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I'm looking into offering a new class for my studio, but I'm not sure about pricing structure 
compared to my market. Okay, here we're going to talk about some pricing. Here I want you 
to look at your market and see what everyone else is offering, and then I want you to 
instigate the three times rule. This is the three times more value than everyone else in your 
market, minimum. If you can do this, let me give you a heads up. If you can achieve providing 
three times more value, you will make it a done deal and you're the go-to person in the 
market. So, by three times more value, it means having a community. It means having 
workshops. It means having holiday camps offerings. It means having a vibrant, kind of 
interactive social media presence. It means having a really good reporting system, having 
like the goal setting, having the relationship building with the students and teachers. 
 
It doesn't necessarily mean like value in terms of dollar value. That's critical. Not dollar value. 
Benefit value. Okay? So, that's one thing. Research what's currently the value mark for your 
area. So, for some places, that might be they get a weekly tap class that's got a nice teacher 
in a rented school hall, and you think okay, so I've got the same facility. What can I add that's 
a tap class in a local school hall that can blow that out of the water? What else do I need to 
provide to life the bar? 
 
I do want to introduce to you another concept for pricing, which I've been researching in 
America recently, and this is a new thing that I think is fabulous that I'd be curious to see 
some of you instigated and your results. I'd love to learn. This is introducing a pricing scheme 
that is a ten-month school year. So, they pay ten monthly payments. Instead of paying by 
the term or by the week, or by the year in fact, you break it down into ten months. So, the 
school year for your studio runs from February to November, and so you're not having 
income over December or January, but they're engaged the entire year. You can kind of 
have interaction with them, but they're only paying for ten months. Kind of already they're 
getting a year for ten months, but actually they're just making the payments over ten 
months. It is actually a whole year's kind of tuition. Got me? 
 
So, they have the ten monthly payments based on the number of classes that they're 
enrolled in. So, for example, if you have got, let's say, a dance studio and you have got them 
enrolled in a hip hop class, so they would be paying 58 dollars per month, hypothetically, 
for four hip hop class, for four 45-minute hip hop classes once per week. If they're then 
enrolled in another one, like let's say they did hip-hop and they did tap, then the tap class 
reduces ten percent. If they do hip hop, tap, and jazz, then it drops another ten percent off. 
You could even do it off the total perhaps. And then, once they get to four, it then makes 
financial sense for them to flip up into what we would call a VIP cover, like an unlimited 
pass. And maybe your teenage students, who are kind of doing troop and different 
performance samples, things like that, or if they're doing special things, that might be of 
benefit to them. 
 
 



TRANSCRIPT 
MODULE 7 BONUS 
HOW MUCH SHOULD I CHARGE FOR LESSONS? 
STUDIOEXPANSIONMASTERCLASS.COM 

 
 

Page 2 

 
So, you create your VIP card, and that's ten monthly payments. That might be, let's say, 180 
dollars per month, or 197 dollars per month for unlimited access to your classes. Now, you 
might add some bonuses in for this VIP card, but here's another cool thing that I would add 
personally to the VIP position. I would add in that any parent can come to any class for 50 
percent of the cost. So then, by that way, when they get the VIP card, you're offering both 
of their parents the opportunity to engage in your studio as well for a fraction of the cost. 
 
This is a really great strategy for retention because if the parents are kind of enjoying and 
they're excited about their own personal classes, it makes their children. It makes them 
more likely to stick with the studio basically. They're not going to go looking elsewhere 
because they're engaged in the community as well, and you want to promote that. So, that's 
a really great strategy that you can employ, and I'd be really fascinated to see how you go 
with this ten-month school year because it's been very successful in America, though I don't 
know anyone in Australia who's currently doing it. So, if you do decide to instigate this, let 
me know and see how it goes because I'd be curious. 
 
 


