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Modification and Revision of the Scale of
Market Demand for Taekwondo Schools: Development of Framework
Martial arts have become an increasingly popular recreational activity in Western countries. Numerous longitudinal studies of martial arts support that it has grown to be recognized as a combative sport, self-defense system, physical fitness option, and a means of mental discipline training (Columbus & Rice, 1991; Mathes & Battista, 1995; Richman & Rehberg, 1986). Martial arts events have also emerged as a popular spectator sport in the U.S., as evidenced by the success of Mixed Martial Arts (MMA) events. In recent years, commercial martial arts schools have tremendously increased across the continent of America. There are approximately 13,950 martial arts schools in the United States alone (Info-USA, 2007). Over a period of 10 years, the number of martial arts participants increased from 3.8 million in 1993 to 4.6 million in 2004 (Sport Business Research Network, 2008). Especially, Taekwondo (TKD) has been the most popular discipline among various martial arts and its market size has been rapidly growing (Ko, 2002). The elevated interest in this sport has increased the magnitude of TKD market and led to the realization throughout North America that TKD instruction can be a profitable business when managed properly. However, although the current trends of growth in the private TKD schools are generating new opportunities for TKD enthusiasts, rapid growth of the TKD schools has resulted in a highly competitive business environment in North America.

The operation of a martial arts school primarily relies on the revenue generated from its membership fees. Nonetheless, member retention is the most challenging task for many martial arts schools. Recruiting and retaining members would be a complicated process and involve the understanding of many market related variables (Grantham, Patton, York, & Winick, 1998). Previous researchers have confirmed that in-depth analysis of market demand for sport organizations would provide understanding of consumer expectations and formulate an effective marketing mix in a highly competitive marketplace (Greenstein & Marcum, 1981; Hansen & Gauthier, 1989; Schofield, 1983; Zhang, Pease, Hui, & Michaud, 1995; Zhang, Lam, Bennett, & Connaughton, 2003a; Zhang, Lam, & Connaughton, 2003b). Market demand is related to consumer expectations towards the attributes of the core product (Zhang et al., 2003b). Essentially, market demand is a cluster of pull factors associated with a sport product that an organization can offer to its new and returning consumers (Braunstein, Zhang, Trail, Gibson, 2005; Hansen & Gauthier, 1989; Schofield, 1983; Zhang et al., 1995). Martial arts marketers should identify those market demand variables that affect consumer decisions to attend training programs. Business success and future growth in a highly competitive environment depend on how well martial arts organizations understand their consumers and adapt to rapid changes in the market demand of consumers. However, few studies have been conducted to investigate the market demand variables associated with private TKD schools in North America.

To fill this void, Kim, Zhang, and Ko (2009) conducted a study to identify the dimensions of market demand associated with TKD schools by developing the Scale of Market Demand for Taekwondo School (SMD-TKD) to measure these dimensions. This study integrated findings from both qualitative and quantitative research protocols. Through qualitative research procedures including a comprehensive review of literature, on-site observations of private TKD school operations, interviews with TKD school masters, administrators, and members, and test of content validity through a modified application of the Delphi technique, a preliminary scale was developed with 71 items under six factors: Personal Benefits, School Operation, Instruction Quality, Program Offering, Economic Consideration, and Cultural Learning. The quantitative phase of the study further examined the dimensions of the scale by administering the preliminary scale to TKD school members and conducting a factor analysis. A total of 51 items under six factors emerged in the factor analysis: Personal Benefits, School Operation, Instruction Quality, Program Offering, Locker Room, and Cultural Learning.

To date, the SMD-TKD scale is the only measure that is found in the published literature that assesses core product features of martial arts programs as demanded by program participants. However, a number of limitations in Kim et al.’s (2009) study have been recognized. First, according to Braunstein et al. (2005) and Zhang et al. (2003b), market demand is defined as consumer expectations towards the attributes of the core product. A major emphasis of this definition is on the assessment of attributes and features of the core product. However, the wording statements of a number of items in the SMD-TKD scale actually reflect the benefit aspect of some core product elements, not directly on the attributes. Modifications and revisions of these item statements appear necessary to be in full compliance with the concept and definition of market demand. Second, only an exploratory factor analysis (EFA) was conducted to assess the dimensionality of the scale, which was to uncover the construct and the relationship among a relatively large set of observed and latent variables. Although an EFA was effective in achieving a simple structure, this analytical procedure is data-driven. The resolved factor could be resulted from chances incurred in a one sample, causing uncertainty in the generalizability and application of the scale to settings beyond the research sample. Thus, conducting a confirmatory factor analysis (CFA), a theory-driven analytical approach is necessary. Third, in the qualitative research stage of Kim et al.’s (2009) study that included various theoretical and investigative procedures, Economic Consideration was found to be a major factor related to the market demand of TKD schools. However, this factor did not emerge in the EFA. Further investigation into the viability of this factor is necessary. Fourth, as a result of the qualitative research process in Kim et al’s (2009) study, items under the Locker Room factor in the resolved SMD-TKD scale were originally proposed to be a part of the School Operation factor. Yet, these items emerged into a separate factor in the EFA. Apparently, this inconsistency deserves further investigation. Finally, as Nunnally and Bernstein (1994) indicated, all measures should undergo constant revision and re-validation; apparently, modification and revision of the SMD-TKD scale and its items are necessary in order to improve the validity and reliability of the scale. Availability of a scale with high measurement quality would help improve the measurement and evaluation of market demand factors affecting the participation level of TKD schools. 
The purpose of this study was to develop a theoretical framework that would guide the modification and revision of the SMD-TKD scale, which would encompasses fundamental and unique market demand dimensions and variables associated with the marketing of private TKD schools. Following the theory of reasoned action (Fishbein & Ajzen, 1975) explaining that an individual’s behavior is a function of his/her perception and attitude toward the behavior, a comprehensive review of literature was conducted to develop a theoretical framework for the modification and revision of the SMD-TKD scale to study market demand of private TKD schools has been developed, which includes seven dimensions: Social Learning Activity, Physical Facility Quality, Instructional Staff Quality, Program Activity and Offering, Cultural Learning Opportunity, Locker Room Provision, and Economic and Cost Consideration. The Social Learning Activity factor describes the physical fitness and psychological discipline in TKD schools. Martial arts have been considered as inculcating physical and mental relaxation and control of mind and body, which are associated with improvement in self-confidence and esteem (Weiser, Kutz, Kutz, & Weiser, 1995). The Physical Facility Quality dimension describes management and operation of TKD schools in such areas as physical environment and operation time. It is the physical environment in which service delivery occurs (Bitner, 1990). Instruction Staff Quality is referred to the quality of coaching, teaching, knowledge, and skills of instructors, and instructor’s interactions with program participants. It is well documented that an instructor’s attitude, expertise, and actual behavior have a direct influence on current and potential consumers (Bitner, 1990; Brady & Cronin, 2001; Papadimitriou & Karteroliotis, 2000). The Program Activity and Offering dimension is used to evaluate whether and how a diversity of activities are being offered. Researchers noted the importance of high quality programs and developing diversified programs in order to meet the needs of program participants (Chelladurai & Chang, 2000; Howat, Absher, Crilley, & Milne, 1996; Kim & Kim, 1995; Ko & Pastore, 2005; Zhang et al., 2004). Cultural Learning Opportunity is the process of obtaining cultural knowledge and information for individuals to survive and thrive in their social environment and pass those onto their peers or successive generations. TKD schools are a community institution through which practitioners are acculturated to traditional Korean culture, philosophy, and heritage. For the Locker Room Provision factor, it was identified as one of the primary components that independently affect member retention and recruit (Lam, Zhang, & Jensen, 2005). Kim et al. (2009) also found that variables related to locker room quality, cleanliness, and convenience fell into an independent factor. Finally, the Economic and Cost Consideration factor is defined as consumers’ perceptions of economic conditions and related cost variables that potentially influence their consumption decisions such as membership fee, membership promotion, payment method, and coupons. The developed framework for modification and revision of the SMD-TKD scale are further illustrated in the figure attached. 

This seven-factor framework can be used to guide the modification and revision of the SMD-TKD scale. This theoretical framework can also be adopted to formulate and/or test other assessment instruments and conduct empirical studies. Furthermore, the seven categories of market demand variables may be utilized by the management and marketers of TKD schools as preliminary evidence for developing effective labor division, departmentalization, program development, curriculum construction, human resource development, facility management, and program marketing and promotion. 
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