


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 





• What Worked Great? Why? 

• What Didn’t Work? Why? 

• Student Retention Plan 

• Fall Event Plan 

• Lesson Growth Plan 

• Lesson Potential Evaluation 



• Are You Hiring for Desire 
OR Need? 

• I Don’t Need Any 
Teachers!  

• Are You Sure? 

• I Don’t Have Available 
Lesson Rooms! 



Lesson Room Schedule - Monday 
Studio #1  Studio #2  Studio #3  Studio #4  Studio #5 
M Jones 2-7 R Clark 3-7  C Wilson 3-7 D Deitz 1-6  Shinta  2-9 
 
Available:  Available:  Available:  Available:  Available: 
12-2 = 4  12-3=6   12-3=6   6-9=6 
7-9 =4   7-9 =4   12-3=6 



• Resumé Based? 

• Performance Based? 

• Do You Have a Music Teacher Application? 

• “Stump the Chump” 

• Always Acquiring New Teachers! 



“Stump the Chump” Interview 
• Perform a Prepared Piece 

• Sight-Read Music (Assorted) 

• Improvise (If Needed for Teaching) 

• Ask "First 5 Songs"  

• Teach a Lesson to a Non-Player 



• Get New Teacher Up and Running 
A.S.A.P.! 

• Book Them New Students 1st! 

• Promote on Social Media, Email, Fliers. 

• Find Out If They’re a “Plus” or a “Dud”! 

• Have Teachers for 4th Qtr & 2018 

• Now You’re Able to Avoid Low 
Retention Teachers 



• “Fire” Students That Don’t Practice? 

• If Student is 5 min Late = No Lesson! 

• Auditions Students to See If They 

Want to Give Them Lessons! 

• Don’t Do Student Performances 
 



• Fundamentals Aren't Fun!! 

• Scales - Exercises – Where’s the Music? 

• If It Ain’t Fun, Students Quit Lessons (and 

Playing!) 

• Pete’s Formula = Teach Songs – Perform - 

Repeat! It’s Not Rocket Science! 

• You Can Learn Fundamentals in Conjunction With 

Playing Songs! 

• Remember 99.9% of Your Students Are Playing for 

Fun, Not pursuing an Academic Career in Music! 





Contemporary 

Music Center 

 

Menzie 

Pittman 



Store "A"                         Store "B" 



• Only “Specific” Staff Can Sign Up Lessons? 

• Only the Teacher Can Signup Lessons? 

• Only Using the Website? 

• Are Your Procedures Impeding Signups?  

• How Difficult Is It? 

• Are You Using Lesson Software? 



• "Call Back Later"! (Wrong!) 

• Get Info on Students That Needed 

Specific Time / Day / Etc. 

• Assign Staff to Do Follow-Up, Checking 

Schedule for Changes and Availability 

• Contact List Even if Availability Hasn’t 

Changed 



• They Think Lessons Aren’t Important/Needed 

• They Are Proud They Taught Themselves 

• They Won’t Sell Music Lessons 

• They Will Tell Customers How to Learn on 

Their Own 

• They Probably Won’t Sell Print Music  

• Find Out During Your Job Interviews! 

 
 



• Create a Non-Compete Lesson Policy with Sales Staff 

• Retail Staff Job Is to Promote Lessons in Your Store! 

• Basically Staff Has Best Access to Your Customer 

Base 

-   Teachers Are at a Disadvantage 

• Creates Negative Co-operation Between Teachers 

and Store 

• It Will Kill Your Lesson Growth! 



If You Sell Print Music - Teach Lessons 

Join Your Music Industry Peers at RPMDA  @  PRINTMUSIC.ORG 



Have An Awesome 
Summer NAMM 
 
Pete Gamber 
 

(909)261-8501 text 
petegambermusic@gmail.com 
facebook.com/pete.gamber.3 
Instagram petegamber 


