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RENOVATE YOUR WEBSITE 
 
 
All right, let’s renovate your website. Here’s what you’re going to discover in this video. First 
off, we’re going to get really clear on what is the purpose of your website. You’ll find out the 

three things your website must do if you want to get more students through the door, how 

to design your website for the best user experience, and how to convert website shoppers 

into signed up students. 
 
So, let’s begin with what is the purpose of a website and how should it be working for you, 

because if I can share something with you, I think a lot of studios miss this point. A great 

website is not about pretty photos and graphics. A great website is about connecting with 

your potential dream students, capturing their details, and then converting them into 
paying students. Your website is there solely to help you generate a profit for your business 

by driving more traffic from online into your physical studio. And every element of your 
website needs to serve that goal. 
 
We want your website to provide value. We want it to establish your credibility and 

differentiate your studio from the competitors. And your website truly is the best place for 
you to begin walking potential students along that educational spectrum, teaching them 

and demonstrating your magical powers as a teacher. We want to inspire them with stories 

of how you have transformed student’s abilities and show them the path of how you can 

help them do the same. 
 
So, here are the three things your website must do if you want to get students through the 
door. The first thing is connecting. Every element of your website needs to be focused on 

connecting with your potential students. So, let’s go over your website with a fine-tooth 

comb now and ask yourself three questions. Does this element inspire a potential student 

to what’s possible, and does it help them on the path to getting there? Does this element 
showcase how you are the most capable studio in town to help them achieve what they 
want? And is this element going to help them make the decision to come onboard with my 

studio? Every element on your website must serve one of these three purposes. If it doesn’t, 
then it goes. 
 
Now, if you think about it, the best websites you probably go to at the moment are ones 

where you can actually learn things. They’re ones you can get involved in. And the best 
websites I think are ones where you can get a real feeling for the people who are behind 

the website. Their personalities, their passions, why they do what they do. That stuff is 

interesting. Another website that says ‘we run jazz, tap, hip-hop classes’, well, that’s not so 

much. So, let’s get into the specifics of how you can connect using your website. 
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Let’s start with looking at the layout. So, above the fold is the top part of your homepage. 

Now, the homepage is the most important part of your website. In particular, above the fold 

is the information you have at the top of your homepage before you have to scroll down. 

Now, this term comes from newspapers, so when you’re looking at a newspaper on the 

news agency bench, they’re folded in half, so the newspapers are reliant on the content of 
the top half of that first page of the newspaper to sell. 
 
Now, if we apply this to our website, if we don’t connect with a potential student in that 
first half of the website in that first section, we’ll lose them. Now, we can’t expect potential 

students to go hunting around for information. We have to hand it to them on a platter, and 

so above the fold is the best place to start. At the top of your homepage you’ve more than 

likely got some sort of feature box, maybe a large picture, maybe you have a sliding gallery 

of photos, perhaps you’ve got a video. Now, this is the most prominent part of your website 

and it’s vital that it connects with your students.  
 
So, things we want to have in this homepage above the fold section is we want to be able 

to show or tell people what you do, so we need to connect that the page they’ve come to 

is relevant for their needs. We want to show that you are able to get great results and that 
you’ve been proven to get these results (i.e., your credibility), and we also want to have 

some sort of invitation for them to join you and learn more. 
 
When we move to the sidebar part of your layout, this is a great place for you to lead people 

to find out more about what you do and an opportunity to help them learn. So, you can link 

this to your resource pages, where you’re going to list your most popular and relevant pieces 

of content for them to learn more about their art, what they’re passionate about, or you 
could offer a delicious piece of high-value content that they can receive for free. It’s where 
you can invite them to come in for a free lesson or watch a video series. It’s a popular place 

for you to include your cha ching conversion kit, which you’re going to learn all about in the 
next video. 
 
Now, while we’re still talking about the sidebar, a lot of people put their Facebook feed in 

pride of place, right at the top of the sidebar. Now, I believe this is a mistake because what 

it does is it actually leads people away from your website. We want to keep people on your 

website for as long as possible, as that’s going to maximize our chance to build a 

relationship with them so that they can trust us enough to come and learn from us, which 

bring us to your About page. 
 
Now, your About page is usually the second most visited page on your website after your 

homepage. People want to know who’s behind the studio, but here’s the clincher. Most 

studios, when they create their About page, make it all about themselves. Now, here’s a 

major twist for you. The About page is actually not about you. People go to the About page 

to learn how you can help them and if you’re a right fit for them. So, instead of talking about 

the different studios you learned and where you studied, share your story in a way that 
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interweaves your passion for what you do, why you do it, and what makes your heart sing. 
Yes, we also need to put in elements that support your credibility and that shows you’ve got 

the credentials to be able to teach, but share the highlights of your career in a way that 

connects back to how it’s going to help them achieve their goals. It’s so important and so 

easy to do this. 
 
Now, also make sure you include your opt-in for a free lesson or your cha ching conversion 

kit on your About page because, by this stage, they’ve learned a bit more about you and 

why you want to make a difference in their lives, and you know, it makes them feel all nice 

and warm and fuzzy. And there at the bottom of the page is a nice, shiny invitation for a 

free lesson, or for them to find out something more. Now, I do want to share with you a 

great example of a website model. It’s called LePianoAcademy.com.au. It ticks a lot of boxes 

for me in terms of how sophisticated a website can be whilst positioning themselves as an 

authority and selling their services at the same time. Check it out. 
 
Okay, so let’s go to connecting with content. This is exciting. If I can urge you to do one 

thing on your website, it is to start creating content that educates, that entertains, and 
shows off your expertise. Now, I know what you’re thinking. Like I can barely have the time 
to organize my marketing, let alone add a whole new element, but look, the biggest reason 

that I can give you as to why this is a truly valuable and, in fact, a vital use of your time is 

that we can spend all the time you like on marketing and attracting students to go to your 

website, but once we get them there, we need to convince them and educate them and 
engage them for as long as possible. And by creating educational, interesting resources, 
you automatically position yourself as the expert authority. 
 
And remember rule number one. Let’s go back to basics. You’re not in the business of 
running a studio. You’re in the business of marketing a studio. And the more students your 

marketing reels in, the greater impact you’ll have and the more your lifestyle will change as 

a result. But let’s put this into an example. So, let’s say a busy, working mom. It’s late at night 
and she’s looking for guitar lessons for her son. So, she types in ‘guitar lessons perth’ and it 
brings up a list of different studio providers. She looks at a few websites and, you know, 
most of them are talking about themselves and what they do. And then she visits your 
website and it’s directed towards the student and has a section with heaps of ideas for a 
beginning guitarist. 
 
So, she thinks: “Wow, this is awesome. I can show this to Tom and, you know, he can start 

watching a few of these videos and start learning about whether he really wants to become 

a guitarist and whether this is a studio he wants to go to.” So, compared to your website, 

the others are static and a dime a dozen. She becomes impressed with your passion and 

the transparency you provide around demonstrating how you achieve your results.  
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Now, I want to give you a direct example of a studio that I’ve worked with who’ve 

experienced a dramatic increase in the amount of traffic to their website and also 
conversions as a result of just applying this blogging strategy. So, one of my private clients 

implemented this and they went from a thousand monthly searches for their studio to 56 
hundred per month, all because blogging helped to increase their Google ranking and they 
received a lot more traffic as a result. In terms of visibility, this stuff is priceless. 
 
So, share your passion. Write about what you do. Film a little instructional video. Post photos 
of what you’re up to you in your studio and post them on your website. It’s as simple as that. 
You can think of this like a studio blog, but instead of focusing solely around what you’re 

doing in the studio, try and see if you can incorporate some really educational elements 

where you share your expertise. Now, also you want to give it a vibrant name. I wouldn’t call 

it our studio blog. Give it something educational and funky and cool, and create a character 

around the blog. Now, depending on what style of content you want to share, it could take 
you as little as 20 minutes per week to build a reference library that shows you walk the talk 

and you know how to teach and you know how to get results in your studio on your website. 
 
Before we go any further, this is a really important note. Many studio owners focus on 

updating their Facebook page all the time, which is a great retention strategy because it 
helps you stay connected with those who are already in your studio community over time, 

but in terms of a student attraction strategy, it is not nearly as powerful as having content 
on your website. So, if you are going to post content on your website, on your blog, and 

then you want to share it on your Facebook wall, here’s how to do it. 
 
Now, if you give them all the content on your Facebook post, they’re not going to be 
motivated to actually go to your website, and that’s always the goal. We want to keep them 

coming back to your website. So, give them a teaser, perhaps a photo or something, and 

then actually give them the link so they have to read more by visiting your website. Now, 
this is so important because we always want to be training people to come back and visit 

your website, as that’s where the magic happens. That’s where the relationship is built and 

that’s where the conversions occur. They don’t happen on a Facebook page. 
 
And think of it this way. If you are a parent and you’re looking for studios, you’re not 

necessarily going to check out every Facebook page of every studio website you go to. You’ll 

check out the websites and if the website doesn’t engage, you’re not going to visit the 
Facebook page, so you need to get them on the website there. The focus always needs to 
be on your website. So, let’s get more into this. How do design your website for the best 

user experience. 
 
The best user experience on a website occurs when there’s lots and lots of interesting 
content, and you can find that content easily and quickly. And that comes down to having 

a menu system designed so that they can get where they want to get quickly. You’ve 

probably seen websites with 12 different options on their menus and you never know which 
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one to visit first. There’s so much choice. You don’t know where to click first. And a better 

system is to see if you can simplify this into three main menu items. Now, remembering 
that your website is primarily there to sell to new students, to attract new students. 
 
Yes, we want to provide information to your current students, but that is not as important 

as our main goal of signing up new students. So, some examples of menu items you might 
have. You could have About Our Studio, Resources, and Free Lesson. So, this is very clearly 

driven to sign up new students, and that is the purpose of our website. Now, under About 

Our Studio, you could have a drop down menu of our teachers, our classes, our workshops, 
our timetable - things like that. You’ve got frequently asked questions, your success stories. 
And here you’ll have all the information that someone who’s interested in joining your studio 
will be looking for. 
 
Now, under Resources, you can have a drop down of your top three categories of the 
content that you’re teaching. Three areas that you know people who are interested in 

having lessons with you that they’re kind of curious about and where you can begin 

teaching. And then the free lesson button takes them straight to a page where you welcome 

them and introduce them to your studio, inviting them to come along, or you might decide 
to make your menu visual and have the different options represented with pictures. The aim 

of the game is to make it easy for people to go where they want to go. 
 
So, once you’ve got your menu sorted, in your sidebar we can then create what is essentially 
a visual directory of your resources or the content you’re creating. So, think about your 

dream student. Ask yourself what are the top three things they are interested in. Three is a 
magical number for your website. So, if you run soccer camps, for example, your potential 

students might be interested in how to score more goals, how to defend like a demon, and 

how to be fitter and perform better on the field. Something like that, or you keep it really 

simple by having voice, drama, and music. 
 
Now, even if you could write a one-page article every fortnight, by the end of the year you’ll 

have 26 resources that you can file under these categories that are helping you to build this 

resource library and demonstrate the magnificence of your studio and to help connect you 

with potential students. So, let’s go on to how, once they’re on your website, we can then 
capture their details so we can stay in touch. Here’s something I want to drill down right 

into the depths of your brain. Your studio’s future success lies in the strength of your 
database. 
 
The number of emails that you have on your list that you can communicate with. Now, 

emails is the most inexpensive, yet powerful way for you to build your studio because think 
about it. Isn’t it easier and cheaper to invite someone back to your website than it is to get 

them in the door in the first place? And your website can help you do that. Think of all the 
people who visit your website, and then left, never to be seen again. If you had the 

opportunity to let them know how sensational your student was, if you had an opportunity 

to start teaching them, to start building the relationship, to demonstrate your expertise, to 
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give them a little taste of what you can do and what the results you gain, don’t you think 

you’d be in with more of a shot? 
 
Because I her you’re like a lot of studios I work with. Once they get in the door, they stay. 
It’s just a matter of getting them in the door to start with. So, let’s just address one more 

thing before we move on. You can’t rely on Facebook to build your database. Your database 
is not the amount of people who like your Facebook page. And a lot of studio owners tell 

me that we don’t really focus on connecting via email. We focus on building our Facebook 

likes. Now, this is a risky strategy because the current stats are that Facebook is moving 

towards slashing organic reach of your page’s posts. 
 
Now, this can actually go down to one to two percent, so you can post a Facebook post, 
but then, because there’s so much volume in terms of the feeds that everyone’s getting, 
only one to two percent of your total likes - you know, people are going to be seeing what 
you’re posting. They’re doing this in order to force businesses to use the boost post function 
to gain the visibility, and that means you’ve got to pay more if you want to guarantee that 

your posts are going to be seen. Now, this is a pretty risky proposition to me, especially as 
social media networks tend to come and go in terms of popularity over the years. 
 
So, how do you connect, capture, and convert website shoppers into students? Well, you 

have to control your communication. If you want total control over your communication 

with your community, you can’t rely on Facebook. You have to connect via email. And you 
probably do that with your current students right now, you know, sending our newsletters 
or updating them via email. If you invested the same time in nurturing your potential 

students’ list, you would see major change in your studio, but I’ll give you more about that 

in another video. 
 
So, to achieve this, we need an element of your website that gives a potential student the 
chance to gain a whole lot of value, a whole lot of interest simply in exchange for their email 
address. If you don’t get their email address, you lose that opportunity to connect with them 

and the chance to make a difference in that student’s life. Another teacher is going to get 
that chance if you don’t take it. 
 
Now, I know what you’re thinking. You might be thinking this is a little bit hypey for me, but 

in the next video I’m going to show you a way to do this in an incredibly elegant, very 

sophisticated way that serves you and your potential students. So, let’s get you there. First 
of all, you’ve got to download the FourStep Website Sales Map to walk you through this 
entire process, and here are your action steps. 
 
Number one: you want to download that sales map. Then analyze every element of your 

current website by asking those three questions to see if it fits the criteria for inclusion. Then 
you want to make sure that your menus and sidebars are all setup to make them really user 

friendly. You want to start creating resources and building an authority library to set you 
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apart from the pack. And turn your focus from building a Facebook base to building a 

database you can control via email. 
 
So, thank you for watching this video. In the next one, I’m going to show you step-by-step 

how to turn your website into a 24/7 marketing machine and get your website going cha 

ching more often. I can’t wait to share this with you, and I’ll see you there right now. 


