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How to Double Your Lessons
by Retaining Your Students
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We’'re Losing Them!

= About 32% of all students who take 1
lesson will not take a 2"d lesson.
e That’s 1 in 3 Students!

= There is a 62% chance that you will never
give a 5% lesson to any 1 student. .-

* Out of 10 new students only 4 of them |
will get a 5t lesson.
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We’'re Losing Them!

= 85% of your students will never get a 10t
lesson.

= About 1% out of 10 will continue with you long-
term.
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Let’s Keep Them!

Students that take their 10" lesson have about a — '

70% chance to take a 50t [esson.
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Reasons for Quitting Lessons

» The student ‘thinks’ they aren’t musically talented.
» The student is too busy with other activities.

* The student hates practicing.

= The student doesn’t like their teacher.

= For young students, a lack of parental support.

= Loss of interest (No. 1 reason).
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It's Up to Us

The real reasons that students quit is often beyond their own
understanding. It is up to teachers and parents to create
“magical moments” during the year for students to want to
continue on their instrument, especially during the early years of

study, in order for the child to be successful and stay with their
craft.

Anthony Mazzocchi
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Impact of Student Drop-Outs To Your Business

= Student retention is one of the biggest challenges preventing music lesson
programs from realizing their full potential.

= Student dropouts hinder income for your teachers and your business.

" Losing students impacts merchandise sales.
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RECURRING REVENUE
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5 Strategies for Retaining Students

1. Foster intrinsic rather than extrinsic

motivation.
2. Create an addictive learning environment. \ /
3. Build trust. e C omgtipi N

4. Provide added benefit to the value of the
growtniochice

lesson fee/tuition.

Utilize technology. Stra
innovation
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1. Intrinsic vs. Extrinsic Motivation

What motivates human behavior? f Motivators

Intrinsic Intrinsic
EXtrinSiC | Extrinsic

» badges = gold stars
« competition = money

+ fear of failure » points
s fear of » rewards
punishment .,
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1. Intrinsic Motivation Strategies

= Find passionate teachers.

= Help students feel capable.

= Educate parents on how to be
involved.

EDUCA
e FILLING

OF A BUCKET

% LIGHTING
OF A FSRE.

---W.B.YEATS
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1. Intrinsic Motivation Strategies

= Let students play music they like.

= |nvolve the student in planning and
setting goals.

= Recognize student achievement.

= Provide opportunities for social
contact.

@00
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1. Intrinsic Motivation Strategies

= Put them in the spotlight.
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1. Intrinsic Motivation Strategies

= Provide opportunities for social
contact.

=  Put them in the spotlight.

= Play a duet.
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2. Create An Addictive Learning Environment

= Make sure your store’s vibe is welcoming.
e Welcome students/parents/families.
* Create a nice waiting area.

* Provide clean and comfortable studios.
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2. Create An Addictive Learning Environment

= Hire great teachers that are passionate L i
and care (and ‘get it’). '
* Have a great personality.
* Have the ability to socially connect.
* Be able to give praise and support.
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2. Create An Addictive Learning Environment

= Hire great teachers that are passionate
and care (and ‘get it’).
e Are positive and enthusiastic.
e Can create a fun learning experience.
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2. Create An Addictive Learning Environment

= Hire great teachers that are passionate and
care, (and ‘get it’).
* They should create anticipation for the

next lesson (not fear).
* |It’s about the student, not the teacher.
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2. Create An Addictive Learning Environment

= Create opportunities to play with
others.

= Post successes and activities on
social media.

= Schedule ‘bring a friend to your
lesson’ days.

= Keep lessons interesting.
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2. Create An Addictive Learning Environment

= Student Showcases
e Set the tone to be relaxed and
fun.
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2. Create An Addictive Learning Environment

= Student Showcases

Set the tone to be relaxed and fun.

Have fun with themes!

Have food and beverages.

Award raffle prizes.

Take photos and videos and post to social
media.

.\i_

™
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2. Create An Addictive Learning Environment

= Student Showcases
* Have teachers perform with their
students.
* Have teachers collaborate with each
other to create simple ensemble
performances.
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2. Create An Addictive Learning Environment

= Student Showcases
* Encourages parental involvement.
 Builds confidence.
e Allows for skill building.
* Provides short-term incentive goals.
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3. Build Trust

= Make personal connections.

= |nvolve parents in student progress.

= Make them feel like part of the family.

= Become familiar with student activities
and interests outside the lesson.

ABOUT

RELATIONSHIPS




3. Build Trust

= Have student perform for
parent/family.

= Teachers must manage time.

= Subs should stand in for absent
teachers.

= Attend student events.
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3. Build Trust

= Provide a way to give feedback.

= Have clear and flexible policies and
make them accessible.

=  Appropriate dress and hygiene are
a must.
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4. Add Value to Lesson Fees

= Newsletters & Blogs

= Lending Library

= Student Only Area on Website (Student Portal)
= Contests

= Teacher and Student Resource Center

= Student Waiting Area

= Music Folders

= Student Showcases & Performances
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5. Utilize Technology

= Streamlines administration and student v Attendance & Notes
management.

* Invoicing and A/R

e Teacher Payroll

e Lesson Scheduling and Robust
Calendar

e Attendance & Notes

& 85% attendance over
the last 90 days.

Attendance Report

Start Date

|||||||
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5. Utilize Technology

= |ntegrate with your existing
website.
* New Student Sign-Up Forms
* Contact Forms
e Student Surveys/Feedback
" |ncorporate a blog.

n Join Us for the December Tth Student Showcase!

Hello!

re sending & reminder that our quarterly student showcase is scheduled for Thursday,
ecember Tth, at 6:00pm. If you haven't signed up to perform, you may do so at this link or
on the sign-up sheet outside the education office. The Showcase thems will be

Snow Days and Christmas Sweaters!

‘We encourage everyone to wear their ugly (or beautiful) Christmas sweater as we offer
beautiful mus the snow gods in hopes they will finally =end us some snow.

‘We will provide hot chocolate, snowball cupcakes, and a melted snowman dip with cracksrs
Bring something to share if you'd like!

If you missed the original announcement with more information about our student
showcases, we've included it below for your reference. We hope to =see you there (even if
you won't be perfiorming)!

studio on the second floor. Because The Candyman store closes
we may change the location to the main flogr of the store and

Please note: The showcase is scheduled to be held in the large ensemble
at 6:00pm, access will be at the back door. (If additicnal sign-ups are rec
will =end out a notification.)

Merry Christmas and Happy Hanukkah!

Edward and Cindy

At The Candyman, we feel that even new students can perform what they're learning in their lessons.,
Taking music lessens and not showeasing what you've learmed is like...
Taking art lessons and not showing your work
ortaking cooking lessons and never cooking for someone!

~Our student showeases ars fun, encouraging, relaxed, an ned. Refreshments ar
~Each performanc: dec-taped and photographed at your re

~Many students play aleng with their teacher or other family members.

If you won't be performing this showcase, consider joining us to support your fellow students. We hope to
you there!

see
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5. Utilize Technology

= |mproves Communication
e Automation
o Text and Email Reminders
o Auto Emails
o Birthday Wishes
e Sends Mass Emails
* Makes Blogging Easy




5. Utilize Technology

Parent/Student Portal

hitps://loginmymusicst= X

&« 3 C | & https//login.mymusicstaff.com/Stude

i Apps

Home

Studio Info

Studio News (T

Account & Invoices

Attendance & Notes

Library & Downloads

Practice Log

Repertoire

Email History

Back to Studio Website

Example Music Studio

B Account & Invoices

B Account @ Invoices

& King, Chris ~

# Home > Account & Invoices

] @

12/14/2016 s

ntries

Balance Owing: $105.00

Student Name =

Chris King
Chris King
Chris King

Chris King

¥

Make a Payment

12/13/2016

12/6/2016

11/29/2016

10/13/2016

Charg
$30.00
$30.00
$30.00

$15.00

Payments &

Balance =
($105.00)
($75.00)
($45.00)

($15.00)




5. Utilize Technology =~ @studioreports

Format = Created = Date Range

= Reporting T—

an Sales Tax B 10/13/2017 12:17 PM 10/1/2017 - 10/31/2017 [ |
an Student Retention Report B 10/13/2017 12:17 PM 10/1/2017 - 10/31/2017 [ |
an Family Account Balance B 10/13/2017 12:17 P 10/13/2017 - 101312017 a
an Billable Hours B 10/13/2017 12:17 PM 10/1/2017 - 10/31/2017 [ |
an Revenue & Expense B 10/12/2017 4:18 PM 17112017 - 12/31/2017 [ |
an Revenue & Expense B 10102017 11:33 AM 1/1/2017 - 121312017 [ |
an Expense E:) 10/10/2017 11:32 AM 1/1/2017 - 12/31/2017 [ |
an Revenue & Expense E:) 9/8/2017 12:13 PM 1/1/2017 - 12/31/2017 [ |
an Hours Taught @ 8/25/2017 11:09 AM 8112017 - 8/31/2017 [ |
an Revenue E:} 8/25/2017 11:08 AM 11172017 - 1213112017 [ |
an Revenue & Expense @ 8/15/2017 12:23 P 812017 - 8/31/2017 [ |
an Revenue & Expense I} 7/27/2017 1212 PM 11172017 - 1213112017 [ |
an Revenue & Expense @ 742712017 1211 PM 1172017 - 1213112017 [ |




NI\MM“:\ U ki‘) Grow Your Business
=

5. Utilize Technology

= Allows more time to:

Clean studios and waiting areas,
Add new things to the bulletin board
or resource center,

Spend more time interacting with
students and families,

Create new group classes, contests,
and performance opportunities,
And more!
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5. Utilize Technology

= Better Customer
Experience!

= Leverage the software to
stand out from the
competition.
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5 Strategies for Retaining Students

Foster intrinsic rather than extrinsic motivation.
Create an addictive learning environment.

Build trust.

Provide added benefit to the value of the lesson fee.

Utilize technology.
7 his /&%0\}

uhwheE
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AL GUIDE FOR

Resources RECRU ERA
& RETENTION

www.nammfoundation.org




Resources

www.nammfoundation.org

MUSIC RESEARCH
HDEB

Scientific knowledge abo ects of music and music making is constantly expanding, and the

NAD

MM Foundation has taken a global leadership role in supporting music research. Research expands
understar

every sia

music research support NAMM'’s public relations programs along with public policy and advocacy

activity.
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R esources Leay X New Customizable
3:"} " : Music Advocacy
& Brochure
. 4 AN for Your
www.nammfoundation.org Community

Qutreach
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Resources Srperde=s ADVOCATING FOR MUSIC
EDUCATION

www.nammfoundation.org

Photo credit: Rob Davidson Photography

The SupportMusic Coalition is a program of The NAMM Foundation which unites non-profit
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Resources MUSIC MAKING RESOURCES

IN THIS SECTION:

www.nammfoundation.org

Our Guide to Exploring Music-Making at Any Level or Age
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Resources RESOURCES FOR EDUCATORS

www.nammfoundation.org
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MUSIC ACHIEVEMENT COUNCIL
fl¥[D]a]s

Resources

www.nammfoundation.org MUSICACHIEVEMENT
Lcounci

Music Teacher's Professional Development

MM

_Jpl ers of I_'_;tlu“ne“lta_ Music Products 3“1"1 oner NAMM. The group’s pt

ore students obeg nands instr 1] music programs, to share real-w

1ore about the materials, tips, tools and

ilable fr
ning students.

m the Music Achi nt Council that support you in your goal of recruiting

lvisors to the Music Achi nt Council (MAC)

Marcia Neel, President

Music Education Consultants
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Resources

www.nammfoundation.org
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# By Alejandro M, Cremaschi, NCTM; Esenia llirykh;
Elizabeth Leger; and Mathan Smith

Resources |
Students Who Quit

Music Lessons
Recent Research And
Recommendations For Teachers

www.researchgate.net

Lesle Toaciors MeCognine

that maost studeris will

200 taking misic lesons

Sooner o laser. In o

casis, Hssons stop because

the studant, panent of
teachar beliave the primary goak have bean
achiesind, and it & time o move an—Ior
wamplk when the student has become
indeperciant erougi 1o play on Fis of Fey
arem. But in ather cases siuderss of parents
decide 1o quit kssors prematunely, before
these goak have bean amained, Ane thew
common Do among students and
familes who choose 1o quik premanunely? Can
eachers somahow ideniy aiwisk saadenis
and prevent lesson aition from Fappering
in theeir soudiosT This anicke neviews: several
reaanch souckes that have fooused on e
pheromenon of aTiion in music lesons.
That goal | 1o proside an cregne of thi
TR250NG INfLEncing premanane dropouts and
1oofier sUQQESHONS hat may hal maches
PAUVETY JTTALON in Thair studics.

AT I RS IES0NS §5 3 CONCRM ron
only baca s of the financial imglicatans for
tha seaching profesion, b ako because
dropping out pramananety from mesic
RINCTION Mty peeciudit Sunents from
wparienacing thit full benefis of music

leamine Fesarchers harse found sevaal
factors that influence ssudent dropout. Some
of trase facmon include the type of inidal and
cotiredng motkation displsed by studens,
hieir pracicing habits.and packing
sirataqhas, thie drarecerbtics of thai seachens,
cheir family's parenting sykes, their parents’
attitudes toveand music, and the selh-conoept
and expectations for sacoes of the studenss
thermalves

Snudent dropout at cenain ages and stges
of music sbudy s a tend that was Cleary
doourmant by 2 largescale studies corducied
mone thar 20 years 200 Dankel V. Sizinel,
wiho gathened information from hundreds
of independent music teachers, repomed
a sharp diop in students aking privase
lesisons as drery gre older. For exarmple, the
parcentage of bays waking kessons dropred
from 135 perent whan they wan 5 yearns
o, o B parcent whan dray wane 17
Likwisa, a F990 sunvay of indepercient
sl Sudios conduned by Muskc Teachars
anional Association documaned a lags
daclire in studio enrolmen: Estvwaen
elemantary and secondary school” While
R ang N0 Recen kigeeRcak Sudies on
Iessnn POt @S, anecootal inforation
gathamed by et S hoes Sedms B0 SUpPoI
T EebSIONCE OF Dans SV novw.
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esSources

essons Guru Pete Gamber
he Lesson Room

usic Inc. Magazine

THE LESSON POOM | Y PYTI A0

Managing Teachers

anaging music twachers is like building a b
blueprint. And yo

u need @ | ex

skills
nts realize tie

does

tcut peo
need 1o show that blueprint (o all the | n't help st
the teschers not on staff) that
wise, you'll have a house that

usical vision

your staff

My lesson

ly qualified, fun and

jonts realize their musical dreams. If this

this to all thy

teachers when
lappens, we re jente and customers, and teachers are successful. | they start at our sturcs.
They have & full schedule of students and can pay their bills. [f not, the | 6, Teachers want ta be cool,
roverse happens. This sounds academic, but it isn't. To kecp your te 50 if everyone is doing it, they

1 touch with your “blaepring,® consid

ollowing wil

Tuse the “Vic is really

having success with this’
PETE'S EXGHT BULES OF TEACHER MANAGEMENT. R R N

Constantly remind

ers of your 1o
nd oft

ermn goals. E
business people, =0 cor

“Dave, can you help

e musicians

2

some kids for the next student
provide the best res, showcase?” approach. Teachers
(A written meimo may work for some, while others m

don't want £t out.

read it for rwo months. ) Building trust between the 7. Know when to |
teacher is a must. A on h with casu

works best with most teachers. Discuss new gear, books and
events related to the kesson program. Bounce ideas off them,
Music teachers seck the path of least resistance. It's easier for | choice but to fire them. They
follow your plan than create their own. Will every teacher f will
ur plan 100 percent? No, but if they follow it 70 percent, it's bet- | rep:

plan. To resistant teachers, 1

o yaiyle n

b, 1f a teacher is a

vve tried getting them

on track, you don't have much

them 1
low

1 your lesson
atic

wgram’s

The public won't
mber the teacher’s

ter than ¢

§ p will say, “OK, what's your plan? Let’s try

‘Assign a “teacher that!"” Most of the time, I get, “I don't have

manager.” YOI-I "eed one.” To this | say, “Why reinvent th for lessons,” they'll say

wheel? If the teacher has a “do my own 8. Be committed to helping

someone who stays thing” vibe, [ direct that encrgy toward | your teachers make a living
: : coming up with new student evertts store needs to he com
in contact with 3. Check in with teachers. If you don't | 1cd to them being successful, f
teachers.’ pay attention to them and if you're not

you have no compassion

talking with students, they'll start devel

oping their own blueprint

4. Assign a “teacher manager.” You've got a rental manager (or u go-to person)
and a guitar department manager, 50 who's your teacher manager? It canbe the | ing. 1t goes back to produs
store owrier, assistani manager or  separate: person, but you need someone who | You'll do anything to keep a
stays in contact with teachers. This person is the keeper of your blueprint. He or | major product line. What do
do to keey le teacher? M

their needs, why should

hey
want to follow your plan? This is
an important element of manag

she hears customer and teacher problems, and pays the closest attention to your
lessort program. The teacher manager needs to address issues, such as being
ipating in student events, and unhappy staff and parents

teachers must be thought of as a product. Your st
product with problems. If you have a teacher who is late a

alua

Pete Gamber i th cwhe of Ata Loma
Music in Rancho Cucamonga, Cailt

e welcomes quostions al
pete@aitabomamusic.com

won't sell a

the time, has non-

82 | MUSIC NG
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About Contact Us Dashboard Subscribe

The NAMM Show Summer NAMM  Exhibit Membership NAMMU Library News Issues§

Resources

Home / NAMM U/ Lessons

Lessons in Loyalty: How to Keep Your Students

Want to boost retention in your lesson program? How aboutincrease referrals and

WWW.Nnamm.org

ho has built a lessen program that families and uld

t think to quit

heduled with school, sports and other activiti

Hear simple but
eps she's taken to create a program that's designed for growth, community

ment and retail sa

New Technologies to Grow Your Lesson Program

YouTube, Skype and smartphones have changed the s

y pecple learn music. Is

m keeping up? In this

sion, Billy Cuthrell of Progr

h 1,100-plus students weekly, vs how he's expanded,

shov

modernized and updated h

OnNs UsSINg simple ©

Lesson Program Do's and Don'ts

working and reworking her program.

The Biggest Mistakes in Lesson Programs

Sometimes, making just one big mis can stall a lesson program. Here, le:

=0ns gury

He also

Pete Gamber lays out the biggest m kes that impede a program's succe!

how fixing any one of these

that different

g mistakes

n transform a weak lesson program

into a growing progra om the competition
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Thanks for listening!

cindy@candymansf.com
rand@candymansf.com

candymansf.com
505.983.5906



