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i‘ll share my top 5 list of 
simple low-cost tactics
to grow your business



engaging 
the market

retaining 
customers



engaging the market: MEDIA

“pitch before you pay”



Funfest

engaging the market: GRASSROOTS



engaging the market: REFERRAL



YMCA

BOYS & GIRLS CLUB

GIRL / BOY SCOUTS

CITY SPORTS PROGRAMS 

GYMNASICS ACADEMY

ART FRANCHISE 

PARKS & REC DEPT

COMMUNITY CENTERS

HOME SCHOOL

AFTER SCHOOL TUTORING

LITTLE GYM

MARTIAL ARTS  

BOYS & GIRLS CLUB

GIRL / BOY SCOUTS

SPA/FITNESS GYMS 

DANCE SCHOOL

engaging the market: COMMUNITY PARTNERSHIPS



engaging your customers: PERCEPTION

.



YAMAHA MUSIC SCHOOL COMPETITIVE ANALYSIS WORKSHEET 

COMPETITOR STRENGTH WEAKNESS DIFFERENTIATION 
COMPETITOR 1    

COMPETITOR 2    

COMPETITOR 3    

COMPETITOR 4    

COMPETITOR 5    

engaging your customers: OTHER MARKET 
CHOICES



engaging your customers: SALES SYSTEM 

what do 
you solve?

Welcome	to	our	school!	Please	tell	us	about	yourself:	
	
Name	____________________________________________________________________	
Phone____________________________________________________________________	
Email_____________________________________________________________________	
Street	Address___________________________________________________________	
City,	State,	Zip____________________________________________________________	
	
We	offer	adult	lessons	as	well	as	programs	for	children.	If	you	are	
here	for	your	child,	please	tell	us	more	about	him/her:	Childs	Name	&	Date	of	Birth	_____________________________________________	
Childs	gender	(circle	one):		M					F					
Your	education	is	important	to	us.	Please	tell	us	which	goals	are	
important	to	you:		
________	Develop	proficiency	on	an	instrument		
________	Build	confidence	through	public	performance	
	
________	Participate	in	a	small	group	experience		
________	Improve	communication	skills		
________	Have	fun	with	music		
________	Acquire	a	better	sense	of	self‐expression	and	creativity	
	
________	Improve	focus		
________	Gain	an	appreciation	for	music		
________	Enhance	cognitive	abilities		
Thank	you	for	taking	a	moment	to	share	your	goal.	Now	lets	find	
the	Yamaha	Music	program	that	is	right	for	you.	

Welcome	to	our	school!	Please	tell	us	about	yourself:	
	
Name	____________________________________________________________________	
Phone____________________________________________________________________	
Email_____________________________________________________________________	
Street	Address___________________________________________________________	
City,	State,	Zip____________________________________________________________	
	
We	offer	adult	lessons	as	well	as	programs	for	children.	If	you	are	
here	for	your	child,	please	tell	us	more	about	him/her:	Childs	Name	&	Date	of	Birth	_____________________________________________	
Childs	gender	(circle	one):		M					F					
Your	education	is	important	to	us.	Please	tell	us	which	goals	are	
important	to	you:		
________	Develop	proficiency	on	an	instrument		
________	Build	confidence	through	public	performance	
	
________	Participate	in	a	small	group	experience		
________	Improve	communication	skills		
________	Have	fun	with	music		
________	Acquire	a	better	sense	of	self‐expression	and	creativity	
	
________	Improve	focus		
________	Gain	an	appreciation	for	music		
________	Enhance	cognitive	abilities		
Thank	you	for	taking	a	moment	to	share	your	goal.	Now	lets	find	
the	Yamaha	Music	program	that	is	right	for	you.	



How do customers see us

CUSTOMER 
SURVEY

retaining your customers: PERCEPTION



CUSTOMER SURVEYS
what questions would you ask?

to whom?
when?

how?

retaining your customers: PERCEPTION



“On a scale of 1-10 (highest), how likely 
are to promote our business to a friend?”

USING A NET PROMOTER SCORE

0-6 are DETRACTORS
7 or 8 are PASSIVES 
9 or 10 are PROMOTERS 

retaining your customers: PERCEPTION



• Subtract % of Detractors
from the % of Promoters

EX: 100 SURVEYED
RESULTS  =  5%, 15%, 80%      
NPS = 75

Passives count towards the total number of respondents, 
but do not directly affect the overall net score

retaining your customers: PERCEPTION



THE ECONOMICS OF GREAT EXPERIENCES
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1.3X
1X

1.9X

1.5X
1.8X

2.4X

Customer Experience Net Promoter Score

1X

1.5X

2X

1‐3 4‐6 7 8 9 10

Source: Medallia research, “The Value of Customer Experience Quantified.” Harvard Business Review 2014

retaining your customers: PERCEPTION



retaining your customers: BUILDING THE ORGANIZATION TEAM



…the right 
people in the 
right role…

DIRECTOR

OFFICE 
MGR

FRONT DESK 
COORD

ENROLLMENT 
COORD

EDUCATION 
MGR

INSTRUCTORS

retaining your customers: BUILDING THE ORGANIZATION TEAM



what do you think…
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