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The most important thing is this:

To sacrifice what you are 

for what you can become …

Here is what others have said 
Thank you so much. This is exactly what I was looking for. I hear of "system driven" but never knew what it means to apply it for my martial art school.
              Bill Henderson (Canada) 



I received your "Systems Driven School" book and I am blown away! 
I have realized long ago that for my school to thrive I must have the right operating systems in place but the process for developing them seemed too big and overwhelming to tackle. I looked into enrolling in a well-known course that taught how to do it, but the cost (tens of thousands of dollars) was prohibitive. Then along came your book. It is the easiest, yet most in-depth book I have seen on the subject of business systems, and the ONLY book specific to designing systems for a martial arts school. Your book takes the enormous process of designing an efficient, professional and profitable school and breaks it down into simple, easily managable tasks. The final result is an ultra-efficient school designed according to MY personal vision of what a perfect school is. Thank you for writing this much needed book!
              Master Ran Zohar 



Dear Sir
I like what I see on the DVD your first one on hand grabs was excellent.
In my 20 years as a student of Hapkido no instructor has ever taught hand grabs. Your arm bar , wrist grabs and drills are good. I am having fun in my students are having fun learning the above mentioned.
The curriculum based is good, there is a rhyme and reason instead of at random or as an instructor whatever comes across to there mind. 
The hand drills that you incorporate are great and fun to play with it really develops everyone's eye hand coordination and they feel proud of themselves this is a great thing. Looking forward to seeing more of your work on DVD. Thank you for the bonus.

              Sincerely Jim Andrews 



Many people ask me how I get to travel so much and run a big school ?
The answer is simple.
Mr Fariborz provided me with all I need in order for my school to be self running, after all the business works for me not the other way round.
You want to be a slave to your business then do nothing,want to have a "life"
Then buy the " system driven School". Hard choice but make it today.
              Fari salievski
Sydney australia 



Dear Mr. Fariborz,
Seasons' Greetings to you and your loved ones.

As you may recall, we met at the MAIA Supershow in Las Vegas (May 2004), and along with the wealth of knowledge I gained from the various seminars and fellow martial arts entrepreneurs I met there, I somehow feel that meeting you was one of the highlights of my wife and I's attendance of this event. Your "How to Create a System-Driven Martial Art School" manual, your way of thinking, and your philosophies inspired me deeply. I never thought that such a left-brained, objective concept such as a systems-driven school could be so powerful and profound in its impact on my school and me. It was one of those special moments when you realize that somehow, someway, you will never be the same as before.
As promised, I am sharing a more concrete follow-up of my progress based on applying the various strategies I learned from you and I'm pleased to share with you the tangible and intangible results of the past year and a half since we met:
Tangible rewards

* My wife and I made the leap from a part-time school and opened our full-time, full-fledged Black Belt Excellence Martial Arts Academy
* our student membership grew from 120 to 200 in the first six months of operation, based on our newly-designed, systems-driven 5-Step Admissions Process
* I took 1.5 years to finally upgrade and author a brand new systems-driven curriculum (see attached Taekwon-Do-Curriculum-Textbook sample)
* we upgraded our systems-driven web site (online resource centres - currently under development)

* thanks to our academy being more efficient and effective, we are now able to compensate a staff of instructors to help us with the teaching of our classes and programs, thus continuing the cycle of improvement and growth
Intangible Rewards
My wife Amelia and I are expecting our first child in early March 2006. Now that we have implemented many of these systems at our academy, we feel confident that we will be able to spend more time with our family and experience less stress and more peace and joy when running our academy and teaching classes, than we would have, had we not implemented various systems for ourselves and our staff.

We also feel that we provide professional services and a high quality product for our community, and this is very fulfilling.
Thank you for your mentorship and inspiration in helping us achieve our goals and realize our dreams.
Respectfully,
Phil and Amelia Nguyen

              Phil Nguyen 

Introductions

“Life is not a spectator sport …”
Before you start please read this:

In order to get the most out of this process please follow these rules:
1. Do NOT start this manual until you have 4 hours to yourself with no interruptions.

2. Do NOT read this manual at your school. Your school is your palace where you get to be right about everything. This process is not about you being right about what you already know. It’s about opening up and creating new opportunities and new ways to look at what you already do and think you know.
You school is also where you are used to teaching and NOT learning. This process requires you to be a student, again! (remember?)

3. Remember when you first started learning martial arts? Remember how to be a student? If yes, then trust your teacher and follow.

What this manual is:

· A complete workbook for you.
· A guide line where YOU get to work ON your business.

· Where YOU get to write what your martial art school is all about.

What this manual is NOT:

· Another manual to be placed on your beautiful bookcase in your office.
· A manual to be shared with your friends.

· A manual to be shared with your martial art school owner friends.

· For your reading PLEASURE.

· For you to run your school like I do.

· For you to copy pages and hand them out to a staff member and say “go do this …”

How to use this manual:
· Follow Directions.
· Follow it step by step

· Don’t have your own version of reading this manual

· Do not move on till you finish a page.

· Follow Directions.

· The sections like this are small notes with more details.

Step 1

Read all the questions carefully first.

1. Write you full name here: ___________________________________

2. What style of martial arts do you teach? ________________________________

3. How old are you? __________________________

4. What year did you open up your school? ____________________________

5. How old were you when you first opened your school? ________________________

6. How many employees do you currently have?  _______________________

7. How many active students do you currently have? ___________________________

8. How many belts in your curriculum? ________________________

9. How long does it take to attain a black belt in your system? __________________

10. Now that you have read all the questions, only answer #6 and move on to step2.

_______________________________________

Your Signature

Step 2

Did you answer all the questions?        Yes 

No

Did you read the first line carefully? 
Yes 

No

If you have the exercise right, you should have only the question number 6 answered and nothing else (including the signature part).

What do you think the purpose of this exercise was?

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

Do you understand that more people do not read the instructions carefully and assume what they already believe to be true?     Yes 

No

(This is very important in designing your systems and training your staff.

Creating an experience?
The hair dresser example:
Imagine that you ask me for a referral for a haircut.

I refer my friend Nina to you.

You go to Nina based on my recommendation.

(Remember this: You go there to get a haircut!

When you get there, to your surprise, she is totally expecting you with a warm welcome and offers you wine while you wait. She washes your hair first (which you did not expect) and gives you the best haircut you have ever had.
You come out of there with a great experience and call me and thank me for the referral.
(Remember this: You went there to get a haircut!

After a month you go back for another haircut.

This time she is really busy and she does not acknowledge the fact that you’re there. She sees you and says hello only (No warm Welcome like last time), washes your hair. (things were busy and no wine!) but she gives you a better hair cut than last time.
(Remember this: You went there to get a haircut!

A month later you back again. This time Nina is NOT there and another girl cuts your hair. This girl does not wash your hair (like you expected) but gives you a better hair cut that Nina did.

(Remember this: You went there to get a haircut!

Now here is what happens to you:
You will never go back to that salon. And what’s so sad is that you will not even know why!

The truth is that: YOUR EXPERIENCE WAS DIFFERENT EVERY TIME YOU WENT THERE.

Can you relate to this experience?

Yes 

No

Can you see that maybe (of course not in your school!) that the experience that students have in class (the most important the first 100 days) are different and not consistent?

Yes 

No

In your own words, explain what your experience is right now after reading this example:

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

Protecting what you know …

Two battleships assigned to the training squadron had been at sea on maneuvers in heavy weather for several days. I was serving on the lead battleship and was on watch on the bridge as night fell. The visibility was poor with patchy fog, so the captain remained on the bridge keeping an eye on all activities. 

Shortly after dark, the lookout on the wing of the bridge reported, "Light, bearing on the starboard bow." "Is it steady or moving astern?" the captain called out. Lookout replied, "Steady, captain," which meant we were on a dangerous collision course with that ship. The captain then called to the signalman, "Signal that ship: We are on a collision course, advise you change course 20 degrees." Back came a signal, "Advisable for you to change course 20 degrees." The captain said, "Send, I'm a captain, change course 20 degrees." "I'm a seaman second class," came the reply. "You had better change course 20 degrees." By that time, the captain was furious. He spat out, "Send, I'm a battleship. Change course 20 degrees." Back came the flashing light, "I'm a lighthouse." 

We changed course.

What is your experience about this story:

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________

What is a system?

Definition: “a group of independent but interrelated elements comprising a unified whole”
I want you to go through this visualizations exercise with me.

Imagine that you own a mechanic shop.

(You decide to take your business to the next step and grow.

You come across a web site (like mine) that tells you ways to make your business grow (by creating a system for your business).

(You purchase the system driven business manual (like this one) and start reading.

You come across this great idea that says: 

“Customer Service”

“Wash the client’s cars before they pick it up”

(You think to yourself: “that’s a great idea!”

You go to work and tell everyone that ALL CARS must be washed before leaving the shop.

Your employees look at you funny! but hey you’re the boss.

On the first day, out of 10 cars in the shop, all 10 get washed.

Happy satisfied clients. ”This is great!” you tell yourself.

On the second day, out of 12 cars in the shop, only 9 get washed since one of the employees (or in your case one of your instructors) called in sick.

On the third day, out of 15 cars in the shop only 6 get washed since everyone was so busy (they simply forget) and the actual mechanics did not have time to WASH cars (after all that is NOT their job!)

On the fourth day, you come to the conclusion (with the help of your staff) that you are NOT a car wash but a car mechanic shop so hell with washing cars.

(Idea
The idea of washing the cars is excellent!

(Problem

Because the owner and the employees had to remember to wash the cars and washing the cars with a choice and not a MUST, the idea quickly died.

(Solution

A SYSTEM.

The solution is to make the car wash on the exit of the shop so NO cars can leave unless they are washed.

Does that make sense?

Can you remember all the great ideas that you have heard about running your martial art schools in the last 10 years?

Can you relate to this story?

What is your experience now?

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

The Curriculum

Do you have a written curriculum?     Yes

No

Do you have your curriculum divided into juniors and adults?   Yes

No

Do you have a student success journal?  Yes

No

Do you have your curriculum on video or DVD?  Yes

No

If yes, are these available to your students?   Yes

No

Before we start building and creating systems for your school you must have your curriculum all done.  Let me tell you what I mean by all done:

· Written curriculum per rank

· Curriculum divided into junior and adults

· If you currently do not have your curriculum divided, I highly recommend you to do so since children and adults learn and need different things.

· Written manual on how to do and how to teach each technique.

· Student Success Journal

· Instructor Manual

Remember this:

“No business system can help you unless you have the mat covered.”

The business systems that we will discuss are all based on the assumption that you do have a system driven curriculum.

· In the next section I am including a sample of my junior orange belt requirements for you to view.
[image: image1.png]


[image: image2.png]


[image: image3.png]



Team Karate Centers

Junior Orange Belt Curriculum

· This is an actual sample of a curriculum sheet that I give to new students and at every exam.
All information in this document is subject to change without notice.

TKC is a progressive multicultural system of martial arts based on usefulness.

It is the student’s responsibility to keep their journal current with updated information and improvements.

We, as an organization, strongly believe in the concept of 
“Constant and Never-ending Improvement.”

No part of this document may be reproduced or transmitted in any form or by any means,

electronic or mechanical, for any purpose, without the express written permission of Team Karate Centers, Inc.

Please view our web site for detailed explanation of techniques along with photos.

21038-A Victory Blvd. Woodland Hills, CA 91367

Tel: (818) 704-0606     Fax: (818) 704-5638

E-mail: fariborz@teamkaratecenters.com   Visit our site at http://www.teamkaratecenters.com

Version: 5.0   6/11/2004

Copyright 2004 Team Karate Centers, Inc. All rights reserved.

Printed in the United States of America.

Junior Orange Belt Curriculum
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   Lining up
· This is really important since students must learn to line up on their own in a certain way.

· Always start and finish the class in a same way.

·  The small boxes are for students to check after they learn the material.  
   TKC Salute
I pray I never have to use my art. I only look for the good in people. I hide my art like a hidden treasure.

   Attention stance
Right foot doesn't move, feet come together, hands by sides. The student should remember to focus eyes, and respond with "yes ma'am/ yes sir".


   Bowing and when to do it
 The meaning of the bow is to show respect to teachers, elders and parents. The bow   should be done when entering and exiting the school and the training mat. Bowing is also done at the beginning and end of each class, and when a student greets the Black Belt Instructors.
Putting away shoes
· This is by far one of the most important things that we do in our school. 

· This is a great lesson in organization and simplicity.

   Pike
   Pointed and flexed foot

   L-stretch

   Butterfly
   Straddle
   Tuck
   Rock & roll

   Single Punches (in Horse Stance)

   Double Punches (in Horse Stance)

   Triple Punches (in Horse Stance)

   Define "Honesty"

"Honesty" = Telling the truth at all times.

· Before we teach the student creed we teach all the individual words first.

   Define "Community"

Community: People who live around us, our neighborhood.

   Jumping jacks

   6 basic positions
1) Ready position. The student steps left foot out with both arms extended in front of them, hands in fists.

  2) At ease. Feet remain stationary while arms are in a relaxed position, hands behind the   back.

  3) Listening position. Right knee goes back, both hands are on the left knee, eyes are focused on the instructor.

  4) Guarding Stance. Feet remain stationary, student stands up. Hands are raised up protecting the face in fists. (The student should ki hop when in this position)

  5) Attention. Right foot doesn't move, feet come together, hands by sides. The student should remember to focus eyes, and respond with "yes ma'am/ yes sir".

   Eye contact
   Respectful attitude (Sir, Ma’am)

The student should always remember to focus eyes, and respond with "yes ma'am/ yes sir" to all instructors and with "yes Mom / yes Dad" to their parents.

   Clean and correctly worn uniform with name and TKC patch

   Polite greeting

A polite greeting is when you see your instructor or your master instructor and you (1) walk up, (2) stand in attention, (3) ready position, (4) wait till they make eye contact with you, (5) stand in attention stance, (6) bow and say hello.

· This is so important!

   Recite 1st paragraph of the Student Creed
To build true confidence through knowledge in the mind, honesty in the heart and strength in the body.
· Notice how they have been pre-framed for this by learning the individual words first.

   Attendance card with current information and picture
· This is how we make sure students bring their pictures for their attendance cards.

· This is very important in making DNS calls.

   Have a TKC Success Journal

All students must have a current TKC Success Journal. The entire TKC curriculum is available online (www.TeamKarateCenters.com). To receive your user name and password please see front office.
· I can give you a user name an password to view this section of the site. Send me an email and I will take care of it for you.

   Minimum of 5 classes and 2 weeks

   TKC Rules and Policies

Be sure to ask for a copy of the TKC Rules & Regulations from the front desk or view it at our web site at www.teamkaratecenters.com. You and your children must follow all these rules at all times.
· I am enclosing a copy of this in the next section for you.

Tip Date: __________________                              By: ________________________

· The purpose of this section is to create a sample for you to look at and hopefully create your own.

· Please do not waste your time with agreeing or not agreeing with the technical materials.

· Or try to defend what you already know by comparing it to your curriculum.
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   What are the names of your instructors?
· I have seen so many kids that take martial art lessons and most of them do NOT know the name of their instructors.

· By putting this in the curriculum, you don’t ever have to worry about this anymore.

· This is their requirement and they will remember it.

How to make a fist

· I teach my students to make a fist one finger at a time.

· With bending the pinky finger they say “I’ll be nice”

· With bending the other finger they say “I’ll be nice”

· With bending the other finger they say “I’ll be nice”

· With bending the index finger they say “I’ll be nice”

· With bending the thumb they say “till it gets to a point I won’t be nice”

Try this with your kids.

   Horse stance

   Single, double and triple punches
   Goal setting kick
   Inside ax kick

   Outside ax kick
   Ball of the foot
· This is a pre-frame to teach front kick later on.

   Recite 2nd paragraph of the Student Creed
To keep friendship with one another and to build a strong and happy community.

   What is the meaning of Karate?

Kara = Open / empty      te = Hand          Karate = Open hand


   Define "Strength"

"Strength" = Keeping your body healthy and strong by eating well, getting plenty of sleep and exercising everyday.

   Define "Knowledge"

"Knowledge" = Feeding your mind by going to school and reading good books.

   Minimum of 10 classes and 4 weeks

Tip Date: __________________                              By: ________________________

· The person who does the tip testing must sign this section with exact date.

· This is a sample of systems of accountability that you should have in your systems.

· If a student shows up on the exam date not knowing something, you can always go back and talk to the person who tip tested them.
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   4 Count Front kick

· Remember how they were pre-framed in the previous tip to learn ball of the foot first.

   Front stance

   Forward roll (on cheese mat)

   Back roll (on cheese mat)
   Cross-step hugs

· This is to pre-frame for cross step sidekick.

   Knife edge of the foot

   Recite 3rd paragraph of the Student Creed

Never fight to achieve selfish ends but to develop might for right.


   What is the name of the art you are studying?

Hap-Ki-Do / Blend.

   Define "Friendship"

Friendship: Being loving and truthful to friends.

   Minimum of 15 classes and 6 weeks

Tip Date: __________________                              By: ________________________
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   Giving & Receiving Manner

   Introducing yourself

Make eye contact, say your name and make the appropriate physical contact (shake hands, high five, etc.). Always repeat their name back and say: "It’s a pleasure to meet you”
   How to tie your belt

   What is the name of our master instructor?

Mr. Fariborz Azhakh

   What is the name of our martial arts school?

Team Karate Centers

   Snap & thrust

 Snap = Hit and come back

 Thrust = Go through

   Cross-step sidekick

   4-count blocks

 Cross - Outside - Low and High

   Headstand against the cheese mat

   Define "Might for Right"

Always try to do the right thing, it doesn't matter what it is.

   Presentation at the exam


· This is really important since their first exam is coming up and you must have them rehearse the exam over and over again.

· Remember that the purpose of the exam is to create a positive experience (and a show) for students and their visitors.

   Memorizing home address and telephone number(s)

· We all know how important this is. 
· By putting it in the curriculum you never have to remember to do it. It’s taught because it’s in the system.

   Recite the Student Creed

To build true confidence through knowledge in the mind, honesty in the heart and strength in the body. To keep friendship with one another and to build a strong and happy community.

   Minimum of 20 classes and 8 weeks

Tip Date: __________________                              By: ________________________

Red Tip Requirements

· Red tip basically means that the student is ready to pass their exam.

· This is the time to be hard on the student and make sure they know everything.

· The red tip is more difficult to get than actual exam.

   Review of all the above requirements

Tip Date: __________________                              By: ________________________

Frequently Asked Questions for Orange Belt
What happens if I am unable to attend the Orange Belt Exam at the scheduled time?

It is your responsibility to schedule a private exam with a member of the front office at a mutually agreeable time for all parties involved in the exam. There will be an additional fee for private exams. Please note, private exams are not encouraged at TKC, as part of the energy and excitement of the group exam

Can I access information about Team Karate Centers online on the Internet from my home computer?

Yes, our website is www.teamkaratecenters.com and it should be utilized by all students as an additional resource. Class schedules, photographs, instructor biographies, school history, calendar of events, individual belt rank curriculum, etc. are outlined on the website. This is a huge resource pool of information that will provide incredible assistance throughout your training. Additionally, photographs are available on-line to assist in understanding all techniques.

Can my friends or family members enroll at Team Karate Centers?

“The highest compliment to Team Karate Centers is referring other people.”

Students referring others are recognized in the monthly newsletter.  Siblings and parents receive a special discount. A member of the front office will explain the family discounts that are available for multiple family members enrolled at TKC.
Are Gift Certificates available for purchase?

Yes, gift certificates are available through the front office. These certificates are transferable and are available on a year round basis. Gift certificates can be customized for lessons, equipment, gear, private lessons, etc.

What is the purpose of my child’s Success Journal & is my child responsible for maintaining his / her Success Journal?

Your child’s success journal is his / her property and it is his / her responsibility as a student / martial artist to maintain & update the contents of the journal throughout your Black Belt Journey. Your child’s curriculum and instructional information pertaining to each belt level / rank level should be kept in your child’s Success Journal.  Your child is responsible for checking off the curriculum items / techniques as they are learned and mastered, along with including any written comments that might assist during your child’s training / learning the techniques. This should be reviewed and updated at the conclusion of each class, and reviewed prior to the beginning of the next class to ensure that your child is prepared when your child’s success coach / instructor asks your child which curriculum items he / she needs to practice in class.  Your child’s success journal is a communication device that will assist your child and his / her success coach / instructor in monitoring your child’s progress and training. Additionally, it is your child’s responsibility to ensure

Does my child bring his / her Success Journal to class?

Yes, your child’s success journal needs to be brought with them to each class.

It should be placed behind your child, flat against the wall prior to lining up for class. Your child is encouraged to share the contents with his / her instructor and have their instructor add written feedback / comments to the curriculum.

Additionally, your child’s instructor will need to sign and date your curriculum.

Where does my child keep his / her karate gear bag, if they bring it to class?

All gear bags (karate gear only) should be lined up neatly in a straight line against the wall on the mat. Please note, gear bags are the only bags allowed on the mat. Please do not bring a purse / pocketbook, etc. onto the mat.

Does Team Karate Centers offer childcare or babysitting while parents are taking classes?

No, it is your responsibility to make the necessary arrangements to ensure that your children are supervised while you are taking class. There is equipment and techniques being practiced in the studio that can result in potential injury.
Should my child wear jewelry while taking class?

No, many of the techniques involve physical contact and grabbing. Jewelry, (earrings, rings, necklaces, etc.) will interfere with your child’s ability to successfully master the techniques and can cause injury to your child and / or other student.

Is the curriculum strictly limited to physical techniques?

No, each belt rank includes philosophies and Team Karate Centers related items (Student Creed, Student Mission Statement, etc.) that students are responsible to learn and understand. These items are noted on your child’s curriculum. It is your child’s responsibility to learn these items and your child is encouraged to obtain any information that he / she is uncertain about from their
Exams

What is the length of time prior to taking my child’s Orange Belt Exam?

The purpose of Tip Testing is Team Karate Centers system of ensuring that students are on the correct path for success as a student of Martial Arts. In essence, it divides belt level / rank curriculum into smaller pieces to help keep the students on track, and allows instructors to be more effective success coaches for the students. 

Does my child ask his / her instructor for a Tip Test?

Yes, a student may request a Tip Test when each of the following criteria have been met:

    * 
Attendance at the correct / required number of classes.

    * 
Strong knowledge of the material within the tip as outlined in your child’s

How many tips are required prior to taking my child’s Orange Belt Exam?

There are 4 black tips and one red tip required prior to taking your child’s Orange Belt promotional exam.  A black tip indicates that a student has a strong knowledge of the material for a section.  Refer to your child’s success journal for questions about the curriculum, and your child’s attendance

What happens when my child successfully completes a Black Tip Test?

Instructors will wrap black tip tape around your child’s belt to indicate that he / she has  knowledge of the curriculum required for the given tip. Additionally, instructors are required to sign and date your child’s success journal curriculum and attendance card when presenting your child with his / her black tips. Please note, receiving a black tip indicates that a student has an understanding of the curriculum required for the tip. 

What is the purpose of the Red Tip?

The Red Tip indicates that your child has been approved to take the Orange Belt Exam. Again, the red tip will be wrapped on your child’s belt when an instructor feels that your child has successfully completed all requirements within the Orange Belt curriculum and is ready to take the Orange Belt exam.

What is the difference between a Test & an Exam?

A test only has two results, pass or fail, while an exam gives you a measure of your child’s progress toward specific goals.  At Team Karate Centers a success based philosophy is used for all students, regardless of age, belt rank, belt color or level. Each and every step in the process towards Orange Belt will reflect our success based philosophy. An Exam reflects an inventory of skills as opposed to a test which is a process devised and administered to determine one’s skill, knowledge, etc.. 
How often are exams scheduled?

Exams are scheduled approximately every two months throughout the year.

How will I be notified about my child’s Orange Belt Exam?

Once your child has received his / her Red Tip, an instructor will mark your child’s attendance card under the section: “STTE”, which is an abbreviation for “Selected To Take Exam”. The section will be signed and dated by the instructor. You will then receive a letter and form in the mail outlining the itinerary for your child’s Orange Belt Exam. The form will need to be filled out and submitted, along with your child’s testing fee to a member of the Front Desk.
Why there is a fee for my child’s Orange Belt Exam?

The fee for your child’s Orange Belt Exam will cover administrative costs, your child’s yellow belt, yellow belt curriculum video, certificates, etc. 
What is my child required to bring to his / her Orange Belt Exam?

Your child will need to be in full uniform, with his / her name and patches on their uniform top. Additionally, your child will need his / her Success Journal & Bag Gloves. T-Shirts are not acceptable attire for an exam. If your child comes to his / her exam in a T-Shirt, your child will not be allowed to take the exam. Please note, for exams, male students are not allowed to wear a T-Shirt under their uniform top. Female students only should also wear a white or TKC t-shirt

How my child’s Orange Belt Exam recorded?

An exam sheet will list all of the techniques and philosophies that you will be required to complete during the exam. The exam sheet will be very similar to the Orange Belt curriculum in your Success Journal. Each listed item will receive a rating from 1 – 4 (4 being the highest score), and may include a comment from the instructor.  The comment is intended to tell how to improve, not what you did wrong. Upon completion of your Orange Belt Exam, it is your responsibility to review the ratings and comments with the instructor that handled your exam. Please note, all exams are comprehensive from White Belt through Black Belt. Again, students should note the importance of building the strong foundation at White Belt for the future!!  Please note, the philosophy of Team Karate Centers is that feedback is a gift. As such, written and verbal

How long will the Orange Belt Exam last?

In essence, your Orange belt Exam begins with your first class and continues throughout each class leading up to the scheduled exam. The scheduled exam will last approximately 45 minutes -one hour.
Can my family & friends watch my Orange Belt Exam?

Yes, we encourage you to bring family and friends to watch the exams. Please advise them that there is certain etiquette expected of guests viewing an exam.

For example, they should not become a distraction by communicating with you during your exam. A great deal of focus and energy are required during the exam and these items need to be directed towards the exam and the specific technique that is being performed. There will be time for celebration and communication following the exam, and during graduation. Please note, family and friends are welcome to attend all exams until Black Belt. The qualification exam and pre-exams for Black Belt are intense personal experiences that are kept private. As such, the studio is closed for these exams. Family and friends

How often is Black Belt Exam scheduled at Team Karate Centers?

Black Belt Exams are scheduled once a year, usually in October. The minimum age requirement for Black Belt is 12 years old.

Tuition

How does the enrollment procedure work for my child?

All new students at Team Karate Centers are signed up as Associate Members for a six week period. New Associate Members are provided with a new white uniform and white belt upon being enrolled. After four weeks of training, your child will have the opportunity to become a full time student.
What is the fee for enrollment for my child as an Associate Member?

The fee for the initial six week period is only $99.00.

What happens to my child following the initial six week period for Associate Member?

Upon completion of the fourth week period, Associate Members can apply for the next program as Full Time Students. At this time, your child will be required to turn his/ her uniform to a member of the Front Office Team to have his / her name and the required patches put on his / her uniform. 
Equipment

Does my child need any equipment at this level?

Juniors only need their full uniform along with their TKC success journal. No other equipment is necessary for this level.

How does my child wear his / her Uniform Top?

The left portion of the uniform overlaps the right portion of uniform. Following embroidery of your child’s name and the TKC patch are sewed on your child’s uniform.
May my child wear his / her uniform outside of the studio?

Your child’s uniform represents a way of separating the outside world from your child’s martial arts world. As such, in an effort to maintain consistency in separation of the two worlds, it is recommended that your child not wear his 

What is a proper uniform?

A proper uniform for White, Orange and Yellow Belt students is white uniform pants, white uniform top, and belt.  Female students only should also wear a TKC t-shirt and/or other appropriate sports top under their uniform top. The uniform must be clean, properly maintained, and the uniform top must have the

May my child wear a T-Shirt to class instead of his / her uniform top?

The only time it is mandatory to wear a uniform top is for promotional belt exams, tip exams, and for other classes whenever requested.  The uniform top should be worn for regular classes whenever possible, however a TKC t-shirt may be worn when your child’s uniform top is not available.

Is my child allowed to wear shoes and socks while taking class?

In order to execute many of the techniques, it is necessary to be barefoot when taking class. In the event that your child has a medical condition that might require the wearing of shoes / socks, please see your child’s instructor and a member of the front office. 

How do I tie my belt?

Please ask your instructor to show you how to tie your belt.

What is the purpose of my child’s belt?

The purpose of the belt is to hold your child’s uniform together. Whatever belt level your child is presently training at, it is important that your child always 

How often should I wash my child’s uniform?

It is important to treat your child’s uniform with the same level of respect that you treat your child  and  his / her wardrobe. Personal cleanliness and hygiene are critical elements for your child and his /her fellow classmates. Please respect your child’s classmates by ensuring that your child’s personal hygiene

When should my child arrive at the studio for his / her assigned classes?

All students must be lined up, in a proper uniform and with their attendance card 5 minutes prior to the start of class. For example, if class is scheduled to begin at 6:45 p.m., students need to be lined up on the assigned mat for their class at 6:40 p.m.  Please note, while waiting for the prior class to be completed students should be standing quietly in “At Ease” position, with toes on the line, and their success journal on the mat behind them. As the prior class is completed, the instructor will call both classes to “Attention”, to complete one class and start the next class. All students from both classes should stand at attention while the first class is dismissed and cards are collected for the second class.  The procedure outlined above is the

Is there a procedure my child needs to follow upon arriving at the Studio?

Upon arriving, your child /student needs to “Bow In”, as they enter the studio.

This is done by facing the flags and bowing with your head and eyes lowered.

Students should then greet any members of the front office team with an appropriate hand shake and salutation before proceeding to the appropriate locker room. Once the your child is in full uniform with belt on, and attendance card in hand, your child   is requested to find Mr. Fariborz in the studio or in his office, to bow and offer a greeting.  If Mr. Fariborz is in his office, proceed up the stairs and wait in the corridor outside his office until you are invited into the office. Then bow and offer a greeting before departing. Unless instructed to do so, never enter Mr. Fariborz’s office for any reason. Please note, if Mr. Fariborz is teaching your child needs to stand at attention off the mat, and wait to be acknowledged by Mr. Fariborz. Unless invited onto the mat by Mr. Fariborz, your child should just bow and say hello. The purpose of this procedure is to teach and reinforce the concept of respect for your child and others. Your child should then stretch or practice until it is time to go onto the mat, 5 minutes prior to class. Please note, when preparing to line up, prior to class, it is required to bow when entering the mat area. It is also required to bow when departing the mat at the conclusion of class. Prior to departing the studio, your child is to remove the belt that holds the uniform together. Unless otherwise instructed or requested, the belt should never be worn outside of the studio.
Why does my child bow?

Bowing is a gesture of respect for your fellow students, the studio, the instructional staff and Mr. Fariborz. Bowing is a completely non-religious

Should I, as a parent, bow and follow the above rules?

Yes – You are an example for your child. “Preach all the time. If necessary use words … “

When will my child begin sparring?

Sparring is taught beginning at Green Belt, after approximately 8-12 months of training.

How does my child address instructors and staff members in the studio?

Always address instructors and staff members with respect by saying, Yes (Sir / Ma’am); No( Sir / Ma’am); Excuse me (Sir/ Ma’am). When greeting them in the studio it is always Mr. / Miss / Ms and the instructor’s first name (ex. Mr. Fariborz).When in class, it is critical for your child to show respect for instructors and fellow students. Your child should never interrupt when anyone is speaking and always raise his / her hand and wait to be acknowledged prior to asking your question. Again, courtesy and respect are critical elements for all students at Team Karate Centers. In an effort to reinforce these

What does my child need for his / her Attendance Card and what is the purpose of my child’s Attendance Card?

You will need to provide two photos of your child to the front office at the time of registration as an Associate Member. One of the photos will be placed on your child’s Attendance Card and the other one will be placed in your child’s TKC Student File. Your child’s attendance card is a communication vehicle utilized by the instructional staff and student.  Your child’s attendance card will be filed by rank / belt color in the card rack on the wall opposite the front desk. It is your child’s responsibility to find his / her   card prior to going onto the mat for class. The card will be collected prior to the start of class and the front office will stamp your child’s card following each class. The purpose of the card is to track attendance and monitor progress within the belt level / rank curriculum. Instructors will record and sign your child’s attendance card when tips are earned within each belt level / rank.  Another purpose of the Attendance Card is Goal Setting / Time Management. Students are required to fill out a Target Date for taking their promotional exam for the next belt level / rank, IE. Targeted orange belt exam date for white belt / Associate Members and so on. 
What do I do if my child’s attendance card is not in the student card rack?

See a member of the front office, as the card may have been kept at the desk because there is a message for you that will be given to you by a member of the front office when you ask about your student card.

What role does the instructional staff play in my child’s training?

In keeping with the overall concept of Team Karate Centers as a success based studio, the TKC instructional staff members are your child’s success coaches. Their role is to keep students on the road to success at all times and  to ensure that the process of learning is taking place. The instructional staff / success coaches should not be viewed with any level of intimidation. 

How long should it take for my child to earn his / her Black Belt?

 “Direction is more important than speed.” Each student’s journey to Black Belt is a personal journey that is self-paced. On average, the time range is 3-5 years of consistent training prior to Black Belt. 
When does my child’s training for Black Belt begin?

Your child’s training for Black Belt begins when they initially enter Team Karate Centers to register and participate in their initial class. All Team Karate Centers students are Black Belt Candidates / Black Belts in Training from day they start.

What is the preferred method of communication for a student to contact members of Team Karate Centers?

E-mail is the preferred communication tool to be used by all students.

Does Team Karate Centers publish a newsletter?

Yes. On a monthly basis, a newsletter is published and is e-mailed to all students. Additionally, the newsletter can be accessed through the school website. The newsletter recognizes new students, monthly birthdays, acknowledgements, student of the month, and includes interesting and helpful

Does TKC offer birthday parties?

Yes. Please ask for a "Karate Birthday Party" information packet or visit our web site for more information.

Color of the belts

What does the color "orange" represent?

The color of sunrise. The student is beginning his/her journey …

What does the color “White “represent on my child’s belt?

White represents the absence of color or “no color.” Additionally, it represents willingness and desire to learn and absorb things that are being taught.

Attendance

As an Associate Member or Full Time student, how many classes is my child required to attend on a weekly basis?

As part of the enrollment process, you will sign your child up for two classes per week. The day and time of the classes for your level are listed in the Team Karate Centers class schedule.

What happens if my child is unable to attend a class on the day and time that he /she is signed for?

It is your responsibility to call (818-704-0606) and inform a member of the front office that your child will be unable to attend his / her assigned class, and to ask about taking a make-up class if you are interested.

Instructors

How should my child greet an Instructor outside of Team Karate Centers?

Your child should greet instructors the same way outside of Team Karate Centers as at the studio, offering a friendly and respectful greeting.

Web

How do I access the information on the website?

You will need to request a user name & password from the front office team to access the information.

Can I download information from the website?

Yes, students are encouraged to download curriculum, exam sheets, calendar of events, etc. from the website.

Mission Statement
This is a sample of a Mission Statement.
  Team Karate Centers, Inc. is a team of highly motivated individuals dedicated to the development of character and inner peace characterized by superb quality and economic viability. Our strength is generated from our commitment to our students, our people, our industry and our communities.

Our Students

  We are committed to providing our students with high quality instruction and responsive management services and creating enjoyable and productive learning, living and working environments. We are fair, honest, courteous and professional. We are sensitive to our students needs and dedicated to their satisfaction.

Our Staff
   We are committed to the recruitment and development of the best individuals in our industry. We provide our staff opportunities to grow and a vested interest in the success of the company. We maintain an open-door policy at all levels, encouraging the flow of communication and exchange of ideas. We recognize the importance of each individual and his or her active role in the success of the entire company. We expect that Team Karate Centers, Inc. will be known for their character, commitment and competence.

Our Industry

  We are committed to leading the martial arts industry through our integrity, innovation, student satisfaction and personal growth.

Our Communities

  We are committed to the enhancement of the communities of which we are a part, through our leadership and active participation in community affairs.

Team Karate Centers, Inc. is " a model of excellence".......

in approach, in service and in the results attained.

This is the TKC way.

Our Vision

........ is to share our knowledge of martial arts along with our understanding of natural laws to create a vehicle that will empowers others to discover their true potential in becoming a whole person by balancing the physical, mental, emotional and spiritual dimensions. 

Team Karate Centers

The possibility of transformation lies in liberating ourselves

from conditioned behavior and beliefs and empowering ourselves

to truly make our own choices in alignment with our heartfelt commitments.

Founded in a tradition of inquiry and discovery, transformation occurs

is a world where our individual freedom of though and expression is honored.

At TKC, we champion a world in which everyone has the opportunity to design

and fulfill their personal and global future, thus enriching our world through

inspired vision, invention, and empowered action.

TKC’s purpose is to empower people.

We are a catalyst for

people transforming the quality of their lives

by empowering them to manifest their vision

with freedom and passion.

TKC Principles: 

Reveal 

people’s possibilities available through the experience of transformation. 

Champion 

people to engage the power of choice in alignment with their heartfelt commitments. 

Honor 

people as the sole and uncontested authors of their own lives. 

Serve 

people’s commitment to making a difference in the quality of life for themselves and the global community. 

Live 

personally and collectively as an example of the possibilities available through transformation. 

Pioneer 

the work of transformation throughout the world.
The Game

Before White Belt
You dream of being in the game
At White Belt

You decide to be in the game
At Orange Belt
You can see yourself playing the game
At Yellow Belt
You are introduced to the game
At Green Belt
You are invited to make a commitment to the game
At Blue Belt
You realize that the game is more than just a game
At Brown Belt
You realize that you have to earn your ticket to the game
At Red Belt and Red & Black Belt
You learn the ground rules for the game
Upon earning your 1st Degree Black Belt
You earn your ticket to the game
At 2nd Degree Black Belt
You realize that the game is just beginning
At 3rd Degree Black Belt
You realize that the game is never over
At 4th Degree Black Belt
The game is everywhere you look
At 5th Degree Black Belt
You think you know the game so well. You decide to have your own game.
At 6th degree Black Belt
You realize that you have always been in the game.
You decide to be in the game. Again. 
No need to reinvent it.
My Vision

My School (now)

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________
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___________________________________________________________
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___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

My School in 12 months

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

My School in 2 years

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

My School in 5 years

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

My School in 10 years

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

Black Belt Success Formula

The Black-Belt success formula is as follows:

1) Know what you want 

2) Have a plan and a success coach

3) Take massive ACTION 

4) Review your progress and Renew your goals.

5) Set bigger goals because you already broke your previous ideas of what was actually achievable (that’s is the fun bit!)

Four Keys To Peak Performance

#1) Rate yourself on a scale of 1 – 10.

#2) Healthy Competition

#3) Where am I? What am I doing? Is it real?

#4) Am I getting better?
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List of current tasks

Make a list of every task in your school. Here are a few examples:

Opening the entrance door

Turning lights on

Checking answering machine

Cleaning the dressing rooms

Ordering brochures

Having class schedules in the front 

Ordering supplies for pro shop

Ordering cleaning supplies

Birthday Parties

Answering the phone

Greeting students

Greeting a new student

New extension (sign up a new student)

Introductory lessons

Teaching junior white belt classes

Entering a new student in computer

Making attendance cards

Entering attendance in the computer

Record daily stats

Cash register

This list must contact every task in your school. Don’t leave anything out. Big or small, write it down. Start NOW:
	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


Now that you a list start placing them in the right category:
President
Vice president of Marketing
Advertising

Sales

New Products

Student Services

Pro Shop

Vice president of Operations
Chief Instructor
Head Instructor

Instructor

Assistant Instructor
STORM

SWAT

Program Director

Assistant Program Director
Secretary

Vice president of Finance
Account Payable

Account Receivable

· When starting to write the following please remember this: You must start from the bottom of the list and work your way up.
· If for example you are writing a job description on cleaning the front area of your school then you must clean it first (take pictures while you’re doing it) and write down EXACTLY what do so a 16 year old can do it after reading your job description on the second trial.
President

What is the desired result from this position?

_____________________________________________

_____________________________________________

_____________________________________________

What is this person accountable for?
_____________________________________________

_____________________________________________

_____________________________________________

What are the standards?

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Who can this person go to in case of a question?

_____________________________________________

_____________________________________________

_____________________________________________

Job description:

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Vice president of Marketing

What is the desired result from this position?

_____________________________________________

_____________________________________________

_____________________________________________

What is this person accountable for?

_____________________________________________

_____________________________________________

_____________________________________________

What are the standards?

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Who can this person go to in case of a question?

_____________________________________________

_____________________________________________

_____________________________________________

Job description:

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Advertising

What is the desired result from this position?

_____________________________________________

_____________________________________________

_____________________________________________

What is this person accountable for?

_____________________________________________

_____________________________________________

_____________________________________________

What are the standards?

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Who can this person go to in case of a question?

_____________________________________________

_____________________________________________

_____________________________________________

Job description:

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Sales

What is the desired result from this position?

_____________________________________________

_____________________________________________

_____________________________________________

What is this person accountable for?

_____________________________________________

_____________________________________________

_____________________________________________

What are the standards?

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Who can this person go to in case of a question?

_____________________________________________

_____________________________________________

_____________________________________________

Job description:

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

New Products

What is the desired result from this position?

_____________________________________________

_____________________________________________

_____________________________________________

What is this person accountable for?

_____________________________________________

_____________________________________________

_____________________________________________

What are the standards?

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Who can this person go to in case of a question?

_____________________________________________

_____________________________________________

_____________________________________________

Job description:

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Student Services

What is the desired result from this position?

_____________________________________________

_____________________________________________

_____________________________________________

What is this person accountable for?

_____________________________________________

_____________________________________________

_____________________________________________

What are the standards?

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Who can this person go to in case of a question?

_____________________________________________

_____________________________________________

_____________________________________________

Job description:

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Pro Shop

What is the desired result from this position?

_____________________________________________

_____________________________________________

_____________________________________________

What is this person accountable for?

_____________________________________________

_____________________________________________

_____________________________________________

What are the standards?

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Who can this person go to in case of a question?

_____________________________________________

_____________________________________________

_____________________________________________

Job description:

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Vice president of Operations

What is the desired result from this position?

_____________________________________________

_____________________________________________

_____________________________________________

What is this person accountable for?

_____________________________________________

_____________________________________________

_____________________________________________

What are the standards?

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Who can this person go to in case of a question?

_____________________________________________

_____________________________________________

_____________________________________________

Job description:

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Chief Instructor

What is the desired result from this position?

_____________________________________________

_____________________________________________

_____________________________________________

What is this person accountable for?

_____________________________________________

_____________________________________________

_____________________________________________

What are the standards?

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Who can this person go to in case of a question?

_____________________________________________

_____________________________________________

_____________________________________________

Job description:

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Head Instructor

What is the desired result from this position?

_____________________________________________

_____________________________________________

_____________________________________________

What is this person accountable for?

_____________________________________________

_____________________________________________

_____________________________________________

What are the standards?

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Who can this person go to in case of a question?

_____________________________________________

_____________________________________________

_____________________________________________

Job description:

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Instructor

What is the desired result from this position?

_____________________________________________

_____________________________________________

_____________________________________________

What is this person accountable for?

_____________________________________________

_____________________________________________

_____________________________________________

What are the standards?

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Who can this person go to in case of a question?

_____________________________________________

_____________________________________________

_____________________________________________

Job description:

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Assistant Instructor

What is the desired result from this position?

_____________________________________________

_____________________________________________

_____________________________________________

What is this person accountable for?

_____________________________________________

_____________________________________________

_____________________________________________

What are the standards?

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Who can this person go to in case of a question?

_____________________________________________

_____________________________________________

_____________________________________________

Job description:

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Program Director

What is the desired result from this position?

_____________________________________________

_____________________________________________

_____________________________________________

What is this person accountable for?

_____________________________________________

_____________________________________________

_____________________________________________

What are the standards?

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Who can this person go to in case of a question?

_____________________________________________

_____________________________________________

_____________________________________________

Job description:

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Assistant Program Director

What is the desired result from this position?

_____________________________________________

_____________________________________________

_____________________________________________

What is this person accountable for?

_____________________________________________

_____________________________________________

_____________________________________________

What are the standards?

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Who can this person go to in case of a question?

_____________________________________________

_____________________________________________

_____________________________________________

Job description:

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Secretary

What is the desired result from this position?

_____________________________________________

_____________________________________________

_____________________________________________

What is this person accountable for?

_____________________________________________

_____________________________________________

_____________________________________________

What are the standards?

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Who can this person go to in case of a question?

_____________________________________________

_____________________________________________

_____________________________________________

Job description:

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Vice president of Finance

What is the desired result from this position?

_____________________________________________

_____________________________________________

_____________________________________________

What is this person accountable for?

_____________________________________________

_____________________________________________

_____________________________________________

What are the standards?

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Who can this person go to in case of a question?

_____________________________________________

_____________________________________________

_____________________________________________

Job description:

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Account Payable

What is the desired result from this position?

_____________________________________________

_____________________________________________

_____________________________________________

What is this person accountable for?

_____________________________________________

_____________________________________________

_____________________________________________

What are the standards?

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Who can this person go to in case of a question?

_____________________________________________

_____________________________________________

_____________________________________________

Job description:

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Account Receivable

What is the desired result from this position?

_____________________________________________

_____________________________________________

_____________________________________________

What is this person accountable for?

_____________________________________________

_____________________________________________

_____________________________________________

What are the standards?

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Who can this person go to in case of a question?

_____________________________________________

_____________________________________________

_____________________________________________

Job description:

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

STORM

What is the desired result from this position?

_____________________________________________

_____________________________________________

_____________________________________________

What is this person accountable for?

_____________________________________________

_____________________________________________

_____________________________________________

What are the standards?

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Who can this person go to in case of a question?

_____________________________________________

_____________________________________________

_____________________________________________

Job description:

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

SWAT

What is the desired result from this position?

_____________________________________________

_____________________________________________

_____________________________________________

What is this person accountable for?

_____________________________________________

_____________________________________________

_____________________________________________

What are the standards?

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Who can this person go to in case of a question?

_____________________________________________

_____________________________________________

_____________________________________________

Job description:

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

Adults STORM Curriculum (sample)
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 3 T's

1) Eye contact 2) saying their name back 3) Appropriate touch

 How to collect attendance cards

Start by 3T's. Check for current pictures and the dates for next exam and the Black Belt

 How to line up a class

 How to "Bow In" and "Bow Out" a class

 How to do "Warm Ups" in a class

 Disguising Repetition

 TKC Instructor's Creed

I WILL TEACH THIS CLASS AS IF IT IS THE MOST IMPORTANT CLASS I’LL EVER TEACH.

I AM PATIENT AND ENTHUSIASTIC.

I LEAD BY EXAMPLE.

1. I WILL TEACH THIS CLASS AS IF IT’S THE MOST IMPORTANT CLASS I’LL EVER TEACH

There might be times when you are getting ready to line up a class and, due to the size of the class or a personal challenge running through your mind, you aren’t very motivated. Maybe you’re tempted to just give it half an effort or decide you want to bow

out of class early. It is times like this that you must remember the Instructor’s Creed and

teach the class as if it is the most important class you’ll ever teach. Why? Because it is.

Every time your students come to class they are either one step closer to getting their Black Belt or one step closer to quitting. Your performance may decide which one.

Treat a class of one with the same enthusiasm as you would a class of thirty, or you will never have and keep a class of thirty. Remember, you are only as good as your last class.

2. I AM PATIENT AND ENTHUSIASTIC

Patience and Enthusiasm are the two most important qualities of any Teacher. Being patient with your students allows them to relax and feel comfortable, therefore making it much easier to learn. Patience is one way of showing that you care. People don’t care how much you know, until they know how much you care.

Teaching with enthusiasm enables you to excite your students and hold their interest longer. It also makes you more interesting. Being more interesting keeps your students more interested.

3. I LEAD BY EXAMPLE

 TKC Instructor's Code of Ethics

AN INSTRUCTOR’S CODE OF ETHICS

1. Be cheerful…no mater how bad you might feel before putting on your uniform. The moment you cinch the knot in your belt, your attitude should change.

2. Be consistent! Steady attendance is a must. The instructors and students are counting

on you.

3. Never be unconstructively critical. Instead be constructively helpful

4. Be a good-finder. Look for the good in the students you’re helping and tell them about

it.

5. Never punish – discipline instead. Discipline is done out of love, punishment is out of anger.

6. Give the personal touch: Understand the importance of touch, eye contact, and calling the student by name.

7. Go the extra mile. Always give more than the expected amount.

8. Treat every student you come in contact with as though they are the most important person.

Tip Date: ________________________ By: ________________________

[image: image10.png]



 Learning Modalities

Learning: visually, auditory and touching.

 Authority vs. Influence

TEACHING TIPS

Authority vs. Influence

In teaching Martial Arts, hopefully, we are not disciplining our students as much as we are teaching them self-discipline. When we discipline our students, we are using authority to get them to take action. This usually works in the short term but does very little to cultivate the students’ desire to be self-motivated. Instead it can create resentment, laziness, or perhaps even break the spirit.

On the other hand, using our ability to influence students in action, rather than forcing them into action, creates self-discipline. A self-disciplined person knows what to do and then does it. Hey are internally motivated, and therefore much easier to teach.

Example – If you push someone, his or her natural reaction is to push back, to fight you.

On the other hand, if you gently take them by the hand and guide them, they will gladly go your way.

How can you use your influence instead of your authority while teaching? One of the important ways is by using positive reinforcement. Look for the good in your students

and then tell them about it. This may seem too idealistic, but it is incredibly effective.

Don’t tell them what they shouldn’t do; it is impossible to concentrate on the negative of

an idea. Instead, show them what they should do.

 D.E.C.R. –Demonstration, Explanation, Correction, Repetition

D.E.C.R. –Demonstration, Explanation, Correction, Repetition

Having a method with which tot each curriculum is very beneficial. The four-step method works well in introducing new curriculum.

1. Demonstration – Demonstrate the technique the way it is supposed to look.

2. Explanation – Explain the how and why of the movement.

3. Correction – Correct mistakes before the become habits.

4. Repetition – Drill the move until it becomes second nature.

 Understanding TKC Class Format

Tip Date: ________________________ By: ________________________
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 TEN WAYS TO BE MORE POSITIVE IN CLASS

 PRAISE CORRECT PRAISE (P.C.P.)

PRAISE CORRECT PRAISE (P.C.P.)

It is never beneficial to be unconstructively critical.

Example: “Your stances are terrible.” “Your kicks are sloppy.”

“You’re always late.” etc.

This only creates resentment and gets people concentrating on their weaknesses rather than their strengths. It is much better to be constructively helpful. Using the P.C.P. method allows you to do just that. When correcting a student, always praise them first.

This puts them at ease and allows them to feel better about themselves. Secondly, correct what is being done incorrectly. Finally, praise them after they have made the appropriate corrections. Always make sure that you praises are specific and not general.

Example: A student’s doing a sloppy front kick:

“I like how you keep your guard up. Next time be sure to lift your knee up high, OK…and recoil more.”

Next kick:

 Martial Arts Is Philosophy in Action

Please view www.Fariborz.com and look under articles.

 A ROAD MAP TOWARD MORE EFFECTIVE, SUCCESSFUL LIVES

Tip Date: ________________________ By: ________________________
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 How teach all requirements from white to orange belt

 PREFRAMING

PREFRAMING

Preframing is a technique used to get someone to see a situation from a specific

viewpoint. It is very instrumental in influencing people.

Example of two different ways to preframe a class:

Negative Preframe – “You guys are going to have a hard time with this move. It’s hard

to do and frustrating to teach.”

Positive Preframe – “I’m going to challenge your skill with this next move. You are going

to love it.”

Whether you know it or not, you unconsciously preframe everything you teach. So constantly preframing what you do will help you be the best teacher possible.

What to preframe? Everything!!! At the beginning of class…”I have an exciting class planned for you today!”

When doing push-ups, “all right, we get (not have) to do push-ups. You guys are going

to get stronger if you do them correctly.”

 REFRAMING

REFRAMING

Reframing is the ability to get people to view a situation from a different perspective.

Example: “My sixteen year old daughter is too stubborn and doesn’t do what others tell her to do.”

Response (Reframe): “Well at least she’ll know how to handle aggressive dates.”

It really helps your teaching skills to be able to effectively reframe. Here is a list of commonly asked questions. How would you reframe them?

1. I’m afraid Matt is going to become a bully if he takes Karate.

2. If Jane’s grades don’t improve, we’re taking her out of Karate.

3. We don’t want to commit to too long of a course because Ted always quits.

4. I don’t really care about respect and stuff; I just want to learn how to kick some butt!

5. I don’t care about self-defense; I just want to get into shape.

6. Ben has been training longer than Kim. How come she is testing and he is not?

7. I think forms and self-defense techniques are stupid. Let’s just spar!

8. How much does it cost for one month?

9. Classes are so big, how is Jimmy going to get any attention?

10. All this positive reinforcement stuff is fine, but if my son so much as blinks, I want you to jump all over his case!

Tip Date: ________________________ By: ________________________
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 How to teach all requirements from orange to yellow

 PERSUASION POWER

PERSUASION POWER

Consistency among staff members is very important; not only in teaching curriculum, but also in how challenges and concerns are addressed. Here are some commonly asked questions. What are some possible answers to these questions?

1. How can karate help me outside of the school?

2. How can I leave the DOJO feeling better than when I got here?

3. Why should Len do karate over another sport?

4. Lose your temper in a fight and your opponent has an ally? I thought emotion could lead me to victory.

5. Why do I always have to be intense? It takes too much work!

6. I’d like to try karate, but I’m too old.

7. What is good about a large class?

8. Besides kicking and punching, what other benefits are there to karate?

Everyone has a different reason for wanting to do Martial Arts. When discussing the benefits of Martial arts training, you should qualify the person’s reasons for wanting to train. This enables you to know what to discuss. What would you talk about in the examples below?

1. In general, why should women do Martial Arts?

a. Interested in self-defense

b. Wants to, but feels a little intimidated

c. Wants to get in shape

2. In general, why should men do Martial arts?

a. An old jock

b. The intellectual type

c. Wants to, but has a busy schedule

3. Parents inquiring about their child: Why, in general, should I get my child involved?

a. A child who lacks self confidence

b. A hyperactive child

c. A child who is a good athlete

Tip Date: ________________________ By: ________________________
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 How teach all requirements from Yellow to Green belt

 Disguising Repetition

 Drills

Tip Date: ________________________ By: ________________________

Red Tip Requirements

 Review of all the above requirements

Tip Date: ________________________ By: ________________________

"Transformation does not tolerate mediocrity..."

I remember the first time my eyes gazed upon this statement. I was in a room with 200 other people at 7:30 in the morning. We breathlessly awaited the arrival of our coach to enlighten us with the truth.

I recall sitting on my seat having all sorts of mental conversations with myself. Thoughts were coming to me from everywhere. I had this fuzzy warm feeling inside. "What a great saying. I am going to write this one down and add it to my collection of sayings!" I said to myself. I don’t know why at that time such a big portion of my life collecting sayings was so important to me. I still have that trap in me -- the trap of collecting sayings or even better, placing them on beautiful plaques so everybody can see. The unfortunate thing for me was that the purpose of the sayings went no further than being beautiful and fuzzy.

I even remember that I did not know the meaning of the word mediocrity. But I did know that because it was written on a big white note pad in the middle of the stage. It had to be important. 

I truly believe that being mediocre is a default value in all humans. What I mean by default is that it’s inside of us and operates without our awareness. I also believe that all default values are changeable. Maturity is the ability to take responsibility for the way we think and act. Animals mature by natural process, but humans mature by questioning the default values and points of reference that are inside all of us.

After studying the lives of a few successful people whom I’ve had the pleasure to know, I am beginning to see that these people have positively transformed their mediocrity by (1) having goals, (2) constantly measuring progress towards their goals, (3) subordinating their moods to their honor (i.e., putting their needs before their wants), and (4) following the Japanese concept of Kaizan, which means constant and never-ending improvement. 

My questions to you are:

Have you set a goal to become a Black Belt? Please remember that becoming a Black Belt has nothing to do with having a Black Belt. There are students who wear a Black Belt without having the qualities of one, and there are students who have the qualities of a Black Belt who are still working towards wearing one.

Are you constantly measuring your progress towards your Black Belt? One way to do this is being consistent and on time with your belt testing and exams. Asking for feedback from your instructors is another way to measure progress.

Are you giving up your moods and your feelings to your honor and doing the right thing? So many times I have given in to my mediocrity. In doing so, I sometimes gave up on my dreams. I know now that the way I feel about working out on a regular basis has nothing to do with the way I feel (usually my defaults talking) at that particular time. I work out because it is the right thing to do.

Are you constantly working on making small improvements? I remember this saying I saw a while ago that said: "Practice makes perfect." I used to really believe in that until I saw this other one that said: "Practice does not make perfect; perfect practice makes perfect." That saying remained my belief system until I saw this one: "Practice does not make perfect. Perfect practice does not make perfect. Practice makes improvements, and improvements lead towards excellence." Excellence is a progressive process. It isn’t obtained in an instant, but takes time and consistency. However, excellence is permanent when you finally attain it.

Good enough, isn’t.

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. 

My son's 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.

Fariborz Azhakh

My experience at a karate birthday party

As I opened my martial arts school one day, unlocked the door, turned on the lights, I began the normal work that led into a normal day. Classes began and ended as usual, and except for a birthday party for one of the kid’s classes, the day would have passed on like any other.

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 samurai 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 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, I have a renewed respect for the sword and its meaning, especially in the way of the samurai. And 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 teach the martial arts recognize the value of tradition and the importance of keeping it.

As martial arts instructors, teaching our students the traditions of martial arts culture is just as important as the training. Our duty goes beyond merely teaching moves, but includes philosophy as well, and part of that philosophy is respecting the tools we use to empower ourselves, among them the samurai sword. Many Japanese warriors shed their blood on a thousand miles of battlefield to protect what was sacred to them, and the symbol of their dedication is the sword. The Bushido Code itself makes a strong point of samurai keeping their military equipment in working order and high regard and proclaims that Japanese culture is different from others in that “even lower class people such as farmers, merchants, and artisans all treasure a rusty short sword.” As a symbol, the samurai sword empowers its owner, as a weapon, its deadliness is matched only by beauty. Such an iconic thing deserves respect, and as such, shouldn’t be used to cut mere cakes at the behest of young students. 

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, and we should never forgot or violate that.

Fariborz Azhakh

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.Martialinfo.com

	Great place to get a web site for your school.

	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 Office
(818) 355 – 1107 Cell

	Fax:
	(818) 704 - 5638

	Email:
	fariborz@teamkaratecenters.com
azhakh@gmail.com

	School Web Site:
	www.teamkaratecenters.com

	Personal Site:
	www.fariborz.com


Books:

	The “E” Myth:
	By Michael E. Gerber

	7 Habits of Highly Effective People:
	By Stephen R. Covey


Bonus Hour
You are entitled to a one time (1 hour) of phone consulting with Mr. Fariborz.

Please call 818 704 0606 (office) or 818 355 1107 (cell) to arrange this phone consulting session.

Mr. Fariborz is available for seminars and/or special events. For more information please contact him directly.

Today is the first day of the rest of your life.
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* 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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