


Music Lessons Program Growth Cycle: 
Acquire New Students  

 Management  

 Sales Staff 

 (Teacher)  

Retain New Students  

 Teacher 

 Management 

 (Sales Staff ) 



• Multiply # Rooms x 8 (3-7p)  =                

• Multiply # Rooms x 10(3-8p)  =               

• Multiply # Rooms x 12(3-9p) =         

• Multiply # Rooms x 14(2-9p) = 

• Now Multiply x 6 Days =  

Your Lesson Room Potential 



• Multiply # Rooms 6 x 8 (3-7p)  =  48 x 6 days =  288          

• Multiply # Rooms 6 x 10(3-8p)  =  60 x 6 days =  360           

• Multiply # Rooms 6 x 12(3-9p) =  72  x 6 days = 432      

• Multiply # Rooms 6  x 14(2-9p) = 84  x 6 days = 504 

 

Your Lesson Room Potential 



January 2017 June  2017 





Who's your Best at Sign-Ups?  

Who's your Worst? 

Do You Know? 

Track Lesson Sign-Ups   

Post Sign-Up Stats 

Offer Incentives! 



Everyone Needs to be! 

Repair Staff 

Sales Staff 

School Reps 

Collections Department 

Your Outside Accountant 

Everyone!! 





Percussion Kits 

Rental Returns 

Customers Buying Beginning Books 

"Do You Tune Guitars (etc)?" 

Rental Customers 

Repairs 





Giving the Customer your Store "Blurb" about "All of Our Teachers ------ Blah, 

Blah, Blah."  You sign them up for Lessons with ......  and they don't .......... 



Guess What?  It's a Fail!! 





Youth Soccer would have failed if it was like Music Lessons!! 









Do you have 

students who 

are having so 

much fun that 

they're  finding 

you students? 



Have An Awesome 

NAMM Show! 
 
 

Pete Gamber 

(909)261-8501 text 

petegambermusic@gmail.com 

facebook.com/pete.gamber.3 

Instagram @petegamber 


