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Hello there and welcome to social media marketing for tennis clubs. 

 

I'm assuming, since you bought this book, you want to learn how to use social media to promote your tennis club in a more effective way.

 

Great, because that is what this book is going to do for YOU and your club.

 

YES.

 

This book is going to show you how to promote and grow your club with social media marketing in a direct response approach to the market.

 

But.

 

The way we are going to go about doing that is going to be indirect and more strategic than how most clubs are doing it.

 

Don't worry.

 

It will start making sense to you while you are going through this information.

 

So, please keep that in mind.

 

First, let me ask YOU this…

 

 

Are you ready to learn how to leverage social media to generate massive profits for your tennis club?

 

I hope so, my friend!

 

Because after you finish reading this book, that is exactly what you are going to know how to do.

 

But.

 

You will have to be creative and strategic when using these direct response marketing tips, by testing small, tweaking where needed, and then optimizing whatever is working for you.

 

Anyway.

 

Thanks for investing in this book and as a sign of gratitude to you for doing that, let me offer you a free report right NOW before we get into helping you leverage SMM for your club.

 

Click here to get it, and I'll wait here.

 

Got it? 

 

Awesome, you should know that you will also get 2 free marketing tips every month because you just opted into the newsletter for tennis club owners who want to grow a successful club, as for why you should be listening to me and what I have to say about this subject.

 

I am an MTM/PTR tennis pro coach with more than 29 years of experience teaching all ages and levels of the game in Kansai.

 

I have been the director of 3 clubs in Kansai, those being Nishinomiya, Kobe, and Tarumi and during that time, I help grow those close by 30% every year with direct response marketing, so I would like to share the marketing tactics and strategies that I have used to do that.

 

Please share your results with me by email at ntgtennis@gmail.com.

 

And, if I can help you out in any way, don't hesitate to contact me.

 

 

 

Okay, let's move on.

 

 

 


An introduction to social media marketing.

 

First, I want to give you an outline of what SMM is about and then an outline for approaching the market to promote your tennis club in a direct response way.

 

By DRM we mean.

 

Having the prospect or member respond to our content in some type of way, by ad, or whatever else type of SSM that you are doing. 

 

Your goal is to always get them to respond to your marketing.

 

This is the difference between traditional SSM and DRM.

 

Please never forget this, either.

 

With all your content, you want the prospect or member to click and opt-in, sign up or contact you guys directly.

 

Why?

 

Well, how about…

 

To get them down to your club, to make a sale, or to set them up for a future sale.

 

This is how you build your own traffic.

 

Whereas.

 

Social media marketing is actually about branding.

 

Then through that branding, you gain trust and a sale, but this is a very expensive way to run a marketing campaign and a long way around to making a sale or getting a new member.

 

Which is why… you will learn how to do it in the direct response way, which is a cheaper and more efficient way.

 

When using DMR, this is all about modeling after the best marketing concepts, ideas, and systems through non-stop testing.

 

Then tweak your approach and customize it to fit into your direct response sales funnel.

 

And you should know that.

 

If you follow the tips in this book.

 

It should take you about 1 month to fill up your sale pipeline, and then you guys will have more leads than you will know what to do with!!

 

And lastly.

 

You will learn how to outsource and automate your whole club operations.

 

That being said.

 

There is one thing that you should never outsource, though.

 

And that is your marketing!!

 

Because.

 

It is the lifeblood of your club's entire existence.

 

Look to find the best and hire the expert.

 

But always stay in control and on the same page with your staff about your marketing goals, strategies, and vision for your club.

 

Before you start any SMM campaign, do the following things.

 

Define your overall objective.

 

Start with the end goal in mind and reverse engineer it, model after proven successful funnels, which you will learn about later.

 

Through your testing, adjust and adapt depending on your results and keep testing.

 

This is why DRM is so powerful.

 

There is no need to reinvent something either, you can leverage other people's failures and setbacks!!

 

Before you move on, there is one thing that I want you to write down and keep in mind at all times when researching and planning your marketing.

 

Leverage.

 

Learn how to leverage other people's skills, money, and assets and at the same time, leverage your own.

 

Like the relationship that you build with your staff and your club members.

 

Okay now, let's jump right into this master plan for using SMM to promote your club.

 

 


Chapter 1.
The best marketing approach.

 

 

In this first chapter.

 

I want to teach you guys about the best marketing approach to use with SMM for your club.

 

Do your research and read books on advertising and marketing, you can start with this one here.

 

And read it many times, and refer back to it while you are using the concepts, systems, and strategies that you will learn in this book.

 

Think growth hacking.

 

Growth hacking is finding a fast way, through nonstop experimentation, to grow your club.

 

For this to happen.

 

You guys must brainstorm together and create, blend and then conceptualize our ideas.

 

You have to hear this again too.

 

Try to model after proven successful ones, as I said before.

 

You and your staff should start a swipe file.

 

When you guys come across a piece of good or interesting marketing material, collect it and put it in your swipe file, then at the meeting, share them with your staff and have everyone build on those ideas.

 

If you guys do that alone.

 

You are going to take your marketing to a whole new level in 6 months.

 

Test on a small scale and then when you find something that works.

 

Expand on it and maximize our profits.

 

That's growth hacking!

 

This is how you leverage other people's knowledge.

 

Speaking of leverage.

 

Write this down.

 

You want to always be leveraging something or someone else money, time, skills, or knowledge.

 

Or a combination of them all.

 

Call it developing the growth hacking mindset.

 

It's very powerful, and you should develop one right now because this is a guarantee that you can and will build a successful club through SMM.

 

As a club manager.

 

Start thinking like a marketer whose job is to promote your club in a DR way, because that is what you REALLY are.

 

Now.

 

After you do your market research and study marketing, get with your staff and start training them too.

 

Everyone should be expected to know how to sell, and they must be trained on how to network and promote the club.

 

At your meetings.

 

Create your core story and make sure that everyone on the team can tell it naturally and that they know your strategic goals with SMM.

 

So.

 

Define them and keep refining them monthly.

 

I would advise you guys to use cheap postcards, flyers, door hangers, and direct-response ads.

 

You want to use multiple channels too.

 

That way.

 

Your club can generate leads in different ways, so if one of them drys up, you still have 4 other ways to bring in leads.

 

Think about hiring local high school kids and paying them well.

 

Also.

 

Get your staff to do their part too.

 

They should be networking daily and meeting at least 20 new people a day.

 

Train them on how to meet and greet prospects and make sure that they go slow and focus on connecting with these prospects on a personal level.

 

Then they can give them a card or flyer leading these prospects to a sign-up page online.

 

 

You should use email marketing when following up with them.

 

Automate them to be delivered by email in sequence and give value or a valued pro offer or something for free.

 

This is your lead magnet, and it is very important to test out proven ways to convert prospects.

 

Your end goal is to use SMM to get more leads into your funnel and then turn those leads into members for your club.

 

With that being the case.

 

You and your staff should be thinking of ways to improve every part of your sales funnel on a monthly basis.

 

This leads me back to you guys developing a growth-hacking mindset.

 

And I can honestly say that, if you guys commit to doing that and that alone.

 

You will grow your club and keep growing your club in the future, and YOU can bank on that.

 

So.

 

The best marketing approach is to target the best areas in your town and then for one month pound it with postcards and flyers and even canvass it with your staff.

 

This goes without saying, but I will still SAY it anyway.

 

You must be passionate and energetic while doing this all the time.

 

In other words.

 

The energy that you put out while doing this, will affect your results and your ROI.

 

And you guys must be fanatical when prospecting because your goal is to work the numbers and use the law of averages to fill up your sales pipeline.

 

Let me explain.

 

When you see a certain number





























































