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Sales Presentations Key Points

3 Reasons to enter the sales presentation with confidence  
As a Tae Kwon Do professional you need to be excited to get to this stage. This is when you 
help the prospect to make a meaningful decision that will positively improve their life.  Be 
confident when you begin your sales presentation based on the following: 

1. You are well prepared as a result of the trial lesson. 
You’re not going into the sales presentation “cold.” Everything you have learned about the 
prospects interest, abilities and needs will be factored into how you give your presentation.   
You’re not trying to rush or pressure the prospect into anything.  Enrolling is the next natural 
step at this point. 

2. You have gained credibility with the prospect.  
They have watched as you have worked hard to help them accomplish and benefit from 
their experience so far. They have also seen dozens of current students having fun in 
your classes.  They have witnessed firsthand the proof that your school can deliver on the 
promises that your marketing has made.

3. You and your team will service what you sell.    
You are committed to helping your students to succeed for the long run.  You are not 
promising that they will never face difficulty, frustration, or challenges.  What you are 
promising, is that you will never stop helping them to overcome those obstacles in order to 
achieve their goals.
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  Sales Presentation at a Glance 

Establish a Foundation 
• Ask the parent how they enjoyed the lesson, and specifically what it was that they enjoyed 
• Compliment their child and reiterate how TKD training is a great match for their needs 
• Review the class schedule and get commitment to attend classes
• Confirm the guest is pleased and that reviewing memberships is all that’s left to do 

Connect The Black belt Curriculum to Our Membership 
Options
• Review the Black Belt curriculum  
• Review the membership options 
• Compare Black Belt Program Benefits and One Year Program Benefits 
• Mention special event and equipment fees
• When reviewing membership options, ALWAYS mention the family rates 

ASK for the sale 
• ASK for the sale 
• Respond to any concerns/objections 
• ASK for the sale again 

Register the student 
• Review the terms of the membership 
• For one year members, present the upgrade information 
• Present the new student folder and manual
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3 Reasons to Enter the Sales Presentation
with Confidence  

As a Tae Kwon Do professional you need to be excited to get to this stage. This is when 
you help the prospect to make a meaningful decision that will positively improve their 
life.  Be confident when you begin your sales presentation based on the following: 

1. You are well prepared as a result of the trial lesson. 
You’re not going into the sales presentation “cold.” Everything you have learned 
about the prospects interest, abilities and needs will be factored into how you give 
your presentation.   You’re not trying to rush or pressure the prospect into anything.  
Enrolling is the next natural step at this point. 

2. You have gained credibility with the prospect.  
They have watched as you have worked hard to help them accomplish and benefit 
from their experience so far. They have also seen dozens of current students having 
fun in your classes.  They have witnessed firsthand the proof that your school can 
deliver on the promises that your marketing has made.

3. You and your team will service what you sell.    
You are committed to helping your students to succeed for the long run.  You are not 
promising that they will never face difficulty, frustration, or challenges.  What you are 
promising, is that you will never stop helping them to overcome those obstacles in 
order to achieve their goals.

Sales Presentation
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Sales Presentation at a Glance 
Establish a Foundation 
• Ask the parent how they enjoyed the lesson, and specifically what it was that they enjoyed 
• Compliment their child and reiterate how TKD training is a great match for their needs 
• Review the class schedule and get commitment to attend classes
• Confirm the guest is pleased and that reviewing memberships is all that’s left to do 

Connect The Black belt Curriculum to Our Membership Options
• Review the Black Belt curriculum  
• Review the membership options 
• Compare Black Belt Program Benefits and One Year Program Benefits 
• Mention special event and equipment fees
• When reviewing membership options, ALWAYS mention the family rates 

ASK for the sale 
• ASK for the sale 
• Respond to any concerns/objections 
• ASK for the sale again 

Register the student 
• Review the terms of the membership 
• For one year members, present the upgrade information 
• Present the new student folder and manual

Sales Presentation
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Sample Presentation
Ask the parent how they enjoyed the lesson, and specifically what it was that they enjoyed 
“How did you enjoy your experience with our school so far?  What was it specifically that you enjoyed 
about (child’s name)’s lessons.”

Compliment their child and reiterate how TKD training is a great match for their needs 
“(Child’s name) was a lot of fun to work with, and I was proud of hard he was trying throughout his 
lesson.  I can just see how his confidence is going to increase as he realizes how much he is capable 
of.”

Review the class schedule and get commitment to attend classes
“Our goal is to see (child’s name) consistently two to three times per week. Which sessions would you 
plan to bring him to most regularly?”

Get confirmation that the prospect is ready for  memberships information 
“I’m prepared to go over our tuition programs now. Are there any other questions or concerns that you 
have before you would register (child’s name) to continue?”

Proceed to review the Black Belt curriculum  
“As we have already discussed, our focus with all of our students is the journey to Black Belt.  This 
allow us to teach them a solid foundation of martial arts skill and improve their physical fitness.  Its 
also the process we use for character development. In order to earn a Black Belt students need to 
master the skills of focus, cooperation, self discipline and respect.  Of course all of those skills are 
valuable in daily life as well.  In that way we help our students to attain greater success both on and off 
of the mat.”

Review the membership options
“We have three different levels of membership.  They are all based on the idea that learning martial arts 
is a long-term program with long-term benefits. Therefore, the greater the commitment you make, the 
greater your membership benefits will be.”

“Our lowest tier is our month to month program and the choice of two classes per week. It’s not the 
most commonly selected one, but it does allow you the flexibility of a 30 day cancellation option if that 
is something that you’re interested in.”

“Moving up, our middle option is our one year program. Over the course of one year you/your child 
could expect to earn their first 3 to 4 belt ranks which is pretty substantial progress into Kwon Do. By 
committing to the one year program, you receive the option to attend up to three classes per week and 
a lower tuition.  Your payments can still be made monthly, or if you want to save more you can receive 
15% off for a single payment.”

“Our best program, and the one that represents the majority of our students is our Black Belt program. By making 
the commitment to that membership level you receive our best tuition rate and the most benefits. The tuition rate 
is a guaranteed until the achievement of Black Belt. That means even if the student has not reached their black 
belt by the end of three years, any additional training is still locked in at this rate. Therefore, you know exactly 
how much you need to budget for training through to Black Belt. Similar to the yearly program, payments can be 
made monthly or in single payment with a 15% discount. In addition, you have the opportunity to attend unlimited 
classes per week. Most students start with 2 to 3 classes at the beginner stage, but as they advance they may 
like to train more often, and the Black Belt program allows them to do that. We also give our Black Belt members 
an upgraded uniform and uniform patch which serves as an extra recognition of their advanced commitment.”

Sales Presentation
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Mention special event and equipment fees 
“The only additional costs are for special events and equipment. Special events include activities 
such as training camps, tournaments, seminars and other events we host throughout the year, for the 
enjoyment and benefit of our members. Those specific events are all optional. The only mandatory 
events would be color belt and Black Belt testing. 
On becoming a yellow belt, we require all students to purchase a safety gear package that consists 
of a headgear, mouthpiece, groin cup and shin pads. The sparring is no contact so the gear is just an 
additional precaution and part of our commitment to our students’ safety.”

When reviewing membership option ALWAYS mention the family rates 
“I also want to point out that we offer substantial family discounts for additional family members.  The 
first additional family member receives a $40 discount off of whichever program you choose, while the 
second additional family member receives $70 off.  Beyond three family members there is no charge 
for joining our school.”

ASK for the sale 
Any questions about the information I just presented to you?
Okay, so which program would you prefer to start him on? 

Answer questions/ concerns i.e. : commitment 
“Ok, so lets talk about that.  Virtually every parent wonders about their child’s ability to stick with our 
program through to their Black Belt. The reason that we have been so successful at helping such 
a large number of students to achieve their Black Belt is that we have developed a system to help 
students maintain motivation.  This includes dynamic classes, instructors who take a personal interest 
in each student, an exciting calendar of special events and attendance tracking.  We also know it takes 
a team effort, so its important that you communicate with our teaching staff about any changes in 
motivation you see with (child’s name) as soon as they occur. If you do that, we will put extra effort into 
helping (child’s name) to progress and get motivated again.”

ASK for the sale again
“Ultimately choosing the program that is right for you comes down to selecting the one that matches 
best with the goals that you want to achieve for yourself/your child. Based on what I have reviewed, 
which program will be best for you?”

Review the terms of the membership 
“What you have registered for is a Black Belt/one-year program for (child’s name) starting on today’s 
date May 8th. With the ________ deposit that you paid today, you have 36/12 payments of _______ per 
month remaining. Those payments will be charged to the checking account that you provided to me on 
the 15h of the month.”

For one year members, present the upgrade information 
“As we spoke about, our primary focus is on helping every student to achieve their Black Belt. 
Therefore, while (child’s name) is on the one-year program currently, I want to extend to you what we 
call our Yellow Belt upgrade option. From this point until the achievement of his Yellow Belt, you will 
have the option to get 100% of what you pay in tuition credited towards our Black Belt Program. So, I 
encourage you to take the next few months to evaluate our staff, our classes, and the benefits (child’s 
name) receives. I’m confident that it will motivate you and him to want to pursue his training all the way 
to Black Belt.”

Present the new student folder and manual 
“Here are you new membership materials. This is your student manual.  In this folder I placed another 
copy of our schedule and some information on our additional services like Birthday parties and 
Summer camp.  I’ve also included some guest passes, and hope that you will consider recommending 
our school to a friend.  Once again, thank you for enrolling (child’s name) and I look forward to seeing 
you here regularly.”
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Sales Presentation

Handling Objections  
Don’t be surprised if the prospect has questions or objections at the end of your 
presentation. Remember this is still “all new” to them and they may need clarification 
and reassurance that going ahead with enrolling is a great idea. Even if they seem 
particularly aggressive with their concerns about the price or commitment, you can 
and will respond to these objections calmly and professionally. Take confidence in the 
knowledge that many students who initially had objections end up as happy satisfied 
students for many years to come. Be committed and willing to listen carefully to the 
prospects concerns, and provide additional information and reassurance.

Reminder: All of the following elements reduce the  likelihood of 
objections 
• High quality facility staff, and attention to details 
• Themed trial lesson that demonstrates you can provide exactly what the prospects 

are looking for
• Clear explanation that long term training = long term benefits 
• Presenting with confidence in voice tone, eye contact, and posture

1. Reduce the likelihood of objections coming up by:
• Offering high quality service
• Giving each prospect your sincere attention and interest
• Educating the prospect throughout the enrollment process about how we can 

meet their needs and how well we have done so for others

2. React to objections initially with a calm, professional, and inquisitive manner. 

3. Respond with an encouragement to the prospect to share their concern with you 
fully. 
“Ok, let’s talk about that.” 
“Please tell me more about that concern.”

4. Reassure the prospect that you understand their concern and provide additional 
information that going forward with the decision to enroll is still the correct decision. 

5. Redirect - confirm if the prospect agrees with you and once again invite them to 
enroll.
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When an objection is presented don’t panic, instead 
remain calm and apply the following steps: 

1. Clarify what is the prospects main concern 
• OK, let’s talk about that
• Is it the cost or the commitment that you are concerned about?
• I see, so you are comfortable with our tuition, it’s really the length of time that you are 

questioning. 
• Have you been pleased with what you have seen of our program so far? And you feel like 

(child’s name) would enjoy himself here? 

2. Demonstrate that you understand the concern 
• So if I’m understanding you correctly, you would feel comfortable paying for the tuition, 

and think the program would be good for him, you’re just not certain if he will be able to 
stick with it at this age.

• Would you mind if I take a moment to explain to you how we’ve been able to keep 
children (child’s name)’s age involved with our classes long term? 

3. Present the prospect with additional information that can help them to 
make a “new decision”
• (Parent’s name), in my experience...
• Many parents have expressed similar concerns...
• And here’s why they decided to go forward anyway...
• The system we have in place for exactly that reason is... 

4. Get agreement on the new perspective 
• Does that make sense?
• Can you see how helpful that would be?
• Would that make things easier for you?
• Does that take care of your concern? 

5. Ask for the sale again 
• So, it seems like we should move forward.
• Great, so we can get started today then?
• If that’s taken care of, then let’s get going with it.


