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TURBO CHARGE YOUR FUNNEL 
 
 
Turbo charge your funnel. In this video, you’re going to learn how to plot the path that your 
potential students walk from when they first find out about your studio to when they sign 
up. We’re going to find out how to subliminally guide your potential students to become 

paying students, how to stay front of mind with all your potential students, and how to 

move from having a trickle of new students to a tsunami. 
 
But before we begin, I want to make sure that we’re all on the same page here, because 
when we talk about the funnel, we mean that process of moving potential students from 

when they’re first learning about what you do, all the way down to the pointy end, when 

they become a paying student. And in this video, I’m going to share with you the most 
powerful technique I know to transition potential students into paying students. It takes all 
the hard work out of following up with them, and also it best positions you as the ultimate 

authority in your area. 
 
We’re going to build up your pipeline first, and then I’m going to take you behind the scenes 

and show you exactly how to implement this into your studio.  If you think about the process 
that a potential student or parent, you know, who’s making this decision on where they’re 

going to send their child for lessons, they have to move from knowing next to nothing about 
you to trusting you with their child’s education and their hard-earned cash. So, what’s going 

to make the difference is having carefully considered what they need to know at each stage 
in order for them to make this decision. 
  
We call this the educational spectrum. In a nutshell, it’s a way of plotting our your marketing 

to subliminally guide your potential students to this next step towards sign up, and I’m going 

to show you an example, so don’t worry. You can think of this in the same way that you 

would plan a lesson with one of your students. You structure their learning in a sequential 
way so that you start off with the basic fundamentals before getting more specific with 

their technique. 
 
So, there are three elements to the educational spectrum. First and most importantly, it’s 
about moving people along the educational spectrum through teaching them, sharing your 

knowledge openly with abundance and generosity. You position yourself as the expert in 
this way because your communicating how you do what you do, why you do what you do, 

and perhaps you even demonstrate. So, you can do this through blogging, through creating 

videos. You can do it through teaching, even writing articles. 
 
  



VIDEO TRANSCRIPT 

MODULE THREE 

PIPELINE MARKETING 

WWW.STUDIOEXPANSIONMEMBERS.COM 

 

 

© Studio Expansion 2015 

 
The second step is encouraging, and this helps to build a sense of trust that you will nurture 
the child, nurture their dreams, nurture their talent. And so, as you encourage them to, you 

know, give lessons a try - it’ll be fun. You’ll learn heaps - you’ll build the relationship and 
build the trust. And thirdly it’s about guiding. You want to share how, if they follow your 

method, they’re going to achieve the results that they want, and this comes down to you 
having the confidence in yourself to say with certainty and absolute authority you’re the 
best studio in town. You are the best teacher in town, and you let them know that with us 

you are in safe hands, so you want to guide them to your studio with purpose. 
 
So, as we start planning your pipeline, keep these three principles in mind and keep asking 

yourself: “How can I best show what I do? How can I best encourage them to join up and 

how can I guide them directly in through the door in an innovative, interactive, engaging 
way?” 
 
Okay, this is fun. In this worksheet, you are going to be able to really define exactly what 

your students learn about your studio at each stage, helping them to make this decision to 

join your studio. Now, your pipeline is going to be unique to you. It might be quite simplistic. 
It might be a process of like they see the ad, they visit your website, and then they call you 

to book in. However, I’d recommend thinking it through a little more carefully. 
 
For example, when they visit your website, on that homepage what do you want them to 

do? What video do you want them to watch? What do you want them to read? What do you 

want them to download? And then, once they’ve done that, what are you directly guiding 

them to do next? This is getting you thinking about what we’re going to be diving into next 

module on websites. You’re going to love it. 
 
You might find that you do your best converting over the phone. So, if that’s the case, then 
you would factor that into one of your pipeline steps, or if you’ve got a really awesome 

website that highlights what your experience is like, then send them there. So, here we’re 

going to walk through an example of what a completed pipeline might look like. 
 
So, the first step is they see your advertisement, let’s say, in their school newsletter, and 

then the call to action on that is very clear. There’s no phone number. No email. No physical 

address. It is go to the website. So, the website takes them there and they see it. They start 

getting a sense. Very clear, the top of the website is a video and there is a call to action, 

saying watch this video to find out more about our studio. And at the end of the video, there 

comes a little slide at the end that says, “Hey, if you’d like to find out more, the best thing 

to do would be to read our frequently asked questions, and it covers everything you must 

know before you become a student.” 
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Now, as part of that, the next thing you lead them through, through the website, is that you 
say, “Well, maybe you’d like to watch one of our demonstration lessons. It’s an online 

teaching, where we’ll start teaching you the first lesson through a video.” And so, to have 
this teaching demo, what they’ve got to do is they’ve got to register with their name and 

email address. Now, when they do that, they get to watch a video and they also get to 
download like a warmup track that you’ve given them as an example. Something fun. A little 

gift for them. 
 
Now, when they signup, this is automatically linked to an auto responder software. Now, 

I’m going to go into this in a lot more detail in a minute. So, once they sign up with the auto 

responder, it automatically sends them their first emails with the details and their 

download, and it also assigns them to a sequence. And this sequence will kind of trigger a 

chain of emails, only a couple, that kind of start teaching them about your studio and down 
the road, so we’ll see. 
 
So, they’ve signed up. They then have the details that they’re able to watch this teaching 

demo. They go: “Wow, this studio knows their stuff. They’re great,” and the next couple of 
days, even though they’ve watched the video, they haven’t taken any more action, but in 

the process they have then received an additional email, where you keep teaching and you 

keep showing them and encouraging their passion. You keep learning about what they want 

to know about and showing why you guys are the top dog. After maybe the third email, it 
invites them in for a complimentary lesson and, you know, you give them a bonus gift. 
 
Then they sign up. That’s the process. That’s pretty much what we are looking at creating in 
your studio, and the best thing about this is it absolutely ensures that you are able to follow 
up. For you, if you were speaking to someone on the phone, let’s say they see the ad in the 

newsletter, step one. They go to the website. Then they call you. You say, “Hi, would you 

like to have a little, free online teaching demonstration video. You can watch it. All you need 
to do is just give me your email address and I’ll send it over to you, and then you sign them 

up to this auto responder sequence, which puts their email address in and automatically 

follows up with them on day one, day two, day three - whatever day you set it to be. 
 
So, I’m going to show you how to do this because it’s such a great tool and it takes no 
involvement on your part. Let me show you how it works. So, what it is, is an automation 

software called Send Pepper, and you can find the link below this video. Essentially it 

manages all of your emails that go out to your database and allows you to create sequences 

of emails that are sent out automatically on autopilot without you having to lift a finger. So, 

here’s an idea of how to do it. 
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Under this Autopilot tab within the system you will find that you can create sequences. So, 
this is my one here for you guys. So, every day of the Studio Expansion Program, you get 

your daily jumpstart email. And this is within the sequence here, so I’m not there, getting 

up every morning and writing it to you. It’s all done. It’s all pre-prescribed. So, on day zero, 
the first Monday, you receive this one. And it’s set to day zero. It’s sent out immediately. 

You could choose which day and what time you want to send it to, but that’s the first one. 
 
And then you create the email. So, I get to choose all the different ones that I’ve already 
pre-written and that just get slaughtered in and it brings it up down here. And so, here’s 

your first email that you receive, and you’ll notice that one of the coolest features is it has 
this merge field, which, you know, I type in First Name, and what that does is it automatically 

populates the contact information into the email so that it looks personalized without you 
having to actually do it. And then you’ve got the content of the day. 
 
Now, let me show you another little cool trick of how you could use this merge field; is let’s 

say that you want to create a sequence for when you’ve actually signed up a new student 
and they’re kind of going through that registration process. When they’ve signed up, you 

can create an email, which has all the different merge fields to confirm their information. 

So, this is your first name and you go insert into field, and then you want to confirm this is 

your last name. Insert into field. And so, you can go down there. You can put their address, 
their email, their phone number - all the details. You just send this to them, and then you’ve 

automatically got an email that can confirm all their details. Super cool. 
 
So, let’s go back up here. So, that is the one that goes out on day zero, so you save that step 
and then you create the one for day one, day two, day three going forward along the 

sequence. So, let’s apply this to the scenario of when you’ve got a potential student who is 

looking to sign up. You’ve got some sort of gift or educational video that you want to share 
with them, and in order to get it all they’ve got to provide you is their email so you can send 
them the link. Super easy. 
 
So, what you do is you create a new sequence and you give it a name. Something like Hot 
Lead or something. You can call it that. And you have the first one set to zero and you would 

have it set to immediately. So, immediately, when they register or you register them in, they 

get sent this email. Now, you can write a series of different emails in this messages tab and 

save them as emails. And then once you come into this autopilot section, this sequence 
section, it generates all the different ones so you can choose which email you want to send 

out and it will bring it up in here. 
 
So, then let’s say, for example, this is the first email that says hi and you would say, “Hi there,” 
and you would populate it with their first name so it looks really personalized. “Thanks so 
much for coming and finding out more about Jenny’s Studio. We are super excited that 

you’re here and are ready to share with you some really great tips to get you singing like a 



VIDEO TRANSCRIPT 

MODULE THREE 

PIPELINE MARKETING 

WWW.STUDIOEXPANSIONMEMBERS.COM 

 

 

© Studio Expansion 2015 

songbird straight away. Here at Jenny’s Studio we get these results. We give you this 

experience.” You kind of list. You share everything you guys are about. 
 
Then underneath it it’s as simple as hyperlinking, saying, “Click here to watch our video. Our 

first lesson, which tells you how to breathe, you know, to extend your range,” or something 

like that. And you would simply click this little hyperlink button here and put in the YouTube 
video or Vimeo, or wherever it is. You would put that link in, or it might be a PDF that you’ve 

uploaded. So, you could upload a PDF. You can actually even attach documents to this email 
through this attachment manager. 
 
So, that would be the first thing, and then you would say, after you’ve set the hyperlink, “Go 

check out the video. Let us know what you think. Enjoy. Thanks. From Jenny.” So, you would 

save that email and that would be the first one. So, then you might decide okay, we’ll wait 

a couple of days and then we’ll send another one. So, you would create the second email 
and you might do it day two, day three, something like that, and the trick about this one is 

to make it super short and personalized. So, you go: “Hi [first name populated], how are you 

doing? Know that you checked out the video the other day. I’d be really curious to hear how 

you thought and did you get a lot out of it. How is your breathing going,” and you would 
start inquiring really just briefly into how their technique is and what they’re doing. 
 
But the point about this is you want to make this email seem personalized even though it’s 
automated. That’s kind of the secret. If you do it really long, then they’re going to know that 
you haven’t sat there and written it out yourself. So, make it really short, colloquial, informal 

language that’s really casual, and just start kind of: “Send me an email back. Let me know 

what you thought, or give me a call.” No pressure in that second email to join or signup at 
all. It’s just how did it go. What did you think? Get in touch. 
 
And then on the third email, which might be five days after you sent the first one or 

something like that, you might send: “Hi there, how are you doing? I’m really curious to see 
how you’re doing. How about you come into the studio? Give it a try. Look, we’re so 

passionate about helping people find their voice and we would love to be able to offer you 

a free, complimentary lesson with us with one of our best teachers, who is going to help 

you open up your voice and get you performing like you’ve always wanted to. And even to 
make it sweeter, if you come in for this free lesson, we’re going to give a free warmup CD 

that you can practice at home with and we’re going to give you your own practice guide 
book, which is going to walk you through each week what you need to be working on and 

the different exercises and things to get your voice singing like you want it.” Something like 
that. 
 
So, you’re offering them an incentive for them to sign up and you’re saying it’s free. So, this 
is in the third email, so this is when you’re kind of calling them to action. You might decide 
to make it six steps down the line you offer them in, but the point is you’ve used this 

educational spectrum. So, you’ve taught them. You’ve kind of started teaching them. You’ve 

established and you’ve encouraged them to kind of pursue what they’re doing and get more 
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out of it, and then you’ve guided them, saying, “Look, if that’s what you want, this is what 

we can do for you.” 
 
So, this is a really, really powerful system, where you can automatically follow up with all 

your students without having to lift a finger. Now, you can click that link below to go to the 

Send Pepper website. I want to be really transparent. I am an affiliate of theirs because I’ve 

used their program for years and I know the results it gets. It is so powerful and also this 

company delivers customer service like you just don’t find. They are absolute rockstars and 
they are great people. So, I highly recommend them. You probably only need the basic 
package that starts at 29 dollars per month to have all these features with unlimited 

software, unlimited sequences. It takes you up to, I think, two and a half thousand contacts, 
and if you go over that, you just go to the next package level. Too easy. 
 
Now, the best thing about this is you can take it one step further. So, if you’re on the phone 

to them, you say, “Hi, well, would you like to see one of our teaching videos?” You just add 
them to your contacts and then subscribe them to this particular sequence here. But if you 
want it to be even more automated, you can have it as part of your opt-in. So, for example, 

like on my website, here is my opt-in, and some of you may have already downloaded this. 
So, if you put your first name and email address in, this is automatically prescribed to trigger 
off this sequence. 
 
So, when you fill in your details, it starts off the first email in my new lead sequence. Okay, 

so it’s automatically going to follow up. So, I’ve never met these people. I’m not sure what 

they’re interested in, but I know that every couple of days I’m there, teaching them. I’m 

there, showing them here’s what you could do with your studio. Here are videos of me, 

teaching. Here’s a resource to use. Things like that, so I’m always delivering value without 
even having to do anything. It’s amazing. So, this is a really powerful system that I would 

highly recommend for your studio to be able to take the pressure off having to follow up 

every student every day. 
 
So, remembering that every exercise we do takes you one step closer to building that studio 
of your dreams, your action plan for right now is to, first of all, download and complete the 

Plan Your Pipeline Worksheet, and then really take into account the educational spectrum 

that’s going to help them move along the pipeline. Finally, check out the Send Pepper 
website, have a look at some reviews, and decide if it would be a handy tool for you to use 

for automation.  
 
And fourthly, share your insights by leaving a comment below. So, what are you going to do 
to improve your pipeline and help to automate your follow up? So, thank you for watching 

this video. I hope this has really given you insight to what’s possible. In our next video, we’re 

going to be talking about how to build an awareness campaign and broadcast your message 
on a much bigger stage. 


