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Mind your Own Business!  Are you managing your marketing? 

A few months ago, I was in the bank, making a deposit and chatting to the teller about my 
business. A woman overheard my conversation and said, “Oh, I used to teach cello, but then I 
had to get a real job to support my family.”  My response: “That’s interesting, I’ve had a career 
as an independent music business woman for the past 20 years, it allows me the financial 
means and the flexibility to support myself and my daughter.” I never pass up an opportunity to 
dispel ‘starving artist’ myths. 

The Oxford Dictionary defines marketing as The action or business of promoting and selling 
products or services, including market research and advertising. Like it or not, we are marketing 
every day as we go about our business. It’s essential to represent ourselves to the highest level 
of  professionalism including written materials, online presence, appearance, studio space, and 
daily interactions.  

September is a terrific time to get our marketing materials in order. As calls come in from 
potential students, you should have studio documents at your fingertips in both hard copy and 
electronic form.  At the very least, promo materials should include a business card, studio policy, 
biography/resume, and a studio calendar.  It’s  also useful to have a page or FAQs (frequently 
asked questions), testimonials, and a rack card or flyer showcasing your studio. Vista Print 
offers affordable printed materials and online design options. 

When a potential student inquires about lessons, I immediately email an electronic promotional 
kit containing the items mentioned above. Because I have these materials at the ready, It’s as 
easy as pushing send. During the studio visit, I hand over a printed promo kit: a bright red folder 
filled with hard copies of my studio documents on my business letterhead, a rack card, and one 
of my CDs.    

Do you have a website? No need to spend time telling you a 21st century professional should 
have a web presence. A website offers  immediate access to marketing materials. Wordpress 
offers an easy option  to be up and running in no time, and it’s free!  If you are intimidated by 
technology, ask one of your students or a friend to help you. The site doesn’t have to be fancy.  
At the least, it should provide your contact information, teaching philosophy, studio policy, and a 
professional head shot. 

What does your appearance say about you? How do you dress for the teaching day? I hope it’s 
not in a pair of sweat pants and a hoodie. You may work out of your home, but don’t dress like 
you just got out of bed. You’re a music professional running a business with years of training 
behind you, show some style. I’m not talking about spending a load of money on a new 
wardrobe. These days jeans and a nice shirt or blazer are a great option for business casual. In 
fact, there are more affordable options for dressing professionally than ever before. If you need 
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ideas, check out Change your Clothes, Change Your Life, because you can’t go naked  by 
George Brescia. 

How about you studio space and waiting area? Do you have your business license prominently 
displayed?  How about a bulletin board promoting upcoming studio events and interesting 
concerts? In my waiting space, I have a comfy sofa, enticing classical music books with colorful 
pictures, colored pencils, and a giant artistic coloring book. My studio, in a separate space, is 
bright, organized, and inviting. I I have a giant music timeline lining the wall, interesting 
percussion instruments, and lovely art work. My piano is regularly tuned and I have an eclectic  
library, brimming with music scores, biographies, CDs, and reference books.  We all enjoy 
spending time in these carefully edited spaces. 

Say what? When asked, “What do you do?”  Do you say,  “I teach music out of my home.”  
Careful, people may envision  an overstuffed living room, crawling with cats and a piano shoved 
into the corner.  Here’s an alternative:  “I run a private music studio where I teach music lessons 
to students ages 5 years old through adult.” Or, “I’m a music artist/teacher offering 
performances and instruction to  groups and individuals.”  Think of how you want to represent 
yourself and practice your elevator speech so it rolls off your tongue. Never pass up a marketing 
opportunity, your next customer may be behind you in line at Safeway. 

For more ideas and inspiration, I highly recommend David Cutler’s book, The Savvy Music 
Teacher, Blueprint for Maximizing Income and Impact. 


