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So, has anybody ever asked you, 
“Hello there … what’s old?” No, 
probably not. Me either. It’s human 
nature for people to want to be 
interested in what’s new. So let’s think 
about this for a second. How would 
people describe your school? Would 
they say that it’s new, exciting and 
cutting edge or old, dull and crusty? 

Hosting a Grand Re-Opening is 
one of the best ways to re-introduce 
yourself to your community as a 
world-class martial arts academy and 
as a personal-development center. With 
statistics telling us that many schools 
are closing their doors and that some 
are reporting a downward spiral of 
10%-14% year over year, something 
must be done! This article will give you 
all of the tools you need to get ready, 
get set, and get going to ensure you 
experience your best year ever!

I want to share with you what I call 
the “Blueprint for Grand Re-Opening 
success. As you know, when you’re 
running a community event (which 
is exactly what a grand re-opening 
is), there are some important things 
that absolutely must happen. What 
I’m conveying in this article will 
ensure that you do everything possible 
to make a huge splash within your 

community and help your school to 
enjoy the success it truly deserves.

step #1: Prepare the 
School 

Think of it this way. When you 
know that you have company coming 
over to visit your home, I’m sure you 
do everything possible to make your 
home clean, fresh and inviting. You 
basically want to do the exact same 
thing with your school. Give yourself 
a good couple of weeks to take the 
following steps: 

f Re-paint the school. 

f Update, replace or clean the 
flooring or carpeting to make it  
look fresh. 

f Make sure that all light bulbs are 
working and dust-free. 

f Do a school-wide clean up. 
Basically, do the white glove test  
on everything. 

f Get some fresh plants to add to 
the life of the school. 

f Fix anything that needs fixing. 
Cracked mirrors, spackle any sort of 
holes on the walls, etc.

f Get a new sign. This always 
draws some excitement.

f Use air freshener (nothing says 
“old” like the stench of dirty feet!)

step #2: Commit and 
Schedule Your Grand 
Re-Opening 

Get out your calendar and schedule 
this event … right now! There is no 
bad time to re-invent your school! 
Sometimes, it’s great to hold an event 
like this right after back-to-school 
season has passed, so you’re able to 
re-energize your community when 
it needs it most and there are fewer 
activities to compete with.  

What a fantastic opportunity to take 
advantage of a Grand Re-Opening and 
school makeover! Imagine the media 
exposure you’ll generate by spreading 
the word in your community about all 
of the many benefits that your school 
provides on a daily basis. In addition, 
you’ll be able to create and ride a 
wave of excitement that will last until 
your next Grand Re-Opening!
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step #3: Develop 
Your Expertise and 
Reputation as a Personal-
Development Center 

Let’s face it: Your school teaches a 
fantastic martial arts program, right? 
You want to make more of an impact, 
don’t you? The top after-school 
activity centers around the world have 
discovered a very important secret: 
Parents generally enroll their children 
in after-school activities with the hope 
that their teachers and coaches will 
help to strengthen the character of 
their kids. It’s very easy to do when 
you have the right tools. In addition, 
from a dollars-and-cents perspective, 
when you offer more, you can charge 
more — and get it! 

Whichever character development 
system you choose to implement, 
make sure that it has the following 
components to maximize the 
effectiveness and minimize any 
additional work for you or your staff:

f Credentials! Make sure that 
whomever designs your program 
actually is a child development and 
character education expert, and has 
the credentials to prove it. 

f Non-repetitive, age-appropriate, 
character-education lessons for each 
of the age groups that you teach. 

f Age-appropriate, character-
education projects that your students 
can complete at home, so they’re 
talking about your school when 
they’re not at your school. 

f A monthly parents letter that 
educates the parents of your students 
about all of the additional value that 
your school brings to their family in 
addition to martial arts skills. 

f A monthly parenting education 
column that helps parents see your 
facility as an important family resource. 

f Ready-made bulletin boards 
that allow your staff to instantly 
create a “Character Education Center” 
in your school. 

f A community-building project 
that brings the students of your school 
closer together every month. 

f A constantly updated parenting 
blog, so that your students’ parents are 
continually reminded about the extra 
education your school provides. 

A top-of-the-line Character-
Development Program should allow 
for instant implementation. This will 
give you a major advantage over 
your competition.

step #4: Prepare  
Your Staff 

You can have a great turnout from 
the community. However, if your staff 
blows it, you’ve wasted a ton of time, 
effort and money, not to mention your 
sanity. I would set up, at the very 
least, four weekly planning meetings 
to get your staff on board. 

During these training meetings be 
sure to cover the following: 

f What is each staff member's 
particular role in this event? Where 
exactly will they be? What will they 
do? What are your expectations of 
their behavior and results? What 

G r a n d  R e - O p e n i n g  B l u e p r i n t

Remember all the excitement created around the Grand Opening of your school? 

People flocked. Press buzzed. You were pumped. But over the years, enthusiasm 

waned. It’s time to recapture the energy of that first day with a Grand Re-Opening! 

Here are the seven key steps to re-opening your school, recharging your batteries, and 

reinventing yourself in the eyes of your community.

“When you know that you have company coming over to visit your home, I’m sure you do everything 
possible to make your home clean, fresh and inviting. You basically want to do the exact same thing 
with your school. Give yourself a good couple of weeks to give your school a makeover.”
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“Get out your calendar and schedule this event … right now! There is no bad time to re-invent 
your school! Sometimes, it’s great to hold an event like this right after Back-to-School Season 
has passed, so you’re able to re-energize your community when they need it most and there’s less 
to compete with.”

kind of standards will they be 
measured by? 

f What’s the intended result 
for the event? How many people 
do you want and need to show up? 
How many leads will you generate? 
How many introductory lessons will 
you teach? How many new students 
will you generate? How many 
testimonials from current students 
will you generate? How many times 
will you get coverage by the local 
media for this event? What new 
business relationships will you build 
at this event? 

f How will the Grand Re-Opening 
event be marketed? Do you need a 
webpage for this event? How do you 
guarantee all of your current students 
will attend? How do you get your 
current students to invite their friends 

to the event? How will you 
use e-mails and marketing 
tools to current students, 

past students and leads and 
prospects? Will you use direct 
mail or telemarketing, etc., to current 
students, past students or leads and 
prospects? How many media releases 
need to be written and sent to ensure 
that the press and local TV news are 
there to cover the event and that the 
community learns about it through 
newspapers, TV, radio, etc? 

f How do you make this event 
fun? Demonstrations by current 
students are always fun and exciting. 
Food and drinks: you can have 
these donated by restaurants, stores 
and shops. Festive atmosphere: 
balloons, party music, etc., and all 
the decorations. Here’s a big one 
— face painting. Get a couple of 
your adolescent girls to do some 
face paintings on these kids. It’s 
unbelievable what an effect that has 
on the participants. 

step #5: Plan Out 
Your Door Prizes 

A few weeks before the event, 
have a couple of staff members visit 
every business in your area and ask 
them to get involved in your Grand 
Re-Opening as your community’s 
Personal Development Center. Ask 
what they would be willing to donate 
for use as a door prize. 

This is the important part 
here, folks. Do not prejudge. Ask 
everybody. Don’t skip over grocery 
stores, party suppliers, restaurants, 
auto-repair shops, spas — just go in 
and ask them all. This would be a 
great exercise for you and your staff 
regardless of the outcome. 

If they say “yes,” make sure to 
thank them and then ask, “By the way, 
do you have any idea who else might 
be willing to help us out?” If they say 
“no,” make sure to thank them anyway 
and then ask, “By the way, do you 
have any ideas about who else might 
be willing to help us out?” 

Are you getting the picture here? 
You’ve got to ask! 

Before you leave their business, be 
sure to give them two or three VIP 
Certificates good for a free week or 
month of classes as a special thank 
you gift. 

What you’ll find is a very large 
percentage of your town will rally 
around this idea and the support you 
get will be fantastic. 

step #6: The Day of 
the Event 

Remember, this event is a marketing 
activity, so it’s best to keep in mind 
that it’s the results that count. Just 
make sure to have some fun while 

you’re at it. Here’s a list of things to 
do during the event. 

f Make sure that you have 
“stations” set up in your school. 
Areas like the check-in desk; your 
Character-Education Center; the 
training floor; the parents' viewing 
area; the offices; the food and drinks 
center; the face-painting area, etc. 

f Make sure that you do some 
form of introductory lessons that all 
prospective students can take part in 
every half-hour to every hour. This 
quick introductory lesson should be 
designed to show how much fun your 
school is, how great your staff is, and 
what a powerful impact you can make 
with them in such a short period of 
time. You can even have your staff 
do a brief “Mat Chat” with all of 
the kids to show the parents how 
your school strengthens character! 

Important: These introductory lessons 
are not designed to teach any major 
chunk of curriculum. You just want 
to get them involved! 

f Make sure you present some 
form of special offer after each intro 
lesson, to help people get signed 
up that day. Personally, I don’t like 
offering discounts. I do, however, 
love gifts with purchases. You might 
offer them a free equipment package 
when they join today or a special gift 
certificate to your pro shop, etc. 

f Make sure that you and your staff 
act as ambassadors for your school. 

f Make sure that the top-level 
parents of your students also act as 
ambassadors for your school. It’s 
amazing what a great resource these 
people are. They can help endorse 
your program by simply saying to 

somebody who’s there, “This is the 
best program in the world. You’ve got 
to sign up here.” 

f Make sure that you only 
focus on positive things during 
this day. Absolutely no bashing the 
competition. I’m sure it wouldn’t 
even come to mind, but you’ve got 
to make sure that you and your staff 
stay positive. 

f Make sure that you have a 
video camera on hand to record some 
testimonials from the raving fans 
among your clients. Events like these 
are a great place to collect testimonials; 
everybody’s in a great mood. 

f Make sure that you have 
somebody taking lots and lots of 
pictures that can be used for media 
releases, news articles, flyers, and for 
your website. 

f Anybody that attends your 
school’s Grand Re-Opening will 
fill out a small form that includes 
his/her name, age, address, phone 
number, e-mail address, and any other 
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information you want to collect. Let 
people know that you’re going to be 
picking names for door prizes at the 
end of the event. This is actually one of 
the things to get them to stick around 
until the end. Make sure you organize 
all the completed forms and put them 

somewhere that you’ll be able to find 
them easily the next time you’re at the 
school. This is vitally important. 

f Make sure that when you do 
your door prizes that everybody gets 
something. You may want to head 
down to the local dollar store, so 

you’ve got a bunch of tiny little knick-
knacks or toys that you can give to 
anybody whose name was not picked 
during the drawing. It’s important to 
ensure that everybody who leaves your 
school leaves a winner. 

step #7: The  
Follow Up 

This is by far the most important 
step of the process. Let’s face it — not 
everybody is going to sign up for your 
program at your event. 

Here are the steps that I would 
take after the event. The sooner this 
is accomplished, the more effective it 
will be. So don’t drag your feet. 

f Enter every single lead and 
prospect into your database. I know 
you have a database, right? If not, 
now’s a good time to create one.

f Enter every leading prospect 
into your autoresponder system. 
Create a new list called “Grand 
Re-Opening 2009” or similarly 
titled, so you can focus specific 
marketing directly to them. 

f Send out an e-mail blast 
within 24 hours after the event, 
thanking them for making the 
event so special. I would then 
make a strong special offer to 
get them back into the school 
ASAP and get them enrolled. 

f Build a set of at least 
12 autoresponder e-mails 
that focus on building a 
relationship with these 
people. Focus on letting 

them know why your school is 
different and clearly superior to 
anything else out there. Then, of 
course, add an offer to help them get 
started training immediately.

f Make a point to have your 
front-desk staff call each prospect 
and personally invite them to take 
advantage of a free class, free week 
or free month of lessons, courtesy of 
your school. 

f Send out your monthly printed 
newsletter to each of these prospects. 

f Add these prospects to your 
current list of prospective clients and 
keep mailing and e-mailing them until 
they join. 

In my experience, it’s all about 
follow-up and follow-through. If 
you get people used to receiving 
notes, e-mails and calls from you, 
eventually — if it’s done right — they 
will become your clients, and that’s 
what we all want. If a much larger 
percentage of the citizens in your 
town were students of yours, your 
town would be a lot better, wouldn’t 
you agree? 

With a properly-planned and 
executed Grand Re-Opening, your 
school will be the Talk of the Town. 
So, go for it. I am very much looking 
forward to hearing about your 
massive success.

Jason M. Silverman offers High 
Level Marketing Coaching Classes 
for some of the top owners in the 
martial arts, gymnastics, swim, cheer, 
and dance industries. Everything that 
Mr. Silverman teaches, he’s learned 
from practical hands-on experience. 
He’s used all of the concepts that he 
teaches to help build POWerful Words 
Character Development into one of the 
most successful character-education 
programs for after-school activities 
available today. 

He can be reached at  
jsilverman@powerfulwordsonline.com.

“You can have a great turnout from the community. However, if your staff blows it, you’ve 
wasted a ton of time, effort and money, not to mention your sanity. I would set up, at the 
very least, four weekly planning meetings to get your staff on board.”
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