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Before you get into the meat of this information, go sign up for the free newsletter for tennis club owners and get the free report that goes with it.

 

By clicking here.

 

Dear Tennis Club Owners.

 

Welcome to the Direct Response Marketing Guide For Tennis Club Owners and get ready to take your profits and memberships to another level in months.

 

Let me tell you guys something.

 

This is your complete guide for generating more leads, more members and more profits for your club, with direct response marketing tips and strategies that WORK.

 

Notice what I said there….. 

 

I said that WORK!!

 

Most club owners out there don’t know how to market their clubs, in a direct response manner, that will bring them in more leads weekly.

 

And that is why this book was written.

 

For them!!!

 

My goal in writing this book is to help club owners start building successful clubs, because by doing that, they will be growing the game and helping us to grow the game of tennis at the same time!!!

 

So, after you read this guide once, you won’t ever need to read another book on marketing in the future if you choose to.

 

Of course I’m joking here, but my point is this.

 

All you have to do is take the valuable information from this guide and implement it into your marketing approach through testing.

 

Then adjust and customize it to fit into a sales funnel that brings in massive profits and members for your club.

 

That’s the master plan right there.

 

Now… since we have set the stage for you.

 

Are you ready to get started growing your club?

 

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

 


Chapter 1:
How to use and get the most from this guide

 

It’s very important that you start with the end goal in mind before you read this guide and then get started after you read it and figure it out as you go along through constant testing.

 

Which means that.

 

You should write down your marketing goals now and then post them up somewhere and make sure that all your staff are committed to reaching them.

 

Then write out your marketing activities plan and your vision for where you want your club to be in 3 months, 6 months and 1 year.

 

You have to get everyone on board with the vision for your club.

 

Refer back to this guide while you are doing all this by the way.

 

As a matter of fact.

 

You need to be active while you are reading this guide, so go grab a pen and notebook if you can.

 

Got it?

 

Okay, as you are reading this guide, if something jumps out at you, stop reading for a second, write it down and then, meditate on it for a few minutes, before you continue reading.

 

“By doing this, you will be able to internalize the information better and that will help you be able to recall and use it later, when you are writing down and planning your marketing approach”.

 

Speaking of which.

 

Go over your marketing plans monthly and revise and update them as you see fit, depending on your results.

 

Why?

 

Because you can’t hit a target that you can see!!!

 

Can YOU?

 

Of course not!!!

 

And remember this.

 

You are not in the tennis club business, you are actually in the business of marketing your club to prospective members.

 

Which means that.

 

You must start thinking like a marketer and in this case… I mean a direct response marketer.

 

DRM is self-explanatory, it’s marketing that is targeted to a certain group of people, with the main goal to get them to respond to your offer and the best way to do that is with a free offer, which we will get into later.

 

Just understand that, this is the whole concept of DRM.

 

You want to target a certain area or group or market and then offer them something for free to get them to respond to you, always making it easy for them to get into your sales funnel.

 

Then you have to have a sales funnel that works the sales cycle in a multi-step way, it’s like taking your prospects by the hand and walking/leading them through your sales funnel.

 

One step at a time.

 

That’s what DRM is all about and now that you know that, we are going to move on to the next chapter…

 

 


Chapter 2:
Why you must learn direct response marketing

 

The first thing that I need you to do is go online and get the free ebooks on DRM. 

 

You can google search free ebooks on direct response marketing and read at least 5 of them, as fast as you can.  

 

Here is a good site to start with.

 

Check out Jay Abraham, Brian Tracy and Dan Kennedy. And Jay has many free ones online, so downlaod all of them and immerse yourself into his marketing philosophies.

 

At the same time.

 

Read the free ebooks on sales copy, webcopy and email copy.

 

Train yourself to write great copy by modeling after the best that are out there, both past and present.

 

Write out the copy by hand too.

 

Do it for 1 month and watch how the copy writer’s style will be imprinted on your subconscious mind and your writing will flow from there.

 

This is how you learn how to write a GREAT copy!!

 

And this is how the best copywriters in the world have learnt.

 

After you learn it, then teach your staff how to do it and just automate your whole operation online with email marketing and a newsletter.

 

Our goal is to use DRM offline to bring in leads to your website and then use email marketing to automate and outsource on the backend of your sales funnel.

 

Let me add that.

 

You can outsource a lot of these sales activities in the future, but never outsource your marketing.

 

Make sure you are in TOTAL control of it at all times.

 

Write this down.

 

The quality of your marketing will determine the growth of your tennis clubs.

 

This is why most clubs are closing down this year or barely staying open as I write this book.

 

Yes, we are in a crisis now, but still.. 90% of the club owners don’t know how to market their clubs in a direct response way.

 

This guide is going to give you the edge over them.

 

So, keep that in mind.

 

Okay, let’s move on to your…..

 

 


Chapter 3:
The Best Marketing Approach

 

We already talked about how you must start thinking like a marketer with all your sales activities, strategies and ideas.

 

You can do that by.

 

Studying the best marketing systems that are already out there. 

In and outside of your industry, by testing them out in your marketing approach and if it works, keep doing it.

 

If it doesn’t work, tweak it a little and test it out again and go from there, depending on your results from the test.

 

“The best marketing approach is always about testing out proven DRM systems… and you will usually have to adapt it a bit to be able to customize it, to work for your own marketing approach.”

 

With that being said.

 

Here is an outline for how you can get started.

 

Start with cheap postcards and flyers in the best area of your town or city.

 

Lead them to an opt-in page and get their email.

 

So, that means you need a website.

 

You should do it yourself, there are many videos on youtube that show you how to do it step by step or get one of your staff to do it!!

 

On your site, just have 3 pages.

 

Home, about and contact page.

 

Then on your home page, just have an opt-in form with a powerful headline, and a free offer of some kind!!

 

This is very important too, because your main objective with having a site in your sales funnel, is to collect emails for your club.

 

I see







































