
Help with TKD Membership Sales  
Presented by Michael Mertens, Executive Director TKD Professionals  

 Contact me at director@buffalotkd.com


My experience  
• Personally enrolled thousands of students

• Trained dozens of staff to conduct our enrollment system 

• Enjoyed watching as our students enjoyed the process of personal growth and skill 

development


Two root problems when it comes to Selling  
1. You believe it’s not necessary. 

• You have the perception that people can make up their own mind on their own. 

2. You feel that selling is sneaky, inappropriate, or just plain wrong.


Selling is Necessary!  
• The buyer needs our help and guidance. They will appreciate it. 

• Information alone will rarely persuade a person to act. 

• Sales people create the interpersonal relationships that inspire prospects to 

become customers. 

• To truly make an informed and beneficial decision, the buyer require highly 

customized information. 

• There is still a lot that the prospect doesn’t know (or prefers to have a live person 

tell them). 


Selling is honorable  
• What is your definition of selling?

• I have an identical definition for selling and teaching! 

• “Sharing information on something I care about, in a way that motivates and excites 

someone else to start enjoying and benefiting from it in the same way that I have.” 

• In the classroom, I “sell” students on trying their best, repeatedly doing a form, 

believing in themselves that they can break a board

• Teaching/Selling have the same root= helping someone to learn about something 

beneficial

•  I know I can help them, but I can only do so if they enroll! 


Selling is… 
• Listening and understanding the customer.

• Answering all of their questions respectfully.

• Educating them about the choices available to them.

• Assisting them with making a decision. 

• And most of all... 

Building a long term relationship 


Properly done selling always results in a “Win-Win” outcome” 


mailto:director@buffalotkd.com


Helpful Principles 

Never sell to a stranger  
• Focus on being interested before being interesting.  
• START with great questions: 

• What made you interested in TKD for your self/your child? 

• The benefits of TKD include focus, confidence, discipline, and exercise, which of 

this are you most interested in? 

• Why now?  

Would you please tell me more? 

• The focus of all great salespeople is “Who are you and how can I help you?” 


Equally Important  
• Listen carefully to the answers.

• Hear not only what they say but how they say it.

• Encourage them to answer as fully as possible.

• Learn their story and then share yours! 


You can evaluate a prospect without disqualifying them  
• Novice salespeople tend to believe one of two things…

• Everyone is going to join. 

• Everyone who didn’t join had no chance of joining. 

• In both cases, they make the mistake of misreading the situation. 

• The reality is that rarely is the scenarios black and white from the beginning. 

• Instead what you say, do and share with the prospect greatly affects the final 

outcome.


The E-F-C System  
• Where is does the prospect stand in each off the following areas: 

• Enthusiasm - How excited are they about getting involved? 

• Financial Capability - How strong are their financial capabilities? 

• Commitment - How ready are they to commit to a  long term goal? 


The EFC rating tells part of the story but not the end of it!  
YOU can Influence…

• How excited the prospect is by your own enthusiasm and your service 

• Their perception of value through excellent, targeted service 

• Their understanding of the benefit of commitment for achieving their goals through 

education and discussion 

• Just like you do on the dojang floor - INFLUENCE THE RESULT!  


Trial Lessons Are Awesome!  
1. They reduce anxiety and prepare the student for a group class. 

2. They allow you to demonstrate how you will provide the desired benefits- ALL trial 

lessons should be themed. 

3. They are great for pre- framing for commitment. 

4. They are YOUR primary opportunity to demonstrate your sincere interest in the trial 

member AND your skill at helping them with their needs.




A Black Belt curriculum chart is a powerful tool in your enrollment process 
• Great visual aid to make the intangible more tangible. 

• Helps the trial member to envision their journey. 

• Demonstrates that you have a well thought out plan. 

• Allows you to speak to the success you have had with the process. 


Responding to Objections is Part of the Process  
1. Need to have a confident and sincere demeanor 

• Posture, poise and voice tone

2. The situation is so common that you need to have your responses planned …

• “Ok, so let’s talk about that...”


Responding to the Price Objection  
• We are not the cheapest program in the area. However, the reason that so many 

families choose us, is that the difference in tuition pays for the factors that impact 
their experience the most, including the number of instructors, their expertise in 
teaching, and their ability to achieve results.” 


Responding to the Commitment Objection  
• Posture, poise and voice tone 

• “Ok, so let’s talk about that...” 

The reason we ask for a commitment is because we know that it takes time to provide 
the benefits that you are looking for. It’s a partnership between our instructors, you as a 
parent, and Alexa to achieve the goals we set.You are not making a commitment just to 
a membership you are making it to your training. It’s the combination of effort and 
consistency that creates such dramatic progress.”


The Ultimate Reminder…  

Service what you sell!  
• Over time your dojang will be successful as long as your service keep the promises 

that are made in your enrollment process.

• People only stay, pay, and refer others to a program that they enjoy and that meets 

their needs. 

• The end goal is ALWAYS long term membership AND long term  benefits for the 

students.

• Good luck on becoming a great salesperson and a great instructor!  


