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How To Run Successful Tennis Camps

Foreword
I rst wrote this book in 2011. It’s now 2020 and I’m doing a little re-write to bring it up to date.
But the interesting thing is that there is very little that I need to change. Most of the things that
worked in 2011 still work just as well today.
Even after changing clubs and starting again from 0 clients, we’ve built the camps up to be bigger
and better than they were before. Camps run every day of every school holiday, with many children
staying all day. I believe that our tennis camps are good quality, with happy children, parents,
coaches and club.
This book is simply my way of sharing what has worked.

About Me
My name is Karl Stowell. I am an LTA
accredited level 5 tennis coach based in
Surrey, England.
I work as head tennis coach and club manager
at a medium sized tennis club and have been
coaching all my working life. Over the years
I’ve done every type of coaching, from very
young children to adults, beginners to
performance players. I’ve coached big groups, mixed ability groups, coached at schools and run
tennis camps.
In addition to the on-court aspect of coaching, I’ve learned a lot about the business side of tennis
coaching, such as marketing, organization, admin systems, recruiting and managing coaches and
the nancial management of a tennis coaching business.
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I had always run various types of school holiday camps, but not with great success until about 3-4
years before rst writing this book. After years of trial and error, I nally discovered the winning
formula for tennis camps, and everything changed.
My rst year of the ‘new formula’ was good but not great. I was still learning a few lessons, all of
which I’ll teach you in this book. The camps made a reasonable pro t, but nothing special. By the
second year, things really took off. We had so many children, but at the same time, me and the
team managed to run good quality camps which left all the children and parents wanting to come
back for more. When I added up all the gures, I knew I was onto something when I realized that
the pro t for tennis camps was more than I could possibly make by coaching all day every day.
It’s important to stress that this is all about doing things in a high quality and safe way which
leaves happy children, parents and coaches. There are quite a few tennis camps around which make
loads of money but provide terrible service. These camps have low paid, inexperienced, undertrained coaches with too many children. This is not what this book is about.
The camps are now quite a smooth operation. They attract decent numbers every time, without
much work needed to get those numbers. The camps are safe, well organized and high quality. I
can leave the camps running without me there if I choose to, although I don’t always choose to.
This is a result of all the lessons I’ve learned over the years, all of which I will pass onto you here.
Lessons such as:
How to nd good quality staff and how to motivate them so that they do a good job.
The best structure for your tennis camp in terms of dates, timings, prices etc.
How to market your camps so that they ll up every time.
How to keep your camps completely safe, even when you have large numbers of children.
How to organize things so that you are not snowed under and working like a dog - when
you have good systems in place, it doesn’t have to be that way.
How to structure the day and what the coaches should be doing on court.
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Introduction
What Are Tennis Camps?
Tennis camps are sessions during the school holidays where children can come along for a morning
a day, a week, depending on how you run your camp. They can play tennis, receive coaching, play
matches and play fun games. There are a variety of different kinds of tennis camps, ranging from
full residential camps, high performance camps, and day camps for more recreational type tennis
players.
For the purposes of this book, I will be focusing on the type of camp which has worked best for
me, which means day camps for children aged 3-16 of all levels.

Who Can Run Tennis Camps?
The ideal person to run a tennis camp is a tennis coach with some experience of organising a
tennis programme. Camps could be run by those that have experience with coaching other sports however, someone who has experience of being on the tennis court with a variety of different
types of players, and dealing with all the challenges that come along with it will be far better
prepared to run a camp.

Why Run Tennis Camps?
There are a variety of great reasons to run tennis camps:
If you coach at a tennis club, it will provide you and coaches who work for you with
valuable income over the school holidays during what might otherwise be a quiet period.
It is a great way to attract children and their parents into your tennis programme and
members to your club.
It can give you time off the court. In fact, if run properly it can give you time off, period! As I
will show you later in this book, it is possible for you to have someone in charge of your
camp while you take time off, work on your business or go on holiday.
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It can make you more money than you could make coaching all day every day, with less
work in the long run.
It can provide income to your tennis club or other venue where you are running the camps.
If done properly, it provides a great service to local parents and kids and enhances the
pro le of your club.
It can greatly improve the tennis of children who are currently in your tennis programme.
Once you know how to run tennis camps, you can expand and run them in more venues.
Please note that since I am based in England, many of the gures mentioned are in pounds,
although I sometimes talk in dollars as well. All the information can be applied to all countries.
Just do a quick conversion. Some of the services I list for doing marketing materials, printing, web
sites etc. are international, some are British – but the principles are the same everywhere.
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Chapter 1 – The Venue
When running tennis camps, you may fall into one of two categories;
1. You may already have a venue in which you are planning to run the camps. For example, you
are a coach working at a tennis club or school and you’d like to start running camps there.
2. You do not have a venue.
Let’s look at these two categories separately:

For Those Who Already Have a Venue
In this case, you may be a coach working at a club, school or other venue, but you are not running
camps during the school holidays or not running them as successfully as you would like. The rst
step is to secure the use of the facilities for your camps. This will mean approaching a committee,
manager or whoever is able to make this decision. Obviously, the venue needs an incentive for
allowing its facilities to be used for tennis camps. The most obvious incentive is nancial, although
it’s also worth pointing out some of the other bene ts listed in the introduction, such as the local
service being provided, service to members of the club, attracting new members, etc.
There are different ways for the venue to bene t nancially from the tennis camps. Common
examples are as follows:
1. The venue receives a at weekly fee for the rental of the facilities.
Pros:
You will know exactly how much your expense will be.
Your venue may be happy with this method because they know exactly how much income
they will receive.
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Cons:
If you have a slow week at camp, you will be paying just as much to the venue as for a good week.
Your venue may expect you to pay even if your camp is cancelled (although if you follow all the
steps in this book, that shouldn’t happen).
What should you expect to pay? This will vary according to the venue. It will depend on factors
such as how many courts you get, whether there are indoor facilities and the opinions of the
person making the decision. Of course, the lower price you can get, the better for your pro ts - but
at the same time you want the venue to be happy with the arrangement.
2. The venue receives a percentage of the turnover or pro t that the camps make.
Pros:
When you have a slow week, you will pay less to the venue.
Cons:
If your camps start doing consistently well, you may end up paying more than the at rate.
It may be more dif cult to sell this idea to the venue as they won’t be receiving a
guaranteed amount.
3. There is a members’ price and a non-members’ price for people attending the camp, for
example, members pay £30 per day and non-members pay £32 per day. The di erence goes
to the club.
Pros:
You receive all the proceeds of the camp. The venue is, in effect, receiving a non-members’ fee.
Cons:
As with the option above, the venue may or may not go for this idea.
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Note: I highly recommend your camps be for members and non-members of your venue, or in the
case of a school, students and non-students. You need to promote the camps to your local
community to get the numbers you need.
The third option is the one that I use. Our tennis camps currently cost £2.50 extra per day for nonmembers. So, for example, if we have 20 non-members attending one day, our tennis club will
receive £50 for that day. Over a week, it would amount to £250. We have had weeks with many
more than this number of non-members, and weeks with less, although not many. This works out
to an amount with which our club is happy. I recommend this method although it may not apply
to venues which do not have members, in which case I would say the second option is next best.

For Those Who Do Not Have A Venue
Maybe you want to run tennis camps but are not currently linked to a venue where you can run
them. You need to nd a suitable venue. Ideas are as follows:
Schools: Many schools have courts and / or sports halls sitting empty for the whole school
holidays.
Public or park courts – the downside to these can be lack of toilets / changing facilities /
indoor area for lunch / signing in. And local councils are not always the easiest to deal with.
Tennis clubs or sports clubs: There may be other clubs which, for whatever reason, do not or
cannot run tennis camps. They may be interested in someone else doing it for them. They
can receive income and ll the courts at a time when they may not have otherwise been
used much.
Large companies: Some of these companies have sports grounds.
Miscellaneous: If you ask around, you may discover tennis courts which are not being used.
For instance, near, me there are some tennis courts on the grounds of a hospital where a
coach has set himself up.
The only way to nd out whether these venues are available and interested in hiring their facilities
is to contact them. Give them a call.
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It helps to have a friendly contact at the venue you are approaching. For instance, you can nd out
where your friends’ kids go to school and if there are suitable facilities, and then see if your friend
can introduce you to the relevant person.

2020 Update - My experience of running tennis camps without a club
When I rst wrote this book, our camps were having good success at the club
where I was head coach. When I left that club, I ran a tennis coaching business
which was not linked to a club – I used schools, park courts and village halls for
mini tennis.
This was hard! Trying to build up a programme / business without a club at the
heart of it was an uphill struggle. And the same goes for the camps. I did run them
- along with the rest of the business – for a year and a half, but with dif culty.
When I became head coach at the next club, I worked hard to develop the whole
programme but also introduced the camps, which took off and developed quickly
to where they are now, which is bigger and better than before.
My honest opinion is that it is very hard to run tennis camps without it being
linked to a club programme – and I don’t think I would try to do it again. This is
not to say that you can’t have a tennis business with multiple venues, just that it
needs to have at least one club as part of it. As we will cover later in the book,
your existing programme of kids, parents and coaches are such a vital part of the
success of the camps.
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Must-Haves for Your Tennis Camp Facility
Toilets
An indoor area for taking breaks, signing in, lunch and taking shelter from the rain.This
must be big enough to seat the number of kids that you will have. Our busiest week of
camp was around 60 kids on one day.
Four or more tennis courts. You could run a camp with fewer courts but you would need to
keep your numbers fairly low and focus on younger children as you can t more of them on
a court. See note below.
Car parking at the venue or within a very close walk.
Nice-To-Haves for Your Tennis Camp Facility
A eld or similar area where you can do warm-ups, tness and play games.
A TV or even big screen for watching lms during lunch break.
Indoor courts or another type of indoor area where you can do physical activity in the event
of bad weather.

A Note About Court Usage
This is a factor which will really vary from venue to venue. Our club has 9 courts. We only of cially
get priority on 3 of these courts for camps, but the courts always empty out from about 10am
onwards, especially during the school holidays. We then spread onto more courts, but give them up
again if members turn up.
We have developed a whole plan of good drills to do if we suddenly have to take lots of kids onto
less courts for a while. It’s not an ideal situation, but we can deal with it when it happens.
To run the camps as outlined in this book, I would suggest that you have access to 4 courts for a
good percentage of the time. If you have fewer courts, you could either take fewer children, or run
a camp only for younger children as you can easily take 12 young children on one court.
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Chapter 2 – The Format of Your Camp
Some decisions you need to make regarding the format of your tennis camp are:
Dates.
Tennis only or multi-sport?
Timings.
Ages and abilities.
Cost.
Our camps took a bit of tweaking, but arrived at a format which really works. Now that it works so
well, I have no plans to change the format. I’ll stick with a winning formula. Here is the format of
our camp, along with a few notes……

Dates
We run tennis camps during all the school holidays and half terms, throughout the year - and this
is at an outdoor tennis club in England. This shows that camps can be successful in all weather,
throughout the entire year.
However, it didn’t start that way. At rst, I did only summer holidays. Then, when those were
successful, I added Easter, then February half term, October half term and nally the Christmas
holidays. The camps are pro table in all those holidays, but it took a little time to build up.
2020 update: I have since removed the Christmas holidays. This is not because of lack of demand,
but because it is a good time for all the coaches to have some proper time off.
You can easily nd out the school term dates for your area with a quick Google search. If the dates
vary in your area, check the websites of several schools to nd out when most schools will be on
holiday. Then arrange your camps for those dates.
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Know your market – my previous club was in an af uent area with many private-school children.
These schools usually break up earlier for holidays, meaning we would run camps during those
weeks and have enough children. My current club does not have many private schools in the area,
so we only run camps during the state-school holidays – we simply wouldn’t have enough
children to ll those weeks.

Ages
The ideal age is between 3 to 16 years, but only a 1 hour session for the 3-4 year olds.
Regarding 3 to 4 year olds, it may seem like hard work taking this age group, and you may wonder
whether it is worth doing. They are more dif cult to teach, require more attention, need more
skillful coaches and do a shorter time than the rest.
However, there are some very good reasons for taking this age group.
1. Often, there are different aged children in a family. If a parent wants all their kids to go to
camp, obviously they will choose a camp that can take them all.
2. These 3 to 4 year olds will, of course, become 5,6,7 year olds and, providing they have a
good time, will start coming to the full camp when they are old enough. They are the future
of your camp!
3. If you run a term-time coaching programme, these children may well join it and they are the
future of that programme.
4. The mums will LOVE you for taking them. Our rule is that the parents must stay for this age
group. They can see that it’s not always easy to teach them and that it requires patience. If
you or your coaches do a good job of teaching this age group, it will do wonders for your
reputation as the parents talk to each other.
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Abilities
Our camps are advertised for all abilities. However, they are not performance camps. They are not
designed for high level players who are training for serious tournaments. This doesn’t mean we
don’t get some good players attending because we do, but they are what I would call good club
players.
There are camps which cater to elite players, but it’s very hard to cater to those players and
everyone else at the same time. I would rather cater to everyone else as there are more of them!

Tennis only or multi-sport?
I ran multi-sport camps one year. The kids did a different sport every hour or so. I wasn’t very
happy with the quality of the camp and decided rmly that I would stick to running tennis camps
well rather than multi-sport camps badly.
Yes, tennis camps are more ‘niche’. There may be less people out there who only want to play
tennis, but this formula has worked for me for over 10 years now and personally I’m sticking to it.

Timings
Our camps operate with the following times:
3 to 4 year olds, 9.30-10.30am
Everyone else:
Half day, 9.30am to 12.30pm
Full day, 9.30am to 3.30pm
Extended day – parents can choose to drop off at 8.30am and/or pick up at 4.30pm - an
hour extension at either end. Ideal for working parents.
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For all age groups, signing in is between 9.00 and 9.30am, then play starts at 9.30am. I will go into
the signing in process later in the book, but it’s important to have a 30 minute period rather than
one set time as it will be too overwhelming to deal with everyone at the same time and you may
also have parking issues if you have limited space.
The layout of the day goes like this:
8.30am, extended morning kids arrive.
9.00-9.25am signing in for everyone.
9:25-9.30am, organizing the kids into their groups, assigning coaches to the groups, getting
the kids from the sign to in area to the courts.
9.30-11:15am, on court activity.
10.30am, sign out for 3 to 4 year olds.
11:15-11.30am,15 minute break.
11.30-12.25, on court activity.
12:25-12.30pm, tidy the courts, get the kids back to the clubhouse / sign in area: Give out
any prizes or awards.
12.30pm, half day kids are signed out.
12.30-1.30pm, lunch.
1.30-2.30pm, on to court activity.
2.30-2.40pm, quick break.
2.40-3.25pm, on court activity.
3.25 to 3.30pm, tidy courts, get kids back to the clubhouse.
3.30pm, kids are signed out.
3.30-4.30pm, extended afternoon kids stay, but doing activities in the clubhouse.
3.30-4:30, clean up:

Note: I still see some camps where there are different timings for different age groups, for
example, children under 10 are in the morning, and children over 10 in the afternoon, or variations
of that. This is a way to guarantee less people will sign up. It is so inconvenient, especially for
parents with children of various ages.
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Parents want to drop off all their kids and get on with other things. Make your camps the same
time for all age groups, with the exception of the 3 to 4 year olds who arrive at the same time but
only stay for an hour.
There are a few possible variations of the timings I have described.
Longer Days
You could opt for a day starting at 8.30am and nishing at 5pm. We have not done this as our
timings seem popular and we get the numbers that we want. I feel that it would be too long a day
for the children, more dif cult to staff and dif cult to make pro table.
Afternoon-Only Sessions
This means children arriving after lunch for sessions in the afternoon only.
I have experimented with afternoon-only sessions and decided against them. There was not a big
demand for these sessions and the extra hassle was not worth it for the few people who wanted to
do it.
What extra hassle? Well, going through the sign in process again, getting kids grouped correctly,
getting to know the kids, dealing with mixed abilities, getting the kids to understand the rules. All
these things get ironed out as the morning goes on. To go through all this again is not only
frustrating for the coaches, but also for the children who have been there for the whole day.
I don’t think afternoon sessions are a terrible idea, but I don’t think that there is enough bene t to
be gained by doing them. However, like me, you can experiment with these kinds of things and
you will arrive at a format which works for you.
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Extended Day
This is not quite the same as the idea of a longer day which I mentioned above. The extended day
is a service for which parents can pay extra. Parents can drop their children to camp earlier and
pick them up later. It is intended for working parents so that they can drop the kids to camp before
work and pick them up after.
We do offer extended days, but only because our setup is well-suited to it. Me and the other
coaches are so local that it is easy to staff the extended day. Our clubhouse is a good size, with a
big screen, table-tennis table, chairs and tables.
The way that our extended day works is that parents can pay an extra £5 to drop off an hour early
and/or another £5 to pick up an hour later. This extra hour is basically childcare – it takes place in
the clubhouse, not on the tennis court. We may put a movie on the big screen, let the children play
table tennis or board games or do arts & crafts.
It’s a bit of a loss-leader, in that we may only get one kid doing the extended day, paying £5, and
we have the cost of the coach for that hour. But the way I look at it is that we may be losing £5 or
£10, but we’re gaining £35 because somebody was able to do the camp who otherwise would not.

The more convenient you can make your camps for parents, ultimately the more people will sign
up. Some busy parents will see your camp as a lifesaver!
Even though we do extended days, I don’t believe that this feature is make-or-break, more of a
nice-to-have. So, if your setup makes extended days possible, offer it. But if it’s going to be
dif cult, your camp can still be a success without. You could always add extended days later, once
you have built up the camps.
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Cost
The amount you charge for your camp will depend to a certain degree on your target market and
the area in which you are planning to operate. In more af uent areas, parents can afford to pay
more. This doesn’t mean overcharging. You want to get a reputation for being good value for
money. You just don’t have to be so concerned about parents not being able to afford it. Of course,
the opposite applies in less af uent areas.
The key is to do your research. Look up all the children’s’ activities in your area to see what they
cost but it’s also great to speak to people with children. Find out what they are willing to pay for
this kind of thing.
With this information, you can then set a price for your camp which is not too high to scare people
away but is high enough to cover all your costs and make you a good pro t.

Case Study
I decided to set up a tennis camp at a school about 15 minutes drive away from my
usual tennis camp venue. I used the same format and methods which get my
camps lled up. However, I got almost no signups and cancelled the camps.
I asked for some feedback and it turns out that people thought the camp was very
expensive. I had charged the same price which people are happy to pay at the
usual venue.
Here is where I had not done my research! It was a less af uent area and people
could not afford my prices. I should have investigated what other activities cost in
the area, priced my camps accordingly or made special offers. Or I may have even
decided that it was not worth running a camp in that area.
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Please see the ‘ nancials’ section of this book for a more in-depth look at the nances of the camp,
but for now I’ll just tell you the prices which we have settled on which are working right now.
1 hour session for 3 to 4 year olds - £8.50
Half day - £20 members / £22 non-member
Full day - £35 members / £37 non-members
Extended morning / afternoon - £5 each side
Sibling discount
We do offer this at the current venue, which is less af uent than my previous club. At my previous
club, I didn’t offer a sibling discount and we had great numbers.
Our sibling discount is 25% off 1st sibling, 50% off 2nd and any further siblings. At the current
venue, this discount may enable people to sign up who otherwise couldn’t afford to.
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Chapter 3 – Your Team
Your team is one of the most important factors in the success of your camps. Firstly, here is an idea
of the people who will make up your team:

Camp Organizer
In the early days this will be you. But when your camps become successful and you start to run
them in multiple venues, the camp organizer will need to be someone else.
This person needs to be highly organized, professional, responsible and good with people. They
should be an experienced tennis coach as this will enable them to guide and advise the team of
coaches and to know the difference between good and bad coaching. They must have a good
coaching quali cation, criminal record check and rst aid certi cate.
This will also be the person to deal with coaches, parents and children. They will deal with any
problems, emergencies or complaints, although we are of course aiming to have very few of those.

Tennis Coaches
These should be quali ed coaches, although they don’t necessarily need to be highly quali ed or
very experienced. What will be important is your selection process and the training you give them.
I will cover both later in the book. Coaches must have a criminal record check.

Assistants
These can be older teenagers and do not need to be quali ed coaches. They are there to assist the
coaches and the camp organizer. They will help with off-court and on-court activities but should
not be asked to run a session on their own.

Optional - Admin Assistant
This may be someone you take on when your camps get to the stage where you can no longer
handle the admin.
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Finding Your Team
It is not always easy to nd good team members. Here are some ways to nd your team:
Finding a Camp Organizer
As I mentioned before, this needs to be you to start with. You need experience with running a
camp before you can train anyone else to do it. You want to get the camps to the stage where they
are successful and running smoothly before you have anyone else running them.
But when you do get to that point, the best person to be your camp organizer is a coach who has
worked for you and with you at the camps. This coach will understand how everything works. They
will be familiar with the processes and the challenges but of course they must be up to the job. I
would not recommend a young, inexperienced coach here. Ideally, it should be someone with
several years coaching experience, good coaching quali cations, organized, responsible and good
with people.
If there isn’t anyone suitable in your current team, follow the steps shown below in ‘ nding
coaches’, but you will need to give your camp organizer plenty of training, and ideally have them
shadow you to gain some practical experience.
Finding Coaches
If you currently coach at a tennis club or similar venue, the rst and most obvious way to nd
coaches for your camps is from within your current club. This could be coaches who work for you,
work with you, even youngsters of college or university age who have come through your
programme and gained a coaching quali cation.
However, you will probably need more coaches. There will be times when your regular coaches are
away, or your camps may grow to the point where you need more coaches. I suggest that you start
immediately to build up a database of coaches who you can call upon for your camps. On this list,
put all your current coaches, any coaches who have helped you in the past, coaches who send you
their resumes/CV and any coaches who enquire about work.
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Ideally, you’ll have a regular team for your camps, but if you do need extra help, you can re out a
message to this database to see if any of them are available to work.
If you do need to advertise for coaches, here are some ideas:
This is a little trick that I also use for advertising the camps……
1. Do a google search for 'tennis jobs' or 'tennis coaching jobs' in your area.
Here is what that brings up for me:

2. Look at the names of the websites that are listing those jobs. So we can see here that the rst
one is Jora UK, then JobLookup, then Linkedin. There are LOADS of them.
3. Then go directly to those sites to see how you go about placing a job ad – some will be free,
and some will be paid. I’ve never paid to place a job ad.
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It’s not the worst idea to have job ads running even when you don’t speci cally need a coach. This
will get coaches sending you their CV/resumes, and you can put suitable ones on your database.
Other ideas
Take the contact details of every coach you meet.
Approach local universities and colleges, particularly sports ones. Some of their students
may have coaching quali cations and be very keen to nd work during their holidays. Ask
the universities about advertising in their publications or newsletters as well as on notice
boards.
Advertise with your governing body and trade associations. In England, you can certainly
advertise for coaches on the LTA web site.
Coach Education Providers - they may be willing to contact their newly quali ed level 1,2,3
coaches on your behalf.
Add all coaches and potential coaches to your database.
Finding Assistants
Again, the rst place to look here would be within your tennis programme if you have one.
Teenagers are ideal for this. If you don’t currently run a tennis programme, you can contact local
schools and colleges, ask around and advertise locally in places such as shop windows.
In my experience, it’s not dif cult to nd sporty teenagers who are keen to earn a bit of money
doing this kind of work.

How Much to Pay
I paid too little to my coaches when I rst began to run tennis camps. I listened to the wrong
person, who advised me to pay as little as I possibly could. Coaches were receiving about £5 per
hour from me. This resulted in having coaches who were unmotivated, disloyal and just not doing
a good job. This will damage your reputation, and your reputation is one of your most valuable
assets.
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Having made this mistake, I went too far in the other direction. I thought that throwing money at
coaches would guarantee good work from them. Firstly, this did not happen. A bad coach was still
a bad coach. Secondly, this made it very dif cult to keep the camps pro table.
Now, I am somewhere in the middle. This means that the camps can be pro table. I recommend
that you do the same. But what will be very important is your selection process, training and
relationship with the coaches. If you get these things right, you can have excellent coaches
working for you at these kinds of rates. So here is some advice on those things.

Your Relationship with Your Team
Of course, you need to interview any potential coaches. Find out about their experience and
quali cations. Get an idea what they are like as a person. During the interview, you should also
give them an idea of what you expect from a coach working at your camp.
The other thing you must do is get references from them and contact the given references. This
will give you an idea of how good they are, but it is also vital from a child protection point of
view. Coaches must also have a criminal record check which they must provide to you.

Training
Once you have selected coaches, you need to train them. Even if they are experienced coaches, they
won’t understand exactly how things work at your camp. This training should be face to face, with
some of it on-court. If you can get all the coaches together at the same time, this is preferable. You
can also get coaches to come along and shadow sessions which you are doing.
When you get to the stage where you have a camp organizer working for you, you can train them
to deliver the training to the coaches as part of their job.
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Your Relationship with the Coaches
If you select your coaches carefully, be clear about what you expect from them, give them good
training and develop a good relationship where there is mutual respect, they will work hard for
you and be loyal. Don’t expect them to be perfect and recognize them for their efforts but help
them where they need it.
Some ways to show respect to your team are as follows:
Be supportive: Help them when they make mistakes, rather than just criticizing. Use the
same methods you would use when coaching, by giving encouragement for getting things
right as well as helpful feedback when they get things wrong.
Don’t criticize them in front of others.
Make sure they have all the equipment they need.
Be friendly and show an interest in them.
Pay them on time. Every time!
Keep your promises, for example if you have promised them work, give it to them.
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Chapter 4 - Marketing
Now that you have found a venue and worked out the dates and format of your camp, you need to
let the world know about it, or more speci cally, let the parents of the children in your area know
about it. This is a much easier job when your camps are well established as you will have a large
list of parents you can contact at the click of a button. However, in the earlier stages, it will need a
big push to get the word out.
I’ll cover two categories of marketing;
1. Marketing the camps to your current programme.
2. Marketing the camps to the local community.
On my website, www.tenniscoachblog.com I wrote a series of posts called ‘Marketing Your Tennis
Programme’. See the series HERE as most of it will be relevant to marketing your tennis camps.
But rst, a word about the importance of your programme...............
It is my belief that it would be very dif cult to run successful tennis camps without also running a
year-round programme. When I say programme, I mean a regular schedule of group tennis lessons
which run during the school term / semester.
It may be that you run a programme at a club or run a tennis coaching business which includes
multiple venues. But to run only tennis camps in the school holidays without the rest of the
programme in between – I’m not sure if it can be done.
Why? Mainly because a good number of your tennis camp customers will consist of children who
attend your programme. That’s not to say you can’t attract a good number of additional people,
but to ONLY rely on those people – I don’t think it’s enough to get the numbers that you need to
run camps as I describe.
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While it’s not my job to tell anyone what they can do or not, that is my opinion and experience in
this area.

Marketing the Camps to Your Current Programme
Build Your Database
If I had to list the top ways of building a big tennis programme, this would be near the top. I can
really write from personal experience here.
A quick look at our database tells me that we have just over 2000 names on it, and of those, about
1500 are children aged 3-14 (of course it is the parents’ contact details). So, when I send out an
email or text message / SMS about our tennis camps, it will go to 1500 people. And not just any
1500 people – they are the correct age and have already been involved in tennis with us. That is
a very effective way to market the camps.
That list has built up over the 5 years that I’ve been coaching at my current club. It’s not the
biggest – there will be plenty of bigger programmes around, but it is easy and effective.
Later we’ll be talking about emails, text messages and ways to market to that database, but for
now let’s just make sure that you are capturing and storing the information of everyone who
comes through your programme, whether it is camps or any other part of the programme.
Who should you collect info from?
Anyone who takes part in any session, even a trial session. Get them in the system and leave them
in there until they unsubscribe. So that is anyone who does a trial, a private lesson, a group lesson,
a camp or one-off session like an open day.
And schools – more about those later, but with our after-school clubs, we try to set it up so that
the parents book directly with us, which means all those names go into the database.
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Information You Need
It’s vital that you get the right information from people right at the beginning, but these days I
prefer not to ask for unnecessary information – that just makes it less likely that people will sign
up. So I don’t bother with things like address and home phone number. The information I
recommend is……….
Parent name
Parent mobile/cell number
Parent email
Child name
Child date of birth.
Any medical issues or other information which you think we should be aware of?
Permission for photos
You may think of other information which you need.
Capturing the Info
This depends what systems you use. It may be a combination of any of the following:
Online sign up
Email
SMS / Text
A paper form to ll in
Storing the information

If your programme is big, you’ll want to use software to manage the programme. We use software
called tennisbiz, from Thinksmart - but there are several options out there. Any of them should
have a good database facility and the ability to email straight from the software using various
lters or tags.
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If you don’t have that kind of software, you can just use an excel spreadsheet. The good thing
about excel is that if you go on to use other software to store the info, you’ll be able to import it
straight from your excel spreadsheet.
ALWAYS backup your database as well as other important documents such as registers.
We’ll cover the uses for this database later, but for now let’s just say that you must have it in place.
Flyers and Posters
I used to give out 1000s of lea ets to schools and to the local area, but for the last year, I’ve been
trying mainly electronic methods – so asking the schools to email instead and doing Facebook
advertising to the local area. I have to say that our numbers have still gone up in the last year
despite this.
So, I think the end is nearing for paper lea ets in bulk.

However, posters remain useful and we still give out lea ets to kids that we physically see – so
kids who come to coaching, either at the club or at a school. And there are events like schools’ fairs
where you may have a stand and need hard copies to give out.
So here are ways you might still use lea ets and posters:
Put the posters and lea ets around your venue.
Get lea ets delivered with your local newspapers. For example, my local newsagent delivers
1200 for £65.
Pay a teenager to deliver them for you. This could be a teenager in your tennis programme,
or the son or daughter of a friend. Important: If you do this, approach the parent, not the
teenager. If everything is done through the parent, there should be no problem. Also, check
with your local education authority into the rules on employing children.
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Approach other companies who deliver publications in your area. For a small price, they may
be happy to deliver your lea et along with their publication.
Put posters / yers in local shops, coffee shops, libraries – anywhere you can think of.
If you coach in a place where there is lots of foot traf c, invest in a sandwich board and put
your poster on it. I’ve had great success with this.
Likewise, if you have somewhere that you can put up a large vinyl banner.
Give out yers to all the people in your tennis programme.
Ask parents to give yers to their friends or get them given out at school.
Getting your lea ets into schools

The best way to get schools to promote your programme is to have a ‘schools programme’ during
the term/semester. If you are already working with the school, providing sessions at the school or
at your venue for them, they will be open in most cases to giving out your lea ets, putting up
posters, emailing the parents, putting your info into school newsletters etc.
It is also possible with schools that you don’t regularly work with, but you’ll usually need to offer
them something. A great thing to offer is a voucher or two for coaching or tennis camps. Schools
often need raf e prizes. You could offer some free sessions at the school, but that’s a big outlay for
you so you may ask that they give out your lea ets 3 times per year to all students in return.

Top Tip
We are emailed by schools regularly asking for raf e prizes. Without fail, I give
them vouchers for tennis camp mornings - usually 3 vouchers, worth about £60
total. I save the email chain - then, in the future, when I want to ask that school to
give out lea ets or similar, I reply to that email chain to ask them. This means that
they see the email thread where we have given them the voucher. How can they
not say yes? In addition to the 10-12 schools in our programme, this method has
resulted in another 5 or 6 who will always help us when we ask. That is a lot of
parents.
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Designing your yers / posters

There is an amazing site called Fiverr.com (that’s not a typo). This was a bit of a game-changer for
me. You can nd people on there offering almost any service that can be done remotely for as little
as $5 per job. This includes design.
Simply browse for the service you’re looking for, i.e. ‘lea et design’ and select a seller. Send a brief
and within a day or two they will send you back your lea et. Usually they will offer to make
revisions until you’re happy. You could even send them a picture of another lea et that you like
and just say ‘make one like this’, but with your text/logo/colours etc. It really is amazing.
There is another similar site called www.peopleperhour.com
Personally, I used this method for a while, but I got to the point where I wanted to be able to make
edits myself, so I learned to use Photoshop. This was a gradual thing – it’s quite a steep learning
curve, but it has been so valuable. You may or may not have the time or the inclination to do that,
in which case Fiverr is a great, low-cost option.
Printing your yers / posters

Having created yers and posters, you need to have them printed. With my yers, often I do not
put the dates on them. It simply says ‘Monday to Friday during all school holidays and half terms.'
This way, I can have a large batch, maybe 5000, printed, which is much cheaper, and I’m not
restricted to using those yers for just one holiday. It does refer them to my our website which will
have dates of camps. We’ll discuss more on web sites later.
You can shop around to nd low-cost printers online. Here in England, I use
www.instantprint.co.uk. I have found them to be excellent. As of writing this, 5000 A5 lea ets
costs £49. They allow you to upload your design and see a proof immediately so you can check
that it’s all ok.
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Make sure your design is print ready – sometimes, when using a site like Fiverr, you’ll need to
reinforce to the seller that they must make the design print ready. Designs that are professionally
printed need to be set up in a particular way, which the sellers on Fiverr don’t always do. It may be
enough to just say in your brief ‘please ensure that the design is print-ready’. Or you can point
them towards the instructions on the printer’s website. For example, Instantprint has a page on
this subject at www.instantprint.co.uk/artwork-and-design The main bullet points are:
Format - PDF or JPEG
Colour - CMYK
Bleed - 3mm
Resolution - 300dpi
Fonts - embedded/curves
No printer marks or colour bars
Regarding the posters, see below for an example of the current pricing of A3 posters at the site
that I use (www.instantprint.co.uk):
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This depends a bit on your strategy. I don’t think I could nd enough places to put up 50 posters,
but then again, it only costs £1 more to print 50 than to print 25. That’s usually the way it is with
printing. So, maybe you use the same strategy as with the lea ets – make it generic as far as dates,
then you can use them for your future camps as well. Or pay another £3 and get 100 posters,
maybe enough to last the year.
At my club, we invested in a good quality A3 printer, so I just print out posters on that as and
when we need them, but I still use Instantprint for the yers.
So there you have it. You can get a few thousand yers, a few posters and put them around your
club, into the hands of all the kids in your programme, into the local schools and around the local
area. OR, do just a little bit of that and spend more time on ‘digital marketing’ such as Facebook
advertising.
Email
Email is a great way to promote your camp, and to communicate with people who are registered
for camp. In fact, I would say that, after text messaging, email is my most effective way of
promoting the camp. This is because I have a large list of happy customers who have attended the
camps before, so are usually keen to sign up again when I let them know about it.
You may not have this kind of list to start with, but your venue may have one. Ask your venue if
they will send out an email to all their members for you. As your camps will be providing a service
and generating income for the venue, they should be more than happy to send it out.
Here are some things to include in your email:
List the bene ts of the camp using the word ‘you or your’, e.g. ‘your child will have fun, learn
the game’ and ‘You can be con dent that your child will have a great time in a safe
environment’.
Mention the relevant details such as dates, times, price, how to book.
Call to action – e.g. ‘Go to www.xyz to BOOK NOW’
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Your Email Provider
If you are sending out more than a handful of emails, you will need a program or service to do this
for you. It is very likely that your internet provider will have a limit as to the number of emails you
can send in one day so if you try to send hundreds of emails, they won’t get sent. The subject of
email marketing is too big for the purposes of this book. I recommend www.mailchimp.com. At the
time of writing this, you can email a list of up to 2000 people from Mailchimp, you can include
their rst names in the email and you can design great looking emails. You can import all your
contacts and you don’t have to worry about sending out too many emails in one hit.
I’ve mentioned before that we use software, Tennisbiz to run our whole programme, which
includes a database and a great emailing facility. If your programme gets big, I’d say this kind of
software is a must. But until then, Mailchimp is a great option.
Text Messaging / SMS
I LOVE text messages SMS. The problem with email is the open rate - emails end up in spam
folders or just get deleted because people get too many emails.
Enter text messaging – they say that text messages have a 97% open rate. People usually look at
texts as soon as they get them. So, it’s a great way to get your message to people instantly in a
way that makes them take notice.
Like email, you need to use a service to send out large numbers of texts. The service I recommend
is www.mobivate.com. Starting at only 1.9p per text – they are international as well.
Without fail, I send one SMS through this service to our whole database of parents of 3-14 year
olds before a tennis camp. Let’s look at the gures for that:
Our database has 1500 children of this age, but that’s about 1100 parents as there are
parents with 2 or 3 children.
Last time I sent this SMS it cost £36 (about $45)
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Actually £36 is the cost of one full-day tennis camp, so if just one of those parents books, the cost
is covered. And considering that this is a ‘warm’ list of names – they are not strangers, they have
attended before and in many cases want to come back – I can say with con dence that some of
those people will book.
The process is easy. You just upload your numbers from excel – and after you’ve done it once, it is
even quicker the next time because you have a template.
Once you have the systems in place, in one hour at most you can email and SMS your whole
database (although you wouldn’t do both on the same day). Those may be the 2 biggest ways of
marketing your programme!
Social Media
I’m including this in the section on marketing to your existing clients / customers / parents as
many of them may follow / like you on Facebook, Twitter or Instagram. If they don’t, think about
promoting your social media channels in your regular communications. This may include
reminders in your email signature and on posters and lea ets.
This means that you have a ready-made audience who will see what you post. So, don’t forget to
post about your upcoming camps on social media. If you have the right permission, it’s also great
to take pictures & videos during camps and post those.
My philosophy with social media is to make sure that it is…….social. So don’t always be selling.
Ideally you post regularly with all kinds of interesting stuff which is entertaining and informative,
but also gets people involved – commenting, liking, following, interacting. Then, when you do
have something to ‘sell’, they will be that much more open to it.
So that covers the main ways to promote your camp to your existing clientele. You can use posters,
yers, emails, SMS and social media. But don’t forget word of mouth. Tell people about it and tell
them to tell their friends.
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Marketing the Camps to the Local Community
Unless your venue has thousands of members, it’s unlikely that your camps will ll up from those
members alone. You need to let the local community know and there are lots of ways to do this.
Schools
Schools are a great way for you to get the message out. They can give out yers to all the pupils,
put details of your camps on the school web site, put a message in the school newsletter or
magazine or announce your camps in assembly.
I am really moving away from paper lea ets / yers – there are one or two schools who will still
only do things that way, but for the majority, I ask if they will do something electronically. This
may include promoting the camps in the school newsletter, simply an email to all parents, putting
on the school website or a mention on social media.
Let’s put schools into 2 categories:
1. Schools that you already have a relationship with – extra-curricular sessions, curriculum
sessions, after-school, before school, lunchtime clubs etc.
2. Schools which you don’t have a relationship with.
Schools you have a relationship with

This one is easy. In most cases, they will be open to helping you. A simple email asking them to
help will usually do the job. But make it as easy as possible for them by giving them everything
they need – wording, pictures, electronic yer – then they can simply copy & paste.
Schools you do not have a relationship with

These are not quite so simple. Schools in my area are inundated with companies approaching them
asking them to give out yers. As such, they often do not feel very co-operative about doing this
kind of thing. You can try doing a cold approach by just calling or visiting the school and asking
for their help. But it may be a tough job. In my opinion, giving something to the school makes
things much easier. What can you give?
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A voucher for a free tennis lesson which the school can use as a raf e prize or reward.
3 x 1-day passes for your camp
You could offer to go into the school and provide some free coaching one afternoon.
Personally, I would consider this too much of an outlay to just promote the camps once. We
only really do free demo days at schools when there is a prospect of starting a programme
at that school. As we already have 10-12 schools in our regular programme, and another 5
or 6 who are happy to promote our camps because we have given them something in the
past, there isn’t really a need to give free coaching sessions.
Lea ets & Posters
I’ll keep this one quite short. In the past, I had 1000s of lea ets delivered around the local area. But
now, I would completely replace that with Facebook advertising. Why go to the trouble and
expense of getting 5000 lea ets out, when you could spend £50 and reach 20,0000 targeted
people on Facebook?
Posters – maybe? There’s no harm in putting those up where you can, and a big one on a sandwich
board outside your venue. If you have somewhere visible to put a large vinyl banner, that’s great as
well.
But I would honestly keep the yers to just the areas covered in the section on marketing to your
current programme.
Online Directories
Go to google and search for the service that you are offering. For instance, if you are a tennis coach
in New York, you might search for:
Tennis lessons New York
Kids Tennis New York
Childrens Tennis New York
Tennis camps New York
You get the idea.
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I searched for “kids tennis Sutton” – the area that I coach. Have a look at the results……….

As you can see, we have a paid ad as the top result, organic search results as the next 2 and the
Google Business listing on the right. All of those are things you can do, and we’ll cover them later.
But for now, we’re interested in the next 2. Those seem to be directories where we may be able to
list for free. I’ve had a quick look….
The rst one is the local council / government website and that doesn’t look easy.
The next one is a site called OpenPlay, where it looks like I can list us for free.
Let’s look a bit further down the results……….
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We had a couple more organic results (our club actually) and then another potential free listing.
There are many of these kinds of directories out there which will list your service for free – and
the easiest way to nd them is just to search for what you do. And each different search term
brings up different and new directories.
The great thing about this technique is you will immediately discover which are the best sites to
list on because we KNOW they come up high in search results.
You can try lots of different search terms, such as:
“your town/city tennis camps”
“your town/city kids’ activities”
“your town/city holiday activities”
And discover what all the free directories are. Then gradually start adding your camps to them.
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Organising Your Listings
There is a general principle which I’ll write about lots, which is ‘don’t do the same work twice’. In
this case, we don’t want to be writing a description of our services and all the other marketing
blurb every time we sign up for a new listing.
Write out and save a short description of your tennis camps.
Also, your phone number, address, website, facebook page address, twitter address and any
other info that you are asked for. Save it all in something like a word document. You can
then copy and paste this info.
Get some photos together that you are happy with and save them in one place along with
all the other info.
Keep a spreadsheet of all your listings – mainly the name of the site and your login details. I
learned from experience that it is very hard work if your details change and you can’t
remember what sites you are listed on.
Joint Ventures
A joint venture is where you work with someone who has access to the kind of customers that you
need. You nd a way to help each other out. There are several ways that you could JV with
someone to promote your camps. Here are some ideas:
Working with a local shop, particularly a sports shop or some form of children’s shop such as
a toy shop. When people spend over X amount in the shop, they receive a voucher for a free
morning of tennis camp. This is great for the shop as they get to give something free to
their customers, and you will get exposure for your camps. If the camps are good, those
people will come back as paying customers after their free session.
Find someone who offers similar services to you, and work with them. Example: If there is a
lady who runs a yoga or Zumba class in your area, she could announce your camps to all the
ladies at the class, many of whom will be mums. In return, you could give her lea et to all
the parents of kids who attend your camp.
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If someone in your area has a large email list, approach them. This could be any kind of local
group or organization. You could offer a special price to people on their list, or even a
nancial incentive for the list owner (£5 for every person who signs up and mentions their
name).
Facebook Advertising
These days I would recommend putting a lot of your resources into Facebook advertising. It’s
amazing what you can do. For £50, your ad can be seen by 20,000 local people. But not only that –
you can target your ad according to location, age, male/female, age of children and many other
factors.
I took an online course in Facebook Advertising recently, which I’m going to share with you shortly.
And I can tell you that it’s SCARY the information that Facebook gathers on its users. I learned that
Facebook will recognize when somebody posts a baby picture or refers to having a new baby and
will forever remember the age of that child – so it knows how many children people have and
their ages.
I learned that Facebook will recognize the logos of the clothes you’re wearing in photos or
products that you are using and will build up a picture of your interests. And we’ve all had the
experience of googling something that we’re interested in, then suddenly it shows up as a
Facebook ad – that is also explained in the same course.
You, as an advertiser, can get amazingly targeted advertising with Facebook Ads to a very large
amount of well-selected people, and it will pay for itself if one or two people out of 20,000 sign
up for your camp. This is a no-brainer.
I am not going to try to write about Facebook Advertising. I’m not enough of an expert on this
subject. I recommend that you do what I did and take a course. And the site that I recommend for
this, and almost any other subject that you want to learn about,is:
WWW.UDEMY.COM
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Udemy is full of video courses on almost any subject that you can imagine, at very reasonable
prices. It is international.
And HERE is a link to the actual course that I took. At the time of writing this, the course costs
£19.99 but they seem to play around with the prices a lot. This was money very well spent for me
in terms of what I learned about Facebook advertising and I highly recommend you do the same.
Website
You may have a whole website for your tennis camps, or just a page on your club website or the
website of your tennis business. In either case, it only needs one page.
Your web page is a vital tool – most of your marketing methods will direct people there for more
information and ideally booking. It can also save you lots of work by answering any questions that
people may have. If people can nd nearly all the information that they need on your web page
AND book online there, you won’t have too many phone calls or emails to deal with.
You can see the page for our camps at www.stscsport.co.uk/sutton-tennis-camps. You may notice
that it’s not the easiest address to remember, but CLICK HERE to nd out one of the best tips that I
know which deals with this problem.
If you have an existing website
If your club or existing business has a website, you can add a page about the tennis camps, and
put a link in the menu. I’d also recommend putting something on the home page which highlights
the camps. As I write this, our half term camps are coming up, so this is how our homepage
temporarily looks:
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The camps are promoted big and bold on the homepage, directing people to click to go to the
tennis camp page.
If you don’t have a website
It really is a must, so you do need to create a website. It’s another topic which is too big to cover in
this book, but I wrote a 3-part blog series all about this subject. Read it at:
www.tenniscoachblog.com/tag/yourtenniswebsite
This series goes into detail about what I think makes a good and bad website and how to go about
creating a website if you don’t have one.
What should be on your website?
Some great pictures, ideally of your actual camps - not stock photos.
A description of the bene ts, e.g. ‘make friends’, ‘be active’, ‘learn tennis’, ‘have fun’.
The details – times, dates, prices.
FAQs
Calls to action, e.g. ‘Book Now’.
Here are some of the elements of our tennis camp page:
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1. Header image – a picture of our camps.

2. Another picture, some information and features and a call to action if they are ready to book.

Page 44

Marketing

3. More pictures, features, bene ts and information and another call to action.
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4. The details – dates, times, prices…..

5. Our prices can seem a little complicated, so this table helps. Another call to action below it.
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6. FAQs and the booking form.

It seems like a lot of information for one page – we don’t want people to nd it too much and
leave the page without booking. That is why there is the ‘book now’ button in multiple locations.
Once people have seen enough, they can click that button which will take them straight to the
booking form.
This page doesn’t need much editing. It’s only really the dates that need changing from time to
time. The rest can mostly stay as it is.
Search Engine Optimisation (SEO)
This is the art of getting your website to feature high up in search engines, so when someone
searches for tennis camps or holiday activities for kids or anything similar, does your website
feature high up in the search results?
I’ve learned a bit about this subject, but not a lot. I’ve just focused on making our website relevant
and as a result, we have done well in the search engines.
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You could learn about the subject forever and you can certainly pay people to do it for you, but if
you follow the other marketing methods in this book and simply make your website good quality
and relevant, you may nd that this is an area that you don’t need to worry too much about.
Google My Business (GMB)
If you do this, you may not even need to think about SEO. Let me show you what GMB is. Have a
look at this picture:
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When I searched Google for tennis in my area, this is the rst thing that came up. Our club is 2nd.
This is Google My Business, formerly known as Google Places and Google Local. It includes a map
listing, featuring in search results, reviews, info about your business, pictures and more.
GMB is free, easy to do and may result in your tennis business showing high up in search results,
without having to do much else. If you are not on GMB, I recommend getting on there. If you’re
already on there, just be sure to update your listing from time to time so that it is relevant and
accurate.
You can nd the main set-up page for GMB, along with some guidance, at:
www.google.com/business
And I did a quick Google search for a guide to Google My Business and found this:
www.semrush.com/blog/google-my-business
It looks like all you need to know on the subject.
Special O ers
There are various types of special offers you may like to try in order to attract people to your
camps. This takes some trial and error to see what is worth doing and what isn’t.
At my previous club, I did not offer a sibling discount as it wasn’t needed. We got great numbers
anyway, so there was no need to offer this kind of incentive. At my current club, we do offer a
sibling discount (25% off 1st sibling, 50% off 2nd sibling). The current club is not in such an
af uent area, so this discount really may make a difference as to whether a parent can afford it.
Actually, I wouldn’t call this a special offer, just part of our pricing structure.
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But apart from the sibling discount, we don’t really do any special offers, for instance book x
amount of days and get x discount, or bring a friend for free, or early bird discount etc. We get
good numbers with our standard pricing so there really isn’t a need. And discounts / offers can
create a negative image, implying that the quality isn’t so great or you are desperate for the
business.
So, as you can probably tell, I’m not a big fan of special offers, but it’s something you can try if you
feel that there is a need.

Conclusion
So, there you have some of the main ways to market your camps. Of course, this is not an
exhaustive list, but it doesn’t need to be – you just need to do a handful of things well, rather
than trying to market your camps in 100 different ways which are not effective.
There is a kind of snowball effect when your camps get going – every time a new child signs up
and enjoys the camp, your list grows, so you have a bigger and bigger list to promote your camps
to. And those people tell their friends, and they tell their friends – and so on. I believe that your
database is your most valuable asset and all the other marketing efforts just help to build that up.
But in the beginning, before you have a big database, you may have to use the other methods
more.
As I write this in November 2020, we have just nished our October half term tennis camps. We
had great numbers all week, possibly the highest ever at this club – nearly 50 children on several
days. And I did the least marketing ever – I did email and text / SMS the whole database as always
and I did put the camps on the front of our website. But that is about all that I did – no yers, no
posters, no Facebook ad.
The reason for this is that we are in a strange time at the moment with the Coronavirus. We were
locked down for a while, but then reopened and had a huge demand for tennis. All it took were
those basic steps to virtually ll up the camps.
So, while all the methods above can be useful, your existing database / existing customers are the
most powerful marketing you can get.
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Chapter 5 - Taking Bookings
In the original version of this book, I wrote about taking bookings by phone, text, email, online or
in person. However, now I won’t spend any time writing about anything except online bookings.
These days, I’d recommend against doing anything else. It saves so much time to have a system
where a parent can put in all their details, pay and receive an automatic con rmation email all at
the same time. Here is a comparison between ‘manually’ taking bookings compared with online
‘semi-automated’ and ‘fully automated’:
Manual (old-school method)
1. Somebody calls / emails / texts asking for details about the camp and / or to book.
2. You reply to ask them for their details.
3. After you get their details, you add all their information into your system, sign them up for
their required sessions and email them back with details about the camp. You include the
cost and how to pay, probably by bank transfer.
4. Hopefully, at some point later, they pay. You then log their payment, mark them as paid, add
it to your nancial system.
Some people won’t pay. They will forget, not get around to it, in rare cases choose not to pay.
You’ll be left with some money to collect on the day of the camp, which you don’t want to be
doing. Some money will never get paid and you’ll write it off in the end.
Obviously, the above system is not something we want to be doing.
Online, semi-automated method
This is a good middle ground and probably what you will do if you don’t use dedicated software
to manage your programme. Here is how it looks:
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1. All your camp details are on a web page, which is where you direct people who inquire.
2. There is a link, or even better an online form there on the page. They put in their details &
their child’s details, select their dates & times and pay by card.
3. After booking, they are redirected to a thank-you page with further information. They
automatically receive a con rmation email which you have written.

All the above is set up in advance. It doesn’t require any action from you. However, because this is
the semi-automated method, there is a little bit for you to do now:
4. Add their information into your system, mark as paid.
This is the method that we have used for years. It is only very recently that we have gone fully
automated, by using software (called Tennisbiz).
I have written a blog post showing you how you can quickly and easily set up this ‘semiautomated’ online booking system using software called Jotform. See that blog post HERE
You really could be taking online bookings in an hour or two using the method that I show you.
Online, fully-automated method
This is like the holy grail, it’s where we really want to be, and amazing when you get there. It
involves using software to run your whole tennis programme, which I recommend that you do, but
only when your programme is of a size to make it nancially viable. I have used software called
Tennisbiz from Thinksmart for many years and I absolutely love it, but I’m not here to try to sell it
to you. It costs around £70 per month and I think it’s only available in UK and Australia.
I could write a lot about everything that this software does for our overall tennis coaching
business – not just the tennis camps – but that is a topic for another time. Below is how the
tennis camp booking process works with this fully automated method – you’ll notice it is identical
to the semi-automated method but with one addition:
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1. All your camp details are on a web page, which is where you direct people who inquire.
2. There is a link, or even better an online form there on the page. They put in their details &
their child’s details, select their dates & times and pay by card.
3. After booking, they are redirected to a thank-you page with further information. They
automatically receive a con rmation email which you have written.
4. Their details go straight into the database in your software, so you don’t have to add them.
They are added straight into their selected sessions / classes / camps, marked as paid and
records created in the nancial section of the software
With this method, after it is all set up, there really is no action needed from you in the booking
process. None, from beginning to end.
We have only moved recently to this fully automated method and have been successfully using the
2nd method for many years. And you can do the same until you are ready to pay for software to
manage your whole programme / coaching business.
What I’m unable to do is recommend exactly which software to use, unless you are in the UK or
Australia. Tennisbiz has worked so well for me that I’ve never tried anything else – so I can’t offer
much advice about alternatives. But I still highly recommend nding and using software to run
your programme, once it gets to a reasonable size. The cost is outweighed by the time it can save
you and the things it can do for you.

More about the booking process
What information to collect
This is something that we have streamlined. We don’t want to make people do any more than is
necessary, so we have stopped asking for info that we don’t need, e.g. address, home phone
number, school attended. Here is exactly what we ask for:
Parent
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Full name
Mobile number
Email address
Child
Full name
Gender
Date of birth
Any medical info our other relevant information
Dates / Times of booking
Terms & Conditions
This is another area which we have streamlined. Instead of having the customer read various
policies and agree to them or not, we have all our Ts&Cs on one web page and a link to that page
on the booking form. The following are some, but not all of what is included:
We may take photos during the sessions and those photos may be used on promotional
materials, online and / or in print. If you do not agree for your child to be photographed,
you can contact us to request this.
Your contact details will be stored in our database and we will keep in contact with you
about tennis for you or your child. You can unsubscribe at any time and we will remove your
details from our system.
Cancellation policy
1. Registrations cancelled more than 14 days before the start date will be refunded 100% of
the registration fees.
2. Registrations cancelled no less than 7 days before the start date will be refunded 50% of the
registration fees.
3. Registrations cancelled within 7 days of the start date of the course will not be eligible for a
refund.
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The booking form requires the customer to tick a box to agree to those terms & conditions. They
cannot complete the booking without.
Con rmation Email & Thank You Page
If you use the online booking method, you’ll be able to set up both in advance. If you take
bookings manually, this can be a template email that you’ve saved. This email should contain
everything that people need to know about the camps, such as……
The address.
Parking.
The signing in & out process.
What to bring and wear.
Bad weather policy.
Finally, some exibility…….
I wrote at the beginning of the chapter that we only take online bookings. That is not strictly true.
Most of the time it is, and quite often if someone calls or emails me to book a tennis camp, I direct
them to our web page to book online.
But we also have parents in our programme who will just ask me in person to sign up their child
for a day, will text on the morning of camp to ask if their child can attend. And we do accept that,
especially considering these people may be loyal customers.
The same goes for our cancellation policy. It is not often that we would really use it. If someone
cancels with good reason (like their child is ill), we’ll refund them or let them come another day. Or
if someone wants to switch days, we will of course let them. Flexibility is key. But we do have the
systems in place for the rare occasion that someone is a bit dif cult.
So that covers the booking process. Make it online and either semi or fully automated. You’ll do
the work once to set it up and have an easy life after that. For each new camp, you may have to
change the dates in your booking system, but not much else.
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Chapter 6 - Safety
This is the most important chapter of the book. In the big scheme of things, all other issues are
minor. If the camps don’t make loads of money, if there are some mistakes and things don’t run
smoothly, if the quality of the coaching isn’t what you hoped it would be, these are all problems
that you can get over.
But if a child was to be badly injured or go missing, this would be another matter altogether. Even
though it may seem a bit negative to think about these things, it’s our job to look at the worstcase scenario and to make sure there is no way of those things happening.
This chapter is split into two parts;
1. Before the camp: These are measures you will take in advance of the camp.
2. During the camp.

Before the Camp
Vetting Your Sta
Your coaches must have a valid criminal record check which they must supply to you.
You must take references from any potential coaches and call the references.
Get an idea of the ability and experience of potential coaches. Make sure they have the
necessary training from you for what they will be doing.
Other Measures
Ensure you have the emergency contact details of the parents and details of any medical
issues their child may have. This is done by setting up your booking process to collect this
information.
Ensure you have prepared properly by recruiting the correct amount of staff for the number
of children that are due to attend.
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The camp organizer should do a little revising of major rst aid procedures. I know from
experience that a year after taking a rst aid course, it can be dif cult to remember what to
do in emergency situations. Just a bit of quick revision deals with this.
Risk Assessment
You will do a risk assessment on the morning of the camp, and your coaches will be trained to do
their own quick risk assessment. However, you also need to do a major risk assessment in advance
of the camp to identify any potential hazards.
Your risk assessment may generate a list of actions which you need to take in advance of the camp,
for instance a piece of fence which is jutting out may need repairing. An area may need to be
closed off to prevent children going there. Some broken glass may need clearing up. Work your
way through the list before the camp opens.
Other risks may just require brie ng the coaches on certain things. Prepare such a list so you know
what to brief the coaches about on the morning of camp.

During The Camp
Signing In / Out
This is a fundamental part of the safety of your camp. Parents are told in the con rmation email
that they must sign their children in and out. Once they have signed their children in, the children
are our responsibility. Only once they have signed their children out is our responsibility nished.
A typical sign in sheet looks like this:
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All the details which you see lled in above must be physically lled in by the parent, with the
exception of the tick boxes on the left, which I’ll explain shortly. If we use this sign in sheet
properly, along with coaches following the correct procedures, there is no chance of losing a child.
Here’s how it all works:

Parent or whoever is looking after the child brings him or her to the designated sign in area,
which will be an enclosed area such as a clubhouse. They sign in their child.
Children all stay in this sign in area until it’s time to start the camp.
Different age groups of children are assigned to different coaches. One group at a time, the
coaches will take their group to the courts eld or wherever their session is taking place.
Coaches also have their own sheet where they will list their players.
So even if we have 60 kids at tennis camp, which would be very dif cult to keep track of, they will
be in smaller groups of 6, 8, 10, 12 which is not dif cult to keep track of. The coaches of those
groups will know exactly how many kids they are looking after.
Now, as we have a rule that the kids are not allowed anywhere out of sight of their coach, this is
very safe and secure. In the coach training, coaches are told that children can’t go anywhere on
their own. As our toilets are in the clubhouse away from the tennis courts, if a younger child need
the toilet, either an assistant or camp organizer will walk them to the toilet, which is usually the
case, or the coach must walk the whole group to the toilet. The coach waits outside.
As an additional safeguard, you will see the check boxes on the left of the sign in sheet. These are
so the camp organizer can do a roll call from time to time and make sure everyone is accounted
for. Usually, I will do one check after everyone is on court with their coaches and another one at
the rst break when everyone is back together. Also, you’ll see there are numbers down the left
side of the sign in sheet so we can see the total number of kids signed in. This number should
match the total amount of names on the coaches’ sheets when added together. If it doesn’t,
something is wrong. There is probably a child who hasn’t signed in.
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The nal part of this whole procedure is signing out. The children should all be brought back by
their coaches to the sign in area. They are your responsibility until they are signed out, so if a
parent is late, of course a coach must stay.
One thing which I have found useful is to have three separate sign in sheets, one for children
staying for one hour, one for children leaving at lunchtime and the other for children staying the
whole day. This makes it easier to check that everyone who should have been collected has been
collected and everyone who should be present is accounted for.
Even though the whole process was quite long to describe, it’s very quick and simple to do. Follow
it to the letter and there will be no chance of a child ever going missing, providing they have been
signed in.
Here are some other safety considerations:
There must always be someone on site with a rst aid certi cate, and all the staff must
know who that person is and where they are.
There must be a properly stocked rst aid kit and everyone must know where it is.
You will have details of any medical issues that a child may have. Ensure that you pass on
this information to the coach they are assigned to. This can be done when you brief the
staff, which we’ll cover shortly.
If walking through any dangerous area, such as the car park, coaches must always walk in
front of the children.
Children must not run unless part of organized activities. This seems as if we are being a bit
of a killjoy, but when kids are running around in an excited way in areas outside of the
courts such as the clubhouse, it’s easy for them to fall onto something and hurt themselves.
Doors should be properly propped open or held open by the coach, so they do not shut on
any children.
Morning Risk Assessment
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You have already done a risk assessment prior to opening the camp. However, you or the camp
organizer also need to do one every morning. You never know what may have changed since last
time, for instance, there may be some broken glass on a tennis court which was not there before.
Walk around all the areas where the camp activities may take place. Make a note of any potential
hazards and take any action that you need to take.
Brie ng the Sta
Each morning, you should brief the staff before the children arrive. This brie ng may include the
following:
Giving them any special details about particular children such as their medical conditions or
any other relevant information.
Any safety considerations which may have come from the risk assessment either the one
that morning or the one before the camp.
Brie ng the Children
This may be done by the camp organizer while the kids are all in the sign in area, or it might be
done by their coaches.
The children need to be told the rules at the beginning. Nothing too long or complicated or they
won’t remember or listen properly. We would usually say something like this:
“We want you all to have lots of fun at tennis camp, but there are just a couple of important rules
to make sure everyone stays safe and has a good time."
1. You must not go anywhere out of sight of your coach at any time. If you need to go to the
toilet, ask your coach.
2. You must be kind and respectful to each other.
3. You must stop whatever you are doing when your coach tells you to stop.
4. You must not run in the clubhouse.
5. You must help tidy up the court at the end.
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On Court Safety
There are many safety considerations on the court which your coaches need to know about. This
must be covered in their training, but if you use quali ed coaches to lead each group, those
coaches will already be familiar with all the safety aspects of tennis coaching. If you use someone
less quali ed or experienced, for example if you are short staffed, you may need to give them
some extra training on the safety aspect.
Incident and Accident Report Form
When there is any kind of accident or incident, the camp organizer must ll in one of these and it
must be kept.
This completes the main safety considerations of your tennis camp. It has not covered everything
which could happen as there are too many variations and every camp is different. Just imagine
everything which could possibly go wrong and take measures to make sure those things can’t and
don’t happen. Here are a couple more examples of minor accidents which we’ve had but which
could have been worse.

Case Studies
Here are some real-life examples which demonstrate safety issues at camps............

Case Study 1
In the early days of running my camps, I once discovered a young boy, age 7,
sitting around the back of the clubhouse, on his own, unsupervised, clearly upset.
His mum had dropped him off in the car park and left him without signing him in.
He didn’t know where to go, so he had just gone around the back of the club and
sat down. He had been there over an hour when I found him. As far as we knew, he
wasn’t at the camp at all. It’s quite unbelievable that his mum left him there, but..
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Cont.......
it does demonstrate how important the sign-in is and how children can get lost. If
he had come to any harm, injured himself somehow, we wouldn’t have been there
to help him. Luckily, nothing bad happened, but if it had happened, the
responsibility would have been rmly with the mum as she didn’t properly leave
him in our care by signing in.

Case Study 2
We once had a report of a strange man standing in the bushes behind our tennis
courts. After reporting this to the police, they mentioned that there was a local
person known to them who they believed to be harmless, but worrying
nevertheless. I wouldn’t want to think about any children being on their own with
someone like that around, which is why it’s vital that the children do not go out of
sight of the coach.

Case Study 3 - Finger shut in door
A group of children were going through a heavy door. The coach had gone in front
and they were all holding the door for the child behind. After the last boy walked
through the door, he put his ngers in the hinge just as it was closing. We thought
he had broken his nger, but luckily it turned out only to be badly bruised. We are
now much more aware of safety when walking through doors. Propping heavy
doors open is a good idea.
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Case Study 4 - Careless Coach
That coach is me! Near the end of the day, I was playing ‘round the world’ with the
kids. You know the game. It has a few different names, but involves hitting a ball
and then running around to the other end. Players lose lives and are out until
there are only 2-3 players left having to run around very fast. Well, I managed to
run full speed onto a tennis ball that was in the playing area. I had to go to A&E
as I thought I’d broken my ankle. It wasn’t broken but sprained and took a few
weeks to fully heal. So if that could happen to me……..well, let’s leave it there!
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Chapter 7 - Preparing For Your Camp
So let’s imagine that you have secured a venue, decided the details of your camp, such as the
format, dates and prices, and have started advertising your camp. You have an idea of where your
coaches will come from, maybe started building up your database of coaches. Hopefully, you are
now starting to take bookings for the camp.

Getting the Team in Place
As the date of the camp starts to get closer, a month or two from the start date, you need to start
getting the team in place. This is easier once your camps are well established as your numbers
might start to become predictable. It is a bit harder in the early days when you don’t know how
many children you will get.
But, based on the bookings you’ve received, you can start this process. You need one coach per
group of 8-10 children, but those children need to be of a similar age group. The way we group
children is 3 to 4 years, 5 to 7 years, 8 to 9 years, 10-12 years and 13+, although we do sometimes
move children to other age groups based on their ability.
So as soon as you have some children signed up in any of these age groups, you can hire a coach
for that week of camp. You might nd numbers going up above 8 for a particular age group, so
you would get another coach. Once you get the hang of this process, you can start making
assumptions about how many children you will get and hire coaches accordingly.
For example, I know that for all our camps, we will at least get enough children in each age group
to require one coach. So, I can arrange way in advance for 5 coaches to be working the camps that
week. Previously, only two of them were regular coaches in our programme and I always had to
recruit more for the camps. But now, as our programme is quite big, those 5 coaches are all already
part of the programme and the camps are a standard part of their year. As the bookings come in, if
it becomes apparent that there will be more than 8 children in certain age groups, I can start to
hire additional coaches for that week. This is one reason that students and younger coaches can be
great for your camps. They have fewer commitments and can be available at short notice.
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It’s a good idea to have one more coach than you need. There are a few reasons for this:
1. If a coach calls in sick or cancels at the last minute, you’re covered.
2. If extra kids turn up on the day you can take them.
3. It looks good to the parents if you have more than enough coaches, rather than struggling
to cope.
Also, it’s good to have a couple of assistants. These are great for helping out the coaches,
particularly with the young children.
We’ll cover in the nancial section how many coaches and assistants you can afford.
You also need to think about when you will train these coaches. Ideally, you want to train them all
at the same time, so arrange a training day, maybe half a day, a few weeks prior to the camp.

Equipment
The following is a list of all equipment you need for your camp:
Essentials:
120 red balls
120 orange balls
120 yellow balls
Cones
Throw down lines and spots
Race tape (to set up mini tennis courts)
Mini Tennis Nets (this is optional as you can use race tape)
Spare rackets from 19” to full size
First Aid Kit
For the 3-4 year olds group:
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Bean bags
Juggle scarves
Big bouncy light balls
Optional but nice to have:
Paper cups & some plastic jugs (good for the coaches to have on court for the kids).
Address labels to make name tags for the kids.
Other sporting equipment such as footballs, basketballs, rounders / softball equipment, bibs
for team games etc.
A table tennis table – or just a normal table with a net clipped on.
A television with DVD player and DVDs – or these days this may be more like a computer
hooked up to a big screen so you can play movies.
Board games / quiz books / coloring in books (for the young ones).
Arts & crafts materials.
A few weeks before the camp, order all the necessary equipment. Also, think about where it will be
stored. Ideally, it will be at the tennis camp venue in a secure area. This is something to talk to the
venue about. In the event of not having access to such storage, you can store the equipment at
home and bring it each day, but this is not ideal.
Tennis Camp Organisers Kit
I’ve found this a very useful thing to put together. A couple of large plastic storage boxes
containing everything that you or the organizer may need. Here is what ours tends to contain:
A big folder with all the relevant paperwork, such as:
Sign in sheets for the whole week.
Coach sign in sheets – useful for tracking coaches’ hours.
Payment form – for the coaches to make a record of anyone who pays cash on the day.
Price list.
Medical form – we make a note each day of any children who have medical issues that we
need to be aware of.
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Risk assessments.
Instructions for coaches, for example how to use the TV or big screen.
Cash box.
First aid kit.
Arts, crafts, board games – in case of bad weather.
Table tennis bats & balls.

The Morning of the Camp
Bring any equipment which is not already being stored at the club, including your
‘organiser’s kit’.
Arrive early to have a walk around and do a risk assessment.
Print out the register. You have been adding children to the register, along with emergency
contact details, medical info and whether they have paid. You’ll need the hard copy of this at
the camp.
Lay out the sign in sheets, ideally on a table positioned somewhere which won’t cause
congestion.
Write out name tags for the kids. I use address labels for this (optional).
Put up signs directing people where to go.
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Chapter 8 - On The Day
In this chapter, we’ll go through the day itself. I’ll assume that you will be the camp organizer, but
this will all work the same if you have someone else as camp organizer. We’ll imagine you are
using my timings, but you can adapt as necessary.
So with sign in beginning at 9am, you will arrive at 8/8.30am and do the following:
Walk around and do a risk assessment, noting anything that needs action taking or
mentioning to the coaches.
Take any action needed on any safety issues.
Get all your paperwork set up – sign in sheets for children and coaches, register.
Unpack any equipment you have brought.
If necessary, put up signs directing parents to the sign in area.
Prepare the sign in area. This might just mean making a table available and putting the sign
in sheets, registers and name tags on it.
8.45am, Coaches / Assistants Arrive and Sign In.
Brief coaches: This may involve telling them about any safety issues which have arisen from your
risk assessment and what to do about it, for example, you may have closed off a particular area
which is unsafe and tell the coaches not to allow any children into that area.
Also, the brie ng may involve telling the coaches about any children who have particular medical
issues or special instructions relating to them.
And you might just remind the coaches about anything which has been working well, not working
well etc.
9am, children start arriving
At this point, I have the team split up doing the following:
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A couple of coaches will be getting out all of the equipment and getting the courts set up.
It’s great to bring the children out to the court and have everything ready.
Another one or two coaches will be supervising the children in the sign in area, leaving the
camp organizer able to deal with the sign in, talking to the parents, taking payment and
contact info, etc.
Sometimes I have a coach in the car park directing people to the sign in area.
During this time, you will be doing the signing in. This simply involves getting parents to ll in the
sign in sheet. You should already have all the necessary information for the children, but there will
be a few cases where you don’t. Maybe they are people who forgot to supply you with information
or have just turned up on the day hoping for a place.
So as people sign in, check their names on your register to make sure they are signed up and you
have their info. If you don’t have this info, take it. You can also see from your register if they have
paid. If they haven’t, I strongly advise you to take payment there and then. If you arrange for
people to pay later, or at the end of the week, often people forget, or you forget and you are left
with the time consuming task of calling people and chasing payments. This is less relevant if you
have a good online booking system so that the majority of people will have already paid.
9:25am – Time to Get the Children On Court
In a perfect world, all the children would have arrived by now, as per the instructions on your
con rmation email. However, in reality, several will probably arrive late and you’ll have to sign
them in as they arrive. But anyway, we’ll start getting the children on court.
At this point, get all the children to stop what they are doing and sit down. We need quiet and
order at this point to make sure everybody gets to the right place.
Start by grouping the children according to age, one group at a time. So let’s imagine we are
starting with the 3 to 4 year olds. Have the coach for this age group stand out front. Ask all 3 to 4
year olds to go and stand with that coach. Then that coach will take his/her group to the court.
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Then do the same with the next age group, 5 to 7 year olds. And so on with each age group, until
all the children have gone to a court with a coach.
When things are done this way, there is no danger of any children getting lost. You will end up as
the only person left in the sign in area. You will probably have a few latecomers arriving who you
can sign in and take to the relevant coach.
The coaches, as per their training, will take their group to the court and immediately write a list of
the children’s names so they know exactly how many children they have.
Once the children are all on court in their separate groups, you can walk around and do the rst
roll call. This seems a bit excessive as they have only just signed in, but I nd it to be useful for
two reasons:
1. It means that we can be absolutely 100% sure that all children who have signed in are safely
with a coach. So if for any reason, a child hasn’t made it from the sign in onto court, we’ll
know immediately. This won’t happen if you are careful, but it is possible that maybe a child
could be in the toilet when you are putting them into their groups. We do check that nobody
is in the toilet, but anyway, making this check is worth doing.
2. Sometimes, there are children who haven’t signed in. When doing this rst roll call, ask if
there are any children whose names haven’t been called. If there are, they are not signed in
and you can sign them in.
After you have done this rst roll call, you can relax knowing that everything is in order. Everyone
is signed in, everyone is accounted for and they are on court with coaches, hopefully enjoying
themselves.
Note: During this rst morning session, the coaches may want to move some children to different
groups. If they are very good for their age, they might need to go with an older group. So, the
coaches can ask the camp organizer or an assistant to walk a child to another coach. That coach
then needs to add the child to his/her list of names and the previous coach can cross the child out
from their list.
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9.30-11.15 Be On Hand in Case You are Needed, or get involved on court.
During this time, everything should be running smoothly. All the children are on court with their
coaches. So you can do admin work or join in with the tennis. But if there is any problem or even if
children just need walking to the toilet, you are there.
11:15 to 11.30 – Break
The coaches will bring all the children back to the sign in area or other area designated for their
break. This is a good time to do another roll call. Make sure everyone is accounted for.
11.30-12.25
Again, just be on hand in case you are needed.
12:25-12.30 – Coaches tidy their courts & bring children back to the Sign In Area.
With the timings that I have suggested, you will now have some children signing out and others
staying for lunch. A great thing to do at this time is give out awards.
12.30pm – Sign Out for Half Day Children, Lunch for the Rest
While you are taking care of the signing out, one or more of the coaches can look after the kids
who are staying for lunch. Once the signing out is done, that is another good time for a roll call.
In my experience, it’s good to get the kids calmed down at lunch time. If they get too energetic, it
becomes hard work for the coaches looking after them. For this reason, we put on a movie at lunch
time. So the children just relax, eat their food and watch the lm. If they don’t have something like
a lm to keep them occupied, they will soon get bored and want to run around.
Your venue may already have a TV. Ask if you can use it or you can bring in a portable TV. If your
venue has a big screen and projector, that’s even better.
Other activities for lunch time can be board games and table tennis. You can get a clip on net and
attach it to any normal table if you don’t have access to a table tennis table.
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I do prefer the movie option though as it is so much easier to look after the children when they are
calmly watching a lm. It means that you and the coaches can enjoy your lunch more easily.
On that note, I agree to pay the coaches half their hourly rate for staying at lunch time. And it can
be organized so that some coaches go away for lunch and some stay but this can change from day
to day.
1.30-3.30pm
The format here will be much the same as before lunch. The on-court sessions may vary according
to the age group and ability. For those capable, it may consist of more match-play. You can even do
another sport for a while. We have done camps where we go and do half an hour of softball or
soccer in the afternoon.
Something which does need doing in the afternoon is tidying and cleaning. You might do this as
camp organizer or have one of the assistants do it. Of course you want to leave everything as you
found it, so all areas where the camp has taken place need to be cleaned.
At about 3.25pm, the coaches will bring the children back to the sign in area to be signed out. You
may have a couple of coaches going back out to the courts to make sure all the equipment has
been put away. The coaches should make sure at the end of their session that the children collect
all the equipment, so it is fairly quick and easy to put it all away at the end.
If the tidying has been done during the afternoon session, and the coaches have put away all their
equipment, it may be possible for all the coaches to leave just after 3.30pm. However, you might
want to put in their contract that they may need to stay until 4pm. That way, if there is more
tidying up needed, they can stay and help.
So, you will sign out the children, waiting if any parents are late, which they will be sometimes.
The coaches should all sign out when they are nished. And the day is done.
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Chapter 9 - The On-Court Content Of Your Camp
As this book is not about how to coach tennis, but how to run tennis camps, I won’t go into great
detail about what should take place on court. Your coaches will be quali ed and will have had
some training from you as to what they should be doing on court.But I will give a few guidelines.
Coach & tutor, Mike Barrell wrote a great article titled ‘Stay Off the Chocolate’. What it is basically
saying is that kids love chocolate, but it’s not good for them so we don’t let them have it all the
time. There are things we do in tennis which are a bit like chocolate. Some of the games we play
are fun and the kids love them, but the games are not necessarily good for the child’s
development. Mike goes on to point out that tennis can still be made fun but in a way which is
good for the player.
This article sums up very well my philosophy as to what should take place on court at tennis
camps. If we just play fun games like jail, round the world etc., the kids will love them for a short
while, but they will very quickly get bored and the coach will have nowhere left to go with the
session. Playing a series of unrelated games is a sign of poor coaching, lack of imagination, and
seen often at camps where the coaches are badly trained and not motivated.
Does this mean the sessions can’t be fun? No, absolutely not. There are a million ways to set up
drills and games which are fun, progressive and teach the children skills at the same time. There is
a place for those ‘chocolate’ games’, but it is at the end of a session as a bit of fun and a reward. So
here is how I train coaches to run their session. We’ll imagine this is a 90 minute session and of
course, it has to be adapted according to the age group and ability of the players:
5-10 minutes: Do warm ups. A variety of different games can be used for this.
15-20 minutes: ABCS (agility, balance, co-ordination, speed). Again, there are an in nite
number of games and exercises for this.
45 minutes: Main content. Now this is where some planning and skill is needed from the
coach. We want to teach something, but in a progressive and enjoyable way. So here is an
example of how it might be done.
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1. It might start with a demonstration of a technique or tactic. Let’s say we are demonstrating
some forehand technique.
2. Now, we might just have the kids doing some easy hand feeding to each other to practice
this technique.
3. Next, we want to progress things somehow. If the kids are of a suitable level, we might have
them using the technique in a rally situation, or we might set up some targets to aim at. We
could bring in a scoring system, either as a competition between the different pairs or
between the players in a pair.
4. We can continue progressing things by expanding on the technique, bringing in other
strokes, adding a tactic, different types of scoring etc.
5. We might set up the session differently and change from playing in pairs to coach-feeding
or a team game (more on all that shortly).
10-15 minutes:
Playing full points or fun games.
The above shows how a session could be structured so as to be fun and effective. But there are
also several different ways you can set up the session, keeping things varied. Here are some of
those ways
Players in pairs: Either hand feeding or rallying
Players in teams: For example, a team serving competition
Players on their own: We might have players practicing their serves and keeping score of how
many they get in or into a target area. Or with young children, they might just be doing a bounce
hit over the net or into the fence and collecting a cone every time they are successful.
Coach feeding (aka dead ball drills / basket drills / cardio tennis): This is great for mixed ability
groups, if the children struggle to feed balls for each other or if you want to get them moving
really fast. There is a right and wrong way to do it:
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Wrong Way
Kids stand waiting in a long line, hit a ball, move to the back of the line and wait some time for
their next turn.
Right Way
1. Quick- re feeding from the coach so the players hit a ball, do some activity such as a ladder
or running through cones and get back just in time for their next shot.
2. Splitting the group into two lines and feeding both lines at the same time so it is very fast
moving. Again, the kids could have a cone to run round or something like that after their
shot.
3. Give kids different jobs so everyone is active, e.g. 4 kids in a line hitting balls, 2 kids at the
other end trying to catch them in cones, 2 other kids doing ABCS and then rotate.
You might add targets for them to aim at for any the above drills.
Mixed Ability Groups
This is one of the biggest challenges for the coach, and it is bound to happen at a tennis camp, but
there are some ways to deal with it.
Partner the children who have similar abilities. Have one drill or exercise that they are all
doing, but vary it according to their ability. For instance, make the court smaller for some
pairs, use softer balls, have some pairs rallying and some hand-feeding.
Coach-feeding or cardio tennis. See above. This is a good way to deal with children who
have mixed abilities.
Players working on their own: There are several serve games which are good for this. For
instance, there is a simple exercise we do where the player starts close to the net with a
throw-down line on the ground. The player serves and moves the line back one racket
length if the serve is successful. The aim is to get all the way to the back fence doing this.
With less able players, success might mean just getting the ball over the net. For others,
maybe they have to get their ball into the correct service box to move their line back. Or for
very good players you might split the service box into target areas which they must hit.
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So that is just one example of a game which players can do on their own so that the mixed ability
of the players is not a problem.
Certain team games: We have a good game for teams of 3 or 4 players. They line up at the
net post but on opposite sides of the net. When the coach says go, the players at the front of
their line run and tap the net in the middle, move quickly back in the court, coach feeds the
ball in and then they play out the point.
That gives you some idea of what should take place on court. Stress to your coaches the
importance of planning their session and make this possible for them by giving them an idea of
which age group they will take and how many kids. Things won’t always go as planned and we’ll
end up sometimes with more kids than expected or different abilities, so the coach must be able to
improvise, but you need to help them as much as possible.
Some other ideas for on-court content are as follows:
Get a speed gun and have a serve-speed competition.
Use a ball machine
Quick re tournaments and competitions
A competition to hit targets
Have music playing. This really adds to the fun vibe of your tennis camp.
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Chapter 10 - Bad Weather
What you do about bad weather is dependent to a certain degree on your venue. If you have
indoor courts which you can use, great! Some venues have badminton courts, squash courts, tness
studio, that kind of thing. All of these can be used.
Activities in these areas may be tness, coordination, races, and team games. It’s dif cult to advise
exactly what to do as it is so dependent on the layout of the indoor area. So I will give you an idea
of what we do, as our courts are outside, we do not have many indoor facilities and our camps are
in England where it can rain a lot!
Our bad weather policy
For the last few years, at Sutton Tennis & Squash Club, our policy has been simple, and this is how
it is described on our website:
“We go ahead in all weather as we have a programme of activities inside. This may consist of mini
tennis in the squash courts, table tennis, indoor games, arts and crafts. We’ll stay outside as much
as possible, but in really bad weather, we’ll go inside and get back out as soon as possible. Either
way, you know the camp is always going ahead."
I’ve learned a few things about bad weather over the years. This doesn’t just apply to camps, but to
the rest of the programme as well:
If you’re not sure whether to go ahead outside or not, do! Parents respect you much more
for going outside and giving it a go than for cancelling unnecessarily.
Weather is usually not as bad as you think. When we decide to go outside in the rain, we’re
nearly always pleased that we did. The kids do just ne and the parents appreciate it.
A de nite and early decision is so much better than being vague, undecided, late with
decisions or going back and forth. So in the example of our camp policy above, it is simple
and clear – the camp is never cancelled. We will make it work one way or another. And the
parents really appreciate that, especially busy working parents.
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The reverse of all the above is true – if you cancel, you usually regret it and it annoys the
parents. And if you are late or vague with your decisions, that also annoys the parents and
ultimately hurts your business.
As you can probably tell, my advice is to go ahead in all conditions and to just make it work
somehow if you are forced inside. But, as with most aspects of this book, you will of course adapt
to your situation and facilities.
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Chapter 11 - Financials
Like any business, your tennis coaching business should have a good accounting system which
enables you to see how all the different parts of the business are performing at any given time. We
don’t want to wait until the end of the year to see if we made or lost money.
It is likely that your tennis camps are just one part of a programme, club or tennis coaching
business, although it is possible that you may have a business running camps only. Either way, the
accounting principles are the same – you will be recording the income and expenditure and
putting it into an accounting system, whether that is an excel spreadsheet or software such as Xero
or Quickbooks. You will give the information categories or codes so that you can see which aspect
of your business it relates to.
But you will want to look speci cally at the nancials of your camps to understand if they are
pro table, and I would say the most important gure is the gross pro t. This is the income minus
the direct costs. In most cases, this means the cost of paying coaches for the camps and any rent
that you pay directly for the camps.
The net pro t is the gure which includes all your other expenses which don’t relate directly to the
camps, such as equipment, of ce costs, insurance. Unless your business is only camps, it will be
dif cult to work out a net pro t for the camps but easy to see the net pro t for your whole
business. Therefore I suggest focusing on the gross pro t of the camps. It is quick and easy to do
and will be a good indicator of how you are doing.
Whatever system you use, all you need to do to work out your gross pro t for any given period is
to calculate the income minus the direct costs.
How to analyze the data
Do you look at your pro t per hour, day, week, age group or year?
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My answer is that the gure which matters is the annual gure, but you need to keep an eye on all
those others! If you are happy with the pro t at the end of the year, it doesn’t really matter how
you got there. You may have had good days and bad days, good weeks and bad weeks, but the
annual gure is the one that counts.
I think consistency is so important. This means we don’t cancel a day if there are not enough
children, we don’t cancel the coaches’ hours if a day will make a loss, we don’t cancel an age group
one day because there are not many children in that age group. Our camps go ahead every day of
the holidays. As with the bad weather policy, this is appreciated by parents and coaches. It makes
us professional and reliable.
So why look at daily or weekly gures or age groups?
Well, of course these will ultimately decide the annual gure, so we need to know if we are having
bad days or weeks, and it can’t be happening too often otherwise something is wrong. Either our
sign-ups are too low or our costs are too high, or a combination of both.
Know your break-even number
Do you know how many children you need to sign up in order to break even (so the income equals
your direct costs)? This is quite an easy thing to work out. If you know how many coaches you will
be hiring and how much you’ll be paying them, plus any rent that you are committed to paying for
the camps, then simply add up how many children would need to sign up to cover that cost.
As you become more experienced with your camps, you’ll start to know some of these numbers
instinctively, but in the beginning working out a break even number is important so you can know
at a glance whether a day or week is pro table.

Page 80

www.tenniscoachblog.com

The costs of your coaching team
I mentioned earlier that, because our camps are well established, I know that we will always need
5 coaches – one for each age group. We usually add more, plus some assistants, but those 5 are
the minimum. So, working out a break-even number is easy. I’ll never have less than the 5 coaches,
even if there is occasionally a day where we will make a loss (very rare). This is for reasons of
consistency as mentioned above.
Summary
Have an accounting / book-keeping system for your whole coaching programme. If you use
software to run your programme, it may be included in that. Or you can use accounting
software such as Xero or Quickbooks (I’ve just switched from Xero to Quickbooks). Or you
could simply have someone set up an excel spreadsheet for you, but this is another area
where I would never go back to old manual methods after using software.
Pull out the gures from that system to work out your gross pro t for tennis camps, ideally
at the end of the year, but also sometimes for days and weeks so that you have an idea how
things are going.
Know your break-even number.
Don’t worry about occasional bad days or even a bad week as long as the annual gure is
good but keep an eye on daily and weekly numbers so you can change things if something
is wrong.
The reason that I can write this book with some con dence is that I’ve started camps from scratch
in two venues, going from zero to pro table camps running every day of school holidays, except
Christmas. The venues are similar size with 9 outdoor courts and quite a standard clubhouse, but
very different in terms of location and demographic.
And those camps are still running successfully now. So, I know that the systems described in this
book work, and work in different kinds of environments. It doesn’t take luck or a magic
combination of factors coming together - just good organization, a good team of coaches and a
solid grasp of the numbers.
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Chapter 12 - After The Camp
Follow Up
If you run a coaching programme for the rest of the year, you de nitely want to follow up the
camp with an offer or a suggestion of a group lesson. Catch the parents and kids while they are
still on a high from the great camp. Email would seem to be the easiest and most obvious way to
do this, but you could also have a yer to give them at the end of the camp. You may even
announce it or talk to the parents at the end.
We don’t really have a nal-day prize-giving / speech / announcements because children all sign up
for different days, so any day could be a child’s nal day at the camp. So I prefer to email all the
parents after a week of camp, inviting their child to join our term programme.

Thank and Debrief the Team
Do make your appreciation known to your team for the good job they have done. If the camp was
successful, let them know that they played a big part in the camp’s success. You might want to take
the coaches out for a drink on the last day.
But also go over the things that went well and any things to be improved upon next time.

Wrap Up Your Admin
Collect any outstanding payments, make sure the registers are all lled in and saved, calculate and
pay any money owing to the venue.

Pay Your Coaches
If you have coaches working for you on a long-term basis, they may be invoicing you monthly. I
certainly recommend this for convenience.
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But for the coaches who are working on a weekly basis, you might pay them at the end of the
week. I would strongly recommend that you ask them for an invoice. This helps with your record
keeping. The invoice doesn’t have to be anything complicated – it should include the date, all their
contact details, hours worked and rate of pay.
I recommend that you pay by bank transfer so that there is a record for your business expenses.

Note: Another subject which is beyond the scope of this book is the rules on employment / selfemployment in your area with regard to the coaches who will work for you. You really need to
speak to an accountant to know what your responsibilities are from a tax point of view.
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Chapter 13 - Checklist, Beginning To End
Here is a checklist of all the action you need to take, from the beginning to the end of the whole
process.
Secure a venue.
Do research on other similar activities in your area. See their prices, timings etc.
Decide and write out the format of your camp – dates, times, age groups & prices.
Start the process of getting your team in place. This doesn’t mean hiring your exact team,
just starting to build up your database of coaches, getting some adverts up etc.
Do your marketing.
Start taking bookings.
A Couple of Months Before the Camp
Start hiring your team.
Set up a training day for the team.
Buy your equipment.
A Few Days Before the Camp
Go to the venue to do a risk assessment.
Take any action needed as a result of the risk assessment.
Print out sign in sheets and any other paperwork you’ll need at the camp. Maybe not the
register as this may still change right up to the day.
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Conclusion
Hopefully this book has given you all the information that you need to run successful tennis
camps. Tennis camps are, without doubt, the most successful part of my tennis coaching business.
But no book is a substitute for action. The way you really learn is by doing. There will be some
challenges which come up along the way which you will learn to deal with. My rst year of camps
didn’t make much money, but you should be able to do much better with the help of this book.
By the second year, the camps did start to make a good pro t and they have continued to grow
because the same people keep coming back to the camps along with new people.
Be very serious about the quality of what you deliver, because this will ultimately determine your
success. If your camps are well organized with motivated and well trained staff, and the kids have
a great time and learn the game in a safe environment, the parents will come back. They will tell
their friends. When this happens, you can’t help but be successful and have your numbers grow.
Just be prepared to give it a little time for this to happen.
I wish you all the best with your tennis camps.
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book........

If you'd like to recommend this book to anyone, please direct them to:

www.tenniscoachblog.com/signup

There, they can receive a free chapter of the book by subscribing to my
newsletter and then have the option to buy the full book if they choose.

Thanks!

Karl
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