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DEVELOP YOUR STUDIO’S WOW FACTOR 

 

So, welcome to module seven. This is focusing all about retaining your students. So, this 

video is called Developing Your Studio’s Wow Factor, which is going to help you do this. So, 

in this video, you’re going to learn the one element of your studio that has the most impact 

on student retention, and why current the studio market has not changed in 50 years and 

why that’s a massive opportunity for you. So, to help you get there I’m going to show you a 

three step system to bring more wow factor into your studio. And subsequent to that, I’m 

going to show you three questions you must ask yourself in order to improve your retention. 

 

Now, as an aside, next week in bonus week, you’ll also get access to the student retention 

system. Now, these are 25 easy to implement strategies to help you retain your students. 

Now, these are particularly useful for you in term four, when it is vital that you really step 

up your retention strategies to help transition them over the summer holidays. That tends 

to be where the student retention rate drops off a bit. 

 

So, let’s get into this, the one element of your studio that has the most impact on student 

retention. Now, let’s talk about student retention for a second. I mean if you think about it, 

we need to analyze the situation, analyze your studio. What creates student retention, and 

why do some students stay at your studio for a long time and others stay for a short time? 

What are the factors influencing it and can you trace specific elements of a student’s 

experience that contribute to retention? 

 

Because here’s my take on retention. To be a studio that has a leading retention rate, it’s 

not about maintaining the status quo because if you’re just doing the same thing year in, 

year out, offering the same experiences to your students, students tend to get bored. They 

look for more challenge. They look for more interest I suppose. And true retention really 

tends to be improved when a studio evolves and innovates and changes and matches what 

they’re offering to what the students want. The leading studios really focus on retention 

through constantly raising their bar for their studio and by offering the students different 

ways to engage, different experiences, different opportunities. 

 

And if I’m really honest with you, there is a severe lack of innovative studios right now in 

Australia. I mean I’ve studied hundreds of studios here and overseas, and there is such 

potential in our industry to shake things up. I mean the studio business model, if you think 

about it, hasn’t changed in decades. Studios are still running the same way they did 50 years 

ago or more, and there are very few studios, barely any in fact, who are truly innovating. 

Now, by innovating, I don’t just mean oh, yeah, we added Zumba classes. That’s not 
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necessarily innovation. An innovation is a totally new slant, and right now there is a massive 

opportunity to evolve how studios do business and the impact they can have if you’re willing 

to lead the pack. 

 

Now, you don’t have to be better than your competition. It’s about being unique. And that 

uniqueness has to be something that your potential students go: “Wow, that is amazing. 

That is so cool.” Now, over the course of the Studio Expansion Program, we have spent a lot 

of time identifying your unique strengths as a studio, but in this module, we’re going to find 

new strengths for your studio that you may not have even thought of yet, and I’m going to 

give you multiple frameworks to help you foster a culture of innovation in your studio and 

really re-look at how you’re doing everything and see what else is possible, and this is going 

to create greater results in your student retention as well as in your profits, your market 

positioning, and your reach that you’re having. Pretty cool. 

 

So, let’s get into this. This is the three-step system to bring more wow factor to your studio. 

So, what is wow factor? Now, to me, it’s an experience that surprises your student’s 

expectations in a really good way. It’s doing something they don’t expect, something that 

puts a smile on their face. It’s all those little things that makes a person fall in love with your 

studio and never want to leave. 

 

And when you think about wow factor, there are three factors relating to your studio 

structure to consider. Now, these three factors allow you to step outside, look at how your 

studio operates, and how that is going to impact on your retention. Now, we’re talking 

about how specifically you can create a student experience that facilitates retention, and 

we’re going to help you evaluate how you are currently facilitating retention. 

 

So, the three elements start with the core. The core of your studio is the vision or the 

outcome your studio is working towards. It’s your basics operations. It’s the lessons you 

provide, the systems you use, the team who make it happen. It’s everything you do on your 

day-to-day business. And then there’s a second element, which is improving, which is how 

you’re taking this student experience you have now and the core, how you’re making the 

core better. So, an example of an improvement strategy would be, you know, creating a 

follow-up system that makes you connect with new students and make sure that they’re 

getting all the steps to have that great introduction to your studio. 

 

And the third element of your studio is innovation. What totally new experiences could you 

provide for your students? Now, an example may be a two-day retreat for your students to 

participate in master classes and trainings in an immersive environment. It might be 

teaching lessons online. It might be creating a training program with CDs and resources and 
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documents to help someone study at home as well as in your studio. These are innovations 

that are totally separate from what you’re currently doing. 

 

So, really the questions are to get really clarity on this. What is the core service that you 

currently provide and what can you do to improve on your core to help facilitate retention, 

and then in terms of increasing your retention long term, what totally new innovation could 

you introduce to your studio? So, the reality is that most studios think that sticking to their 

core is enough to stay in business and enough to retain all their students. They’ve got this 

attitude of if you’re on to a good thing, let’s stick to it. But if you’ve got your head in the 

sand, it’s all too easy to get lost in the wash and kind of take your students for granted, 

because if you think of it from their perspective, they’re always looking for more. They want 

to go to the next level. They want the new, exciting thing. And if we’re not being a shiny 

disco ball, always kind of capturing their attention, they’re going to get distracted by 

another shiny disco ball. Does that make sense? 

 

If you’re not innovative and staying ahead of the pack and separate from your competition 

and really identifying why they’re best staying at your studio because the other one doesn’t 

compete, it won’t be long before you’ll see your student retention drop. So, the risks as I see 

it are we have three different functions of our studio. We’ve got the core, we’ve got improve, 

and innovate. But if you spend too much time in one or another, it actually can risk and 

damage your business as well, and I want to go into this now. 

 

So, if we focus too much on our day-to-day business, on doing just what we always do, we 

won’t be in the best position to adapt to changes and see innovations and make your studio 

a really exciting place to be. The other challenge is if you spend too much time constantly 

improving everything, then you’re not going to kind of see the results happen in your core 

and be able to test and measure what’s actually working I suppose. And the other risk is that 

if you’re constantly innovating, your core business can suffer because you’re always adding 

new, little, shiny disco balls, but the core function of what you do isn’t up to par. 

 

Now, the reality is that when we’re thinking about innovation, if the times that we tend to 

start thinking about oh, maybe we should do something a bit different is often in the face 

of a crisis. Maybe a new competitor has opened up, and up until this point you’ve been very 

happy to stay in your core and do things as you’ve always done and just kind of maintain 

that status quo, and then you get this competitor open up, down the road and you go: 

“Whoa, we need to kind of do something different here. We need to improve or innovate 

our services,” and you start thinking. And your competitor can be the greatest opportunity 

to innovate and create change in your studio because for a reason that maintaining your 

core is no longer enough. You need to step up the game.  
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So, to be consistently ahead of the pack, there has to be a blend in your daily focus between 

these three elements. And if you can get this concept and apply it to retention, you’re going 

to real great insight into your studio because there are these three sections. You’ve got the 

core of your business, what you do, and that requires most of your attention, but there also 

has to be constant focus on improving what your core is and how you operate it. And then 

there still needs to be that time for innovation to do new. So, I want to walk you through 

this now. 

 

The core is what you must do to ensure the student experience that retains and attracts 

students. We have to make sure we’re able to measure our results, and so that we can see 

that we are creating a consistently high standard. Now, if your retention rate is dropping or 

has been dropping, it’s because there’s a crack in your core, whether that’s a teacher who’s 

not performing as well as they could be or whether it’s communication with students. 

Maybe it’s in your relationship in terms of engaging them in different opportunities, but the 

core is where to look first. 

 

Now, 70 percent of your time should be devoted to maintaining the core of your business. 

So, once we’ve got that core stable, we can then focus on the improving, and this is what 

you can do to create an even better core student experience. Now, you do this through 

creating new ways to do the core. You can find more efficient ways to run your studio, better 

systems to get things done, training staff - things like that, and this takes 20 percent of your 

time each week; should be spent on improving the core of your business. A constant though 

of how can I do this better is the way to really create transformation in your studio. 

 

And then innovating is what you dream you can provide your students with. It’s talking 

about unbelievable student experiences. Now, these are ones where your students, your 

team are going: “Wow, that was amazing,” and it makes it clear that your studio is really 

ahead of the pack. Now, ten percent of your time needs to be spent creating innovations. 

Now, this works out, if you think about it, to be half a day a week. So, this could be every 

Monday morning, from nine till 12. Something like that. This is your breakout time. This is 

the time where you give yourself a few hours to think about the direction of your studio, 

where you’re steering the ship. Without this ten percent of time, you’ll notice that your core 

takes over and you start to maintain the status quo, and that is the fastest way to lose 

students. 

 

So, I want to ask you three questions to help improve your retention. Now, here they are. 

Put on a new hat and I want you to kind of challenge yourself here. Why does your market 

need your studio? Your studio in particular. How is that different from everyone down the 
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road? Another question is why would you market choose another studio over yours. And if 

you can identify the answer to that question, it’s going to show you how you need to 

improve the first question. And then the third question is, and this is my favorite, what does 

your market not know it wants and needs. Just think about that for a second. What do they 

not know they want and need yet? 

 

Now, these three questions identify three different things. The first one talks about your 

core. So, this is your core unique positioning. So, why does your market need your studio? 

Why are you different and why is the core of your studio, the heart of your studio better 

than everyone else? If you can find out why would your market choose a different studio 

over yours, it’s identifying what’s lacking in your core and what you can improve. And then 

if you can find out what your market doesn’t even know it wants and, if it sees it, it would 

just go: “Wow, that’s what I’ve been looking for,” that is the innovation you can ask and you 

can implement into your studio. 

 

So, these three questions are really powerful to help gain clarity on gauging where you are, 

what you can do better, and where you need to go. Now, the last question, just look at that 

again. What does your market not know it wants and needs? It reminds me of this famous 

Henry Ford quote, which is so powerful. “If I’d asked people what they wanted, they’d have 

said faster horses.” And this is the whole principle behind innovation I suppose. It is you 

knowing your market super well, as you do. I mean you know it inside out, back to front, 

and you know your students. You know what the parents want. Now it’s a time to think what 

else is possible. 

 

Sometimes you need to tell your students what they want. You need to have a vision of 

what’s possible, and then make it happen for them. So, here are some more questions to 

get you pondering on innovation, because this is where I really want you to start taking your 

studio in terms of innovation. So, the question is why must it be this way. So, challenge what 

you’ve already been doing. Challenge that status quo, and then ask yourself are we doing it 

this way just because we’ve always done it this way. What are the successful studios doing? 

Who are the trailblazers? What are they achieving? And then you can look at your core and 

go: “What’s missing? What’s the gap in our offering?”  

 

Now, I’m going to show you an amazing tool called the strategy canvas in this module, 

which is going to help you show what’s missing and help identify the gaps. And then look 

at your core and go: “What’s a bit annoying? What could we take out and modify?” And 

again, this goes back to that other question. Are we just doing it this way because it’s always 

been done like this? And then this final one is super powerful too. If we didn’t do this, what 
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would we do? If we didn’t run a performing arts class, what else could we do? If we couldn’t 

teach face-to-face, what could we do? Those kinds of questions. 

 

The greatest companies in the world are those who focus on that ten percent innovation 

time and make it their non-negotiable. Now, in these next few videos, I’m going to show 

you a few different ways to help build your innovation muscle in your studio. Most of what 

we focused on so far on the SEP has been very much on maintaining and improving your 

core. That’s what we’ve done. Over the last six modules, we’ve looked at what you’ve done. 

Let’s think how can we improve it, step it up a notch. Now we need to look forward to 

innovation and we need to see that with very clear eyes. 

 

Here are your action steps. First of all, right now I want you to download the Wow Factor 

Checklist, and that’ll get you clear on these questions. So, first of all, we want to identify 

what currently is the core of your studio and evaluate how well you’re performing in terms 

of student retention. I want you to spend some time, 20 percent of your time, considering 

how you can improve this core offering of your studio. And then, number four, I want you 

to go crazy. Get thinking. Get innovative. Get exciting, how you can create new experiences 

for your students. 

 

Well, thank you for watching this video. Next up we’re going to shock and awe your 

students. I’m going to show you exactly 


