
	 

 

 

 

How To Start and Grow a Tennis Program Without a Tennis Court.

 

“Learn how to build a successful mobile tennis program in months”!!
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Chapter 1:
An Introduction To The Plan.

 

Hello there and welcome to….

 

“How to build a tennis program without a tennis court.”

 

You have to love that title and that is exactly what this book is about to show you how to do.

 

After you finish reading this book, you will be able to start a tennis coaching program on the internet and grow it to 6 figures without a court.

 

Now… don't get me wrong here, you will be using courts sometimes in your coaching program, but that will only be for tennis events and promotional activities.

 

This concept is all about taking your coaching program directly to your prospective students and then teaching them in their driveways or at their schools, churches or gyms or parks.

 

And with this program that you are going to be learning in this book.

 

You will be able to set up multiple streams of income with it, some will be passive and the others will be active, but with the active ones that you will be  using, you will be generating more income from using them in larger events.

 

Just keep that in mind as you get into the meat of the book and go through it.

 

By the way.

 

This isn’t a one size fits all system either, you should and need to adapt and tweak it through constant testing, as you approach your market.

 

Never forget that.

 

“Great marketing is just taking a proven marketing system that is already out there and then testing it out for yourself, making the needed adjustments and then customizing it after you process the system internally.”

 

You should also know that.

 

The quality of your marketing will always determine your profit results and your program’s growth in the future.

 

Here is your first action tip.

 

Start studying marketing now, by reading more of the free eBooks that are online about the subject.

 

You could actually become a marketing expert in 4 year or less, by reading more books on the marketing and make sure that you are reading direct response marketing books.

 

Because DRM is the best way to market any business.

 

Okay, since you know what you can expect from reading this book.

 

I am going to show you how to get started with building a tennis program without a tennis court, then I will show you how to grow your tennis program on a low budget and after that, I will give you a business model that is proven to work for other tennis coaches.

 

Which you can then start testing out for yourself and working the process, until it starts working for your coaching program.

 

With that being said.

 

Are you ready to get started?

 

Great then, let’s move on to the next chapter.

 

 


Chapter 2:
How to start a tennis business without a tennis court.

 

Let’s dive deeper into the concept of what we are trying to do here with this business model.

 

“Your end goal with this business model, that you are about to learn is to build a tennis program without a tennis court, which can be done by building an email list first (which we will talk more about later in this book) teaching at parks, schools, churches and in driveways of people’s homes.”

 

It’s about finding and using alternative ways to run a tennis program and believe me, there are many more ways for coaches to do this type of coaching business.

 

And if you want to run a tennis business without a tennis court, you are going to have to build your coaching business online, then operate it both offline and online after that.

 

As you read this book and go through the information, this will start to make sense to you as you get deeper into the concept, tactics, and strategies.

 

Here are just a few ways to run a tennis program without a tennis court..

 

I would start with driveway tennis lessons(teaching in people’s driveways), schools(all levels) on the school grounds and any other open areas that you can use to teach tennis.

 

You will need tennis training aids, like different balls for kids, tape and mini nets, so invest in these types of things right here. 

 

After you get those things in order, print up 5,000 flyers and 2,000 door hangers.

 

This shouldn’t cost that much either, and look at this as a small investment into your tennis program.

 

Keep this in mind about using flyers, cheap postcards and door hangers.

 

Use them to fill up your sales coaching pipeline and then after you have it full, stop doing them.

 

But, in the future,whenever your numbers start to get low in your program, start doing them again to fill up your coaching funnel and get your numbers back up.

 

You have to know that.

 

“To hit 6 figures and beyond with your program, you have to fill up your sales pipeline and you have to keep it full, then you should have a referral system in place, to leverage your relationship with your students.”

 

Think like a guerilla marketer does.

 

This means.

 

Don’t try to do too many things at once, focus on getting in front of prospective students, with your flyers daily and get them into their hands.

 

At the same time.

 

Meet at least 40 people a day!!!

 

What you want to do is use the law of averages  when marketing your program.

 

Which means, working the numbers daily, to fill up your coaching pipeline.

 

I can promise you this… if you meet 40 people a day, that’s 270 a week and that is going to help you grow your program faster, because out of that 270 people, at least half of them, will accept your offer for a free sample lesson, wouldn’t you agree?

 

Of course they would!!

 

Anyway.

 

Back to what I was saying.

 

Get creative with your design of these flyers or postcards, try to print them in the shape of a tennis ball or racket, then use a benefit driven headline to get their attention, promise something to them and then have a call to action with a free offer.

 

Another thing to keep in mind when approaching the market.

 

Don’t try to sell them on joining your tennis program at first.

 

Instead.

 

Focus on selling the free offer only, because you want to make it easy for prospects to enter into our sales coaching funnel, which I will also go into in more detail later.

 

Okay now, let’s talk about distribution of your marketing material.

 

You can do this yourself or you can hire some local kids to do it for you(I would suggest you eventually do this too).

 

Target the nice areas in your city and hit them for 1 month straight,because repetition is the key to solid marketing.

 

Again.

 

Think guerilla style marketing. (This is using your time, energy and creative abilities in a strategic  way to promote your program, instead of money)

 

 You can start teaching them in their driveways and at the local parks, speaking of which, they may want you to give them some money back in return and that’s fine, because you are building a tennis community with their help.

 

Or should I say a tennis program without a tennis court.

 

Approach all the schools and offer to give a free tennis event, then offer an after school tennis program to them.

 

Same thing here.

 

Negotiate an agreement with them where they can also get a share of the profits from the program, if you can’t, get them to allow you to pass out your flyers, to promote your own program at the end of the event.

 

That should get you and keep you busy for a while with your marketing.

 

You can also go after the companies,many coaches overlook them.

 

“But think about it for a moment, their workers are stressed out daily from the job and this is a great way to release that stress and get them in shape, build team spirit and at the same time”.

 

So, that’s your sales pitch for right there when you approach them about this program!!

 

In the next chapter we will get into your sales approach!!

 

 


Chapter 3:
Your Marketing Approach.

 

In this chapter, we are going to talk about your marketing approach.

 

This can be overwhelming for many coaches and business owners, so , what we want to do is model after the best marketing concepts that are already out there and being used.

 

You just have to understand this key point.

 

There is no reason for you to try to reinvent the wheel here.

 

What I mean is, why would you do that?

 

That takes more time, money and energy!!!

 

But, many coaches are doing it that way now as I write this book.

 

Listen.

 

Your goal as a tennis coach when approaching the market is simple.

 

Find the best proven marketing tactics, ideas, strategies and systems and then process them and customize them to fit into your own successful marketing approach.

 

In this case, we want to focus on guerrilla direct response marketing, which is a concept that was created by Jay Conrad Levinson and has already been tested by many successful marketers and proven to work for them.

 

You should also go over here, and download his free ebooks, then read 10 other books on direct response marketing, because this is the only type of marketing that you should be doing when promoting your coaching program.

 

Remember.

 

Never waste your time, money or energy on image or brand marketing, because you don’t have the money to compete with the big guys, so leave that to the other clueless coaches.

 

Here is the short definition of DRM.

 

It’s






























































