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COMMUNICATION FOR CONNECTION 
 
 
Communication for connection. Here’s what you’re going to learn in this video. We’re going 

to work out how to communicate and create one pure message for your marketing. We’re 
going to discover your big picture message and we’re also going to look at how to define 

your character for your studio, what’s your studio’s personality type and is that reflected in 

your marketing. It’s really important, and then we’re going to find out whether your 

marketing right now matches your character. So, let’s get into this. 
 
When you talk about your studio, whether you’re talking with someone in person or in your 

marketing, it’s easy to try and communicate too much. You’re sharing too many things with 

too many words, and each time you’re communicating a different message. After a while 
this really dilutes the impact of what you’re saying, and so for our marketing to really 

connect, we need a consistent message across the board. 
 
So, we want to create a big picture message today for your studio that you know inside out, 
back to front, so if anyone ever asks you kind of what you do and what your studio provides, 

you’ve got the answer on the tip of your tongue. We want to have a message that taps into 

what your dream student really cares about and that also highlights the results that your 
studio achieves on a larger scale. So, this has to be a message that can go from a 
conversation with a parent to pitching for a newspaper for an article idea and can even be 
used in your advertising, but it has to be one consistent message being broadcast across 
every medium.  
 
Now, we’re going to think about this message in terms of being something that’s bigger 

than your studio, something that’s affecting the lives of your dream student and something 

that can be fixed with your expertise. So, some examples of this. Some might be you might 

be really good at helping little, shy children gain confidence and strength. You might have 
expertise working with teenage girls who struggle with their self-esteem, their body image 

and confidence. How about kids who, you know, don’t have fun engaging cool, fun things 

to do in the holidays? What about the rising levels of obesity in children? 
 
Other things might be you might have experience curing children of vocal nodules without 

the need for surgery. Helping kind of students who have come from underprivileged areas 

and giving them opportunities. You want this to be something that you are passionate about 
and that you can make a real difference in turning around. You want it to be an issue that 

your community is going to kind of get behind you and support you in fixing. So, what are 

you passionate about? Is it underprivileged kids? Are you really talented in creating 
opportunities for gifted performers to become professionals? It’s anything you can think of 
really that you have a passion for. 
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So, let’s work out your bigger picture message that your studio delivers. It’s going to be 
really helpful to know this, so we can start building a greater awareness of your studio. So, 

how does it affect the life of your dream student? What is something that you are passionate 

about working on with your students? Is it something that people are really kind of 

interested in learning about more? And what’s something that you’ve got experience in 
getting results and fixing? 
 
So, to help you create a really strong message, you can download the Communication 

Clarity Worksheet PDF. You’ll answer a series of questions that are going to make this really 
clear, and it’s also a fantastic reference point for you to come back to when you’re doing 

your advertising or when you want to go to a newspaper and have an article. This is where 

you come to first. 
 
All right, so let’s move on to finding about your character, your personality style of your 
studio, and we’re going to show you how to tap into that unique side of you and highlight 
it and broadcast what’s so special about you through your marketing, because here’s a 

mistake that a lot of studios make. Let’s say you want to position your studio as a very 
traditional and premium provider of excellent technique and results, but then you’ve got 
advertising that’s super modern and that doesn’t necessarily reflect the image that you’re 
wanting to portray. We need that character that you have to match your marketing, and this 

links in with your dream student avatar. 
 
What type of studio is your dream student looking for? Do they want something really fresh 

and funky and cool, or are they looking for something quite stable and solid? So, there are 
four main types of studio personalities, and we’re going to do a little quiz now to work out 
which one are you. So, (a) does your studio roll out the newest programs, the coolest styles 

regularly - you’re always on the ball with the newest hot trends, or (b) is your studio known 

for your emphasis on creating a really solid foundation of technique with your students? (c) 

Are you passionate about serving your local community and providing services to everyone 

in your area and getting to know them really well, or (d) does your studio focus upon getting 

the best results from your students and really truly excelling in competition? 
 
So, write your answer down on a little piece of paper now and we’ll find out which one you 

are. So, if you answered A that your studio is always rolling out new programs, sharing the 

hottest trends, you’re what’s known as the innovator. You are passionate about being on 
the cutting edge of the market. You’re the first in your area to develop new programs and 
where you really excel is you are great at listening to your students. You hear what they 

want, you hear kind of what they’re tapping into, and then you deliver the program to them. 
 
Really fantastic way to be. 
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If you answered B, you’re known for your emphasis on creating a solid foundation of 
technique with your students. You are the traditionalist character. You have a reputation for 
excellence and you really excel at creating an environment in your studio that reflects that. 

You give your students the highly personalized attention to ensure that they’re developing 
their abilities in the correct technique and in the correct way. 
 
If you answered C, you’re passionate about serving your local community and providing 
services to everyone in the area. You are the friendly neighborhood studio. You are 
extremely welcoming. You create a nurturing, caring environment, and you are adored by 

your students. You know all their names and you know how each one is progressing. You 
truly care. 
 
Or if you answered D, you’re focused upon getting the best results from your students and 
excelling in competition. You are the elite character. Your whole year is structured around 
preparing your students for state fairs and competitions. And when it comes time to 

compete, your whole community gets so excited they rally together and they do everything 
or whatever it takes to bring out their best. 
 
So, now that we’ve found your personality type for your studio, let’s see if this is being 

reflected in your studio’s marketing, because whichever one of the four characters you are 
we can bring more of that into your marketing to make it clear to your potential students. 
You see, some students, some parents might be not inclined to send their child to quite a 
competitive studio. They’re much more comfortable, you know, knowing their child would 

be in a better environment in the friendly neighborhood studio. So, if you’re the elite studio, 
you know that that’s not your dream student anyway, so they’re not going to stay long-

term, and so that’s now who you want to attract. 
 
So, the more we can highlight your character in your marketing, the more it gives your 

potential students the opportunity to kind of filter out which one is really the best fit for 
their child. So, we’re going to play a game here. We’re going to play studio bingo, and I’ve 
taken screen grabs of four different studio websites and your job is to work out which 

character represents which website. 
 
Okay, so let’s begin. 
 
So, here’s the first one. So, looking at this, Excellence in Dance. It’s got a video of the Sydney 

Eisteddfod - the Dance of the Champions 2011, and it goes on to talk about the scholarships 
that they’ve won and their performances. So, to me that would be an elite studio. They’re 

focused upon the competitive nature. 
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Number two. Here we go. The Conlan College. Now, have a look at this and if you look at 
the language, they’re saying highly regarded, internationally proud of our high standards in 
not only the teaching, but the nurturing of every individual’s needs, teaching the highest 
standard of technique and artistry. So, if you look at this website, this is very much a 

traditionalist website and you can notice that their marketing reflects what their character 
is. They’ve got subdued colors. It’s very, very pale and clean text. Not a lot of, you know, 

high-impact visuals. It’s very subtle, and that is reflective of the traditionalist style. 
 
Next we’ve got Crossover Dance Studio, the number one street dance studio. This is clearly 
an innovator. And they’re saying you know what. This is not for everyone. We are different. 

This is our tribe. You can see them there. This is what we look like. We’re not your average 

studio, but if you want to come with us we’re at the cutting edge. Pretty cool innovative 

studio. 
 
And finally, we have this one. Welcome to Ballet Babies, which is an absolutely very clear 
example of a friendly neighborhood studio. It talks about the owner, getting to know her 

personally, what she’s like, where she teaches, when she teaches, and her philosophy, you 
know, and how she works with her students. This is not a massive scale operation. This is 

her personally speaking about her nurturing of the children. 
 
So, there you go. That’s an introduction to four different types of characters and how it’s 

reflected in their marketing. So, now, the next step is to go and check out your website, 

your marketing materials, and say, “Is it highlighting my character?” So, think first of all about 

the colors. So, what colors would best represent my character? If you’re the innovator, the 

bright reds, the strong blacks, the bright yellows - that’s kind of that style. If you’re a 
traditionalist, maybe it’s royal blues giving that area of authority and established prestige. 

Maybe if you’re the friendly neighborhood, maybe you’re going for more soft pinks and soft 

yellows and pastel colors. So, thinking about how colors represent your character. 
 
The fonts are very important. You can portray so much style through a font. So, are you 
going to be bold and strong, or are you flowing and fancy, or are you funky and cool? 
Whichever style you are, it has to be appropriate. 
 
Number three is such an important one. How can you use pictures or videos to highlight 

your character so that your dream student looks at those pictures, sees those videos, and 
goes yeah, that’s me; that’s who I am? So, the photos and videos you choose have to reflect 
what you are wanting to attract. So, for example, if you put up a lot of photos of your 

children in eisteaddfods and performances, that’s attracting a certain type of child. If all your 

photos are of happy, smiling, close-up children, you’re highlighting that emotional 
connection, that nurturing environment that you provide. If you’re putting up videos of your 
students, you know, going on tour, you show you’re a bit of an innovative studio. That’s the 

type of thing that we can do with the power of imagery. 
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And finally, is your language complimenting your character? If you’re an innovator, you can 
use power words that grab their attention, but if you’re a traditionalist, you might use more 

serene language that highlights your prestige. 
 
Now, as we progress through this Studio Expansion program, really remember that each 

exercise builds upon the last so that at the end of this ten weeks you have a comprehensive 

marketing plan and it’s vital to complete every single exercise. So, the two worksheets for 

you to download straight away and complete are the Communication Clarity Worksheet 

that’s going to guide you through creating your entire message, and then also the Ultimate 
Marketing Checklist, which you can use to help you progress through this module. So, here 

we go. 
 
So, here are your action steps. Number one: download that Ultimate Marketing Checklist. 
Number two: download and complete the Communication Clarity Worksheet. Number 

three: have a look at your website and analyze what character are you. And fourth: share 
your insights below. Let’s contribute to this community by telling us what character are you. 

Have you realized yeah, I am such a traditionalist girl, that’s who I am and I’m going to own 
it? 
 
So, thank you so much for checking out this video. Next up we’re going to be chatting about 
how to turbo charge your funnel. You’re going to love it. 


