad so people didn't show up wasn't an outdoor event or an indoor event. So all of those things are important to learn how to get better at your marketing.

698

01:29:28.710 --> 01:29:46.740

GM Jeff Smith: And that is really the job of the Quick Start guys is to learn how to do all this different marketing and if it doesn't work. Remember, it has worked for other people. So there's something you're doing that's not right. Unless whether or traffic and that kind of stuff was bad.

699

01:29:47.190 --> 01:29:55.200

Stephen Oliver: On that note, if there's no other questions, I'll remind everybody, the quick start meeting coming up in Colorado, April 17 and 18th

700

01:29:55.860 --> 01:30:05.670

Stephen Oliver: Next Thursday we won't have a meeting because will be traveling to Orlando anybody who's in leadership mastery. I hope you will be and I think most of you are

701

01:30:06.390 --> 01:30:13.380

Stephen Oliver: Set to to come down to the event at Disney that's next Friday and Saturday. But on that note,

702

01:30:14.190 --> 01:30:24.660

Stephen Oliver: Hey, Martin. Why don't we keep you for a second, if you don't mind, and everybody else. Have a great day. Any questions you have. As soon as you log off, which happens every time post them in the Facebook group.

703

01:30:25.020 --> 01:30:26.250

Stephen Oliver: And we'll get right back to

704

01:30:27.120 --> 01:30:28.410

Greg Moody: Oh see everybody next week.

705

01:30:28.620 --> 01:30:29.280

Stephen Oliver: Thanks, guys.

706

01:30:32.910 --> 01:30:36.090

Greg Moody: And where she won't have a call next week right that's what everybody's and make sure

707

01:30:36.150 --> 01:30:39.510

Stephen Oliver: Yeah, well, we're not we're not not on for next Thursday. Right.

708

01:30:46.290 --> 01:30:48.000

Stephen Oliver: Martin a long time no see.

709

01:30:49.110 --> 01:30:50.160

Martin Noel: How have you been

710

01:30:50.700 --> 01:30:51.900

Stephen Oliver: I have been wonderful.

711

01:30:58.350 --> 01:31:02.340

Bob Dunne: I'm working on it. Master Oliver trying to clean up around meeting.

712

01:31:04.920 --> 01:31:06.060

Stephen Oliver: I think we just lost Martin.

713

01:31:07.800 --> 01:31:09.600

Greg Moody: We lost the guest of honor here.

