


Your studio re-enrollment process is just around the corner! Re-enrolling your students into
more classes is a great way to maximize your revenue for your next season. If you have a
strategic plan in place that makes your re-enrollment process easy for parents with a convenient
schedule then you will be on your way to a more profitable 2022/2023 dance season!

This system is applicable no matter where your studio is located in the world! It can be applied
for kids and adult programs of any type.

Here’s how Inner Circle members have been successful at getting their students into more
classes in order to maximize their revenue.

A big thank you to our IC members who have contributed to this system that the DSOA has
created: Kathleen Kelble, Gwen Capodieci, Kim Field and Aunica Harvey and Amanda
Gustafson.

PLEASE FILL OUT THE INNER CIRCLE FEEDBACK FORM ON THE REFERRAL PROGRAM
MASTERCLASS HERE!

What to Consider When Creating a Re-Enrollment Program That Gets Students Taking
More Classes:

- Q: Are my schedule of classes convenient for parents and enable students to take
classes back to back on the same day?

- Especially for your preschool and rec programs, convenience is a big factor for
parents and not offering classes for the younger age groups on the same days
will deter parents from enrolling in more than one class.

- Q: Do you have a process for inviting / recommending students to take more classes?
- If you don’t invite your students to or recommend them to try more classes then

they probably won’t
- Progress reports, special invites, creative emails, promos, discounts and

bundling classes are all effective  ways to enroll students into multiple classes

- Q: Is your staff invested in getting students to take more classes?
- Staff members should be your best ambassadors, so why not offer them a

referral incentive

http://dsoa.com/icfeedbackform


- Do you have a customer journey visual that you can give to parents?
- Parents often want to see what their child’s trajectory is so having a visual to give

to them will help them visualize their child at your studio for years to come.

HOW TO GET YOUR STUDENTS INTO MORE CLASSES:

First things First, use the DSOA Re-Enrollment & Engagement System to help you plan
out your timeline for your re-enrollment process, plus the steps you should take to
engage your parents.

Example #1: Gwen Capodieci, owner of Backstage Studio of Dance

Gwen’s studio has an average of 4.6 classes per student. She starts, once fall
registration has opened, by sending a letter home, by snail mail, to all of her past fall
season and new summer students.

● The cover letter includes when classes start, in- studio registration hours,
phone-in hours, phone number, email and website.

● The second sheet is personalized with the dancer's name. If there are multiple
dancers, each dancer gets their own letter.

○ It has a list of the day and time the classes they took last year would be
held in the new season.  Then below that is a list of all the classes they
are eligible for, by age and ability and can add into their schedule.

● Below are a few tips:
○ Keep them branded with your studio colors and fonts.
○ Whenever you send or post anything it should be easily recognizable that

it’s for your studio.
○ Send them home with the dancer's name on the envelope. Your students

aren’t used to getting mail and get so excited to receive a letter.
○ Around a week later, update your mailing list and remove everyone who

has registered. Then make a phone call to the rest to see if they received
the letter.

○ This is a perfect way to open the conversation and to hopefully register
them over the phone.

○ If you leave a message - Always say, I’ll call back or I’ll touch base with
you later. This gives you the ok to reach out again.

○ Then wait another couple of days and send the 9 word email or text.

https://s3.amazonaws.com/clintsalter/Growth/Growth+Week+10+Reenrollment+Process.pdf


“Remember that it costs 7 times more to acquire new students than it does to keep the
old ones. So don’t just concentrate on getting new ones through the door, get those old
ones back to take more classes! Retention is a dance studio's best friend!” - Gwen
Capodieci



Example 2: Kim Field, owner of Valley Dance Center

Kim’s jam is encouraging students to take multiple classes.  She has a fairly small
studio in a small town. She has about 200 students who take over 900 units. On
average each student takes approx 4.5 Units.

● Use a very simple sliding scale for classes and offer unlimited tuition for 10 plus
hours a week of classes (competition is separate).

● Schedule classes back to back to make it easy to take several classes each day
● At the end of each season recommend additional classes that suit the child
● Have clear co-requisites for certain dance styles (ballet for jazz, etc.)
● Require multiple dance styles for participation in a performance company. The

more competitive groups need to take all styles.
● Start with combo classes in your Early Childhood Program so dancers get a taste

of a few styles early on.



● In September and October, personally invite students to stay for an additional
class (free trial) on you.

● Create a "Dancer's Journey" Flow Chart for parents to see the variety of programs and
pathways offered.

○ https://drive.google.com/file/d/1eYwtRL8CJZgTLVsj5on5rLqr7Z5H4ifu/view?usp=
sharing

● Throughout the year you can offer "Sampler" Mini Camps. They last 2 hours on a
Saturday where dancers pay $40 to try several styles.

● Throughout the year take "Field Trips" to another class and take turns showing
off the Recital Choreo or combo that students are working on. This often creates
a spark of curiosity in students and parents will email shortly after about adding a
style.

Example #3: Aunica Harvey & Amanda Gustafson, owners of Premiere Dance
Project

Student Evaluations is the name of their game! Their process starts with doing student
evaluations and they list the classes they have available for their students to re-enroll
into. This year they focused on getting their preschoolers into more classes and were
able to get 85% of them enrolled into a second class.

● Stack your schedule - so it promotes taking other classes:
○ Two preschool classes can then feed into one older kids class if you need

the space and only one is on the schedule.
● Send an email to parents who have students in classes right before classes that

need  more enrollment. Offer for their child to do a month long free trial of the low
enrollment class.

○ A month is a good length of time for students to trial classes as this really
gives them a good feel for the class and they have bonded with their class
by this point.

● Do monthly marketing around the classes that have low enrollment both
internally and externally.

● Suggest classes to parents and frame your communication in a way that says,
“your child’s friends / classmates are also taking…”

○ “Your child is in Discover Dance on Tuesdays at 10am and your child can
also take Intro to Hip Hop at 10:45am. This leads to parents asking what
most parents do and your answer can be, “They take both classes
because…”

● Have visual marketing pieces that clearly show parents what their options are
and this will give you the opportunity to have more conversations around their
child’s track at your studio.

https://drive.google.com/file/d/1eYwtRL8CJZgTLVsj5on5rLqr7Z5H4ifu/view?usp=sharing
https://drive.google.com/file/d/1eYwtRL8CJZgTLVsj5on5rLqr7Z5H4ifu/view?usp=sharing






Example #3: Kathleen Kelble, owner of Pembroke School of Performing Arts
Kathleen is very intentional about getting her students to take multiple classes and it
starts with her staff training program. Below is just a snapshot of her team training
presentation. Her 300 students take up over 800 spots.











Student Progress Reports:

Recreational Program Progress Report

Pre-Company Progress Report

Company Progress Report

PLEASE FILL OUT THE INNER CIRCLE FEEDBACK FORM ON THE REFERRAL PROGRAM
MASTERCLASS HERE!

https://files.slack.com/files-pri/T04KP8KRG-F033MH0DJQH/trick_or_treat.png
https://docs.google.com/document/d/141QMxfV2_HlSR-hOS0wCoLuyT5Cx2-DF/edit?usp=sharing&ouid=104634309610847249952&rtpof=true&sd=true
https://docs.google.com/document/d/1t8x5K8TSLLnIz86XJSuGpSoDac8HLyCC/edit?usp=sharing&ouid=104634309610847249952&rtpof=true&sd=true
https://docs.google.com/document/d/1At4P0WzqjmmyjH_oCogQtx6Dyh9WpGWo/edit?usp=sharing&ouid=104634309610847249952&rtpof=true&sd=true
http://dsoa.com/icfeedbackform

