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Running Successful 
Tournaments

Agenda
• Tournament Prep
• Management
• Promotion
• The Event
• Post Tournament 
• Bowler Recognition
• Why They Don’t Bowl
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Tournament Prep

• Format
• How far in advance do I 

schedule?
• How do I find a center?
• Scheduling the event
• Rules/Entry forms

Tournament Format

• Team, Doubles & Singles, All 
Events

• Three person team
• Doubles only
• 5 game singles event

There are many possibilities…



3

Tournament Format
• Association Championship Tournament

 Use any format you wish EXCEPT:
a) Pro-Am Tournament - Rule 301e 
b) Mail-o-Graphic - Rule 302 
c) Modified Formats - Rule 3

• You CAN hold your Open & Women’s event at the 
same time
 Separate Open & Women’s divisions (check state laws)

• Host them separately and use different formats
• Did You Know?

 Different divisions don’t need to have the same format 
or entry fee? 

How far in advance to schedule?

It’s an ongoing process…

Association Tournament        
(Schedule may vary)

Aug Sep Oct Nov Dec Jan Feb Mar Apr May Jun Jul

Approve dates, times, lineage & format ○

Finalize rules and entry form ○

Promote event and find bowlers ○ ○ ○ ○

Collect & process entries ○ ○ ○ ○

Conduct competition & determine winners ○

Award prizes ○
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Bid Process
 Develop a formal process

• Be fair to everyone
• All centers who meet criteria should be included

• Don’t base selection on lineage price only
• Develop pricing and indicate what price should be in 

the bid

 Other Amenities
• Meeting Room/Tournament office/Bowling ball storage
• Special offers for tournament bowlers 

• Discount at snack bar
• Discount in pro shop

How Do I Find a Center?

Rotation process
 Pricing 
 If you are required to go to a certain 

center, how is pricing done?
 Fair to all?
 Bowler discounts

How Do I Find a Center?
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Scheduling
Time of year is important

• Traditional Association Tournament “season”

– Too early in the season 
» Bowlers aren’t in tournament mode
» Not enough time to promote

– Too close to the holidays
» Too many other things going on
» Money

– Too late in the season
» Bowlers are getting tired
» Other things becoming important

Consider dates NOT on weekends
– Don’t ask proprietors to “trade dollars”

 Birthday parties
 Cosmic bowling
 Youth leagues

– Hold small squads on weeknights (if lanes are available)
– Squad times – what is best for your bowlers?
– Single Center Associations

 Consider holding city tournament during leagues
– Everyone must enter
– Can’t count for both tournament and league play

Scheduling
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Finalize Rules & Entry Form
• Make sure all rules are updated and comply 

with USBC Playing Rules 
• Review average and handicap rules

 Adjust as necessary – do what is best for the bowlers
 Favorable divisions and handicap systems will 

increase entries

• Make them look appealing – this is an 
advertising piece!

• Most importantly – Proof read it 
 Have several people proof read it
 When it’s all done… proof read it again
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Tournament Management

– Don’t dump the tournament on the host 
center. 
• Your opportunity to “shine” 
• Association is running the tournament 

– Center is just providing the lanes

– Have a tournament manager/director
• Association Manager is responsible for the operation of all 

tournaments either as tournament manager or as 
supervisor of the tournament manager
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– Training is a must
• Develop expectations and hold workers to them

– You are providing a product to your bowlers
» If it’s an inferior product – they won’t come back 

and they’ll tell all their friends
» If it’s a good product – they will come back

– Make tournament workers easy to spot
– Tournament workers need to be with the 

bowlers, not standing on the concourse
– THANK THEM PERSONALLY!

Tournament Management

Tournament Promotion

• When do you start promoting your 
tournaments?
– Never too early to start
– Tournament promotion is a season-long effort
– Promote the next tournament to the bowlers who are 

there
• Consider partnerships

– Partner with the “right” people who can promote 
your events

• Local tournament promoters
• Popular, well known bowlers with a following
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• E-mail Blasts
– Mail Chimp, Constant Contact

 Provide inexpensive email blast capability to 
non-profit organizations.  

 Mail Chimp 
– Offers 12,000 free emails to 2,000 email

addresses per month

– Where do you get the e-mail lists?
 WinLABs
 Previous tournament entry forms
 Ask your bowlers for their e-mail address

Tournament Promotion

• Social Media
– Facebook
– Twitter
– Association Websites

• Posters 
• Banners
• Ads on score monitors
• Table tents
• ???

Tournament Promotion
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• Board Members
– Hand out applications individually

 Consider a quota for board members

Don’t just put flyers on the counter 
and walk away!

• They just become scratch paper!
– Be sure to print on both sides so it’s not easy for 

them to use for any other purpose

Tournament Promotion

Sponsorships
• Local businesses that may benefit
• Restaurants

– 2 for 1’s, 10% off total bill, etc.
 Don’t forget “Mom & Pop” locations

• Business relationships the center may 
already have
– Develop a package of information to give them with 

statistics on your event
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• Just because a sponsor says “No” this year 
doesn’t mean they’ll say “No” next year, or 
the year after…
– Timing may not be right for the business
– Money may be tight
– May not understand what your tournament is all 

about

• Just keep asking!

Sponsorships

Rule of 7
The Rule of Seven is an old marketing adage

– It says that a prospect needs to see or hear your 
marketing message at least seven times before they take 
action and buy from you. 

– The number seven isn’t cast in stone. 

– The truth of the Rule of Seven is you can’t just engage in 
a marketing activity once and then be done. 

– Marketing must be an on-going process in 
order for it to be successful.

– Should be done in different forms to be successful
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Why do you need to tell a potential customer 
about your product 7 times?

– Noise
 Your message isn’t the only one they’re hearing.

– They don’t need you – yet…
 The tournament isn’t until April, why should I enter now?

– They’re worried about the price
 Money is tight.  People have other places to spend.

– Your customer must know and trust you first
 Even though the bowler is your customer, they rarely deal with 

you directly.  They won’t just come running when you speak!

Marketing 101 – a quick lesson

Have entry forms available for each of 
your tournaments 
 Hand them out to bowlers participating in 

your other events
 Builds interest from people you already 

know who are tournament bowlers

Train your board members to sell!

More Tournament Promotion



15

• Face to Face
– It’s always the best way!

• Assist team captains in filling out the 
entry form

• Incentives for group/squad organizers

• Take “down payments” to hold the spots 
for next year

More Tournament Promotion

• Friendship / Buddy Squads
– Consider “themed” squads

 Scratch squads
 Bad bowler squads 

– Offer prizes so someone wins something
 Charity squads

– Squads where bowlers also raise money for charities

• “New Bowlers Only” prize fund

• Senior Divisions

More Tournament Promotion
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On Site Awards

• Prizes for strikes in a row

• 3-6-9

• Strike out in 10th frame all 3 games

• Women – 200 games

• Team strikes in 5th frame 
– Work with bowling center to give a free soft 

drink if all bowlers strike in the 5th frame

Creating Prestige
• National Anthem
• Opening ceremonies

– Color guard
– March in for competitors
– Introduce past champions/Hall of Famers
– Joe/Jane Bowler ceremony

• Gifts for all bowlers / first time bowlers
• Check-in workers who are cheerful
• Enforce average rules/handicaps
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Incentives to Bowl Next 
Year’s Tournament

• Take advance reservations/down 
payments

• Discounts for signing up/paying early
• Coupons/Credits/Discounts

 For teams or bowlers who perform a certain way
 $10 coupon for shooting an All Spare Game
 $5 coupon for shooting a clean game
 $20 coupon for a team shooting a certain team 

score (based on averages)

Post Tournament

Start planning for your next event now
• What went right?
• What went wrong?

– Be honest about this

• Talk to your bowlers – what do they want?
– Trust me, you ask them and they’ll tell you
– Don’t give “lip service”, actually make some changes

• Bowler surveys
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–Verify and finalize within 30 days
–Pay out on time
–Fair prize fund breakdown

 Not too top heavy
 Better to pay more places, or less?

– Thank you to:
 Bowling Center & their employees
 Sponsors
 Tournament workers

Post Tournament

Bowler Recognition

–Invite winners to awards banquet
–Recognize winners in front of their 

league
–Get away from trophies
 Jackets
 Plaques
 Shirts
 Dinner & Show
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Why Bowlers Don’t Bowl

– I’m not good enough
 Publicize lower average bowlers who have done well 

in the past

– I don’t have a team
– I didn’t know about the tournament

Because we don’t ASK them!

Questions?

Contact Your 
Regional Manager


