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I've had to focus my spending on other areas this year, and so my marking budget has been 
pretty well halved. What are some of the best strategies you know to help me get more 
students that will make each dollar go further? 
 
Now, this is such a common theme for studios. If I had a dollar for everyone who asked me 
about, you know, zero cost marketing strategies, I'd be a very happy girl. So, let's go into 
some of these now. 
 
Now, if you haven't got much money for marketing, that's cool. There are so many strategies 
these days to go around with that, to help that out. The difference is perhaps that if you 
haven't got the cash to splash around, there's often a kind of perception that instead, you've 
got to invest the serious time, doing the legwork, and I'm going to introduce you to three 
very, very low cost marketing strategies that will enable you to get the students attracted 
to your studio and in the door without you having to spend all weekend doing a letter box 
drop. I mean I'm sure some of you have done that and I've done it myself, and my God, it's 
torture. That letter box drop. You know what. Apparently one percent return rate is good on 
a letter box drop. One percent. Waste of time. 
 
So, let's go into some of these seriously low to zero cost marketing strategies that we can 
get kids in your studio. The first one I want to discuss is one-to-many. You want to get 
yourself into an environment where you have the ability to build a relationship through 
teaching many kids at once, at that one time. So, here's how you do this. You would offer to 
go. Let's say you've got a local guide group or a scout group. You would offer to them and 
go run, I guess, a 45-minute class, and that way you're actually engaging them. They're 
actually participating with you. You give them something, kind of some little cool bonus. 
Some amazing offer. You give them promotional material that they take home to their 
parents with like a deal for the next month. 
 
It's like a really amazing wow factor deal and that you've already kind of built that 
relationship. They've already tried it before they buy. They know what you're like and it really 
helps to enable them to learn more about your practice and would cost you 45 minutes. It 
wouldn't even have to cost you anything. If you, however, want to kind of put one of your 
teachers in, you could send one of your teachers and charge them your normal rate. That 
way, you could be really expanding your reach of how many students you are exposed to 
on this one-to-many. It's exponential, how many you want to teach. So, consider really 
doing this. 
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Other places you can look. I've got studio owners at the moment who are going and 
teaching choirs in school at lunchtime for a term, offering for free for lunch. I've got dance 
studios taking morning fitness dance routines. So, they'll go into a school and they'll do 
dance fitness at 9:05 to 9:45 on Friday morning. That way they're getting to know the kids. 
I've got teachers kind of going in when schools have band camps. They offer to go and run 
a band kind of workshop for them for free. Otherwise, you could go into a church, a local 
church. Go in there. Offer to run a holiday program. Offer to do a free on-hour holiday 
session. You might have like an X Factor. You might do an X Factor afternoon or something 
like that, where you kind of facilitate all the kids coming up and performing and doing some 
singing, acting, and dancing. Something like that, really focusing on how you can get in front 
of kids, build the rapport, build the trust, and then transfer them to a relationship that's a 
student-teacher relationship. 
 
The next one is Groupon. Now, this is one of the strongest methods of attracting new 
students to your studio. I even know one of our studios currently in the States has used this 
strategy and they've tripled - tripled - their studio in the past 12 months, essentially using 
coupon site. Living Social, Groupon, and websites like that. So, how you do this is you post 
an offer that allows students to come to your studio for a reduced rate for a set period of 
time.  So, while you're not spending very much on marketing, your financial, your dollar cost 
is going to come down because you're not actually having as much return on the classes. 
So, your profit margins are going to be much lower. However, in terms of attracting 
attention to your studio in terms of the visibility, it really does help to boost your exposure, 
and so this is something we're going to be exploring a lot more in Studio Expansion in the 
next few weeks. I'm going to give you some more materials on how to get to this. This is 
really, really worth looking into, and I'm going to give you the steps very shortly. 
 
Number three is a personal letter. Now, this is a really pretty much zero cost. It might cost 
you 20 bucks in envelopes and printing. This is where this is a really kind of savvy strategy, 
where you go to the parents of a school and you write them a letter. So, let's say you go to 
Sydney Public School and you write them all a letter stating why your studio, kind of you 
know. Actually you don't say why your studio. You address an issue. So, you go to them, 
kind of talking about a specific issue that's really relevant in their students' lives. 
 
  



TRANSCRIPT 
MODULE 7 BONUS 
BUDGET MARKETING IDEAS 
STUDIOEXPANSIONMASTERCLASS.COM 

 
 

Page 3 

 
It might be kind of talking about like a map plan. It might be talking about health. It might 
be talking about confidence. It might be talking about motor skills for younger children. If 
you have piano classes for young students, it might be talking about building their gross 
motor, fine motor skills. Things like that, you know, linking reading ability with musical 
education. There are many, many kinds of aspects that you can talk about, which relate to 
why your services are so vital. So, you write them a letter. It's not a sales letter. It's essentially 
like a heartfelt letter, and saying this is what we'd like to offer. We're doing this for a 
moment. We're interested in kind of helping students out this way. What can we do for you? 
And then giving them some sort of kind of incentive at the bottom with a significant 
discount or significant offer, where they can come and experience your services for a 
reduced rate. 
 
But very, very heartfelt. Not salesy at all. This is a trust-building exercise. And a lot of schools 
will distribute brochures for like 20 dollars. If you print them all and do all the preparation, 
they'll actually distribute them into school bags of kids for 20 bucks. So, that's really worth 
looking into because you're getting into many, many, many backpacks and the hands of 
many moms for not much cost at all. So, there are very low to zero cost marking strategies 
you can employ pretty well right away. 


