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Circa 1986

• In 2013 we became a part of the Revolution 
Dancewear Family of Brands – Revolution, Tenth 
House, Dance Studio Owner & Nimbly – all designed 
to support you on this journey!

• We have worked with over 10,000 dance studios in 
11 years online and hundreds of studio owners in 
person through our speaking, training and 
consulting

• Our members get timely resources and support to 
help grow their business including over $520,000 in 
cash back in July from their rewards – our exclusive 
member benefits. Cash in summer, yes! When you 
need it most.

• This is a unique, one-of-a-kind, personal business and 
we have inside information to help you stay ahead 
of the trends and know the information to be 
empowered!

Circa 1979

We’ve grown up in this business and Successfully Navigated 

decades of changes and challenges



• Industry averages – from number of 
students, teacher pay rates, tuition 
prices and more

• How often to raise prices and what %
• Student retention and attrition rates –

use this to motivate and empower you
• The key email marketing, website, and 

social media analytics to focus on
• Where to generate revenue before you 

even grow student numbers
• And more!

What we’re digging into
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*Based on data from 2018 Studio Feedback Survey, REV 

UP Brands Customers, 564 individual responses



Is it time to raise prices?
• On average, your dance studio 

expenses will rise 3-5% annually
• A 4-5% increase on tuition (or fees) 

recommended each year
• Get ahead of the rent going up, 

utilities, insurance, payroll
• Get customers in the habit of seeing 

slight increases
• Use percentages VS flat fees: IE 

instead of $50 to $60, go to $56.33 
(Keep your numbers ugly says Sean 
Dever, CPA of DancePayroll.com)

• Be confident with price increases as 
you deliver quality dance education!



They say the loved the recital but why haven’t they 
come back and registered for classes?



Dance Studio Data - Retention

IS THE RATE OF TURN-OVER 

(ATTRITION) OF 

RECREATIONAL DANCERS 

AT THE AVERAGE* SIZE STUDIO 

EACH YEAR

2 0 - 4 0 %

*Average Studio Size of 150 

Individual Dancers



Case Study –
Studio in Southeast USA

32.2% Avg each 

year dropped



The 
obstacle 

is the path
Obstacles  don ’ t  i n h i b i t  success  –

the y  create  success .
What  s tands  in  t he  way  – becomes  t he  way .



Use this data for motivation and planning!
• Now you can be ready, not surprised 

or discouraged, but prepared!
• Educate your staff and teachers to 

focus on staying positive and 
welcoming – students come…students 
go, it’s the nature of our business

• Create your marketing calendar that 
includes year-round opportunities to 
register

• You have to stay current on how to 
generate new leads, know what works 
on social and your website. 



I send all these 
pretty emails full 

of info…does 
anyone actually 

read them?



Email Stats – What’s Normal?
Know industry open and click through rates:

• Education & Training: Open 21.8%, Click Through 2.48%
• Arts & Artists: Open 26.03%, Click Through 2.66%

According to Mail Chimp - https://mailchimp.com/resources/email-marketing-
benchmarks/

Know your click through rate and what they are 
clicking.

• Example of a dance studio – two types of lists to explore:
• Active Families  
• Inactive/Leads
• Mailchimp à Reports à Audience à Overview

https://mailchimp.com/resources/email-marketing-benchmarks/


Email Stats – Your studio
• Active families….far more 

engaged than leads or 
inactive families.

• Know what your level of 
success should be!

• Email is just ONE way to 
communicate the 
information à take what is in 
email put on calendar on 
website, in social, around 
studio and more.

• Consistency is KEY!



What are 
people really 
looking for on 

my studio 
website?



Website Metrics and Goals

• Install Google Analytics
• Analytics.google.com
• Understand that your 

data is valuable for 
practical actions!

• Create a plan to achieve 
your goals – IE increase 
website effectiveness

DATA IS KEY TO SUCCESS



Awareness is Key!
• Page Views
• Bounce Rate
• Time On Site
• Conversion Rate
• Post Shares



• Volume

• Reach

• Engagement

• Influence

• Share of Voice

Review Key Social Media Metrics



• Set aside time every month to review your key 
metrics, this puts you at a major advantage. 

• Track email open rates and click through rates.
• Do more of what’s working
• Fix, tweak and respond where needed – such 

as adding FAQ’s, Office Hours, Click to Call, 
GPS verified directions, Mobile responsive, etc

Tips to Use Data to Empower You:







• Raise prices on services and on 
fees: Tuition, registration, 
choreography, etc

• Raise prices on products: 
costumes, dancewear, 
logowear, tickets, etc

• Sell items they need: Dress 
code, dancewear, products

• Fix your pricing first, then go build the 
enrollment. Do it in stages if necessary.

How to Grow Revenue Before Adding Students



DanceStudioOwner.com/SpecialOffer



Questions 
& 

Comments
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