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Online Marketing: Reach people where they spend the most time — on their phones and computers. Includes: Facebook & Instagram Ads, Google PPC (search ads), Social media content (organic posts, stories, reels), Email newsletters, Website SEO and landing pages
-Reach large local audiences quickly
-Highly targeted (by age, location, interests)
-Track results in real time (clicks, bookings, cost per lead)
-Easy to scale and adjust on a budget
-Ideal for lead generation and brand awareness

Offline Marketing: Build trust face-to-face and engage directly within your community. Includes: School assemblies and taster sessions, Referral schemes, Open days and events, Holiday camps, Leaflets, posters, and banners, Word of mouth
-Builds real-world relationships and trust
-Reaches families who may not be online often
-Encourages personal connection and word of mouth
-Ideal for long-term engagement and loyalty
-Great for building local reputation and authority
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Research Local Media & Get 5 Contact Details:
Media coverage adds instant credibility and gets your name out to the local area.
Do This:
Look up: Local newspaper websites, community magazines, town Facebook Pages, and radio stations
Find: Editor emails or advertising contact pages
Record at least 5 names/emails
Pro Tip: Send them a story idea like: “Martial Arts Club Offers Free Anti-Bullying Assembly in Local School”
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Benefits: 
-Positions your club as a community partner
-Reaches dozens of kids in one session
-Builds rapport with schools and opens doors to regular partnerships

Action Steps: Reach out to 3 local schools and offer a free anti-bullying or confidence-building assembly, Include a taster session at the end, Hand out flyers or QR codes for free trial sign-ups, Follow up with the school after the event

Find 3 Local Schools & Their Contact Info: Schools are one of the best sources of long-term students — especially kids aged 4–11.
Action Plan: Google primary and secondary schools within 5 miles, Visit their websites or use gov.uk school listings, Note PE staff or Head Teacher contacts, Save in a spreadsheet
Tip: Offer assemblies, after-school tasters, or P.E. partnership sessions.

Organise a School Assembly on Bullying + Taster: Anti-bullying campaigns are powerful — and perfectly aligned with Martial Arts values.
Action Plan: Call or email your target school, Offer a short anti-bullying talk (10–15 mins), Include 10-minute martial arts demo or taster, Bring printed flyers for a free class or holiday camp trial
Tip: Bring an assistant, flyers, and create a sign-up sheet on the spot.
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Word of mouth is still one of the most powerful tools in your marketing toolbox — and a referral scheme helps you harness it. Encouraging current students to bring a friend not only brings in warm leads but also strengthens your club’s community and loyalty. It’s affordable, scalable, and incredibly effective.
Action Steps: Offer a reward (free class, gear, voucher) to students who refer a friend, Give each student 3 referral cards or a custom QR code, Track who refers who using a simple spreadsheet, Celebrate referrals in class or on social media

Benefits: 
-Generates warm leads with built-in trust
-Encourages current students to stay longer and stay involved
-Low-cost, high-impact way to boost membership

Set Up Your Own Referral Scheme: Referrals are free, effective, and scale naturally.
Ideas to Use: “Bring a Friend” Week with small prizes, Give a branded T-shirt to anyone who refers a new member, Offer 1 FREE class for every friend who signs up for a trial
Make It Easy: Print referral cards or share a WhatsApp graphic - Track referrals on a simple Google Sheet
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Launch a Beginner Course for Adults: Adult beginners often feel nervous about jumping into a full class. A structured short course builds confidence AND trust.
Simple 4-Week Course Plan:
Week 1: Basic stances + pad work
Week 2: Defence + combos
Week 3: Fitness + technique
Week 4: Review + gradable challenge
Offer as: “4-Week Beginner Kickboxing Course – No Experience Needed!” - Charge a low fixed fee or offer it free for limited spaces — both models work.
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Run High-Converting Holiday Camps: Plan half-term or summer camps in advance, Promote in schools, local shops, and community groups, Use “bring a friend” offers to increase sign-ups, Include a free taster pass for all attendees to return to regular classes
Benefits: Brings in new faces who may not commit to a full term, Builds trust with parents looking for fun, structured childcare, Creates a perfect setting for students to bond with instructors
Promote Grading & Belt Events as Community Milestones: Invite parents and friends to watch gradings, Create photo opportunities for students receiving belts, Share images on social media with permission, Offer special “Next Belt Ready” mini-courses for guests who attend
Benefits: Encourages family involvement and pride, Creates buzz around progression and achievement, Offers a natural point to talk about staying committed long-term
Run In-School Sessions & Anti-Bullying Assemblies: Reach out to 3 local schools and offer a free anti-bullying or confidence-building assembly, Include a taster session at the end, Hand out flyers or QR codes for free trial sign-ups, Follow up with the school after the event

Benefits: Positions your club as a community partner, Reaches dozens of kids in one session, Builds rapport with schools and opens doors to regular partnerships




Presenter Notes
Presentation Notes
Host Open Days or Family Martial Arts Events: Choose a weekend and run an open-house event with short taster sessions, Offer giveaways (club T-shirts, pads, trial passes), Allow parents and kids to train together, Collect names/emails for follow-up
Benefits: 
-Removes pressure for new joiners — it’s a fun first step
-Strengthens community feel within the club
-Provides a great reason to follow up with attendees about joining

Follow Up and Nurture Every Lead: After any event or enquiry, follow up within 24 hours, Use a friendly SMS, WhatsApp message, or phone call, Send a welcome email with key info and a trial link, Track all leads using a simple CRM or spreadsheet
Benefits: 
-Helps turn “maybe” into “yes”
-Shows professionalism and care
-Prevents leads from going cold or being forgotten
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