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Hello, it's Chantelle, and welcome back for video two in this series. It's all about how to 

reconnect with your current students. Now, as we're thinking about reconnecting, it's how 

we can really boost that relationship that we have with our students. 

 

And the first step in this process, step four in fact, is creating close connections. Now, you 

know how there's so teachers who just seem to have this gift to be able to walk into a room 

and have the children enraptured with whatever they say and each student feels that 

individual connection. Even if it's a group class, they just feel so connected with their 

teacher. 

 

Now, there are certain things that teachers do to be able to facilitate that. Now, what I want 

you to do is on your worksheet, you're going to see Creating Close Connections Worksheet, 

and it's got some magnets down the side. And this is what we're going to do. We're trying 

to magnetize the relationship, so the bond is strong. 

 

The first question is: which teachers do you have in your studio who are really strong at 

creating close connections and what do they do in order to enable that? It's like that concept 

of modeling. It's finding someone who's really good at something, working out what they 

do, how they do it, and then applying to you. So, what we want to do is to find out, amongst 

yourselves, who in your studio is really great at creating those close connections and even 

what do you do to build the relationships with your students, and sharing those little tips, 

those little tricks for engaging students, for making them feel special, for structuring your 

lessons to enable to give time to give praise, to give feedback, to give individual attention. 

How do you manage it and how can we help everyone to be really good at it? 
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So, that is the first question on your magnet worksheet. The second question to ask: how 

can we improve the parent-studio communications, because we need to balance not only 

our relationship with the students? We've got to meet the parent's needs as well. So, 

thinking like a busy, working parent, what type of information do they need? How do they 

want to receive it? How often do they want to receive it? How can we create some systems 

in our studio, which means that you're not having to send the same email seven times in a 

row, but what's going to be a really convenient way to deliver that connection and build the 

relationship with the parent, not only about important details, but also about their child or 

what's important to them? 

 

So, for example, one strategy that a lot of studios I work with that are using at the moment 

is to develop a studio app. Now, this is an app that everyone can have on their smart phone 

and essentially you just update the content on the app and that gets sent straight to the 

parent. So, they don't need to log on to the website. They don't need to trawl through all 

their emails. You can set the app up so that it has those push send notifications. So, you 

know, the rehearsal on Saturday has been cancelled. You update that in the app and they 

get sent a little reminder message that the rehearsal has been cancelled. It gives a central 

place where all the latest information is. Instead of having multiple channels - do I have to 

call the studio, do I have to do emails or website, where is the information, is it on the 

newsletter -, it's all on the app. And that type of thing can make parents' lives so simple. 

 

That's just one example. You might be able to come up with a whole lot of different ideas to 

be able to make that parent-studio communication a lot easier. And the third question as 

you're creating these close connections is to ask: how can we create more of a community 

in the studio? I'm sure you'll agree that when you start seeing the friendships take place, 

that the social networks are building, that you're giving them a place that is not only a place 

they come for lessons, but is a bit of a social network and a community that they go to. 

That's when you see the real bonds in your studio start to flourish. 
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And so, thinking about how can we create more of a community? Should we create more 

social evenings and barbecues? Should we have trivia night? Anything like that. How can we 

bring people together who have got a mutual passion, a mutual interest, and give them a 

place where they can make new friends? 

 

All right, step five. I love this one. It's called Invisible Marketing, and this is one of the biggest 

keys to success in your studio. Invisible marketing is all about the little messages that you 

are almost subliminally kind of sharing with your students, with your parents, with the 

community on a regular basis, but it's done in a way where you're marketing your studio 

and your services, but it doesn't feel like it. It feels like you're just having a chat or you're just 

kind of here's an idea or here's something that would be really great for you to try. It would 

kind of help you develop your technique, your development. 

 

So, really it's about making your marketing feel just so subtle, like they barely even notice 

it. And so, each week in your studio, there are messages that we want to be spreading about 

the value that you give about the opportunities you provide, about the benefits of 

performing, and all those types of things. But when this becomes totally like a ninja move is 

when you've got every teacher, every admin support, every kind of touch point with the 

student, everyone sending the same messages, and that's why it's really important, as a 

team, we're all on the same page. We all need to know what messages are going out right 

now, so it's a great idea and you can use this worksheet as a template going forward for 

your team. 

 

Each week you get together for a few minutes and you work out okay, what's coming up. 

We've got the holiday workshop taking enrollments, we need to have ticket sales for the 

concert, and we need to be kind of sharing about thinking about one-on-one classes for 

next year. So, let's think about kind of how we can share those messages just in 

conversation. Just oh, by the way, I just wanted you to know we've got a holiday camp 

coming up. It's on the second week of the holidays. Have you heard ‘bout that yet? And then 

you can just go here's a bit more information, or here, you can have a look on the website. 

There's more info there. 
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Invisible marketing is such a strong way to market your studio, but also to present it in a 

way that feels like you're looking after them as an individual and looking out for what's right 

for them. So, on the Invisible Marketing Worksheet, you'll find some little cloud bubbles, and 

there are six of them. So, literally, as a studio, you come together and say these are the six 

messages that we want to be sharing each week. You might even go to a stage where, at 

the beginning of each class, you spend a few minutes just to communicate those messages. 

Maybe some studios I know actually bring the parents into the first few minutes of the class 

so that they can have a little bit of time to go this is what's going on, this is what's coming 

up, and this is what we're really excited about, to be able to share, and then they start the 

lesson. 

 

But those little nuggets of being able to communicate what's so great about your studio are 

valuable and make sure that this is happening on a regular basis. You know what's funny, is 

that people really like to be told what to do. People like for you to make it simple for them 

and they like you to remind them, and so it's really our job. I mean it's like when you go to 

the hair dresser and they say, "Would you like to book in for your next coloring in six weeks 

or something like that?" You go: "Okay, I don't have to think about it again." And just like you 

going: "Would you like to do this or would you think this would be good for you," it's another 

way for you just to demonstrate here, we're looking after you. We're taking care of you. 

 

People will respond to an invitation. And if you take a busy, working mom and if you only 

send her an email once, chances are that information is going to get lost in the wash. So, 

how can we maintain that relationship and build the connection by just giving them one 

more tap on the shoulder to go ‘here you go’. Here's what to do and here's how it's really 

easy for you. I often say that people need seven little taps on the shoulder before they'll act, 

and so we need to think how can we communicate those invisible messages seven times to 

a parent or to a student to make sure they've had ample opportunity to hear the message 

loud and clear. 
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Now, the last step in this reconnect stage of retention is step six. This is all about managing 

transitions. If you think about the life cycle of a student and the journey they go on, there 

are certain stages that probably pop out in your mind as transitionary times, where they can 

drop off the face of the earth. So, often ones are like when a student has been doing little 

tiny tots ballet classes and then they go to school and mom says, "You know, she's starting 

kindergarten next year. I just don't want to overwhelm her. I think we might stop our classes 

right now, until she's settled in." And you're going: "Why? That doesn't make any sense at 

all." 

 

The thing that we need to do here is to manage that transition. We need to preempt that 

that's coming up. That's a reality, and parents are going to be thinking about ooh, I'm 

nervous about that. How can we bridge that gap? Likewise, when students go to high school 

or other things happen in life, if you have adult students, there are probably stages in the 

life cycle that you can see. Maybe if you analyze the trends in your studio, you can identify 

that you have students stay for two months or four months or six months, and then there's 

a definite drop off in the retention of your students. 

 

So, the more that we can identify where do the students leave, why are they leaving at that 

point, and how can we, before that point, proactively give them reason to stay. For example, 

so in my business, when I did holiday camps, I realized that Tuesday was the weakest day in 

the week in terms of attendance, for whatever reason. I can't pick it, but I realized that was 

the real gap in my offerings and I needed to plug that hole. So, what I did is I got creative. I 

thought: "Okay, well, I need to attract more students to come on the Tuesday, so I made 

Tuesday surprise Tuesday. And on this day, we had African drumming workshops come in. 

We had a jumping castle. We had a glow in the dark disco. The kids didn't know what was 

going to happen on that Tuesday, but it made it a real draw card to get students come in 

the door and my retention went a lot higher. 
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So, on the worksheet for managing transitions, you're going to see a ladder. Now, if we think 

about this, that the students start at your studio and then there's almost a jump, a hurdle 

they've got to get over to get to that next stage, and that rung on the ladder is the transition. 

So, we think to think what can we do before they take that step to make sure we seamlessly 

guide that transition. Some examples are: if you've got students leaving school, they're 18 

years old. They're kind of doing their final exams for schooling. What a lot of parents go is 

we don't want to overload them. We want to make sure their studies are priority, and so 

we're going to pull them out of lessons when they turn 17. 

 

Now, I believe, and I'm sure a lot of you do too as well, that for them to not have that release 

in their social life, not to have that creative outlet when they're so book-based for so many 

hours in that year is a real determine. I mean I know for myself, my weekly singing lesson 

was a godsend. It helped me to reconnect, to de-stress. It was a great thing that I continued 

to do. So, what I think we could think about is how could we educate the parents, and the 

students as well, as we know you've got these exams coming up. We know you're going to 

have a lot on your plate and here's what we're going to do to support you. So, a few months 

before or maybe before the start of that final year, you get all the parents in, all the students 

in for an evening, an information evening. Say this is what's coming up and, to support you, 

we're going to do X, Y, and Z, because we know how important. We know how much you 

love your classes and we don't want you to drop off right now. 
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So, on your transitions worksheet, you're going to see the ladder, and what is a great idea 

to do is to identify where we are losing students. What stages? Are there any trends we can 

identify? Then what can we do to proactively cover that transition to kind of smooth it out 

so that they continue to stay? Usually it's going to be something you're going to need to do 

to educate the students and the parents, why it's important. So, that is how we're going to 

reconnect with our students and we started by creating those close connections, not only 

between student and teacher, but also with parents and then also fostering a real 

community, a sense of family within your studio. Then we looked at invisible marking, so 

how we can spread little messages about what's coming up, what you're doing in your 

studio, giving them little carrots of things to look forward to that's going to keep them 

engaged in your studio. And finally, we looked at managing transitions. So, looking at the 

trends on the whole in your studio. Where do we lose the students and what can we do to 

make sure that we keep them nice and close? 

 

So, that was reconnect. In the next video, we're going to be looking at how to refocus your 

students to give them that real sense of progression as they move through your studio. I'll 

see you there. 


