
sec4.indd   72 4/9/10   11:41 AM



sec4.indd   73 4/9/10   11:42 AM



sec4.indd   74 4/9/10   11:42 AM



75

m
a

S
U

C
C

E
S

S
	

	
	

	
	

	
	

J
U

N
E

	
2

0
1

0

We all share something regardless 
of where your dojo or community is 
located. These are your local town 
fairs, state fairs, fall harvest festivals, 
town celebrations/fireworks events, 
and related civic events classified as 
offsite booths. 

You may have a certain theme in 
mind for each event and make minor 
changes here and there that you can 
apply to your own individual situation. 
Overall, though, the ideas in this article 
will help you produce a large quantity 
of leads, promote your school and 
staff to the general public, and attract 
students to your dojo for very little 
out-of-pocket expense. 

For us here in Jackson, New Jersey, 
our major event of the year is called 
“Jackson Day,” named after the town 
where our dojo is located. Although 
we do many versions of this booth 
throughout the year, this annual town 
event has continued to produce quality 
results for us, year after year. 

The first step is to contact your 
town hall to get in touch with your 
recreation department or other official 
in charge of running your town events. 
Here you can get a calendar of all 
these events throughout the year as 
well as applications to participate in 
these events. 

For example, to reserve a 10’ x 10’ 
information booth at our town event, 
it costs us between $80-$100 for 
the entire day. Your town may have 
different prices or requirements, but 
it’s important to contact your town as 
early as possible to reserve your space. 
Usually, certificates of insurance, 
applications, and payments are due 
one to two months in advance.

  

Next, depending on your area, the 
season you are in, and your weather, 
ask if your school and/or demo team 
could put on a free performance 
during the event. Typically, these 
events offer food, information and 
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entertainment throughout the day, 
with fireworks to wrap up the night. 
So the town is usually happy to have 
additional entertainment — for free, 
of course — and a quality martial arts 
demonstration is always a  
crowd favorite. 

In addition, when you’re able to 
perform a demonstration, not only 
are your parents and students happy 
(think, retention), but the energy 
and excitement of the performance 
drives leads to your information 
booth. Be sure to keep the demo 
between 10-15 minutes in total and 
try to highlight your system as best 
you can. Also, in order to captivate 
your audience, be sure to add music 
to your weapons performances, 
board breaking, self-defense 
demonstrations and kicks/tricks. 

  

Our town kicks off Jackson Day 
with a parade through the town and 
right into the park where everything 
takes place. Make sure you ask your 
town if it holds a parade as part of 
the overall event. The town seeks to 
represent a variety of groups, such 
as Boy/Girl Scouts, marching bands, 
sports teams, firefighters, police, and, 
of course, martial arts schools. 

Marching in the parade is an 
excellent retention tool and lead-
generator since we have all parents, 
students, and siblings march in their 
t-shirts and hats bearing “The Karate 
Dojo” logo while, at the same time, 
hoisting a banner with our logo and 
contact information. To keep the 
energy high, we also chant our school 
motto, student creed, and perform 
power claps to draw attention. 

The students and parents love 
participating, and you know the 
saying with advertising, “It’s all 
about impressions.” The more your 
logo is visible and the more often it 
is seen, the more you will brand  
your name, your logo and your dojo 
as the main source for martial arts in 
your community.

One to two months before the 
event, we inform our students and 
parents of the Jackson Day date to 
make sure we have as large of a 
showing as possible. We also post this 
information in our school and list 
it in our monthly newsletters. This 
allows all new students to be able to 
participate as well. At this point, we 
are already preparing our demo  
team’s choreography. 

The day before the event, we 
go through our checklist to assure 
that we have an excellent booth 
presentation and all of the tools 
required to guarantee our success. 
We like to make sure that we 
have contact-information forms, 
pens, banners, hand targets, body 
shields, newsletters, photo albums, 
gift certificates, envelopes, tri-fold 
brochures, school schedules, t-shirts, 
mannequins wearing our uniform 
or other merchandise, and our prize 
wheel. We set up our booth the night 
before or the morning of the event to 
make sure it’s properly organized. 

On the day of the event, our first 
step is to arrive at a designated 
location to meet for the parade. Here 
is where we prep our families on the 
safety protocols of the parade, choose 
who will march with the banner and, 
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also, review the items we will chant 
as we march. 

Last year, we had over 100 people 
marching, all wearing our logo. 
We marched past the mayor, town 
officials, and news reporters, where 
our school name was announced 
over the speakers and all guests 
were invited to visit our information 
booth throughout the day. So, this is 
really an additional tool for not only 
retention but also lead generation. 

  
By far, the most effective tool at 

our booth is the prize wheel. Our 
prize wheel has eight cost-free special 
offers to attract the public to our 
table. Some of the items that can be 
won on the wheel are: Win a free 
pizza party for you and up to 15 of 
your friends (this is a great way to 
generate even more leads);  
1 free week of lessons; 1 free month 
of lessons; 1 free week and a free 
uniform; 1 free week of MMA; 1 free 
t-shirt; and so on. 

You can pick and choose offers 
that cater to your school and your 
programs, but be sure that you make 
them exciting prizes to win! The way 
you handle the prize wheel is also 
a key to the success of your offsite 
booth. The best way to organize this 
is to tell all guests that they can get a 
free spin on the wheel to win one of 

the prizes listed. However, they must 
first complete, in full, your contact 
form. Upon verifying all information 
on the form, then the guest can spin 
the wheel.

Once the guest spins, write the 
prize information on a gift certificate, 
adding a deadline to claim the prize. 
We don’t give out the physical prizes, 
like t-shirts, hats, etc., on the spot. 
The recipient must come into our 
school to claim any physical prize. 
The deadline provides an urgency to 
take advantage of the prize they won. 
We also make sure to write down 
the prize that was won on the back 
of the information form, so we can 
follow up that Monday to thank them 
for their interest in our dojo and to 
schedule a time to come in and claim 
their prize. Our aim is to draw the 
recipient into the school.

For those who win free trial 
lessons, we operate differently. After 
they get their gift certificates, we 
take out our school planner and 
schedule them for the lesson. Based 
on their ages and interests, we 
immediately review the program that 
we think best suits their needs, and 
book their appointment right there on 
the spot. 

Don’t ask, “Would you like to make 
an appointment?” Instead, just say, 
“We would love to invite you in to 

try a free class and claim your prize, 
so we have a class available Monday 
at 5:30 p.m. or Tuesday at 6:00 p.m. 
Which is best for you?” 

If he or she hesitates about making 
the appointment, just tell them 
that you’re going to pencil in the 
appointment, when you will follow 
up to confirm the appointment and, 
if something changes, you would be 
happy to reschedule them. Remind 
them that it’s best to get their 
appointment on the books so that 
their spot in class is reserved. 

Make sure you have staff on hand 
to help you because, at times, we had 
long lines of people waiting to speak 
with us. 

The first year we operated an 
offsite booth, prior to adding our 
prize wheel, we received about 
ten leads the entire day. Once we 
instituted the above system with 
the prize wheel, we raised that 
amount to over 100 leads and over 
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30 appointments booked on the spot! 
Many more were booked the following 
week during our follow-up calls 
and many of those folks were then 
converted into full-time students. 

In addition to the prize wheel, our 
table is set up with a variety of printed 
material about our school and items 
from class such as hand targets and 
body shields. It’s important that your 
families know they should stop by your 
booth throughout the day, because you 
can have them hitting targets as guests 
walk by. You can even bring a Versaflex 
stretch machine and have your students 
demonstrate how to use it properly. 
Both of these ideas really help to draw 
the crowd in as well, and the idea is to 
have an activity going on in your booth 
at all times.

Also, your parents and students 
would love to support your dojo, 
so long as you politely ask them to 
volunteer. They will happily hand out 
stickers, brochures, and schedules as 
they walk around and give testimonials 
to all parents that inquire. Word-
of-mouth referrals from parents are 
always a strong asset. 

The parent-volunteers are instructed 
to refer everyone to our booth for a 
full explanation of our program and, 
of course, for a chance to spin our free 
prize wheel!

One of the best parts of hosting 
an offsite booth is that it allows you 
to be out in the public, shake hands, 
and speak with people in person. This 
is all that we ever wish for from our 
advertising and marketing, right? 
All you want from your marketing 
efforts is the opportunity to speak 
with someone personally and explain, 
with passion, why your dojo is 
different, how you focus on character 
development and life skills, and so on. 

Being in public is a great, grass-
roots way of promoting your school, 
where the lead gets more than just 
a fancy slogan. Add in the parade, 
martial arts demonstration, and 10’ X 
10’ booth, all for under $100, and you 
can’t afford to miss these events in 
your town. 

If you want to generate a ton 
of leads while increasing retention 
at your school and lowering your 
advertising costs, then hosting an 
offsite booth at one or many of your  
 

local town or county events can be a 
positive, life-changing addition to your 
martial arts school. 

Eric Alders is the co-owner, Master 
Instructor and Director of The Karate 
Dojo in Jackson, NJ. A 5th-degree 
black belt, he’s been training in the 
martial arts since he was seven years 
old, some 26 years. Master Alders is 
also a Level 1 Certified American Top 
Team Instructor and licensed Cage 
Fitness Instructor. He can be reached 
at masteralders@tkdojo.com.

Paul Alders is the co-owner and 
Director of Sales and Marketing for 
The Karate Dojo. He owned a national 
sales and marketing organization for 
over 25 years prior to opening the 
school with his son Eric. Paul also 
began his martial arts training with 
his two sons, Jason and Eric, over 25 
years ago. 

For more tips on how to promote 
other types of profitable martial 
arts events, including events like 
summer camps, visit the Martial 
Arts Industry Association’s website 
at www.masuccess.com. Through this 
constantly-enhanced website, members 
can access an enormous amount of 
useful information on just about any 
topic from A to Z.

to all parents that inquire. Word-
of-mouth referrals from parents are 
always a strong asset. 

at your school and lowering your 
advertising costs, then hosting an 
offsite booth at one or many of your 

constantly-enhanced website, members 
can access an enormous amount of 
useful information on just about any 
topic from A to Z.

78

m
a

S
U

C
C

E
S

S
	

	
	

	
	

	
	

J
U

N
E

	
2

0
1

0

sec4.indd   78 4/9/10   11:43 AM


