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SALES TIPS 
MONTH TO MONTH MEMBERSHIP 
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After 30 years of selling term memberships,  

WCTKD is changing to a month to month membership system!  
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MONTH TO MONTH MEMBERSHIP SALES TIPS 

WHY DID WE DECIDE TO MOVE TO MONTH TO MONTH MEMBERSHIP? 

▸Easier to explain 

▸Leads to a higher average tuition rate  

▸Higher enrollment percentage   

▸Eliminate the need for renewals  

▸More consistent revenue  

▸Possible to raise tuition rates for all students at one time  

▸Eliminate refunds 

▸Better community reputation  

▸We are willing to “bet on our team” to maintain student motivation and 
membership 
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DISADVANTAGES OF MTM 

▸ Less opportunity for revenue “spikes” from PIF  

▸ No contract to keep members enrolled?  

▸ Have to deal with more frequent requests to place a  
membership on freeze/hold  

Given the success of our WCTKD affilates, and a growing 
number of dojangs around the country with MTM, we are 

confident that this change will be beneficial. 
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MONTH TO MONTH MEMBERSHIP SALES TIPS 

STUDENT VALUE  

▸ Metric calculated as Total Revenue/# of students  

▸ Factors include:  

▸ Base tuition/family discounts/PIF discounts  

▸ Event Fees ie. camps, tournaments, belt testing  

▸ Additional Programming: After school, Fitness, Competition   

▸ Additional Services: Private lessons  

▸ Products: Retail sales (training equipment and apparel)
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MONTH TO MONTH MEMBERSHIP SALES TIPS 

ACTION STEPS 

1. Review our sales process with our staff  

2. Ensure that we continue to educate and pre- frame about the 
importance and benefit of comittment throughout our enrollment 
process. 

3. Maintain and improve our focus on student progress and 
advancement 

4. Communicate frequently with parents and students, so that we answer 
questions, give feedback, and provide encouragement as needed                                                                                                                                                                                             

LONG TERM training REMAINS the key to STUDENT TRANSFORMATION! 
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Let’s review the sales fundamentals that will lead to  

a succesful and solid new student enrollment  



PHONE SKILLS 11

‣Pivot - Take control of the call by asking questions 
‣Profile - What is it that the callers wants and needs?
‣Present- How will TKD benefit them?/How can they try it? 
‣Prompt - Ask them to make an appointment 

The caller can feel your sincerity and personal interest through 
your tone of voice, speaking speed, and how well you listen &  
“feed back” their situation as you direct them. 

Goal: Make the caller excited enough 
to make and keep an appointment 
with YOU. 



RESPONDING TO A PRICE REQUEST 12

1st Price request:  - Use the 4P script 

2nd Time - Tuition is $159 or $189 per month and includes
‣Age and skill specific classes 
‣Low student to teacher ratio  
‣Flexible choice of classes 
‣Month to month enrollment 
‣“The first step is just to schedule a trial lesson so that you can 
visit our school and have a chance to see TKD for yourself.”

Goal: Present the price AND assign value to it 



WALK IN /PRE- TRIAL LESSON 13

Interview 
‣Learn about them 
‣Be responsive, courteous, and interested
‣What made them interested?
‣What would you like to see happen? 
‣Why now? 

Share 
‣Let them learn about you, briefly tell your story 

Goal: 
1. Learn about the trial member’s want and needs 
2. Establish credibility and rapport 



WALK IN /PRE- TRIAL LESSON 14

Elements to present: 
‣Our history, Our process, Our plan for you
‣TKD (most popular, kicks are fun and beneficial)
‣WCTKD (30 years of serving WNY, GMC/MM, Masters & staff)
‣Our Trial Process (build comfort, answer questions, prepare for class)

Goal: Increase Value
Explain how qualified, 
experienced,and caring we are about 
creating results for our students. 



TRIAL LESSON 15

Reminders 
‣Always teach with a clear goal in mind (themed trial lesson)
‣“I am going to demonstrate that TKD can help with ________” 
‣Use the related terminology 
‣CELEBRATE the trial student’s progress during the lesson 

Goal: Demonstrate that we have the 
solution to their needs. Let the parents 
see it, and the student feel it! 



POST TRIAL LESSON 16

‣Post Trial Lesson 
‣HOW did you enjoy it ? 
‣WHAT did you enjoy about it?
‣How do you see that benefitting NAME in the long run? 

Goal:Encourage parents to say in 
their own words how the training they 
saw will benefit their child. 



POST TRIAL LESSON 17

Curriculum review 
‣How does it work? (Time and techniques)
‣What does it do? (Gradually build increasing skill & strength)
‣How successful have we been? (Generations of students)

Goal: Help 
prospects to  
understand our 
process and the 
time it takes  



ENROLLMENT PRESENTATION 18

Confirm it is time to discuss membership
‣Have you been pleased with what you have experienced? 
‣Review the schedule: Which two days work best for you? 
‣Other than discussing our membership process, are there any 
questions I haven’t answered for you?

Goal: Smoothly transition from a 
lesson to an enrollment 



ENROLLMENT PRESENTATION 19

‣ Review Our Goals 
‣TKD is long term program with long term benefits 
‣Total development (physically, mentally, emotionally)
‣Over time, the growth is remarkable and impactful 

Connect our goals with their needs 

Goal: Share your excitement about 
pursuing the TKD journey with them
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TUITION PRESENTATION 21

Goal: Align Price and Value 
Preframe for Comittment, Consistency 
and Communication 

Benefits as listed on sheet:  
Staff: Professionals/Experts/Personal Interest/Ratio 

Flexible Schedule: Your choice 2x + per week 

Online Library: At home resources 24/7 

Student App: Communicate with you/Access our services 


DISCOUNTS 



TUITION PRESENTATION 22

Goal: Ask for the Sale! 

Review Our Memberships: 
Learning TKD is a commitment, and it is our goal to teach you/your family for 
many years, just like we have for thousands of other students. Because it is 
ongoing long term training that leads not only to advanced skills and rank, 
but also to lasting benefit. We want to help NAME to gain confidence, focus, 
and fitness that positively affects their results at school, home, and other 
activities. 


To do this succesfully, we ask you to communicate with us along the way so 
that we can assist and support you/your child throughout your training. Are 
you willing to do that? 


Ask for the sale: 
Are you ready to take care of ______________ membership today?



MONTH TO MONTH MEMBERSHIP SALES TIPS 23

Q and A 
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Renewing  

Current Studnets  



MONTH TO MONTH MEMBERSHIP SALES TIPS 

CONVERTING TERM MEMBERS TO MTM 

▸ Should you increase renewal rates on current members?  

▸ What is the best strategy to do this?  

▸ Facility Repairs  

▸ Facility Upgrades  

▸ Personal Interaction  

▸ Staffing Ratios  

▸ PREPARE staff to communicate the reasoning behind the change 
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RENEWAL QUESTIONS 26

Why aren’t you offering the Black Belt program 
anymore?  

At this time we realized that we can no longer lock in 
tuition rates for long periods due to the dramatic 
changes that continue to occur in the costs to operate 
our dojangs.  

At the same time, offering MTM memberships allows 
students the maximum flexibility, while still focusing on 
their long term training goals, and the achievement of 
their Black Belt. 



RENEWAL QUESTIONS 27

We’ve been here a long time, I’m surprised that we 
have to pay the new higher tuition rate.  

We are grateful for your long term support, and we are 
thankful that we have many members who have been 
with us for years. We appreciate everyone 
understanding that the costs of providing a World 
Class experience increases every year, and that your 
increased tuition allows us to maintain the quality of 
instructors, facilities, and events that our students 
want. 
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So will I need to renew my membership?  

No renewal will be necessary. Month to month 
memberships will just auto renew each month for as 
long as you continue training.  

RENEWAL QUESTIONS 



RENEWAL QUESTIONS 29

So can I still pay in full?  

Currently we are providing the opportunity to pre pay 
up to 12 months of tuition at a time. If you do that you 
will receive a 10% discount.  

At the end of your 12 months your membership will auto renew at our monthly 
rate. you will receive advance notification of our tuition and terms at that time. 
- NOT YET




RENEWAL QUESTIONS 30

What if I want to cancel my membership?  

Memberships can be cancelled with 30 days notice 
prior to your next payment. We have a cancellation 
form that need to be filled out in person, so that both 
sides are clear on the effective date of cancellation.  



RENEWAL QUESTIONS 31

What if I want to put my membership on hold?  

We can put memberships on hold as a courtesy for 60 
days. Holds over 60 days will require an exception, 
otherwise they are deemed a cancellation.

Can I go on hold and then cancel my membership? 
  
A hold does not count as 30 days notice. If you wish 
to cancel a membership a payment needs to be made 
30 days prior to cancelling.  
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Q and A 


