








“Last year, we hud over 100 people marching in the parade, and wearing our logo.
We marched past the mayor, town officidls ad news reporters, where our schoo
name was amounced over the spedkers ad 4]l gucsts were invited to visit our
information booth tbroughout the Jay. ’

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.

S’wp #l:
Buy an Information Booth

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.

Step #l:
Offer o Do 2 Demo

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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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.

What You Need to Have
(h-Had

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!

The PR. Is Priceless!

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.



