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Now, if you’ve come into the Studio Expansion Program, there’s a few things I know about 

you. One of the things I know is that you are not someone who is happy to settle for average 
success. You’re not someone who’s going to maintain the status quo. You are passionately 

driven to grow your studio and, in the process, impact the lives of thousands. 
 
Branding. It is the most powerful tool you have in your pocket to be able to position 

yourselves as the premium studio, to create an exceptional student experience, and to start 

seeing some immediate growth happen in your studio. 
 
So, the best way to think about branding is to imagine it like this scaffold upon which 

marketing sits. It’s the basis of your identity in the marketplace. And I guess another way I 

like to think of it is like a brand. It’s you as a person, and then marketing is the clothes you 

wear, the accessories you choose, how you represent yourself to the people around you by 
the clothing you wear. That’s kind of what branding is all about. 
 
And your brand has to summarize what you believe in, what’s important to you. What do 

you stand for? What results do you guarantee your students will achieve? You know, you 
need to be able to summarize your branding into a nutshell. Branding is all about creating 

an experience for your potential students to get them salivating, to get them really wanting 

to be a part of your studio because of the way you describe it, because of what it represents 

and what they’re going to achieve with you. 
 
So, let me give you an example. I could walk up to you right now with a tray and I could say, 
“Would you like a glass of our Semillion Sauvignon Blanc. It’s been crafted by the finest wine 

maker. It’s been aged in oak barrels for 36 months. And our wine makers have informed us 

this evening that it’s perfect. It’s prime drinking time. Would you like a glass,” or I can come 

up to you and I can say, “Would you like a glass of house white?” And you know, that’s what’s 
happening in the studio world at the moment. 
 
You know, you could be offered piano lessons or fun music lessons. 
 
People aren’t describing all the benefits that are going on. And you know what. Did you 
know that a customer makes a judgment on your studio within three seconds of visiting 

your website? So, you’ve got to be able to communicate your brand fast. You have to be 
able to explain what you represent, the results you gain, and what you stand for in a 

millisecond. Otherwise you lose them. 
 
So, when a customer sees your advertising right now, are they thinking: “Wow, that looks 

amazing,” or are they going: “Ho-hum”? I want to help you create a brand image that 

perfectly represents everything that your ripple project stands for. We want to be able to 

help you articulate the journey that a student is going to go on with your studio; how it’s 
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going to step them through the levels, developing their skills at every turn and seeing the 
results they’re going to achieve if they stay with you. 
 
Now, I hope you’re paying attention to this right now because this is something most 

studios don’t do. It’s about right from the very beginning teaching your students about 
student retention. Teach them why it’s important to stay with your studio, what they’re 
going to achieve, what they’re going to have at the end of the day. The more your articulate 

it and communicate it, the more they’ll do it. 
 
How we are going to do this is we are going to turn your ripple project into a system. A 

signature system. Now, this will provide a whole overview of the entire experience a student 

is going to have with you. So, we’re going to provide a very detailed outline of the 
educational benefits they will receive and explain how you’re going to make it possible and 

the results they’ll achieve as a result of being part of the program. 
 
Now, the best thing about this is people love structure. It makes things very clear and it will 

help a person to decide whether your program is right for them or not. Now, either way, yes 

or no, it’s absolutely fine. In fact, it’s perfect, because, by providing this information, you will 
help to know that the person who says yes, this is perfect for them. They want to be 

involved. And the people who say no, well, you don’t really want them involved anyway, so 

it filters out all the low-lying fruit. It’s ideal. 
 
Now, you’ve got to make this cool. You know, choosing a name for your program is critical, 

and this is where language really comes into its element. 
 
When you’re choosing a name for your program, it really has to be enticing and interesting. 
Catch their attention and arouse their curiosity. Now, it also really helps if you can create 
some sort of linking element across your entire program, and this helps to see, for potential 

students and actually current students as well, the progression that happens. And what this 

does is it turns your entire studio into one big funnel so that every program you run serves 
as a funnel for them to move into the next stage of your studio. It’s brilliant in terms of 

student retention, and the kids love it because when they’re in this program, they’re looking 

up at the next one, going: “Oh, I can’t wait to get to that program because then I’ll get these 

results and I’ll be doing this. I’ll be this kind of person.” You’re always helping them to strive 

for more. 
 
So, here’s a great example of one company who’s doing a fantastic job of creating signature 
systems with their programs. This is NIDA, the National Institute of Dramatic Arts in Sydney, 

and they run classes for children. Now, if you have a look, here are some examples of the 

programs that they’re running. 
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For example, there’s Storybook City Adventures for five to seven years. “Follow the yellow 

brick road to Storybook City and bring to life your favorite character adventures. Save Snow 

White from the Hunter, search the enchanted forest for a tasty ginger bread house, but 
beware the boy who cries WOLF! Develop your own storybook character, create, rehearse 

and present scenes for family and friends at the end of the course.” 
 
Now, what’s fantastic about this is it’s got a cool title. It’s got exciting, descriptive, 

imaginative language, which is not about the skills. It’s about the experience. They’re not 
talking about how the children are going to learn to present and how they’re going to 
articulate with competence. This is about the experience, and this is different. It’s standing 

apart from the crowd and has wow factor. Now, if you want to have a jump on this website, 

you’ll be able to see 24 different examples of how they’re creating signature systems with 

real wow factor and great branding. 
 
Branding is also going to help you to grow in a crowded market. Now, let’s say you run a 
dance studio and you’ve got three other dance studios within the next two kilometers. Now, 

this is the reality for many of you out there right now. The competition is fierce and the 

markets are saturated. So, in order to get the edge, you’ve got to truly step back and create 

something new, something unique, something different. And that’s what we’re going to do 

today. We are going to rebrand your ripple project in a way that makes you the unicorn in a 
field of horses. 
 
So let’s walk through how to do this together. First of all, we’re going to discover your brand 
essence for your ripple project, and this is going to give you the clarity you need to start 
putting together your signature system. Now, the first thing you need to think about is the 

name. How can you give it a really memorable and exciting and descriptive title that’s going 

to engage people’s attention? The second thing to consider is what category does this fit 

into. Is it your regular term-time classes? Is it your holiday camps? Is it your private lessons? 
 
Thirdly, we want you to come up with three to four key benefits that your students are going 

to receive as a result of participating in this program. Is it going to be about their 

confidence? Are they going to receive performance experience? What are they going to 
walk away with at the end of the day? And the next one is my favorite. What type of 

experience are your students going to have? How are they going to feel? What’s going to 

excite them? What are they going to come home at the end of the day and tell their parents 

that they did? 
 
That’s a great one to think about. 
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The next one is differentiators. What are one to three different ways that what you are 

offering is totally different than your competitors and unique in the market? The next one 

is enticing. So, this is what we’re going to do; is we’re going to build a bit of a word bank for 

you to use when you’re writing your advertising. So, come up with at least ten different 

describing words for you to be able to use in your marketing that are emotive and that really 
enchant your potential students with the potential of having this experience. It’s going to 

be really handy for you to come back to this and be able to have those words ready. 
 
And lastly, it’s the 25-word test. So, you need to be able to describe your ripple project 
within 25 words or less using high-powered vocabulary to really paint a picture of the 

experience that your students will receive. And once you have that, you’ll have distilled 
absolute clarity into what you are offering and it’s going to give you a great foundation to 
move forward.  
 
Can we go one step deeper into this, because I want to share with you a secret that totally 
transformed my studio and it’s going to give you the potential to totally scale and leverage 
your business to its full potential? Okay, here it is. The concept is called reverse engineering. 
Now, reverse engineering is the principle of breaking apart all the component pieces of a 

piece of machinery. So, you take everything apart to see how it works as a whole. Then we 

apply this same principle to the most successful businesses in our industry. So, we look at 
the leaders and we see what are they doing, how are they doing it, and so we see how we 

can apply those learnings to our studio. This is absolutely game changing. 
 
Now, when I was running Born to Perform, the performing arts holiday camps, I went 

through a very, very rough time, a very, very low point. My business partner and I who had 

started the business decided to go our own separate ways and I was left with this fledgling 

business, making barely any profits and really not going anywhere fast. It had flatlined. Now, 

I had a successful singing studio, but I knew that this holiday camp market really had 
potential. I could see it. 
 
I’d look to America and they’ve got a massive vacation care industry and even in the UK it’s 

very, very similar, and I knew that we could create something similar here in Australia. We 

just had to do it in the right way. So, I started to look around Internationally about who was 

really leading the pack. Who were the trailblazers? And I found a few companies that were 

really doing a great job. And I had some criteria that I looked for in these companies that I 

wanted to emulate. 
 
I wanted to make sure that they were focused upon delivering an outstanding student 

experience. I also wanted to make sure they had great training programs for their teachers 

and that they were operating in over 12 venues. Had 12 locations running every single 
holidays. These were the criteria I looked for because I wanted to emulate these things in 

my business. 
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Now, when I found these three providers of really outstanding holiday care, I went over their 

business model with a very fine-tooth comb. I learned everything I could about every detail 
about their business. I downloaded everything from their frequently asked questions to 

their teacher recruitment processes. I learned about their application process. You name it, 

I learned it. I lived and breathed this stuff. And I started thinking about how I can piece 
together the very best elements from those three providers and apply them to Born to 

Perform. 
 
Now, it took me a whole six months to do this. I took my time and I thought about it very 
carefully. Now, after the six months, when I relaunched in the January school holidays, I had 
118 kids come to that very first camp, which I thought was exceptional. And it just grew and 

it grew and it grew from there. 
 
The business I was able to quickly scale because I’d done the legwork. I’d put the time in to 

create my signature system, which was a proven formula that I knew would work. 
 
The secret is in the research. Find the very top providers, wherever they are in this world, 

and analyze how they are doing it. Ask yourself really strategic questions. So, how are they 

setting up their studio? What types of procedures and processes do they have? What kinds 

of systems are they keeping? How are they advertising? What is their brand message and 

how are they communicating it? When you start asking these questions, do you know what 
the most exciting thing is? That you will look at your studio totally differently. You will start 

asking yourself how you can scale and leverage your studio because you’ve seen the 
potential that’s out there. And once you breakdown all the components, just like a car, you’ll 
see that when you put them together, you’ll be able to create the same results, and that is 

the absolute joy of reverse engineering. 
 
What I love about creating a signature system is that it creates a structure that has an 

expectation that your students will succeed, because you’ve taken the time to stand back 

and think and analyze every little aspect. Setting up everything for them will create success 

for your students. And as you go back and apply these same principles to other areas of 

your studio, creating new ripple projects, eventually you’ll create an entirely formalized 
process for your students to travel on in your studio. It’s like an extension model so that 

every stage the student is looking at the next step that they want to travel to. 
 
Applying a signature system to your studio serves two purposes. Number one is that 

marketing becomes effortless because you’re communicating in a way that makes them 

desperate to have this experience, which at the end of the day sets them up for success. 

And number two is that it keeps your students in your studio for longer. And after all, 
student retention is the name of the game. 
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And you know, once you apply all these things, suddenly running a studio is the most 

rewarding and exciting place to be and you just know you wouldn’t want to do anything 

else. 
 
Now, next week, in Module Two, we’re going to be starting our Marketing Monopoly, and I 
just cannot wait to share this information with you. 


