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TRANSCRIPT:  
Studio Expansion Program – Module 8 

 
Alright folks, we have time for module eight of the SEP, the final module. What could be more appropriate than ending 
with the title of Unite. In this module, the final module of the SEP we are going to really concentrate on what is the true 
essence of your studio, which is retention and referrals. For me these are truly the best indicators of how we are 
performing as studio owners and as well as that, the greatest opportunity to create a truly thriving business. These two 
elements are the secrets of a successful studio. We are going to work on how to grow your studio using retention and 
using referrals. 

In this video you're going to learn how to roll out the letter of loyalty referral program which we've developed as a 
template for you, so that you can strategically and affordably grow your studio using a referral strategy that easily 
encourages your students to bring their friends to your studio. We're going to really concentrate on getting to our 
benchmark of a 90% retention rate in your studio with powerful retention strategies that will delight your students and 
super glue them to your studio for years to come. Essentially 90% allows for natural attrition of people moving away and 
people graduating because they've reached the age. Essentially we're seeking to attain as many of the core 
demographics as possible. 

Finally, we are going to look at how we can empower your teachers to unite your team with our annual team training 
calendar, so we can create the studio family that is so passionate about growing your studio and providing the most 
exceptional education experience for your students. We want to make sure that you have a team that is as passionate 
as you are about the success of the studio, and also enable you to really step into your role as a mentor and empower 
your team so that we can get the best results from them. 

I wanted to talk to you about the self-populating studio. This is the goal my friends, this is the total, the intention that we 
are wanting to create. This is a studio that flourishes because the level of retention is so high we're not having to fill 
classes just to get them back to the benchmark. The retention means that any studio that comes in, we're getting closer 
to full capacity. Then through referrals we're not having to advertise very much because we're getting so many word of 
mouth recommendations, the studio just builds itself. We don't lose students so we're consistently growing with every 
word of mouth enrollment that comes through the door. 

This is our goal. The self-populating studio is what I want you all to work towards. Now often you'll find that this 
happens at around about the mark of when you get to that 250 to 300, 350 students. That is generally when this starts 
to kick in a lot more. Many studios that have done the SEP have got to this stage and they've discovered that they don't 
need to market as much because they have a consistent stream of referrals, and because their retention has improved 
so dramatically they're not having to fill classes as rapidly. Which is a fantastic asset for all of us to seek to achieve. 

Let's go into referrals and why I really want you to concentrate on referrals as a core strategy within your studio. We 
can look at everyone that comes to do the Studio Expansion Program "I need to learn about marketing. I need to learn 
about advertising." Let me flip the game on this a little bit. When we see the ad, it's very much that push mentality, you 
see that it's very easy for it to be just flipped away because of the absolute saturation all of us have of the amount of 
advertising in the world these days. There is no trust, there is no credibility, there is no connection when you see 
advertising. What we want to encourage is to turn your current families, your current students into this tribe of raving 
fans that truly are out there being advocates for your studio. 

We want to empower your current families to go out there and be able to have something to talk about to their friends 
and families to spread the word, to re-position you as the place to go because that's a very easy, organic way of trust 
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transference. This statistically when we look across at businesses, someone who is referred to a studio is 18% more 
likely to stay than someone who is just cold off the streets. The students you get referred to often come and they're like, 
"Yes a part of family," because they're a similar person to the ones you've already got in your studio. 

Word of mouth really is everything. I want you to imagine how much time you spend on advertising, and if we really 
concentrated on creating a student experience that sells itself, how much more effortless your time would be. As studio 
owners our strengths lie in designing curriculums and creating beautiful spaces to learn and encouraging 
conversations. That's where our strengths are. I want to kind of think what do we have to shift in what you're currently 
doing to be able to simply promote your programs in a way that your current families were able to go and spread the 
word. That's what we're going to explore now. 

I know that this is not for all of you, to have those conversations such as, "So do you want to bring a friend to the 
studio?" as it can feel slimy. It feels like a used car salesman. This is not what we're going for my friends. What we're 
seeking here is really having conversations that are just about inviting. All you have to do is invite and connect. Invite 
and connect. It's not necessarily a sell. It doesn't have to feel that way. It's literally about our passion for education, our 
passion for arts education is central to everything we do. It's literally, if you can put it in your brain that this is all it's 
about, is about asking your current families to share the love of what they do with more people. Have that with that 
sense of movement, we want more people to get involved in this because it's so transformational, it's so powerful. 
That's what this is all about. 

What I love about this is that we spend so much time, so much money on advertising we've lost that as a key part of our 
strategy. This is not to be underestimated. A referral costs you nothing, it costs you no time, it costs you no money to 
attract them via Facebook ads, via flyer drop, via you name it. Really this is the most efficient and affordable way to 
grow your studio is to literally concentrate on referrals. On average most studios attract 50% of their students via online. 
This could be anything from Google, from their website, social media profile, from the kid's activity director, something 
similar to that. 50% of their new students come through online sources. 

The other 50% are referral based. Everyone is focusing on this side to attract their students, and they don't really have 
a strategy around word of mouth referral based enrollments. This on here has got a better chance of them staying with 
the studio. It's easier to do, it costs nothing, it requires very little of our time. I want to make sure that we've got a really 
compelling word of mouth strategy in place in your studio that is going to serve you and your business. 

Instead of focusing on advertising I want you to think about creating the experience that sells itself. Creating a student 
experience that sells itself, so that people cannot help but when they're at the school gate say, "Oh my goodness we 
started these classes down the street, there is this new studio. I just can’t stop talking about this studio as it's amazing. 
We love it." You want to be so good that they cannot help but talk about you. We have to think about what are the key 
things that would drive them to talk about your experience? What would be the key factors that would be an impresser 
to the point where someone would want to tell their friends about what it is that you do. This is what we need to think 
about very, very carefully. 

In terms of this whole construct around designing your referral program. I know many of you may have a referral 
program that is monetary based. If you join the studio, if you refer a friend we'll give you a $10 credit or we'll give you a 
5% discount off your tuition for the semester. I don't love them. I'm just going to be really transparent here on my 
perspective on this. To me they feel a little icky. In terms of if we're really wanting to scale this word of mouth strategy 
for me, this is not the route to go down. Even calling it a referral program. It feels self-serving. It feels like it's only about 
us getting students as opposed to making it something where it's very much an exchange. 

For me if I tell people about a fabulous restaurant or a fabulous hair dresser, I don't need the money, I don't want the 
money from the company. It's not about that. It's because I am so loving what it is and it's so exciting. Instead of 
thinking about how can I give them money, I want you to think about what would truly put a smile on their face. What 
would make them feel so appreciated and valued and really get that energetic level of, "They really value what I've 
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done and this is so much fun." If I give you 10 dollars, you'll be like, "Oh that's really nice," but imagine if I gave you a 
beautiful little box of chocolates with a beautiful bow and a sweet little thank you card. It feels so different. Chocolate 
wins over money every single day of the week. I tell you what. 

I want you to think about that. For some families, some studios know that a bottle of wine for the month is a winning 
referral strategy. Simple as that bottle of wine is how they do it. I want you to think about what is going to put a smile on 
these people's faces. What is going to encourage them to refer? I truly do believe that people refer because they love 
what you do, they believe in you, they trust you not because they want to make money on their friends, or not because 
they want a discount on their classes. 

Again, every time we do a discount structure in any capacity we are sabotaging the perceived positioning of our studio. 
Any time you discount it. I want to completely shift to a position where you are adding value at every touch point, not 
discounting your experience. That is so central to everything we believe at studio expansion. 

Worksheet 8.1 is going to give you a great insight into how to build a referral program, but I want to give you the 
insights now. 

There are three key steps to building what I call the letter of loyalty referral program. Essentially the metaphor behind 
this is as students are with you for longer and longer, they become more and more loyal. As they become more and 
more loyal we're able to then capitalize more on the relationship to really enhance their connections with their networks. 
That's what we're seeking to achieve. 

I'm going to give you a couple of examples. One example of a referral program is to create something similar to a club. 
It's a bit of a club that gets people really talking about everything that you do and it makes them feel like they're part of a 
special, they're an insider of the studio. They're very much part of, another level of connection. As a studio people 
always kind of want to be with you when they want to speak to you. This is a way of giving them the recognition and the 
validation that we really appreciate you, and it something that is a bit special. 

We can give this referral program, we can it into a club. You want to give it the clear branding. You want to make this a 
clearly defined process with clear benefits that they're going to be able to receive if they do bring a friend into the 
studio. We want to build desire to make them want to become involved and we want to make it a little bit exclusive, 
they've got to do a bit of work. It's got to be pretty clear for them to be able to get their awards. We don't want to have a 
name in my opinion that alludes to the fact that it's a referral program. We want to make it about this, what they're going 
to gain. It's really got to drive them towards the benefits. Then we can relate the name back to the studio and what it is 
that you do, which is all about the family. 

Once you've got this idea about this, kind of, "Okay, we're going to call it this." Then you want to make it really simple 
for people to become involved. One way that I've done this is to studios in the past with clients is we actually get a 
fabulous frame. Not as necessarily ornate as this. You know, you get something from IKEA, but to actually print off a 
beautiful outline of, "Here's step one. When you refer a friend, let us know at the desk. Ask your friend to put it on the 
application form in the how did you hear about us, ask them to put your name. We'll be able to reach out. Then step 
three, the next thing we're going to do is we're going to come back to you with this reward or this gift or this recognition" 

Hang it in the lobby. Hang it in the bathrooms if you need too. Hang it in the toilets. Have it all over the place. Have it in 
your parent welcome handbook. Have it in their first email when they first join the studio in your auto responder 
sequences for your welcome sequence for new students. Have it everywhere. Just really keep drilling this is how you 
do it. Make them know, educate them on what it is that you want them to do, and how you want them to do it. One thing 
that's really valuable is just to kind of keep seeding it. Just gently, it doesn't have to be so overt. You don't want other 
people kind of feeling that, "Oh, I don't get anything." You want to just see that little bit of incentive of, "Oh, how do you 
get that? I want that. I'd love to be able to do that." 
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An outward public recognition that promotes a referral program and celebrates a student is a fantastic idea. This is as 
simple as having a white board somewhere around the studio where we put their name on it to give them, "Thank you 
so much for Jenny for welcoming Anna into our beautiful studio." Simple as that. It gives them a little bit of recognition. 
It reminds others that that's what they're meant to be doing, and then also helps to really celebrate the fact that we're all 
about welcoming and introducing new people into the studio. It's beautiful. 

Then we want to get really clear on the gifts that your students would truly love to receive, or experiences they would 
love to have. I'm going to go into that in a second. Now here is the fun thing, we want to kind of make these particular 
things have that exclusivity, so they can only be gained through the club. They're not available to purchase, they're only 
available to members who have done the referral, who have welcomed people into the studio. The other option that we 
like to include is create more of a tiered ascension model, where the rewards increase as per the referrals that they 
provide. They get one referral, they receive this, if they do five referrals they receive this. We start tracking it so we can 
really celebrate our power promoters. 

This is a fantastic wall. This is a local café that I used to go to quite a lot before I moved. It was really fun, it was called 
Kiss the Barista. He has on this wall, he would have all these photos of clients, the people at the café. We started doing 
this in the studio. Imagine for yourself when little Jenny brings Anna in for the first time, you whip out a Polaroid, you 
take a photo of Jenny and Anna together, and you put them on your beautiful wall that you give a name with the club 
name. It might be the Chantelle's Family tree, and we have a picture of a tree and we can have all of your students who 
have referred a friend with you personally welcoming in. Imagine from that first moment when they walk through the 
door, it's feels like "I'm part of the family. I'm up on the wall. I'm part of this. I'm important." You're celebrating someone 
welcoming people into the studio. It's what we're training them to believe is important and helping them to see the value 
in that. 

 

If they bring one friend, they get to go up on the photo wall and maybe they get a little thank you note or something like 
that from you. If they bring three friends, the third friend that they bring, they get to have an exclusive, limited edition 
hoodie. I'm going to talk to you about that in a second again, but that's the kind of thing. If they get five friends over a 
year, let's say, they get invited to a special movie night, only for people who have been at this level. You might hold it 
once a year, and you put on some popcorn, you get a few lollies, you sit down, you watch a movie together to really 
make those students feel really special. These are just a few ideas. 

Another idea if you're doing a pre-school program, if they refer one friend they might get a beautiful cute little fairy 
butterfly wand. If they bring three, they might get a special little tutu. If they do five they might be able to come in for 
cupcakes with a few friends on their birthday. Let's really think about if you're wanting to make this special, if you're 
wanting to encourage referrals what is going to light them up. That's a really fun thing to think about. When you're doing 
this the best advice I can give you is to buy in bulk for maximum profits. Alibaba.com is a fantastic website, it's 
essentially a data  base of Chinese manufacturers and you can go through them. There is so many of them, oh my 
goodness. There is also one called Alibaba express, these are for slightly smaller quantities if you're still wanting to get 
something custom made with your branding, your logos, etc. Alibabaexpress.com is another resource to look into. 

For my gorgeous husband Travis, with his business we get a lot of resources made through here. The quality is 
outstanding, the prices are ridiculous. I mean look at this, a custom hoodie with hood for four bucks. I mean come on! 
It's a no brainer. I mean you have to order 500, that's why I have a look at Alibaba express. If you know that you're 
going to be use them over a couple of years, buying in bulk gives you so much more security. 

The other thing is one great example that we've used in studios is gift vouchers. I mean to give a mom two movie 
tickets for her and her hubby to go and have a movie night together would just be such a treat, wouldn't it? Even things 
like this, you can actually buy them in bulk and get a whole stack of them quite reduced and then hand them out as you 



	
	

Studio Expansion Module 8 - Transcript 
© Studio Expansion Program 
 

	

5 

go. That's another really lovely idea, just rewarding the parents or rewarding the families with something that's really 
going to make them feel special. 

Now we want to promote it. We want to make sure that we're really talking consistently about the word of mouth 
programs, about the referral program in the studio so people take action and actually do it. The first thing that's 
important is the structure. We want to have a really clear outline of the process. We want to have your team members, 
all of your staff able and encouraging the promotion of it. I want to have the display visually in frames, in the 
documentation of the handbook of the studio, in emails throughout the year, keep seeding that little tap on the shoulder, 
"Here this is what you want to do. This is what it's going to give you," and really the team element is really important. 
You want them really on board supporting this too. 

I probably wouldn't put it on the website, personally because I think it's more of an internal idea. I see a website very 
much as an external resource where this is very much for people within the studio. If you've got an intranet, that would 
be a fantastic place to put it, think of a members area for families, put it in there certainly but I wouldn't put it external for 
the public to see. 

One thing that is lovely is just to take thirty seconds of you day and say, "Oh I've got this little thank you note because 
Jenny brought Anna in for class, I just wanted to say thank you," there are little bits of public recognition also help to 
seed it in a very subtle way in not just another, "Oh by the way you all need to do this referral program." It's a little bit, 
it's mentioning it without making a big deal of it. We want to build the design of the awareness program organically. 
Visual, auditory kind of reminders on paper. We want to really make this as clear as possible so that they're very, very 
encouraging. 

For me gratitude, an attitude of gratitude is central to so much of my life and how I ran my business and for all of us to 
be able to truly come to our studios with, "I'm so grateful that you believe in what we're doing here, that you're having 
such a beautiful experience that you bring your friends." That's important to communicate. Sometimes there is nothing 
sweeter than just a quick little welcome note saying, "Thank you so much, I so appreciate that you introduced us to 
Anna." It takes very little time, it's easy to do, but it's also easy not to do. Really give yourself the time to share gratitude 
is such a beautiful element to bring into your whole strategy. 

Let's flip onto the retention side because this is so intertwined with the referral strategy. For me retention is the heart of 
every decision you make. Retention is the heart of our business. Without retention we don't have a studio, it's 
exhausting otherwise. The greater that we concentrate on retention, what you will find is that your studio will grow. It's 
not all about attraction. You would be astounded that every student that comes through the door, our aim is to retain 
them. If we can do that consecutively imagine, just imagine how much faster your studio would grow? Instead of 
students coming through and staying with you for 18 months, imagine if they stay for three years. The compounding 
that happens through numbers. We can't grow our studios if we don't have retention. Otherwise we are totally on a yo-
yo cycle. We go up, we lose students, we get a few more, we're back to square one, we go up, we go down, we go up, 
we go down, we don't grow. We plateau. 

This is where retention to me is really such a beautiful way for us to end the SEP because you're starting this process 
of truly revitalizing and renewing your strategy for your studio. Retention is very much the heart and the core of 
everything I want you to concentrate on going forward. What I know for sure is that you can't do it alone. That's the 
biggest thing about retention. Especially as your studio grows, if you've got 20 classes running and you can't teach 
them all, how are you going to know how retention is going in every class unless we have a team that is as passionate 
about retention as you are. 

This is where I want us to have a little bit of a chat about how to build a team of teachers who are going to be not only 
as passionate about your studio as you are, but you have a team of teachers that is passionate about retaining 
everyone. Every student that comes through the door. There are three keys and you can start educating your team in 
this program. This is a little sneaky peek from my program called "The Retention Solution". This is straight out of that. 
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This is a teacher mentoring program. The Retention Solution program gives you a section for the studio owners, but 
also a section that is videos that you show to your teachers, that trains your teachers in retention. It's beautiful, very, 
very powerful. I'm going to give you a little sneak peek from that program because I do believe that this is so central to 
everything that you're doing as studio director. 

There are three keys to retaining students. If we don't have one of these, we are going to lose them. The first is variety. 
If you think about it the moment that they get that feeling of, "I've seen this before, same, same, bought the t-shirt." The 
moment that they feel stale, their eyes start wandering and they'll say "oh, soccer," "oh, gymnastics," and we'll go, "No, 
no, no." Variety is very important. We want them when they come through the door, you want them to feel like, "Ah! I'm 
so excited." We want to keep their energy level high. As our own studio owners is to create an experience that keeps 
bringing fresh things to them, bringing new, adding variety on both a micro level and a macro level. 

Even within your lessons if they're all the same every week of the year from the structure of the lessons the kids are 
going to get a bit, "meh," so we want to think about every so often how we're doing something, give them a bit of a 
curve ball, keeping them on their toes. That will keep them coming back. Going away from the stale and thinking about 
how you can really mix things up. Variety is the spice of life and so essential. 

The second key to retention is connection. Now you and I both know as teachers, studio owners I should pre-face, we 
can sense when there is that kid at the back of the class that is disengaged. We can sense when they're checking out 
completely. The moment you get that little sixth sense, the little feeling in the pit of your tummy, that is when we know 
that they are becoming what I call a flight risk. They are a flight risk of leaving the studio because they have 
disconnected with what they're doing. They are not feeling connected. If we don't have the connection both as the 
teacher to the students and the student it connection to the other students in the studio, and if the students aren't also, 
and even the parents aren't feeling connected with the studio. The moment one of those pillars drops, we are at greater 
risk. 

Now the amazing thing is that you and I both know we're probably the best in the studio at keeping the connection 
going because we know how to manage the classroom dynamic, we know how to keep the connection with each 
individual student. The thing that I have found is that many of your teachers don't have that skill set. They don't 
necessarily, because they are beginning teachers, or they're just learning, or they haven't had the priority like you and I 
know how important retention is, but our teachers don't necessarily have that understanding. For us a flight risk is a big 
deal, and we know to go and give them extra little bits of individual attention, ask them some questions, see how they're 
going and support them more. Our teachers may not have that concept of being able to see the flight risk and also how 
to address it and how to communicate that back to you as a studio owner. Connection is my goodness essential as 
well. It's so important that we get them connected on every level. 

The third key to retention is progression. If they don't feel that they are learning, if they don't feel that they are improving 
time after time they're not going to see the value in what you provide. The moment they feel like, "I'm not getting any 
better, I can't see really huge steps," they're bored in the class, they're not being extended enough individually or even 
the opposite, whether they feel like they're so behind the other kids in the class and they're not moving up to the speed 
that they need to. The moment they have a disconnect with their progression and their quality of their learning, they will 
check out as well. 

The hard thing about that is that often as teachers we see how far they've come. We know, we know that they weren't 
able to perform that move with quality before, we know that they couldn't perform the scales there before but often the 
parents aren't able to see the nuances of how far they've come and the parents are the ones putting their hands in the 
checkbook. Their hands in the pockets to bring out the checkbook. We have to be very, very good and become even 
better at communicating the student's progressions back to the students themselves, to acknowledge how far they've 
come and also show them how far they have to go. 
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We have to really value our lessons in the sense that this is a continuum. We need to celebrate that, "My goodness do 
you remember six months ago you barely get down into the splits, now look how flexible you are. Oh my goodness. 
Now what's next, what I'm so excited about is when we start to get you doing this." You want to be constantly going 
back and going, "Wow, look how far you've come," and then what I call future pacing for the future. Showing them this 
is the next thing for you to achieve. This is the next thing for you to master. The better we get at communicating 
progression the more connected they will be and the more willing they will be to stick out even when there is the hard 
work time. 

Variety, connection, and progression are the three essential ingredients to developing your retention strategy. The heart 
of this, again is really getting your team to be able to absorb those concepts. That's why the Retention Solution is a 
really good program. If you're interested, please do check it out. To get you started I've given you a worksheet that you 
can go to your team with and really be able to facilitate some conversation about this. I want you to get your team 
thinking, How can we offer more variety to our classroom? How can we connect on a deeper level with our students so 
that when it's coming to the time when they're going through preschool and they're starting school and we have this 
huge drop off, how can we make it a non-negotiable that they wouldn't continue? How can we make them feel so part of 
the family that it wouldn't even come into their minds that they would stop coming each week? How can we have that 
level of connection so integral to their way of thinking? How can we really help them to progress and to achieve the 
learning that they want to have? 

If you can get your teachers really looking to achieve every single week of the year, my goodness watch your attention 
transform. Imagine for you the feeling of not having to do it on your own anymore. I'm sure many of you feel that it's 
always feels it's your responsibility to retain the students. It always feels like I need to improve retention, we need to 
improve retention but your powerless because the teachers are the ones, on the cold face, they're the ones in front of 
the students each week. This is such a fantastic opportunity to bring your teachers together and to have these 
conversations. 

Here are some ways to empower your team for retention because retention cannot be done alone. This is where we 
bring your team in. I want you think about, come together, and think about what are the strengths that we have as a 
team. What are they really passionate about giving the students and what experience are they wanting to create? What 
excites them? What motivates your team? How can we get them so that, my goal is that every time your teachers walk 
into your room, they literally, their eyes are sparkling and they are there to give the best class ever. I know for many of 
you, your teachers might feel that their job is to teach, but I want to reframe that with you and really educate you around 
the concept that really your teachers' role is to retain. Your teachers' role is to retain. Their job is to give them this great 
experience every week that they just cannot wait to get back into the classroom next week. 

Their job is to retain, and if that means reaching out to a student between classes just to connect with them or send an 
email, that is something that we can encourage because truly their role is to retain, and that is the definition of how we 
define their success. 

The second thing I want you to think about is what are their weak points? Where are they not performing and how can 
we get them to raise their game? What are you in a sense tolerating? Is it that they walk up the class five minutes 
before and they leave straight after? Are they not presenting well enough in a professional appearance? Are they not 
communicating with you? Are they not reading their emails? All that kind of fun stuff. I want you to identify what are the 
thing that are holding your team back and that you can start to address with them over the next twelve months. 

Step three is to think about, okay if I were to really look at these strengths, look at these weaknesses, how can I start 
training them and empowering them to be able to perform better as a team? Our goal is to provide the most 
exceptional, most outstanding student experience every single class. That every single class, every single week is 
powerful as the one the week before. I want the consistency in your studio because that is what's important for 
retention. If we have a teacher coming, their energy is low, they're all over the shop. That is going to impact your 
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retention. This is going to be your time to lead them. This is your time to mentor them to truly stepping up to being 
educators. This is where for you as a studio owner I want you to truly embrace this more. To think about in terms of 
delivering a team training calendar, how on an individual and on a group basis we can really become the team that you 
intend to be. 

Now if you are a studio that is a team of one, it's a team of you, not a worry. I want you to really think about this, and 
because you know as retention at your studio grows you will need to hire a team, so this is still really valuable education 
for you as we continue to grow your studio. 

With this team training calendar, the best thing to do each quarter, have a specific thing that you want them to focus on. 
The first quarter might be something like consistency. The second quarter might be something like extension, how are 
we going to extend our students and really extend ourselves as teachers in our professional development. Quarter 
three might be on connection. You can really think about having, outlining what you want to focus on over the next 
twelve months with your team to turn them into the most incredible advocates for your studio. 

Let's do this my friends, the next action steps for module eight. I want you to download all of these worksheets and pop 
them into your now quite full SEP binder. I want you take the time and really think about this, the referrals and retention 
are really part of why we work in our studios. They're the best indicators of our success as a studio owner as well. This 
is something to really think about. I want you to come back to the SEP group and you'll see that there are so many 
ideas on how structure and name your referral program. I'm sure you'll get so much insight into how other studios 
manage this to grow their studio by word of mouth as well. 

Well the biggest thing I want to say is, you did it! You did it! We have finished the SEP. I want to congratulate you 
because I hope that the last eight weeks have given you ... ten weeks, the last eight modules have given you such a 
renewed vision for what is possible in your studio. That it doesn't have to be so hard. It doesn't have to be something 
you do alone anymore. You are part of this community now for the lifetime. We are so thrilled to have you as part of ... 
to have you as a SEP-er and we know that over the coming weeks, months, and years you will watch the magic 
happen. As we have seen time and time again. This studio expansion program truly does work because at heart it is 
about stepping into excellence and empowering you as a studio owner to really lead with such heart and such vision 
and with such passion that we know that you will be able to make absolute magic happen in your studio simply by 
following this program. 

The thing to keep in the back of your mind is that we may have finished this round, but if this is your first time, rest 
assured you will be invited to retake the SEP as many times as you like for free. We know that this is a journey, and we 
never reach the destination, there is always more to learn. For us to do expansion is a campfire. It is like that campfire 
you keep coming back to share stories with the community to learn from others and the wisdom of what people who 
have walked a similar path before. The SEP is a campfire that you come back to warm your hands. It can be so 
isolating, it is so isolating when you run a studio. This is a community that is here to support you, give you the resources 
and motivation and inspiration to go back to your studio, renewed full of warmth, full of wonder. 

That's why I'd really like to invite you to come to one of our live events. You will find that this will be the most renewing, 
empowering experience to be surrounded by very positive, very like-minded studio owners. We're all there to support 
each other and really make incredible progress in the growth of their businesses. Join us for a live event in the near 
future because that will be a catalyst for the growth of your studio. 

The other thing that if you're really ready for the next level, once you finish the SEP many studio owners are then 
looking for, "Okay, I've got a taste of this, I'm seeing some magic happen. I want to know how far I can take this." 
Where we see incredible transformation in our clients is through the Studio Evolution Program. This is a twelve-month 
program where together we work side by side on your business for a whole year insuring that we have all of the 
foundations set and then we can truly create incredibly rapid progress to grow your studio and transform your business 
in a year. It is enriching and it involves live events and every week there is mentoring opportunities that we have a 
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dream team of mentors to support you across systems, across retention training, across team and hiring, across admin 
processes. You name it, we cover it in Studio Evolution. If you're ready for the next level, please do reach out so we 
can have a chat to you about this program and how it might work for you and what you would be seeking. 

Once again, from the bottom of my heart, thank you so much for being part of our community. I hope that this has given 
you a completely renewed insight into what is possible, and I cannot wait to celebrate with you as you achieve these 
milestones in your business. It is going to be remarkable and I'm so proud of everything you've done so far. I cannot 
wait to see everything that is ahead for you. Thank you so much and please keep in touch, my door is always open. If 
we can assist in anyway all of team Expansion are here to support you as you grow your studio. This is not the end of 
the course, it is just the beginning. Enjoy and go and share your love of the performing arts with the beautiful students 
you have in your studio and may every success, may you have every happiness going forward. 

Thank you so much, bye! 

 


