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RECONNECT WITH PAST STUDENTS 

The best place to look for new students is to start with your past students. If you’re 

in a situation where you desperately need to get some people in the door to boost 

your cash flow, use your existing database as your first port of call. It’s much easier 

to invite people back than it is to get them in the first time. You’ve already 

established the trust and relationship – they’re just waiting for another invitation to 

come on down! 
 
Here is a script for you to use to call up your past students and invite them to come 

back to your studio. It’s not salesy at all – it’s friendly and warm. Practice this a few 

times before you pick up the phone. 
 

Sales Script for Emergency Students 
 

“Hi, It’s [insert name] here from [insert studio] – how are you? It’s so lovely to speak 
with you! It’s been a while since we’ve caught up!” 
 
Friendly chit chat 
 
“The reason I’m calling, [insert name] is that we have this new program launching in 

a few weeks and for some reason you popped into my head and I thought that you 

would absolutely LOVE this workshop/class/event.” 
 
Share details of event.  
 
“Look, I know it’s been a while since you’ve been at the studio, but I want you to 
know that the door is always open. Life gets so busy sometimes but I remember 
how much you loved our classes while you were here. And I know this program is 

something that you would really enjoy. It would be lovely to see you, how about you 
come along to the first class on me – my treat! That way you can have a bit of fun 

and see if you’d like to get back into singing/dancing/acting!” 
 
Confirm their current details (email etc) and book them into the class then and there.  
 
Follow up with a friendly email about how you are really looking forward to seeing 

them again. 


