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Here is what others have said ... 
"What a great resource for our staff to use. It is easy to follow and very complete. The way it is organized is sure to do two things, first make the birthday party memorable. Second, to feed new enrollments using an effective system that pays you for you time and effort."
              Christopher Rappold 



"I think you have done a good job of putting this together. I appreciate you making it available to other school owners. I listened to your presentation on the NAPMA tape and was going to go back and try to write down everything you said. You saved me a lot time by producing the manual. We are planning on implementing your system right away."
              Stan Shields ATA Family Martial Arts 



Thank you for creating a systemized birthday manual. I highly recommend this to any serious school owner. The birthday party is often an overlooked tool for creating new students and helping with student retention. This manual is a turnkey process that can be easily taught to your staff. I especially enjoyed the detailed checklist that you have included. Your ideas on creating value of the birthday party have proven to most effective in the school.
              Mark Cox (Chatsworth, CA) 



I received the Karate Birthday Party Manual a few days ago. It is very detailed and complete. You have produced another great product which I would recommend to any school owner...I have always thought that your work was excellent.
              Jim Clapp American Karate Studios 



Thank you very much for shipping the items so quickly. I am very impressed with your expediency in delivery and with the information contained in the manual. All in all, I am very happy with the material sent and feel that my investment was well worth it.
              Edd Abasolo 



I have gone through it more thoroughly and I am very happy with it. What I will be doing is making a copy and then extensively editing it to create a "Birthday Party Manual" for our school.
              Neil Tyra 



I finished reading through the manual. This is excellent information for any instructor that teaches children. I highly recommend it to anyone that is interested in increasing the revenue at their school. Thank you!
              Jeff McLaughlin 



We wanted to tell you your Karate Birthday Party manual is just brilliant. I was not a big fan of Birthday parties as we felt they were 'Too Hard' and 'Too time consuming', boy has our thinking changed!. As a professional school owner we have to maximise the use of floor space in downtimes as well as constantly using in house marketing systems to generate new members. Your manual serves to do all that by helping us to run birthday parties like never before, we now love them and the results reflect our new found enthusiasm. I cannot thank or recommend your manual enough infact I would love to be your agent in Australia!
              Fari Salievski 



This Karate Birthday Planner is a must for any school that is seeking a way to bring in very low cost referrals and additional income. The manual is very easy to follow and contains everything you need to know about setting up this program in your school.
              Cliff Lenderman 



Mr. Fariborz,
I found your Birthday party manual very informative, and now having parties at my school. They have been very successful, and I have received much positive feedback from these parties.

Also, I was very impressed with the information you provided us at the Super Show in Vegas. Thank you for your contribution to our profession.

Sincerely,

David Gladwell
Kim Studio of Karate
Lebanon, Pa.
               



Hi Mr. Fariborz,
The manual was detailed, concise and expert. You obviously know how to make these things a success and we have just implemented the manual's system in my schools. I will let you know how we go. Well done and thank you.
              Master Stephen Kendall-Jones 

Why you should have birthday parties in your school

Projected extra income

	Number of parties 

in a month
	$150.00

per party
	$200.00

per party
	$250.00

Per party
	Number of 

new students
	Average of $75.00 for each new students for the month
	Total extra income for the month

	1
	$150.00
	$200.00
	$250.00
	5
	$375.00
	$625.00

	2
	$300.00
	$400.00
	$500.00
	10
	$750.00
	$1250.00

	3
	$450.00
	$600.00
	$750.00
	15
	$1125.00
	$1875.00

	4
	$600.00
	$800.00
	$1000.00
	20
	$1500.00
	$2500.00

	5
	$750.00
	$1000.00
	$1250.00
	25
	$1875.00
	$3125.00
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6
	$900.00
	$1200.00
	$1500.00
	30
	$2250.00
	$3750.00
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How else can you sign up this many new students in one month without any out of pocket expenses and generate this much additional income on top of it? Many times schools spend between $200.00 to $500.00 on print advertising that can end up being be a hit or miss toss of the dice. The time for conventional advertising has come to an end. As a school owner you must have an alternative Gorilla Marketing campaigns such as birthday parties to generate new clients. The public has become more aware of what is out there and fancy gimmicks and flyers are not doing the job anymore. You must establish a personal relationship with people and educate them on the values of martial arts and your school. Birthday parties are the perfect way to do this.

How much should I charge for a birthday party?

Recommended fee for a birthday party is $200.00 - $250.00. You may want to check fees for different parties in your local area to get a comparison. It is not recommended to do the party for less than $150.00. 

Who should I get to do the parties?

It is highly recommended that the head instructor of the school (even better the owner) be present at the time of the party. Now I said present because you might not want to run the party yourself. However this is a great chance to make some relationships with parents and the kids. After all they are coming to your school and they should be treated just like you treat your best prospect. 


Most students who have their parties at your school are the ones that care about their children and their friends a lot. These people are the same people who support the school in all areas. Isn’t it true that you want more people like them? People who care enough to be involved more that just coming to class. Statistics show that these kind of people are very selective about choosing their friends and their children’s friends. 


We have found that for an average party size (around 20) you need two instructors on the floor and maybe a third to oversee the whole thing and talk to parents. You must have at least one adult Black Belt on the floor. You can use a junior black belt to assist.

How much should I pay the instructors and staff?


$50.00 to $75.0 per party.

How long should a birthday party be?


1-½ hours is an ideal time for a birthday party. Anything more than that would be hard to handle and manage.
Should I offer birthday parties at home?

It is not recommended to have a karate birthday party at a student’s homes for the following reasons:

· Liability

· Not having equipment

· You can not create the same effect in someone’s home as you can in your school. Remember, you want these kids to join your school and become regular students.

· We (as a martial art instructor) are not entertainers. We are educators. We use the birthday parties to educate the public about the many benefits that martial arts training can provide for the entire family.

What about party favors?


Parents are always looking for different things to giveaway as party favors. The following is a list of recommended items that you can sell to them.

· Karate headbands. These headbands can be purchased from any major martial art supply stores. They range from $1.00 to $3.00 each and can easily be sold with great profit.

· You school T-shirts.  You may want to sell your school T-shirts. This is a great advertising tool for your school. 

· White Belts. This is a great and inexpensive way for you to (1) get rid of all the extra white belts that you get when you buy uniforms. (2) Make some extra income. (3) Make connections with the birthday party guests to have them earn the belt at the end of the party.

Using software to mange your birthday parties?

· We highly recommend that you use MartialSolutions (www.MartialSolutions.com) to help you manage your birthday parties. Here are a list of benefits:

· You can get to it from anywhere since the program is online based.

· The software offers a special section just for birthday parties.

· You have total control over the invitations and guest lists.

· You can contact the guests by email and send personalized emails to all of them at one time.

What kind of materials do I need for the party?

· You should have 2 or 3 long tables (8 ft each).

· 20-50 folding chairs.

· A small refrigerator so parents can keep the cake and drinks cool.

Should I have the guests fill out our school application and/or release forms?

That is totally up to you. We do not use release forms since most parents just drop off the kids. I know schools that:

· Send the application with the invitations

· Require application and release forms before the kids can get on the mat

· Require a special application just for birthday parties

You might want to check with your State’s laws to find out more about liability. 




How to promote birthday parties

· Pre-frame your students about offering birthday parties by mentioning it in your new student welcome packet. (sample is enclosed)

· Send a birthday party notification letter (sample enclosed) to all the junior students under the age of 12 (it seems that the kids over the age of 12 are too cool to have a theme party like this). You should send this letter 3 months in advanced.

· Another alternative is to send a simple post card. 

· You may even want to call the students one by one.

· Send a birthday party notification letter to the guests that have participated in other parties in your school. (sample enclosed)

· Have a big poster in your lobby about birthday parties. You will be amazed to know how many students will never know what you have to offer unless you put it right in front of their face. 

· Have birthday party brochures in your lobby. (sample enclosed)

· Place a small banner (example: Birthday Parties Available) in all your print ads and yellow pages.

· Get a listing in your local yellow pages under the heading Parties.

· Place an ad in your local children magazines in the birthday party section. Parents are always looking for creative ways to do their child’s birthday party.
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Your School Name or Your Letterhead
To the parents of:

Janelle Doe

12345 Address St.

City, AA 12345

Dear parent,


I hope this letter finds you and your family in good health. I wanted to take a few minutes of your time and tell you about our exciting Karate Birthday parties here at <your school name>, since your daughter is turning 11 in the next few weeks.


We can make Janelle’s birthday an event she and all her friends would never forget. Here is a list of all the benefits that are included with our birthday parties:

· 1-½ hours of fun filled activities including karate, gymnastics, trampoline and etc.

· 2 Black Belt instructors of your choice.

· All personalized invitations. (we even mail them for you)

· All the thank you notes and a brand new uniform for Janelle.

· We are offering a $50.00 gift certificate towards your daughter’s birthday party.

· And lots more.


If you are interested in having Janelle’s birthday party here at <your school name>, please call or come by the office and ask for a birthday party package.


Thank you for all your support and for being a member of the <your school name> family.

Respectfully yours,

Manager or instructor’s name
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Gift Certificate

To: Janelle Doe

For $50.00 off the regular price of Birthday Party.

<Your school name and address>

[image: image22.emf]


Birthday Party Information Packet

<Your school name and logo here>

Birthday Party

Information Packet

Effective 1/1/03
Birthday Party Information Letter 

[image: image23.wmf]Your School Name or Your Letterhead
Dear Parent:


Thank you for choosing <Your school name> to be the place where you, your family and friends get to celebrate your child’s birthday. We here at <Your school name or initial here>believe in making your child’s birthday party an event he/she will never forget. We do this by providing you with our award winning Black Belt instructors, our impeccable 10,000 sq. ft facility and our 15 years of experience in providing the best service possible to families just like yours.

This information packet contains the following:




* Birthday party information sheet 




* Birthday party application




* Guest list form 


As a courtesy to you, we will make and mail the party invitations.  Please fill out the guest list form and return it, if possible, no later than 4 weeks prior to the party.  If you wish to hand out the invitations, the full name and address of each child is still required.  



A $50.00 deposit is required along with the completed application to reserve the party with the balance due on the day of the party. Please make all checks payable to <Your school name>.

The following is a list of items that you should bring:




* 2 table cloths (8ft in length)




* Birthday cake, candles and matches




* Food and drinks of your choice (refrigerator and freezer are available)




* Paper goods (napkins, plates, forks and etc.)




* Camera


You may arrive at the center 1/2 hour early to setup.   Thank you for your cooperation.  Please feel free to call if you have any questions.  We are looking forward to making your child’s birthday party an event that he/she will never forget.

Respectfully Yours,

Manager or owner

Birthday Party Application 

Please Print                                                    
Today’s Date: _____/_____/_____                         

Birthday Party Date: 

Birthday Party Time: (1½ hours) 

He/she is going to be:

Sat. Sun. ___ / ___ / ___
From: ___a.m. p.m.  To: ___a.m. p.m.           ____ years old

Birthday person’s first name: 

Last name:  


          Date of birth:  

Sex:

____________________________________________________________________  ____ / ____ / ____   M     F

Address:




City:


Zip:

Home phone:

___________________________________  _____________________  ____________   ( ____ ) ______ - 

Parent's full name:  




Active student of <Your school name>?

___________________________ Email: __________________________

     Yes     No

Is there anything that we should know about your child’s health?   Yes
No 

If yes, please explain: ________________________________________________________

Has your child taken Martial Arts (Karate) classes before? Yes
No

Is you child taking classes currently? Yes
No
 

<Your school name>      Other, Please explain where and how long ago: ________________________________

How did you hear about our Birthday Parties?______________________________________________

Uniform Color: White
Black ($10.00 extra) Total number of guests invited? _____
   

RSVP by: ______________

Invitation papers (Please select one):       Red       Green       Blue       Pink       Yellow   

Would you like us to mail the invitations?  Yes   No  

Special requests or notes:

______________________________________________________________________________________________________________________________________________________________________________

The undersigned student or parent/guardian understands the risk of studying Martial Arts and hereby releases <Your school name>, all instructors and all other students of <Your school name> from any and all liabilities for any type of injuries or loss sustained while training, studying, practicing or participating in a birthday party, or in the application of Martial Arts or Karate. The undersigned also states that he/she is in good physical condition and knows of no reason why he/she cannot study and participate in Martial Arts. The undersigned understands that the center does not offer refunds.

In the event of an emergency I here by authorize any licensed medical personnel to perform any accepted medical procedure deemed necessary and agree to bear the expense of any such treatment.

Signed _______________________Relation: ________________    Date: _________________

For <Your school name> staff use only

Total fee: $250.00  Deposit: $______
The balance of $________ is due on the day of the birthday.

Check #:______
Cash

Credit card: #___________________________

Information has been entered in the computer.   By: ___________   Date: _________

<Your school name>

Birthday Party Guest Information

As a courtesy to you, we create completely personalized invitations and mail them for you. 

Please complete the following information as best as you can. 

Please return this form to us ASAP so we can get started in creating your invitations.
You may also email this list to us (preferably). 

Email address:  info@yourschool.com

 Thank You!

Please Print Clearly

Guest #1

	First Name:
	

	Last Name:
	

	Gender:
	Male       Female

	Address:
	

	City:
	

	State:
	
	Zip Code:
	

	Phone #:
	

	Date of Birth:
	
	Active Student?
	Yes        No


Guest #2

	First Name:
	

	Last Name:
	

	Gender:
	Male       Female

	Address:
	

	City:
	

	State:
	
	Zip Code:
	

	Phone #:
	

	Date of Birth:
	
	Active Student?
	Yes        No


Guest #3

	First Name:
	

	Last Name:
	

	Gender:
	Male       Female

	Address:
	

	City:
	

	State:
	
	Zip Code:
	

	Phone #:
	

	Date of Birth:
	
	Active Student?
	Yes        No


Guest #4

	First Name:
	

	Last Name:
	

	Gender:
	Male       Female

	Address:
	

	City:
	

	State:
	
	Zip Code:
	

	Phone #:
	

	Date of Birth:
	
	Active Student?
	Yes        No


Guest #5

	First Name:
	

	Last Name:
	

	Gender:
	Male       Female

	Address:
	

	City:
	

	State:
	
	Zip Code:
	

	Phone #:
	

	Date of Birth:
	
	Active Student?
	Yes        No


Guest #6

	First Name:
	

	Last Name:
	

	Gender:
	Male       Female

	Address:
	

	City:
	

	State:
	
	Zip Code:
	

	Phone #:
	

	Date of Birth:
	
	Active Student?
	Yes        No


Guest #7

	First Name:
	

	Last Name:
	

	Gender:
	Male       Female

	Address:
	


	City:
	

	State:
	
	Zip Code:
	

	Phone #:
	

	Date of Birth:
	
	Active Student?
	Yes        No


Guest #8

	First Name:
	

	Last Name:
	

	Gender:
	Male       Female

	Address:
	

	City:
	

	State:
	
	Zip Code:
	

	Phone #:
	

	Date of Birth:
	
	Active Student?
	Yes        No


Guest #9

	First Name:
	

	Last Name:
	

	Gender:
	Male       Female

	Address:
	

	City:
	

	State:
	
	Zip Code:
	

	Phone #:
	

	Date of Birth:
	
	Active Student?
	Yes        No


Guest #10

	First Name:
	

	Last Name:
	

	Gender:
	Male       Female

	Address:
	

	City:
	

	State:
	
	Zip Code:
	

	Phone #:
	

	Date of Birth:
	
	Active Student?
	Yes        No


Guest #11

	First Name:
	

	Last Name:
	

	Gender:
	Male       Female

	Address:
	

	City:
	

	State:
	
	Zip Code:
	

	Phone #:
	

	Date of Birth:
	
	Active Student?
	Yes        No


Guest #12

	First Name:
	

	Last Name:
	

	Gender:
	Male       Female

	Address:
	

	City:
	

	State:
	
	Zip Code:
	

	Phone #:
	

	Date of Birth:
	
	Active Student?
	Yes        No


Guest #13

	First Name:
	

	Last Name:
	

	Gender:
	Male       Female

	Address:
	

	City:
	

	State:
	
	Zip Code:
	

	Phone #:
	

	Date of Birth:
	
	Active Student?
	Yes        No


Guest #14

	First Name:
	

	Last Name:
	

	Gender:
	Male       Female

	Address:
	

	City:
	

	State:
	
	Zip Code:
	

	Phone #:
	

	Date of Birth:
	
	Active Student?
	Yes        No


Guest #15

	First Name:
	

	Last Name:
	

	Gender:
	Male       Female

	Address:
	

	City:
	

	State:
	
	Zip Code:
	

	Phone #:
	

	Date of Birth:
	
	Active Student?
	Yes        No


Guest #16

	First Name:
	

	Last Name:
	

	Gender:
	Male       Female

	Address:
	

	City:
	

	State:
	
	Zip Code:
	

	Phone #:
	

	Date of Birth:
	
	Active Student?
	Yes        No


Guest #17

	First Name:
	

	Last Name:
	

	Gender:
	Male       Female

	Address:
	

	City:
	

	State:
	
	Zip Code:
	

	Phone #:
	

	Date of Birth:
	
	Active Student?
	Yes        No


Guest #18

	First Name:
	

	Last Name:
	

	Gender:
	Male       Female

	Address:
	

	City:
	

	State:
	
	Zip Code:
	

	Phone #:
	

	Date of Birth:
	
	Active Student?
	Yes        No


Guest #19

	First Name:
	

	Last Name:
	

	Gender:
	Male       Female

	Address:
	

	City:
	

	State:
	
	Zip Code:
	

	Phone #:
	

	Date of Birth:
	
	Active Student?
	Yes        No


Guest #20

	First Name:
	

	Last Name:
	

	Gender:
	Male       Female

	Address:
	

	City:
	

	State:
	
	Zip Code:
	

	Phone #:
	

	Date of Birth:
	
	Active Student?
	Yes        No
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<Your school name> Birthday Party 

Information Check List (
Please use red pen. Print clearly.

Parent’s name: ___________________________________________

Designated instructors:

1)  _____________________________  Phone #: _______________

2)  _____________________________  Phone #: _______________

3)  _____________________________  Phone #: _______________

First contact:    ___ / ___ / ___
Time: ___ am  pm By: _______

<Your school name>Student

Non Student

Application complete?Yes   No    Date: __/__/__  Initial: ______

Application entered in PC?Yes   No    Date: __/__/__  Initial: ____

Guests entered in PC?Yes   No    Date: __/__/__  Initial: ______

Invitations printed?    Yes   No    Date: __/__/__  Initial: ______

Invitations have been mailed? Yes  No Date: __/__/__  Initial: ___

Number of guests invited?
 ______
Number of invitations printed? __

Number of guests confirmed? ______  Number of guests attended? ___

Confirmation & courtesy call made a week before the birthday party?


  Yes   No    Date: __/__/__  Initial: ______

Confirmation & courtesy call made a day before the birthday party?

                Yes   No    Date: __/__/__  Initial: ______

Financial information

Birthday party fee:  $______ Deposit: $_______    Date: ___/___/___

Check #: ____   Cash      C/C      Other: ____      By: ______

Balance of $______ is due on the day of the party.

Balance: $_____  Check #: ___  Cash   C/C   Other: __  By: __

Note:

Day of the party

Clean up before the party?
Yes
No
Time: _____         Initial: _____

Tables set?

Yes
No
Time: _____         Initial: _____

Clean up after the party?
Yes
No
Time: _____         Initial: _____
Thank you notes (guests) printed?
YesNo
Time: _____         Initial: _____
Thank you notes (guests) Mailed?
Yes
NoTime: _____    Initial: _____
Thank you note for having the party printed and mailed?


Yes
No
Time: _____         Initial: _____
Special instructions:

___________________________________________________________________________________________________________________________________________________________________________

_________________________________________________________

_________________________________________________________

Notes:

___________________________________________________________________________________________________________________________________________________________________________

_________________________________________________________

_________________________________________________________


Overall rating for this birthday party? A  B
C   D

Instructor’s signature:

Person in charge: ____________________________________

Assistant #1: ________________________________________

Assistant #2: ________________________________________

Scheduling a birthday party

Depending on your school’s class schedule, you may want to schedule parties on Saturday afternoons or Sundays.

Here are a few tips for scheduling a party:

· Have a master calendar of all events for your school in the main office.

· Do not set up 2 birthday parties for the same day. Doing a birthday party is a demanding job and requires your full energy and dedication.

· If you are setting up 2 birthday parties for a same day, have two different instructors run them.

· Do not schedule parties right after a class. If your last class finishes at 1:00pm, have your party start at let’s say 2:00 or even 2:30 pm. This will ensure that all students have left for the day and there is enough time to clean up and set up for the party.

· Do not set up a party without a complete application and required deposit ($50.00).

· Make the deposit non-refundable.




6 Weeks before the party

By this time you should have the guest list and start entering it in the computer. If you do not have the list, you must call the parents of the birthday person.

· Make sure all the guest information is readable.

· Enter all the information in the computer.

· You might want to make a list for the parents to double check.

· Print all the invitations.

· Mail the invitations.

· Be sure to write down on the birthday party folder what has been done.

1 week before the party

( Be sure to call the family of the birthday person and confirm the details for the upcoming party. The main reason for this call is to let the family know how much we care about their child’s party.

( Check with the designated instructors that are accountable for next week’s party. Be sure that they are familiar with child’s basic information and the date and time.
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Day before the party

( Be sure to call the family of the birthday person and confirm the details for the next day’s party. The main reason for this call is to find out the number of guests that have RSVP. This information is vital in selecting the numbers of instructors and assistant instructors.

( Check with the designated instructors that are accountable for the next day’s party. Be sure that they are familiar with the child’s basic information and the date and time.

( Be sure the birthday party package is left out on the main counter for the instructor’s to see and complete.

( Have the uniform ready for the birthday person.

( Be sure you have a fresh roll of film with the camera.
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Birthday Party (Tactical Work)

1 Hour before the party

( Set up the tables and chairs

( Be sure the school is spotless.

· Check all the mirrors and make sure they are clean and spotless.

· Check the restrooms.

· Check the dressing rooms and the front entry.

( Place the sign “Welcome to Johnny’s Birthday Party” on the front door.

( Be sure you have enough school and birthday party brochures.

( Be sure the sword that you’re cutting the cake with is clean and spotless. 

½ Hour before the party

( Greet Johnny’s parents and help them set up.

( Pull Johnny to a side and explain what’s expected of him today. Show him how to stand by the door and greet his friends. For example teach him to say: “Hi Mike, thank you for coming to my birthday party, etc.”

( Teach Johnny how to accept the presents and what to do with it. You should have a designated area for all the gifts.

What to teach during the party

· Have all the guests take their shoes off and put them a way in an orderly manner.
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· Have them sit on the main mat.

· Have the birthday boy/girl (let’s name her Janelle for now) stand with you in front of the mat.

· Welcome everyone to your school and thank Janelle for having her party at the school. If she is an active student, tell everyone about how good she is in class, how long she has been training and when she is going to test for her Black Belt.

· Have everyone give her a big hand.

· Go over some basic rules like:

· It’s very important that everyone be a good listener like Janelle (point to her).

· Show everyone how to bow (You and Janelle should bow to each other to demonstrate).

· Let everyone know that they can ask questions as often as they like and it’s OK not to know something.

· Show them where the bathrooms are and ask them to raise their hand and ask before getting off the mat.

· Show them what to do when you or Janelle say the word “Attention!” 

· Students must stand up straight with both hands by their side and say “Yes Sir or Yes Ma’am” while looking straight forward.

· Show everyone a very simple warm up like:

· Jumping Jacks

· Pike (sitting down with both legs straight and lean forward)

· “L” Stretch (where they bring one leg up bent and lean forward)

· Butterfly (with both legs bent, have them shake their legs up and down. You can play a game called “flying” here where you ask them to pretend to fly with the legs as wings, etc.)

· Straddle (both legs straight and apart from each other)

· Have everyone stand up straight in attention position as Janelle calls out “Attention”.

· At this time you might want to teach them some basic positions, kicks and punches (according to your particular system). Please remember the following:

· Keep it very simple.

· Keep it safe.

· Keep it fun.

· Keep Janelle in front of the class to demonstrate and refer to her often.

· Depending on how the group is, you might want to split the class in half. I would recommend keeping the ratio of 1 instructor for every 10 kids.

· Obstacle courses are very fun and challenging.

· You can do this by placing kicking shields and pads on the main mat and have students do different things like:

· Jumping over them.

· Going under them (by placing a staff on top of 2 kicking shields)

· Going around them.

· Hop on them.

· Picking them up and placing it in another location.

· This should take care of the 1st section of the party (around 30-35 minutes)

· Get the sword ready for the cake.

· Have the birthday cake.

· After the cake the 2nd part of the birthday party begins:

· This is a good time to take the photos with the guests.

· Have all the guests sit down for a small demonstration by you and/or your staff.

· If the birthday person is an active student, have her do a little demo.

· Gather all the guests together and do some basic drills. This would be a good time to teach some common sense self defense drills.

· Play the MagGyver game.

· Have all guests sit down.

· Tell them that they have to go from point A to point B (this is a straight line anywhere on your mat around 15 feet or so).

· The only condition is this: They can not repeat what someone had done. For example: if someone walked the whole way, no one can walk again.

· This game really challenges the creativity of kids and allows them to come up with different ways to accomplish the same goal.
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We ask our young students to put their shoes by the entrance of our place of practice. They line them up just so, taking care to observe the order in this simple gesture. They think that Karate is punching and kicking. We know that the Art of Karate is lining up their shoes - just so.
Dr. Doyle (http://www.martialartsforpeace.com)

At the end of the party, get all the kids together in a circle. Have Janelle in the middle of the circle with you. Ask the kids to come up one at a time and thank Janelle for the party and to wish her a happy birthday. This is where I introduce the kids to the concept of 3T’s which is 3 ways of touching someone when you greed them:

1. Appropriate physical contact (shake hand, high five)

2. Calling the person by name

3. Making eye contact.
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At the end of this ask all the kids to go and put their shoes back on and wait in the front area.
Games

· Play “Simon Says”, but instead of “Simon” use Janelle.

· MagGyver.

When you should have the cake

· The cake should be served around the middle of the party after the first section (30-25 minutes).

· Some people like to serve the cake at the end of the party. That’s OK as long as you can control the guests. This is very important since they are getting ready to leave and it’s hard to make a powerful closing with them having cake and getting picked up.

Cutting the Cake

· Before using the sword please read “My Experience with the Sword” at the end of this manual.

· 10 minutes before you are ready for the cake, warn the parent to get the cake ready.

· You should have a large sword to cut the cake with.

· This sword should not be used for anything else except cutting birthday cakes.

· Be sure the sword is very clean.

· Store the sword in a safe place where other teachers or students do not have access to it. This is way they won’t accidentally use it for regular practice, etc.

· Place the cake on the table.

· Have candles and matches ready. (You might want to have extra candles and matches in your school. In all the years that I have done birthday parties, there has been a few cases where the parents forgot the candles and specially matches)

· Have all the guests sing the “Happy Birthday” song to the birthday boy/girl.

· Bring the sword out and have the birthday person hold both hands up in front with palms up.

· Lay the sword (DO NOT take the sword out of the sheath) on his hands (be sure to hold on to the handle of the sword at ALL TIMES yourself). Before using the sword please read “My Experience with the Sword” at the end of this manual.
· Explain to all the guests that the sword is not a toy and we must respect it.

· Have the birthday person bow his head down and offer the sword forward. (a gesture of respect)

· Take the sword out of the sheath.

· Cut the cake.

Take a group shot of guests

This is a very important part of the birthday party. In the middle or the end of the party have all the guests in a formation where they can all be seen and have someone (preferably a staff member that knows exactly what to do) take a series of pictures. Here are a couple of things to remember when taking the pictures:

· Be sure the name of the school is clearly visible in the background. It is extremely important that you have a part of your school for this special purpose. This space can also be used for graduations, exams or any other promotions that you have in your school.  Be sure the background wall is white (or off white) and have your logo and/or your school name painted on it so when students pose it can be clearly seen. Stay away from fancy fonts. Make it bold, clear and colorful.

· If you have windows in the front of your building with your name and logo, you can use that also.

· Be sure the birthday boy/girl stands in the middle of the group in a very prominent position along with you (or the person that runs the party).

· Be sure your staff members are wearing the same color uniforms and that they match.

· Be sure to have all the guests smiling.

· Take a photo of you and the birthday boy/girl bowing to each other (with the group in the background). 

· Take a separate photo of you and the birthday boy/girl standing side by side and smiling.

The end of the party

· Towards the end of the party have a staff member start putting all the presents in large bags (like big trash bags) and have them ready for the birthday person.

After the party

· Be sure all the table and chairs are put away.

· Sweep all the mats and the entrance area.

· Put away all equipment.

· Take the sign off the front door (the one that says “Welcome to Johnny’s Birthday Party”) and save it to give it to Johnny.

<Your school name>

Gift Certificate

Janelle Doe

<Birthday Person Name> would like to thank Janelle

for participating in her birthday party.

To Janelle Doe for one introductory course, this includes:

(1) Private Lesson and (1) Group Lesson.

As a courtesy to <Birthday Person Name>, we will include a FREE uniform

If you take advantage of this special offer before <date of the party + 30 days>

<Your school name here>

<Your school address here>

<Your school phone here>

Thank you again for participating in <birthday person name>’s birthday party.
Day after the birthday party

· Send out a thank you note to the birthday person and their parents. (sample is enclosed)

· Take the roll of film to your local one-hour photo store. After receiving the pictures, pick the best group shot and have them make 20 copies (the number of participating guests). Also have them develop an 8x10 or a 5x7 of the same photo or another one (that was taken with you).

· Buy an 8x10 or 5x5 frame. You may even want to buy a few of these and keep them in stock to keep consistency.  You can pick inexpensive frames from your local stores. Consider getting one with a border (or buy the border separately). This will allow you to write a little note to the birthday person or to place a sticker with the name of your school on it.

· Mail out the small group photos to all the guests. You might want to enclose a gift certificate for lessons or a birthday party.

Special note: Getting photos taken, developed and getting a frame and mailing the pictures out might sound like a lot of work. And it is. But once again, this is about making people feel special and important. And that is priceless!

Thank you note to the birthday person

Your School Name or Your Letterhead
To the parents of:

Janelle Doe

12345 Address St.

City, AA 12345

00/00/00 <today’s date>

Dear parent,

I wanted to write you a short note to thank you for having Janelle’s birthday party here at <your school name>. 

Our staff and I had a great time at your daughter’s party and would like to wish her a great upcoming year.


We would also like to let Janelle know what a great job she did in helping us make her friends have a good time. Thank you again.

Respectfully yours,

Manager or instructor’s name


<Your school name and address>


Birthday party notification letter to guests

Your School Name or Your Letterhead
To the parents of:

Janelle Doe

12345 Address St.

City, AA 12345

00/00/00 <today’s date>

Dear parent,


I hope this letter finds you and your family in good health. Your daughter, Janelle attended a birthday party here a while ago and now since your daughter is turning 6 in the next few weeks, we wanted to invite her back to have her birthday party here at <your school name>.


We can make Janelle’s birthday an event she and all her friends would never forget. Here is a list of all the benefits that are included with our birthday parties:

· 1-½ hours of fun filled activities including karate, gymnastics, trampoline and etc.

· 2 Black Belt instructors of your choice.

· All personalized invitations. (we even mail them for you)

· All thank you notes.

· We are offering a $50.00 gift certificate towards your daughter’s birthday party.

· A free month of lessons.

· And lots more.


If you are interested in having Janelle’s birthday party here at <your school name>, please call or come by the office and ask for a <your school initial here> birthday party package.


Thank you for your support in the past and we are looking forward to hearing from you soon.

Respectfully yours,

Manager or instructor’s name

Happy 6 Birthday


Gift Certificate

To: Janelle Doe

             For $50.00 off the regular price of Birthday Party and one week of lessons

Following up with leads

· The most important follow up you can do is to send the thank you notes along with the group picture to each guest.

· Be sure to keep the name and address information for future mailings. If you are using MartialSolutions, the system automatically keeps the guest names as prospects.

· Be sure to send a Birthday Party Brochure with each thank you note.
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New student welcome packet

Your School Name or Your Letterhead
To the parents of:

John Doe

12345 Address St.

City, AA 12345

[image: image11.wmf]Dear Ana Maria,

As our newest member of <your school name here>, I'd like to personally welcome you and John to the exciting world of martial arts.

As your son continues to study at the center, you will find that your decision to enroll him will reward you in many ways not previously thought of.  I am sure that most of the parents here could tell you of the many personal benefits that they or their children have experienced through martial arts practice.

Enclosed please find:

· John’s welcome letter

· Gift certificates for you to share with your friends and family

· A <your school name or association name here> video tape order form and some valuable coupons

· A current copy of our monthly newsletter, <name of your newsletter>, which will keep you abreast of studio events and activities so that you can take advantage of the many opportunities that we offer.

The following is a list of things that are needed from you and your son:

· 3 wallet size pictures, these pictures are used for John’s attendance card, his Success Journal and our files.

· John’s own copy of the <your school name here> Student Success Journal. This journal has been designed to help your son, step by step, along his journey to Black Belt. You do not need to purchase this journal. The journal is included in your start up package after his six weeks introductory course.

· Your sincere desire as a parent to create an unprecedented future for your son, based on the principles of Black Belt. Principles such as modesty, courtesy, integrity, perseverance, courage and indomitable spirit. 

· Your son’s commitment to participate in our regular classes twice a week (minimum) and to practice at home as often as he can (minimum twice a week).

If at any time you have a special concern or question, do not hesitate to ask me or any of the staff here at the center.  We take great pride and interest in each and every one of our students and will not hesitate to help in whatever way we can.  Our family-like atmosphere is enjoyed by all.

Respectfully yours,

Manager or instructor’s name

 “ The best complement you can give us is by referring others to our school”
Dear Justin,


Please share the following gift certificates with your family and friends and receive a complementary <your school initial here> T-shirt as a token of our appreciation for every member that signs up in one of our regular programs.

-----------------------------------------------------------------------------------------------------------

Gift Certificate

For a complete introductory course to:

_______________________________________

Courtesy of Justin De Castro
<Your school name here>
You address, city, state and zip

(123) 456-1234
New students only. Can not be used with any other offer or more than one time.
-----------------------------------------------------------------------------------------------------------

Gift Certificate

For a complete introductory course to:

_______________________________________

Courtesy of Justin De Castro
<Your school name here>
You address, city, state and zip

(123) 456-1234
New students only. Can not be used with any other offer or more than one time.
-----------------------------------------------------------------------------------------------------------

Gift Certificate

For a complete introductory course to:

_______________________________________

Courtesy of Justin De Castro
<Your school name here>
You address, city, state and zip

(123) 456-1234
New students only. Can not be used with any other offer or more than one time.
<Your School Name Here>

Karate Birthday Party

Gift Certificate




Save $50.00 when you have Johnny’s

birthday party here at <Your School>.

References & Resources

Internet:

	World Martial Arts Information Center
	www.MartialInfo.com

	Online resource for everything you need to know about martial arts.
Be sure your school is listed in the school directory.
Check out the owner’s section of the site. It is filled with information for owners.

	Free Martial Art Web Sites
	www.MaSiteBuilder.com

	Great place to get a web site for your school.

	ContactMailer
	www.Contactmailer.com

	This is where you go to sign up for online email marketing.

This is the program you can use to send emails to your students.

	MartialSolutions
	www.MartialSolutions.com

	Manage your school online!

This is the program that can keep track of all students, events, birthday parties, etc.


Contact Mr. Fariborz

	Mail:
	Team Karate Centers, Inc.
21038-A Victory Blvd. Woodland Hills, CA 91367 USA

	Phone:
	(818) 704 - 0606

	Fax:
	(818) 704 - 5638

	Email:
	fariborz@teamkaratecenters.com

	School Web Site:
	www.teamkaratecenters.com


My experience with the Sword
In the ancient Japanese martial art Kendo, the “way of the sword,” the focus, the heart and symbolism is in its name.  To a practitioner of Kendo, the most sacred piece of equipment is not just his sword, but the idea of the sword as being revered and respected.  At the heart of this respect, I believe, is the desire to preserve the way of the past.  As the world around us has changed and is still, most of us who practice and believe in the martial arts recognize the value of tradition and the importance of keeping it.

At my dojo, we sometimes throw birthday parties for the younger children, and as part of the party, we bring out the birthday cake and cut it with a katana sword.  Just as a bit of fun, the kids like it, and it’s a nice ending to the birthday ceremony.

At one of these birthdays, a young boy came in with his elder Japanese grandfather, who upon entering the building, sat in the corner and slumped over, watching the birthday activities without much interest.  

At the end of the ceremony, I brought out the sword as usual and prepared to cut the cake.  But at the sight of the sword, the old man in the corner began to take notice.  His eyes were fixed on me, his back straightened up as though his grade school teacher had walked by with a ruler, and he seemed to come alive at the sight of this sword.

I wondered what had made this man so alert and intent all of a sudden as he followed me with his eyes when I crossed the room with the sword toward the birthday cake.  When I pressed the sword into the cake, out of the corner of my eye, I could see the old man shrink back down to his old, disinterested self, no doubt disappointed by the meaningless display of the sacred sword.

From that moment on, I realized that the sword was not something to be used in a trite event like cutting a birthday cake.  This sacred item had meant so much to so many people throughout the ages; thousands of samurai risked their lives to recover a master’s lost sword, and the mysticism of the sword has made it an icon of martial arts, with good reason.

From the instant that old man shrank down in disappointment, I experienced a personal failure, and when I made the decision not to use a sword in an inappropriate manner, I experienced a personal victory.  Without having spoken a single word to the old man, he taught me so much. 

Now, reflecting on my past usage of the sword, I see it was disgraceful, but having been taught a lesson, I now know that certain things may seem commonplace, but the reason for that is based in a deep tradition that should never be forgotten or violated.

Bonus Chapter: Leading Your Team

7 Ideas for Directing, Recognizing and Ultimately Motivating – Your Staff

By Master Fariborz Azhakh

With Christine Schaeffer MBA, PhD


Ideas to successfully lead your staff are typically not found in martial arts school training manuals.  Much attention is given to the importance of efficient and effective systems in dictating the success of martial arts studios.  However, keep in mind that your staff is a group of individuals, not things.  As such, although you manage things through systems, you should lead – not manage – your team.  Systems are necessary but leadership is indispensable.  

In this respect, Bruce Lee was fond of giving the example of crossing a jungle.  In essence (although not in these exact terms), he noted that to successfully cross a jungle you need “managers” to provide and use the appropriate tools (for example, sharp machetes) to cut down the undergrowth and a “leader” to climb the highest tree and assure the group is going in the right direction.  This article details seven ideas to better lead your team through successful direction and effective recognition.  

Be the Example


Perhaps the most powerful message for all teachers and instructors is:  Be the change you want to see in your students.  The same can be said for your staff:  Be the example of what you want your staff to be. 


To be an effective example consider using a T.E.A.M. approach – Teach, Enforce, Advocate and Model.  The core of exemplary behavior is ethical conduct.  Owners should teach by regularly discussing and stressing appropriate conduct and discussing ethical issues in relation to specific situations occurring or likely to occur during teaching and training.  Explicitly inform your staff how they are expected to behave in those situations.


For example, at Team Karate Centers, it is not unusual for a student to approach an instructor to complain about another instructor.  I consider the right thing to do is what supports a moral environment that includes trust and respect for and between all staff members.  As such, I instruct my staff that they should, first, reserve judgment and don’t agree (or disagree) with the student.  Then, I ask them to let me know what transpired and I will facilitate a meeting between the student, the instructor who the student is complaining about and myself.  This provides an opportunity to “clear the air” and demonstrates to the instructor that staff members do not talk behind their backs.  It also lets the student communicate their concerns with the instructor directly, which many times will disarm them.  The student may not even realize to what extent they may be “trashing talking” the instructor.  

This is not to suggest that the students concerns are unfounded and, as such, they may provide you with information that is integral to enforcing good character.  You can also enforce good character by auditing classes, surveying your students and detailing (and executing) disciplinary action for ethical violations.  Advocate ethical behavior by promoting the “Six Pillars of Character” – trustworthiness, respect, responsibility, fairness, caring and citizenship – in your written communication with staff and students and in your school’s wall décor (posters and pictures).  In the women’s locker room at Team Karate Centers there is a framed poster with the statement: “RESPECT: A martial artist actively demonstrates respect for parents, teachers, law and order.”  Model good character by embodying moral behavior on and off the training floor.

Do First, Then Ask 


Never have your staff do something that you have not done first.  For example, do not give your staff “undesirable” duties – from cleaning the restrooms to, quite frankly, working with certain students or groups of students – unless you first undertake them.  The reasons are many, but perhaps most importantly this idea is integral to “being the example.”  Demonstrate to your staff that you do not shy away from situations that you (or anyone else) would rather not deal with.  

On a more practical note, by doing these tasks yourself, you can understand what resources it takes to accomplish them and what potential challenges one may face.  It provides you the information to more effectively manage – and delegate – the task.

Doing first is also important to exhibit that you are well rounded in your approach.  In my experience this is the one area in which most martial arts studio owners fail.  Most owners I have met have a “hammer” mentality and treat everything and everyone, particularly their staff, as a “nail.”  In other words, they suffer from tunnel vision that prevents them from seeing individuals from a variety of perspectives.  In order for you to be most effective in the long term, set an example for your staff that demonstrates that you are open minded and well rounded.
Have Clear Expectations


I will never forget an incident that happened in my school.  As I was teaching the advanced adult class, I noticed that one of the students had his young son watching the class.  In the middle of the class I noticed that the boy was playing around and his father kept asking him to sit in the corner.  After asking him five or six times, the father walked up to his son, grabbed his arm tightly, took him to the corner and pushed him to the ground.  The child started crying to which the father replied in anger, “What are you crying for; I told you to sit in the corner.”  The son turned and through his tears asked, “What’s the corner?”


In this same spirit, you should not assume that your staff is clear as to what your expectations are.  Here are a few ideas to make your expectations known and make sure they are congruent with the goals of your team members.  Remember, having an uncommunicated vision is only slightly better than having no vision at all:

· Have a clear, written job description for each staff member.  Small business owners in general, and martial arts school owners in particular, often overlook this.  There are a number of resources available on how to write a job description.  However, I have found that the essence of an effective job description lies in the answers to five key questions: (1) what is the “title” for the job.  I tend to shy away from creative titles and prefer simple ones that capture the core of the job – “Receptionist” rather than “Communications Specialist;” (2) who does the person report to and what is the hierarchy in the organization; (3) where, in terms of people or material resources, can a person get help; (4) what are the core and periphery tasks of the job (in sufficient detail); and (5) what “behavior” or “actions” are unacceptable.


Most job descriptions adequately outline what the job responsibilities are but do not specifically address what things the owner or other stakeholders consider improper.  Although we are likely to agree, for example, that a martial arts instructor should be on time for work, we may not agree whether training students outside the studio is a conflict of interest.  Providing a list of “No No’s” for your staff will make them aware of these issues and will minimize potential misunderstandings and misinterpretations.  As such, you make your expectations clear up front.

· Develop a written and illustrated instructor-training manual that details your entire curriculum step-by-step.  This will greatly enhance your staff’s ability to teach the way you want them to, and your students will also benefit from the uniformity of commands and techniques used by their instructors.  In addition, it will minimize the learning curve for new hires.  

· Have each staff member write down his or her long and short-term goals, for example at one, three, five and ten year intervals.  Have them revisit these goals on a regular basis and give you written feedback on what and how their goals were accomplished or have changed.  This exercise is useful to determine whether your staffs’ goals are congruent with your own.  (I also have my students write goal statements as part of their application for our “Black Belt Club.”)  

Train (and Re-train) Your Staff


Also key to directing your staff is training them on a regular basis.  Your training program should include: 

· A weekly staff meeting – A detailed agenda is key to a successful staff meeting and minimizes the odds that your meeting becomes a social gathering.  Teach your staff to fully participate in these meetings by not only “showing up” physically, but also mentally, emotionally and spiritually.  

The first step to soliciting mental participation is to change the physiology of the meeting participants.  I replaced the couch in my office with a table and chairs in order to achieve this result; staff members are now “sitting at attention” rather than lounging on the couch.  Emotional involvement regards individuals wanting to be there.  This is accomplished by demonstrating the importance of staff being involved with the operation of your studio and that their opinions make a difference.  Spirituality is captured in members collectively providing an arena of moral conduct that includes trust, mutual respect and the ability to “clear the air” without ramifications.  

· A weekly staff workout – Setting aside time for a staff workout is also key in directing your staff.  These workouts are not only a good way for your staff to remain fit but they can also complement your instructor-training manual with “live” demonstrations.  In addition, you should require staff members to lead the sessions and provide constructive criticism of their performance.
· A full day of training every quarter – Every three months we hold a complete day of training that focuses on activities that are related but not directly part of our curriculum.  These activities have included: archery, knife throwing, rock climbing, parachuting, using bullwhips, and visiting museums (for example, The Museum of Tolerance in Los Angeles).  These “field trips” provide opportunities to create a strong anchor between my staff and organization by keeping their interest through a variety of experiences.

Listen, Listen, Listen


Staff recognition starts with listening – directly and indirectly – to each team member.  Although you may share some of the same aspirations, each staff member has unique situations and feelings, and needs and wants that should be noted.  Unless you understand where they are coming from, you won’t know how to convincingly care about and appreciate them.  Effective listening is the key to understanding and the time you invest to deeply understand your staff will pay tremendous dividends.


As outlined in Stephan Covey’s The 7 Habits of Highly Effective People: Powerful Lessons for Personal Change (Fireside, 1989), there are five levels of listening:  ignoring, pretending, selective, attentive and empathic.  When we are ignoring another person we are not listening at all.  We pretend we are listening by providing feedback – “Yeah…right…” – without full attention.  We practice selective listening (sometimes without intending to) by hearing certain words or phrases in a conversation; we practice attentive listening if we are focusing energy on and paying attention to what is being said.  

Empathic listening is listening without reflection or judgment – listening with the intent to understand and feel from the other person’s point of reference.  Do not offer your own “home movies.”  Rather step back and try to understand what is going on inside the other person.  Listening to your staff without projecting your autobiography will give you more accurate and unbiased information on which to base your actions.  Also, be sensitive to the emotions that are being communicated that are not coming across in the words alone.  Much of the message is captured in the body language so listen with your ears, eyes – and heart.  Experts estimate 60 percent of our communication is represented by body language, 10 percent by words, and 30 percent by sounds.

Acknowledge Your Staff


You can acknowledge your staff in many different ways.  In particular, acknowledgement that bespeaks status typically yields motivation.  Here are a few suggestions from my experience at Team Karate Centers.

· Provide monetary rewards (for example a lottery ticket where one dollar gives them a “chance” and an “opportunity”).

· Give gifts to show your appreciation, for example personalized weapons.

· Have an “All-Star Wall of Fame” where you display the pictures of your staff.

· Formally celebrate staff birthdays, wedding anniversaries and other important events.

· Develop a school website that includes staff pictures and biographies.

· Issue business cards to all staff members.

· Address them with an appropriate salutation: Mr., Mrs., or Ms.

· Never talk critically about staff members without them being present.

· Introduce staff at all special events, such as graduations and belt exams.

· Have your staff wear a different color uniform.  (Be sure to present this uniform to them in a special ceremony and create an experience that others will want to aspire to.)

· Have a dedicated staff locker room or changing area.

Get to Know Their Family and Friends


Take time to get to know your team’s family and friends – but don’t get too friendly with them.  Keep in mind the goal is not to increase your social circle, but rather to gather information as to how these individuals influence your staff outside the studio.  

Experience has taught me to begin this process once I have identified a student that has potential to become a staff member.  (I have never, and would never, hire an instructor that was not first my student.)  I keep in mind there are two “parts” to an individual – character (who they are) and competency (what they do).  I have found it is a rare individual that is balanced with both.  As such, I recruit staff based on character, which can be surmised by getting to know their family and friends.  I can, for the most part, teach competency. 


Continually getting to know my staff’s family and friends let’s me know, on an on-going basis, what I am competing against in terms of integrating them into my organization and getting them to fully participate.  It also allows me to more effectively acknowledge them and listen empathically to them.

So how can these seven ideas lead to a more motivated team?  Consider them in terms of Sociologist Abraham Maslow’s “Hierarchy of Needs.”  Maslow’s theory is illustrated as a five-level pyramid with “physiological needs” at the base followed by “security needs,” “social needs,” “esteem needs” and “self-actualization needs” at the top.  In this model motivation stems from the desire to satisfy and continue to satisfy needs at each level.


In my experience, the lure of material success in order to satisfy physiological and security needs is typically not what motivates individuals to teach in a martial arts school.  (In fact, a few of my staff are not paid.)  As such, motivating your staff lies in the satisfaction of “higher level” needs.


The suggestions in this article endeavor to build, by example, a moral school culture in which social needs are met by forging friendships among team members (and, to some extent, their family and friends) and providing an environment where individuals strive to support each other in the attainment of common goals.  By acknowledging staff appropriately, you afford them status that satisfies esteem needs.  Continual training – in particular with extracurricular activities – is key to your staff’s sense of challenge and achievement and the satisfaction of their need for self-actualization.  Finally, listening is important because owners can only understand their staff’s needs and where they lie on this hierarchy by listening to and observing them.


In summary, the seven ideas detailed here – being an example, never having your staff do something you would not do yourself, clearly specifying your expectations, providing regular training, listening to, acknowledging and getting to know their family and friends – will yield a more motivated team whose performance will meet, if not exceed, your standards. 

Bonus Chapter: Destination Culture

The Role of Physical, Mental, Emotional and Spiritual Balance 

In the Long-Term Success of Your Martial Arts Studio

Master Fariborz Azhakh and Christine M. Schaeffer PhD, MBA


In the martial arts industry as in many others, there are a number of system-based business tools to use as a road map for success.  But to where are these maps leading you?  Without a clear destination, even the most sophisticated navigation devices will prove faulty and may leave the driver stranded.  In this article we propose that the best destination is a school culture that reflects a balance among physical, mental, emotional and spiritual attributes.  With a well-defined and effective culture, system-based tools can better direct us to long-term success.*
What Do You Mean By My School’s Culture?


In the anthropological literature, one classic definition of culture is a complex behavior, unique to humans, that encompasses knowledge, belief, art, morals, law, custom and any other capabilities and habits acquired by man as a member of society.  “Society” may be as broad as all of humankind or, for example, as narrow as a tribe found in a given topographic area.  For our purpose, “society” is delineated as the team of individuals that work and/or train at your martial arts studio and culture is characterized by the physical, mental, emotional and spiritual elements your school provides, and ultimately transmits, from the owner to the staff and, most importantly, students. 

Physical attributes refer to all facets of health that afford us the ability to live.  In the context of a martial arts studio, overall fitness – as comprised of flexibility, strength, and cardiovascular health (an aspect often overlooked by martial arts practitioners) and the ability to defend oneself – is a key contribution your studio can make to the physical well being of its patrons.  

The mental aspect of culture refers to life-long learning and education.  Martial arts instruction, from self-defense techniques to explanations of the historical roots of your particular style, can clearly capture this aspect of culture.  In addition, you can take the opportunity to provide students with the ability to learn about themselves (for example, how they react in the face of injury or other adversity).  However, do not assume that – from their perspective – your students are learning.  In our experience, one of the primary reasons students quit shortly after zealously signing up for a martial arts program is that they do not feel they are learning enough.  Classes that are solely comprised of drills and no formal curriculum or do not have a balance between fun and learning may solicit this response. 

The emotional attributes of culture refer to love and relationships.  The core relationship in a martial arts studio is between the owner and his or her staff.  Take time to foster this relationship with appropriate direction and recognition yet keep in mind that you are also their leader and the school’s manager.  Your studio also can provide a platform for individuals to forge life-long friendships.  The tone set on your training floor should suggest a sense of community and camaraderie among your students.  In addition, fostering the psychic gain associated with martial arts training – for example, self-confidence and self-esteem – captures an emotional characteristic of your schools culture.

In our model, the spiritual aspect of culture is captured in what Covey refers to as the importance of “leaving a legacy.”  Leaving a legacy means making a difference in people’s lives, in particular children’s lives.  Your martial arts studio provides an ideal venue.  Make a difference by instilling in your staff and students (by leading by example) what is commonly referred to as the “Principles of Black Belt: Modesty, Courtesy, Integrity, Courage, Perseverance and Indomitable Spirit.”  Modesty is akin to humbleness as illustrated by not wearing your gi or belt outside the training hall and not boasting about your martial arts prowess.  At Team Karate Centers (TKC), courtesy is demonstrated by addressing instructors as “Sir” or “Ma’am,” and passing items (like attendance cards and focus mitts) to another using two hands and accompanied with a bow.  Integrity encompasses honesty but is better summarized as “doing the right things rather than doing things right,” or in other terms, making the morally correct decision at the time of action.  Perseverance connotes what you would expect – to remain constant to a purpose despite obstacles.  Indomitable spirit connotes a mental attitude of refusing to accept defeat.

We propose that a balance among these four characteristics comprises an effective culture.  In other terms, each element of culture as defined here – physical, mental, emotional and spiritual – should contribute equally to the whole.  This notion can be captured graphically by using the side of a square to stylize the measurement of each element and depict how they interact.  The left side of the square corresponds to physical attributes and the right side corresponds to mental characteristics of culture.  The bottom and top of the square refer to the emotional and spiritual components, respectively (see Figure 1, Panel A).

First, quantify the “score” for each attribute on the scale of, say, one to ten – one being the lowest and ten being the highest, then plot each value on the appropriate side of the square as follows:  First, begin at “x” units ascribed to the physical dimensions (for example, point “A” in Figure 1, Panel B) and move down to the emotional (or bottom) axis.  Next, move to the right along the emotional axis for the number of units assigned this attribute (to point “B” in Figure 1, Panel B).  Now, draw a vertical line down the mental dimension from the number of units corresponding to your mental score (point “C” in Figure 1, Panel B) to point “B.”  Finally, move left from point “C” following the spiritual axis for the ascribed number of spiritual units (to point “D” in Figure 1, Panel B).  The resulting shape is a “culture square.”

In a perfectly balanced culture, each of the four elements would have the same score, say 4, and form a complete square (see Figure 1, Panel C).  On the other hand, if the four facets of culture are unbalanced the resulting geometric figure will fall short of being a square.  For example, Figure 1, Panel D, illustrates a score of 4 for “physical,” 6 for “emotional,” 3 for “mental,” and 5 for “spiritual.”    Figure 1, Panel E illustrates scores of 8, 3, 6 and 7, respectively.  It is important to understand that the goal is not perfect “10s” for each variable, but rather equal emphasis on each of the four.  Too much of a good thing can be as detrimental as not enough of it.

To summarize, our model of culture in a martial arts organization is comprised of four elements – physical (‘to live”), mental (“to learn”), emotional (“to love”) and spiritual 
(“to leave a legacy”) – that can be measured and graphically depicted.  However, it is imperative to note that your school’s culture clearly reflects your own culture or, if you like, the way you live your life on and off the training floor.  As such, it is critical to also apply this same model to yourself, the owner.

How Can I Determine My Culture?


One way to determine and measure your culture is to survey your staff and upper rank students.  As noted above, it is important to assess not only their perceptions of the studio but their assessment of the owner’s behaviors and actions as well.  Table 1 provides a sample questionnaire that we might use at TKC and can easily be adapted for your purpose.


The first section of questions relate to how well the culture building blocks are manifesting themselves in the training environment.  The letter in parenthesis preceding each item indicates which of the elements of culture it refers to.  (The letter refers to the first letter of the attribute, for example “P” stands for “Physical.”)  The second set of questions refers to how well the culture is transmitting to the staff and students.  Again, it is important to recognize that, although a person may agree that the organization is nurturing in various ways, he or she may not agree that it is nurturing to him or her in particular.  For example, a person may agree that, by virtue of offering a workout, TKC nurtures “physical excellence” but for whatever reason, it may not be the major source of the individual’s physical well being (say, if he/she only trains once per week but goes to spinning class every day at the local gym).  The last set of questions relate to your staff and students’ perception of the owner’s personal culture as captured in the four elements.  It may also be useful to rephrase these same questions to pertain to your staff and key upper rank students.

After collecting the data, there are a number of ways you can generate values for your physical, mental, emotional and spiritual scores.  First, we suggest you evaluate the first two sections of data (“culture in the training environment” and “the influence of culture on the individual”) separately from the last section that pertains to your personal culture.  However, we believe that scores for your school’s culture will be similar to 

Table 1: Sample Culture Survey

In your opinion, to what extent does the environment at Team Karate Centers nurture the following:







    Not at all


Very much


(P) Physical excellence:



Flexibility




1   2   3   4   5   6   7   8   9   10



Strength




1   2   3   4   5   6   7   8   9   10



Cardiovascular health


1   2   3   4   5   6   7   8   9   10



Self-Defense



1   2   3   4   5   6   7   8   9   10

(M) Intellectual curiosity and achievement

1   2   3   4   5   6   7   8   9   10


(M) Life-long learning



1   2   3   4   5   6   7   8   9   10

(M) Creativity




1   2   3   4   5   6   7   8   9   10

(E) Emotional well-being and happiness


1   2   3   4   5   6   7   8   9   10

(E) Enhancement in self-confidence and self-esteem
1   2   3   4   5   6   7   8   9   10

(E) A sense of community and camaraderie

1   2   3   4   5   6   7   8   9   10

(E) Socializing and fun



1   2   3   4   5   6   7   8   9   10


(S) Understanding and practice of the Principles of Black Belt:




Modesty



1   2   3   4   5   6   7   8   9   10




Courtesy



1   2   3   4   5   6   7   8   9   10




Integrity



1   2   3   4   5   6   7   8   9   10




Courage



1   2   3   4   5   6   7   8   9   10




Perseverance


1   2   3   4   5   6   7   8   9   10




Indomitable Spirit


1   2   3   4   5   6   7   8   9   10
In your opinion, how accurate are the following statements:







Not accurate

     Very accurate


(P) My training at TKC is a major source of my

1   2   3   4   5   6   7   8   9   10
physical well-being


(M) The TKC staff is responsive to my needs.

1   2   3   4   5   6   7   8   9   10

(M) The TKC staff shares my martial arts goal.

1   2   3   4   5   6   7   8   9   10

(M) I feel my instructors and I form a solid team.

1   2   3   4   5   6   7   8   9   10

(E) TKC is a source of friendships and support for me.
1   2   3   4   5   6   7   8   9   10

(E) The environment at TKC is hospitable and 

1   2   3   4   5   6   7   8   9   10
welcoming.


(S) My training at TKC has caused me to be more 

1   2   3   4   5   6   7   8   9   10
mindful about living the Principles of Black Belt.

In your experience, to what degree does Master Fariborz:







Never my experience
Always my experience


(P) Exemplify a standard of physical excellence.

1   2   3   4   5   6   7   8   9   10
(M) Demonstrate a commitment to life-long learning
1   2   3   4   5   6   7   8   9   10
(M) Provide you top quality martial arts instruction.

1   2   3   4   5   6   7   8   9   10
(E) Nurture his relationship with you.

 
1   2   3   4   5   6   7   8   9   10
(E) Provide you emotional support on and off the mat.
1   2   3   4   5   6   7   8   9   10
(S) Keep his word to you.



1   2   3   4   5   6   7   8   9   10

(S) Do what he says he will do.


1   2   3   4   5   6   7   8   9   10
those pertaining to your own culture by virtue of your personal culture largely setting the tone for the overall organization.

One technique would be to take averages within a group of questions referring to a given element.  For example, you would take an average of all the scores that pertained to “physical” questions, all the scores that corresponded to “mental” questions, and so on.  You could also use this technique to evaluate a sub-set of the questions – say those that were consistently ranked high or consistently ranked low.  On the other hand, you could simply take the lowest and/or highest rank received for a 

question and use that as your respective score.  We’re sure you can think of a number of additional ways you can quantify your results.  In any case, once you have determined your scores you can create a culture square for your school and a culture square for yourself (as perceived by others).  So how close to a square do your geometric shapes look?  Is the shape of your school’s graphic similar to your own?
How Can I Achieve a Balanced Culture in My Organization?


Now that you have a handle on the balance in your school’s culture, you can begin to focus on enhancing those elements that have relatively low scores.  (Of course, technically, you can also achieve balance by reducing all facets of your culture down to the lowest common denominator but that would clearly be sub-optimal.)  The key here is the fundamental link between the culture of your organization and the way you “live, learn, love and leave a legacy” on and off the mat.  The Samurai maxim “one who has attained mastery of an art shows it in every action” captures this spirit.  Any changes in the culture of your school must start with changes in your actions and attitudes.  These changes will readily permeate your institution and transmit to your staff and students.


Clearly, there are different tools for increasing the scores of each component respectively.  An enhanced focus on healthy living may entail an overhaul of your training schedule, re-engineering your diet or simply working fewer hours per week and getting more rest and relaxation.  Improving your mental attributes may include a commitment to reading the local newspaper each day, reducing the number of hours you watch television, enrolling in a class at your local college or, better yet, putting your school’s curriculum on paper and adding to it an intellectual component.  (For example, at TKC, for each rank a person advances he or she is required to read and report on one of Covey’s 7 habits.)  Also, audit your curriculum and instruction techniques to assure they focus on the success of your students and not your current martial art passion.


The emotional component of your culture focuses on relationships.  Take an inventory of whether your interpersonal deposits exceed your withdrawals and take action to assure you are not “in the red.”  Take time to improve your listening skills to demonstrate a genuine interest in others, particularly your staff, and be a more effective sounding board.  Finally, look toward the six Principles of Black Belt – modesty, courtesy, integrity, courage, perseverance and indomitable spirit – to direct you in your spiritual progress.  You may also consider practicing meditation and/or yoga to facilitate time for quiet reflection.


A powerful aid in your quest to improve your – and subsequently your school’s – culture is to write a Personal Mission Statement.  Congruent with this article, your Personal Mission Statement should focus, in detail, on your desire to balance the four elements that comprise your culture and transmit it to your staff and students by way of the culture of your martial arts school.  Include a reference to the tools you plan to use and your time-line for achieving specific milestones.  With your Personal Mission Statement as a guide, you can then begin the journey to balance your culture.  

Oh, and don’t be surprised that, as your progress, you find your Personal Mission Statement, your organization’s Mission Statement and your Student Mission Statement begin to overlap.  All three Mission Statements should be anchored in a culture that, if effective, is based on the same principles.  

The Ten Commandments are not multiple choices!

Conclusion: “On the Road Again?”


In this article we suggest that a balanced culture – as defined by physical, mental, emotional and spiritual attributes – should be the destination for your map comprised of system-based tools. In the short term you may be able to attract new students and retain some old ones, but an unbalanced culture will limit your potential in the long haul.

But do you really need to take a road trip?  With “physical” and “mental” as your walls, “emotional” as your foundation and “spiritual” as you roof…
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…success is in your own backyard!

What makes a martial arts school a viable business?  

By: Tom Callos

What makes a martial arts school a viable business?  More importantly, what makes a martial arts school a viable business month after month and year after year? Why do some schools just survive, while others prosper? And why do some schools (and far too many in our opinion) just seem to be stuck in a slow or no-growth rut? 

Let’s explore:

What Makes Your School Stand Out

In 30-or-so words, what does your school offer that sets it apart from all of the other activities that people in your community can be involved with (read: your competition)?  If you can’t come up with something that’s compelling and powerful, something that makes people stop, look, and listen, then you’ve just uncovered one weakness in your school’s armor.

What to do: Put your energy into redefining your school’s 30-second sales pitch. Write as many drafts as you must, get input from –your staff, students, friends, peers, and family. 

What this does: Defining your school in a powerful and compelling way can give you new tools with which to attack your marketing and promotion. During the process of defining or redefining what you do, you may discover the key to your own purpose and passion or a new and grand advertising and promotion campaign or, who knows ? You just never know where your mind can take you, but you do have to apply it, full force, to something --before it will work its magic for you.

The WOW Effect

Your school has to have something (or a lot of things) to make your prospective (and current) students say, “WOW,” “My goodness,” or at the very least, “Neat!”  The experience of visiting/attending/buying at your school should be memorable –for example, you should have remarkable service, or incredible décor, or special customer guarantees (or all of the above). Your customers should be able to walk into your school and experience something powerful and different from any other business in your town.

What to do: Take a piece of paper and walk through your school writing down everything that gives you the WOW effect. If you don’t find enough WOWs, then use this list to help get your WOW going:

1. Cleanliness. Is your school cleaner than ANY other business in your town? Why not?

2. Decorating. Does your school look like a discount outlet store or a professional business worth every penny customers have to pay to be there? Does your decor alone make people stop, look, and listen?

3. Paperwork.  Do your schools fliers rate a “10” on a scale from 1 to 10? Does your paperwork say WOW or ho-hum? 

4. Staff. Does your staff look and act like Masters or something less than that? Are they trained to look, say, and act in a way that is absolutely extraordinary? Do they make sincere and prolonged eye contact with customers? Do they go beyond just “showing an interest” to genuinely serving? Is there something, anything, which makes your staff the best employees of any and all businesses in your community? 

5. Classes. Do your classes inspire, direct, motivate and empower your students? How? Why? When? What’s the difference between a good class and a WOW class? 

Whatever you find and whatever you choose to do, strive for WOW (and we’re talking about your own, personal, unique WOW, not a WOW the school down the street already has). 

Black Belt Passion

Passion is power. With your school, one once of passion is worth a ton of technique, manuals, seminars, consulting packages, tactics, closes, upgrades, and what-have-you. 

What to do:

Why are you passionate about what you do? Here’s a tip: It isn’t about the money. If you want a real kick-your-business-into-WOW, you have to be driven by a passion to make the world (or at the very least, the lives of your students) better. Maybe, for you, that means that you make your students:

· Safer

· Smarter

· Calmer (under pressure)

· Centered

· Resourceful

· Confident

· Fitter

· More passionate about change

Decide, along with your team members, what passion is and how it manifests itself in one’s behavior and in your school. Whatever it is for you, if you and your team are full of passion, you’re full of power and headed for a financial return equal to the energy you invest.

Attention to Detail

Yes, your overall business presentation should create the WOW effect, but genius is in the details, and beyond that, mastery is in the excellent execution of your ideas and business strategy. In the WOW school you walk in and the staff members are glowing with health and are incredibly attentive. The walls are shining (great lighting!) with beautiful images and quotes and press that jump out and tell your customers who you are. The training floor is awash with positive energy and superb functionality and the bathrooms are the cleanest and most well equipped in town. 

What to do:

Let no stone go unturned in your quest for perfection. Hand a dozen people in your school (staff, students and/or parents) and ask them to list everything they can see in your school that isn’t WOW; then make a fix-it list and go to work.

Your Culture

Ok, be honest with yourself, are your employees having the time of their lives? Is working for you “work?” Do you spend enough time and resources taking care of the people that make you money? Do you have a beautiful, flexible, healthy work environment? Do you treat your team like employees or partners or VIP’s? Does your staff have “the vision” or are their glasses fogged up with being underpaid, under-recognized, under-consulted, and under-rewarded? Don’t fool yourself, the way you treat your team makes a HUGE difference in your school’s success. Here’s another tip: Financial compensation isn’t the primary source for job satisfaction. Recognition, education, listening, problem solving, and true, heartfelt friendship and concern can’t be replaced with any amount of money.  Being a top-notch employer (of the highest order) is THE key to your long term, sustained success).

What to Do:

Make a list of all the wants and dreams of your staff members –and then start helping them realize each one. READ books about employee management! Educate yourself and be the best employer/manager in the world.

Your Community

Nothing is stopping you from doing meaningful work in your community. It’s one of the very best ways to promote who you are and what you stand for. You can organize a drive for new books for the public library (as knowledge is power), feed 50 needy families for the holidays, sponsor a spelling bee champion to the nationals, offer free classes in personal protection, or any number of other activities that connect you to the leaders in your community everyone is talking about. 

What to do: Well, there’s 12 months in every year. What’s your plan? What could you do once a month to make a difference? Whatever you come up with, keep in mind that you’re planning the very best kind of advertising: making a difference for people in your community. 

Money Management

You’ll never become wealthy from the money you make in your school. You’ll only build wealth from what you DO with that money. Learning to live within your budget and channeling money to investments is the key to long term business health. 

What to do: Consult with a money manager or investment counselor ASAP. 

A Mentor

The fight for business excellence NEVER looks the same when you’re in the ring swinging, as it does from outside of the ropes looking in. You’re the one in the ring –and you need a coach (and preferably: coaches) to help you see things from a different perspective. Find mentors, friends, consultants and the like who won’t flatter you, but will tell you, candidly, what they think. Tip: Remember, when someone gives you advice, they are on tap for you –not on TOP. Always filter a consultant’s advice through the filter of your own intuitive sense of what is good or not good for you.

Perseverance

There are a thousand-and-one things to learn about running a business (and that’s the understatement of the year). To be successful you have to work, make things happen, make mistakes, weather the storms, and LEARN. Fall down seven, get up eight; easy to talk about, crucial for success to do. 

Reinvent

You were successful, but then something happened. You got stuck in a rut. Maybe you thought you could soak yesterday’s ideas for a little bit more success, but guess what? You can’t. Successful businesses are copied (and copied and copied and…). To have a successful WOW business you have to reinvent, redesign, and polish. An unhealthy attachment to old ideas that have gone stale is a huge roadblock to success in today’s world. 
The Crab Story

The air on the Santa Monica pier is usually alive with the emissions of countless biological organisms, giving it that fresh, faintly fish-smelling  sourness that lets you know that you're in the midst of life. And this despite the fact that tons of raw sewage are dumped there into the Pacific every day. So, it was a natural choice a few Saturdays ago to head down to the sea for some lunch and some air.

As I got toward the end of the pier, I noticed a large barrel by the door of one of the restaurants. As I got closer I could see that the barrel was full of live crabs, clawing, clanking, crawling all over each other. I looked around and saw no one near the barrel and I thought to myself how could anyone leave a barrel full of crabs outside? Wouldn't more than one of them with aspirations of sweet freedom crawl out and take a headlong dive a la Greg Louganis into the deep blue? This was bad business practice I said and I went inside to tell the manager I thought so.

I found the honcho and began laying it down. What were you thinking? A bucket full of live crabs near the water? I told him he was a fool for leaving so much of his business to chance, and at the sound of these words, the man perked up and began to fire back.

“You’re the fool,” he told me calmly. “Go outside and watch those crabs!”

I wondered what he was talking about. Perhaps there was someone outside watching the beasts to make sure they wouldn’t crawl away; some young teenager perhaps in need of a summer job to pay for his martial arts classes. Or perhaps there was a clear lid on top of the barrel I had missed in my earlier observation.

But as I got outside, I looked and there was no one watching and no lid over them. But what I did see was remarkable. In the orgiastic clambering, if one of the animals attempted to crawl over the side of the barrel, the others around it would latch on and pull it back down into the abyss of crab Hades. None of the crabs could get out because the others made sure to it; it’s in their nature.

There was a lesson to be learned there on that pier. There are crab equivalents in my life, I thought. There are those around me that try to pull me back down when I have my eye on the prize; the kind of people who, not always intentionally, draw me away from the goals I’ve set for myself. 

We all want out of the bucket; in fact we go through great lengths to make sure that someday we will. But we all have crabs around us; boyfriend or girlfriend crabs, mother, father crabs, best friend crabs; the people who call us up to go out to a movie when it’s time to train. And maybe it’s in people’s nature as well, after all, no one wants to go to a movie alone.

Then I realized there isn’t much I can do to minimize my contact with some of those people around me because they’re so close to me, but what I can do is keep my eye on the prize, stay focused on my vision and stick to the flight plan like I talked about before. The crabs may get their claws on my body, but if my mind can escape their grip, then the body will soon follow.

The grip of prying claws may not be easy to escape, but there are great rewards beyond the boundaries of the confining barrel. If you are able to identify those who are keeping you back, and free yourself from the allure of slacking off, you will find a vast ocean waiting for you to escape into as well.
Mon Son Story

In the course of our travels through life it's a commonly accepted fact that the things that bring us the greatest joy can often bring us the most troublesome worries as well.  My son, Aria, was born about two months ago, and the great joy my wife and I experienced was matched only by the anxiety we felt when he came down with a strong fever.  After a call to the doctor and a recommendation to check into the hospital and some x-rays, we found our son was stricken with a bout of pneumonia.  Being only six weeks old at the time, we were terribly frightened about his prospects.

But after some time in the hospital, the doctor explained that we could take him home as long as we take a specific antibiotic to administer to him because he needed it right away.  So, we rushed down to the pharmacy to pick up the prescription and be on our way, but as it turned out, they were all out of what we needed.  Not one to be deterred, I decided to set out onto the next pharmacy and perhaps they would be able to fill the prescription.

As I was getting ready to leave, however, I notice behind the counter a young woman, perhaps 25 years old.  I'll never forget that her name tag said, "Sarah," and before I had a chance to turn around and leave, she asks me, "are you Fariborz?"

Being preoccupied with my son's health, I had no time to discern how she knew this, and at my first impulse replied, "yes."

She then told me that when she was 10, she took karate lessons from me, 14 years ago. After our pasts had connected and my thoughts went back to my son, she asked me what I was there for.  I explained the situation and she affirmed that, yes, they were out of that particular medicine, but she offered to call around to other pharmacies to see if they had it in stock.

After a round of phone calls that lasted half an hour, it turned out that every pharmacy in the valley was out of the same medicine, and in my head were echoing the doctor's admonition, "get this medicine to the baby within a couple of hours." Buther meticulous assumption of the task at hand translated into ease for me and my family.  It seemed that Sarah had made acquiring the medicine that would save my son her own business and I was thoroughly impressed. 

But through her resilience, she paged, and found our doctor and when briefed on the situation at hand, he revised the prescription and gave us a substitute. 

We sometimes don't know how effective we're being as martial arts teachers.  Perhaps the students learn well, and accomplish their goals, but we are not really aware of the full impact we've had on them.  A black belt earned is no indication of how the student will remember his teacher.

But this was one of those moments that I realized how important it is to make sure that each student is given something, some kind of connection with their teacher that they will carry with them and remember for the rest of their lives.  If I hadn't made the impression I had on Sarah, I don't know how I would have found the correct medicine for my ailing son in time.  But through touching someone 14 years ago in their heart, I ensured that my memory would be recalled with fondness.  And even though it took over a decade for that to come back around to me, it did, and it couldn't have been in a more timely manner.

Making a student feel special, and creating a connection is how we, as teachers, create the kind of teaching environment that becomes mutually beneficial.  When every student is treated as an individual, learning becomes more than a task, it becomes a symbiosis and a joy for both teacher and student to carry out.  So, as each student walks into the school, remember that no other student is like he is, and he will remember that no other teacher is like you.

Respect

Driving up the coast of California to San Francisco is an experience rooted in zen. There's hardly any traffic, the scenery is refreshingly bucolic with a landscape so green it rivals bank vaults. I'm not a big fan of driving, especially after years of having nerves worn down to stubs in Los Angeles traffic, but making the run up the coast to Frisco is something I'm usually willing to do.

So, when master Jihan Jae told me to come to San Francisco and insisted that I drive instead of fly, I wasn't put off. I had known of Jihan Jae's grandmaster status, the highest in the world of Hapkido, for a very long time, and when I had finally gotten him to agree to train me, I was already a black belt. It was the first time I would train with an Asian instructor as well. Up to that point, all my instructors had been Americans and i felt a bit more pressure training with someone native to the culture that created the martial art. As though, I would somehow have more to live up to.

But pressure aside, I knew there was more to learn so I drove 8 hours and paid him $100 an hour for three hours of instruction in advance. This was 15 years ago, and back then, $100 was an even more exorbitant rate than it is now and for three times that much, I expected some high quality instruction.

So, after arriving at the Grandmaster's and going through my warmup routine, we went onto the mat and began the lesson. Ten minutes into the lesson, the Grandmaster asked me to do a sidekick, which I of course did. He then informed me that my toes were up during the kick. As you probably know, your toes are supposed to be down during the kick. I was aware of this mistake in my technique and responded to his criticism with a flippant, "I know."

Upon hearing this, the Grandmaster bowed to me and replied, "good, then you don't need me," and walked away from the lesson. That's it, it was over. Enraged at my lost money and time I packed up into my car and headed back home, cursing the name Jihan Jae for 8 hours worth of driving back home.

But when I got home and had cooled my heels, I realized why he had made me drive to San Francisco. I called the Grandmaster later and apologized for running my mouth and he agreed to train me again. The time I spent driving and reflecting on this, luckily lead to an apology and a mended relationship.

The lesson I learned here was not to talk back to my teacher. His point was that if I really did know that my form was wrong, then I truly didn't need him,  but because I said something without really thinking it through, and I disrespected his role as a teacher to point out what is incorrect, I forgot my role as a student, which is to learn.

And at that moment, Jihan Jae had become my teacher as opposed to my instructor, or a personal trainer whose motivations lie mostly with the physical aspects of training and not with my character as the Grandmaster was concerned with. And in that initial meeting, I had proven to him that my character needed a little shaping and he had proven that to me through the school of hard knocks. He could have overlooked my little outburst and continued to train me, but in fact, his method was far more immediate and intrusive and I learned that lesson quick, let me tell you. But as students, it's important to remember that it's not our place to question what our teacher tells us, or why. And as instructors it's up to us to teach lessons effectively, sometimes through tough love, and sometimes not, but always teach the lesson.

So, Jihan Jae taught me that lesson, and after I called with my apology, he accepted to train with me. From then on, I didn't talk back, and I was a good student, and the Grandmaster was a great teacher.
My Last Column

Twelve months ago, I sat down to begin writing a column for this magazine, a column about philosophy and how it relates to business. And at the time, my son had just been born and things were changing in my life. Up until that point, while running my business, I would get caught up with work and strove to do everything I could to become more successful. Success to me meant more students, more business, and more money. My work was something that I did as an essential part of my existence, something that was arguably the most important thing in my life.

But things happen that put everything in perspective and things can change so quickly that nobody can be expected to be prepared to a proper degree. The birth of my daughter was one of those moments. It was at her birth that I realized that everything I do at work is done for the sole purpose of supporting my life and that my life was with my wife and daughter (and now also my son). It’s easy for us as school owners to get so caught up in our work, after all, it does take quite a bit to run a school, and time is at a high premium, of course. But the things at the end of the day that wind up mattering more are the ones that aren’t measured in dollars.

My work is fulfilling, and that’s a huge part of why I do what I do. The success I’ve achieved in running my school has given me a satisfaction that nothing else in my life could do, but while it’s great that I’ve gotten to this point, I never forget what it really is that matters most to me. 

The other day as I pulled into my driveway after a long drive home, I stepped through the front door from the pale violet light outside and made my way into the kitchen. Before I opened the kitchen door, I heard the clanging of pots and clinking of glass. Bewildered, I entered the kitchen saw my daughter, who’s now 2 ½ years old, throwing out all the dishes from the dishwasher onto the floor. Pans, glass bowls, cups, mugs, silverware, all sprawled out as if a claymore mine had gone off inside the dishwasher and the eviscerated the kitchenware innards. 

My first impulse was to get upset and start yelling, but as I kept a cool head that thought harder about it, I realized that there was probably some reason she did what she did, so I asked her. I said, “sweetie what are you doing,” and she told me she was helping me. In her mind she was. By taking all the dishes out of the dishwasher, she really thought she was doing something to help me. 

It was that moment, one of many, that put in perspective my relationship with work and family. The most important thing is my family and work is there only to support the family and they are the greatest thing in my life. After seeing my children born, there is nothing I would rather be than their father.

It seems that people who are inclined toward service of others either do it for mankind in general or for their family specifically, and never both. Some of the world’s greatest leaders were the worst fathers because of the dedication to their cause that didn’t leave time for family. And the people who are dedicated to their families don’t make headlines because they’re too busy. I guess you’ll never see my name in the newspapers because all I want is to keep my family happy.

When we close up our shops every day, it’s important to keep in perspective those things that we really go to work for. It’s different for each person, but the important thing for us to remember is to keep our priorities straight and not leave out heart for dollars.



A common parental worry is that martial arts training will encourage violence or aggression in their child. With rare exception, the opposite will prove to be true. Children discover an inner confidence and strength, which enables them to move beyond the need to prove themselves physically. They frequently find they have the courage to walk away from an explosive situation. They also develop a higher tolerance to frustration. Remember, physical aggression is channeled positively in class and tempered with strict discipline and control. What surprises many parents is how the discipline, control and increased concentration carries over from Karate into everyday life. You may find your child more organized in school, more respectful to others, and more goals oriented.


The instruction team at the <your school name> under the supervision of <the owner ‘s name here> has over 20 years of dedication to work and bring out the best in your child. Skilled in positive reinforcement, <Your school name or initial> instructors quickly achieve results with children of all ages. By embodying the five principles of Karate:

Effort, Character & Self Esteem, Sincerity & Respect, self-control and Etiquette

The academy has made a strong commitment to the development of today's youth. It is never too soon to start developing good habits. That's exactly what the <your school name here> will do. 

Our Spacious 5000  sft. studio is located on

School Address

Any Town, ZZ 12345

The academy is one block west of Any Street and two blocks east of other Street Ave. The entrance to the academy is from the rear of the building and there is plenty of parking spaces available.

The academy is equipped with:

Four Separate training areas including a party room

All floors are padded for added safety

A complete spring floor

A viewing area for all visitors

Variety of punching and kicking bags

State of the art mats and tumbling equipment

A full size rope for climbing

and much much more.


It's different,

Safe,

and FUN.

Give your child

a party that

he or she will

never forget at:

<your school logo 

address

and phone number here>

Your School Name offers your child and his or her friends a chance to experience a different kind of  birthday party, we call it the "Karate Party".

Here is what you get at the party:

Two hours of Fun & Safe supervised activities

Including: FUN Games, Basic Karate instruction

Basic tumbling instruction, climbing rope, Trampoline,

and a lot more.

Two qualified Black Belt instructors

Complete personalized invitations
Just bring in the list and we will mail them for you.

A FREE Karate uniform
For the birthday boy or girl. A $40.00 Value

Free one week certificates for all guests
With a thank you note from your child

Spacious party room

and lots of FUNNNNNNNNNN

All you need to bring is: The cake, paper goods, two 8 foot long table covers, drinks and snacks. You may arrive at the party 30 min. before to set up.

The cost of the Karate birthday Party is 

Only $250.00

This price includes everything for up to 20 participants. There is a $5.00 charge per child after the 20.
These parties are available at your house. For rates please call the academy. 50% deposit is required to reserve dates. 
Here's what other people have to say about the exciting Karate Birthday Parties we offer:

"  In the past birthday parties at home have always been hectic and messy. Here the kids are well supervised and I too have an opportunity to enjoy myself. "




Debbie Johnson, mother

"  I could not believe how much the kids could learn in  only two hours. "




Carl Davis, father

"  The kids are still talking about it. "




John Morris, uncle

"  I always thought that Karate was only for boys, but my little girl loves it "




Cindy Thomas, mother

"  I loved it when the kids listened so well to the instructors, I don't know how they do it."




Parvin Youseffi

"  My friends said my party was the best, and they too want to celebrate their birthday here."




David Mani, age 8

"  I was amazed at how the instructors could handle all the different age groups."



Marge Wright, grandmother

"  I have been to other parties, but this is the best. "



Ashley Bowen, age 9

Call Now and reserve your 

birthday date

(123) 456-7898 
Benefits

Benefits for your child that will last a lifetime

There are very few, if any, programs available today that offer so many benefits in helping a child develop than a carefully structured Martial Arts program. Children will begin to discover an inner confidence and strength, which will enable them to move beyond the need to prove themselves physically. The control and increased concentration carries over from Karate into every day life. You may find your child more organized in school, more respectful of others, and more goal orientated. At the Team Karate Centers, Inc. we have helped hundreds of children develop these skills and positive traits helping them throughout life.

Confidence

Self Discipline

Coordination

Flexibility

Concentration

Relaxation

Endurance

Fun

    And much more
What will Karate


do for my child?
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<place a picture of group of kids in a birthday party with the instructor all smiling and happy>





Where is the school located?








Expert Instruction
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Karate Birthday Party
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Spiritual
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EMOTIONAL





Mental





Physical








* One inspiration for this article is the work of Steven R. Covey including, but not limited to, The 7 Habits of Highly Effective People: Powerful Lessons in Personal Change (Fireside 1989).
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