
 

 
 
 
 
 
 
 
 
 
 
 

 
 

Launching a Piano Service  
Business Guide 

 
 

For more information about the Gazelle School of Business visit: 
www.​growwithgazelle​.com/school 

 
 
 
 
 

 
 

 



Identifying Hopes & Dreams 
Know your endgame. Answer all of these questions  
 

❏ Success for me personally looks like _______________________________________ 
 

❏ To me a successful business means _______________________________________ 
 

❏ A successful career for me means _________________________________________ 
 

❏ My #1 goal is to _________________________________________________________ 
 

❏ I need to earn at least $_________________ / month for this to be worth my time. 
 

❏ I want to work __________ hrs a week on pianos; no more than _________ hrs a 
week on the business mechanics; and spend __________ hrs and $__________ a 
month investing in ongoing education.  
 

❏ The top 3 reasons I got into the piano service industry are: 
 

❏ _____________________________ 
 

❏ _____________________________ 
 

❏ _____________________________ 
 

❏ What are 3 achievable things you can do in the next 12 weeks to work towards 
these goals?  
 

❏ _____________________________ 
 

❏ _____________________________ 
 

❏ _____________________________ 
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Decision Framework 
 
Pass every decision you make through these checks:  

❏ Profit first: ​Does this make me profitable? 
❏ Simplicity:​ Is my approach to XYZ so simple it feels ​too simple​?  
❏ Make it easy:​ Does this make it easier for people to do business with me?   
❏ Do small things: ​What isn’t needed? Something can always be cut.  
❏ Focus on the right things: ​Ask “Is this thing really that important?”  
❏ Do things that don’t scale: ​Ask “Is this just me testing an idea?” 
❏ Focus on things that scale: ​Am I making a bad idea bigger? 
❏ Is this necessary for business mechanics: ​Do I really need to do this? 

 

The ideas that survive this decision framework test will be the ones that should receive 
your focus.  
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Pre-Launch Checklist 
 
Identify how much investment you need: 
 

❏ Working Capital $_______________ 
 

❏ Tools $_______________ 
 

❏ Ongoing Education $________________ /month or _____% of revenue 
 
 
Business Mechanics and StoryBrand 
 
Don’t spend more than 2 weeks or 80 hours on this stuff. Anything more than this is 
overkill for right now.  
 

❏ Order the book ​StoryBrand by Don Miller​ and read it over the next 1.5 weeks.  
 

❏ My DBA (doing-business-as) name is ____________________________ 
NOTE: Use StoryBrand to assist in this but there is a high likelihood you 
will rebrand in the next 5 years. So spend no more than 15 minutes being 
creative on this. 
 

❏ Apply for a business tax ID number. 
NOTE: In the USA, you can ​apply online for an EIN​ for free in 5 minutes 
(employment identification number).  Use this instead of your personal 
Social Security number. Other countries have similar processes. 
 

❏ Set up your ​Gazelle​ account and scheduling rules. 
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https://www.amazon.com/Building-StoryBrand-Clarify-Message-Customers/dp/0718033329/ref=sr_1_1_sspa?keywords=building+a+storybrand&qid=1565863267&s=gateway&sr=8-1-spons&psc=1&spLa=ZW5jcnlwdGVkUXVhbGlmaWVyPUEzSFU1NFROMlgzWkI5JmVuY3J5cHRlZElkPUEwNzI2ODk4MUNCUEhDRURGVUxPJmVuY3J5cHRlZEFkSWQ9QTAwOTM0NTkySkZHODE2OE1aOUtCJndpZGdldE5hbWU9c3BfYXRmJmFjdGlvbj1jbGlja1JlZGlyZWN0JmRvTm90TG9nQ2xpY2s9dHJ1ZQ==
https://www.irs.gov/businesses/small-businesses-self-employed/apply-for-an-employer-identification-number-ein-online
https://growwithgazelle.com/pricing/


Websites and Profiles 
 
This should take less than 2 hours. Anything longer is too complex. Keep it simple.  
 

❏ Buy my domain (we recommend ​SquareSpace​).  Your domain should be: 
❏ Easy to say 
❏ Easy to spell 
❏ Easy to remember 

❏ Build a 1-page website in an afternoon (again, we recommend ​SquareSpace​) 

❏ Set up a new email address under your domain 
❏ Use your first name _____________@mydomain.com 
❏ Set Gmail (or your primary email service) up to ‘send as’ and check your 

new email account so everything is in one place.  
 

Other important steps 

❏ Change the voicemail on your personal cell phone to be more professional.  

❏ Call a friend and schedule a time to have them come take pictures of you 
working on your piano. 

❏ Sign up for a ​Google My Business Account 

❏ Sign up for no more than 2 social media business accounts/pages 

❏ Open a free business checking account and put $100 USD in there for now. Yes 
do this now. You don’t want to mix personal and business money. 
 

Build a StoryBranded Class 
 
This should take no more than 10 hours. Anything more is too complex. Stay close to 
your passion and knowledge centers and don’t overthink this. Just put together an 
outline and a note sheet, and get some teaching aids. You will refine this over time.  
 
*If you are just getting started and you are unsure of your skills, ​here is a great article 
for you!   
 
Print Business Cards 

❏ Email, Phone, Web site, Business Name, & Your Name is all you need.  
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https://www.squarespace.com/domain-name-search/?channel=pbr&subchannel=go&campaign=pbr-dr-go-us-en-squarespace-general-e&subcampaign=(brand-domains_squarespace-domain_e)&gclid=Cj0KCQjwhdTqBRDNARIsABsOl9-60WmWe3i687ZH6N3nmLe56NdUHy6ed0kMlAKX5bRhtkQYgCJ4FsAaAtjqEALw_wcB
https://www.squarespace.com/
https://www.google.com/business/
https://www.mindful.org/how-to-overcome-impostor-syndrome/
https://www.mindful.org/how-to-overcome-impostor-syndrome/


Soft Launch / Side Hustle Checklist 
❏ Deep breath 

 
❏ Pick up the phone and tell your closest friend that today is the day you are 

launching your new business. Tell them you just needed someone to know. Now 
get to work.  😃  
 

❏ Identify the hours you will work, especially if you have other employment you are 
working around. 
 

❏ Don’t practice a speech in the mirror. “I have a free class I want to give away” is 
all you need to say. 
 

❏ Call or email 100 friends from your personal email address. Tell them about the 
class and your new business. 
 

❏ Don’t stop talking to new people until you have scheduled 3 classes to teach. 
And if you get turned down ask if they know somebody who might be 
interested.  For example, middle school music teachers, piano teachers, 
preschools, and parent nights, etc. 

 
❏ Give away 500 business cards. But never offer a card to anyone who doesn’t 

know your first name.  
 

❏ Keep giving away cards and scheduling classes to teach until you have 
scheduled 30 appointments.  
 

❏ Offer to clean pianos listed for sale on Facebook / Craigslist in exchange for the 
seller giving the new buyer your business card.  
 

❏ Read ​Christy Wright’s book “Business Boutique” 
 

❏ Read ​“12-Week Year” by Brian Moran 
 

❏ Read ​“Profit First” by Michael Michalowicz 

 
www.growwithgazelle.com 

https://www.amazon.com/Business-Boutique-Womans-Guide-Making/dp/1942121032/ref=sr_1_1?crid=33NSF3TL82CT7&keywords=business+boutique+christy+wright&qid=1565864955&s=gateway&sprefix=business+bou%2Caps%2C127&sr=8-1
https://www.amazon.com/12-Week-Year-Others-Months/dp/1118509234/ref=sr_1_2?keywords=12+week+year&qid=1565865577&s=gateway&sr=8-2
https://www.amazon.com/Profit-First-Transform-Cash-Eating-Money-Making/dp/073521414X/ref=sr_1_1?keywords=profit+First&qid=1565865620&s=gateway&sr=8-1


Year 1 Checklist 
❏ Choose a day for a “Grand Opening” and then use this as your business’ 

birthday.  
 

❏ Schedule your 1-year celebration now so you have something to look forward to.  
 

❏ Practice telling your story and asking yourself “Is what I just said easy for 
someone to remember and easy for them to repeat?” Then practice this with 
strangers at Starbucks, then practice it with your clients. And reread parts of 
StoryBrand as needed.  
 

❏ Use the free tool at ​www.mystorybrand.com​ to help story brand how you talk 
about your business.  
 

❏ Ask for online reviews. Focus all your firepower on Google until you have enough 
to diversify. We are planning to schedule a future webinar on customer service 
and online reviews.  Keep an eye on our ​upcoming webinars page​. 
 

❏ Leave every appointment with an appointment. Ask clients if they would like to 
book their next appointment and assure them you will reach out to them to 
confirm a month in advance. Then automate this in Gazelle.  
 

❏ Keep passing out business cards and teaching free classes until your calendar 
starts filling up. This takes time but every interaction compounds. 12-week-goal 
your way through this: “I want to tell X number of people in the next 12 weeks” 
 

❏ Build deeper relationships at your second appointments. 
 

❏ Follow up on Condition Reports at the second appointment. 
 

❏ Register for a trade group training event.  If you schedule it, you will prioritize it.   
❏ Airbnb to save money 
❏ Ask for a roommate on the forums 
❏ Drive instead of fly (but domestic flights are usually less than $400 USD) 
❏ Attend a regional event - ​Check out what the PTG has to offer​. 
❏ Attend an online event like ​Piano Technician Master Classes 
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http://www.mystorybrand.com/
https://growwithgazelle.com/school
http://www.ptg.org/Scripts/4Disapi.dll/4DCGI/cms/review.html?Action=CMS_Document&DocID=191&Time=1385394094&SessionID=1363m3qgzvwbtm20scmaiq71esw8gej6oqeqd6ab31x68cwts8684048c22kgp4e&MenuKey=Menu5
https://www.pianotechniciansmasterclass.com/membership-access-16769093?page_id=16338463&page_key=dp1e68ucjrtw5bwy&login_redirect=1


Year 2 Checklist 
❏ Celebrate 1 year in business! 

❏ 30% of people never make it this far 
 

❏ Codify year 1 habits 
 

❏ List your top 2 services by volume 
 

❏ #1 ______________________________________________ 
 

❏ #2 ______________________________________________ 
 

❏ Use 12-week goals to start focusing on doubling your #1 service.  
❏ Note: this could take 6-9 months, and possibly all year. This is a BIG goal. 

But remember, it is possible if you put all your firepower on this one thing.  
 

❏ Start thinking about your #2 Service and experimenting with ways to increase 
sales in this area. You will focus on this in more detail in year 3.  
 

❏ Year 2 is kind of like a vacation because you only have a few big things to focus 
on. So 12-week-goal your way to success!  
 

❏ Review your revenue goals, your hopes, your dreams. You should be well on 
your way. And if $100,000 revenue is your goal, 2 years is plenty of time to get 
there. 
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Year 3 Checklist 
Most business owners get antsy around this time for something new. If you haven't hit 
your goals yet remind yourself "this is no time to quit or lose focus". And it's really easy 
to get distracted. Now is the time to be laser focused and hone your business.   
 

❏ Hit your revenue goals by focusing on year 1 & 2 tactics. Are you getting close to 
$100,000 USD/yr or $8,500 USD/mo, good job. Stay focused.  
 

❏ Cut dead wood 
❏ Cut anything you haven’t used in the past 90 days 
❏ Unnecessary expenses 
❏ Write off unpaid invoices from years ago 
❏ Sell unused tools 
❏ Clean out car and better organize 
❏ Inactivate client records who are not in your tribe 
❏ Inactivate pianos you don’t care to work on 
❏ Unsubscribe from email lists you don’t use 

 
❏ Build a better website 

❏ Consider hiring this out and investing around $5,000 USD 
 

❏ Explore PAID online ads so you have some experience to draw on when we 
focus on 3x’ing revenue in years 4-5.  
 

❏ Consider rebranding your business  
❏ You need to know Annie at ​Greatest Story Creative  
❏ She is a friend of Gazelle and helped us rebrand our business around our 

3 year anniversary  
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Year 4-5 Checklist 
The past 3 years are the foundational work necessary to 3x your business.  
 

❏ Register and watch ​Gazelle’s webinar on 3x’ing your revenue 
❏ Read ​“This is Marketing” by Seth Godin  
❏ Read​ “Purple Cows” - Seth Godin 
❏ Start diving into PAID online ads 
❏ Decide if you are going to launch a new product or grow what you have 
❏ Dedicate yourself to spending 200 hours becoming a better business 

leader/owner. Read. Listen. Attend Classes.  
❏ Spend 100 hours on podcasts researching a topic 
❏ Spend 50 hours testing new ideas 
❏ Spend 500 hours refining good ideas 
❏ Spend 1000 hours turning an idea into a profit making machine 
❏ Spend 10,000 hours becoming the expert on XYZ topic 

 
This is creative work. This is art. This is the difference between good business owners 
and great ones.  
 

 
 

Remember: 

 
50% of businesses fail in the first five years 

 
Scaling an unscalable business is a sure fire way to kill what you have built.  

 
Be the one that survives… and thrives.   
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https://www.amazon.com/This-Marketing-Cant-Until-Learn/dp/B07DKN7DG2/ref=sr_1_2?crid=2E5VKENQ0SYUW&keywords=this+is+marketing+seth+godin&qid=1565868506&s=gateway&sprefix=this+is+marketing%2Caps%2C128&sr=8-2
https://www.amazon.com/Purple-Cow-Transform-Business-Remarkable/dp/B00286JVUO/ref=sr_1_1?keywords=purple+cow&qid=1565868587&s=audible&sr=1-1

