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Welcome!
Our webinar will begin shortly.

*view all future (and recordings of past) webinars
www.growwithgazelle.com/school
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Finding & Retaining New Customers

Today’s webinar is presented by:

George Buss & Timothy Barnes



You work too hard to be
uncertain whether the holes In
your calendar will fill with
new (or returning) customers!
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Finding & retaining new customers is easy!




1. Focus your efforts.



2. Build your tribe.



Finding & retaining new customers is easy!

1. Focus yeur efforts.
2. Build your tribe..
3. Set new goals.



(step 1)
Focus your efforts.




The best way to tell
the difference between a good
customer and a bad one is by
the smile on your face.



The best way to tell
the difference between a good
customer and a bad one is by
the smile on your face.



Just do what | did
30 years ago...
it worked for me.



Just do what | did
20 years ago...
it worked for me.



Just do what | did
10 years ago...
it worked for me.



Advertising platforms are changing
at a dizzying pace.



orms are changing
INg pace.
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T!ice‘l Advice:

Do good work. **

If you give a piano teacher a discount...
Do discount work at a dealership. -

Just run Google ads.

Don't do Yellowpages.
You have to spend money to make money.

None of this is exclusively true.

ORI By N\ A B .. 4 T




Why do you need new customers?



Why do you need new customers?



Organic customer churn.



How do | expand my tribe?



How do | expand my tribe?



Diversify a balanced
game plan.



Diversify a balanced
game plan.



How much should | be spending?



Average Total Cost Per New Customer

Average Life-Time Value

CAC/TLV ratio.
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Average Total Cost Per New Customer

Average Life-Time Value

CAC/TLV ratio.



Average Total Cost Per New Customer

Average Life-Time Value

5% of Revenue



Know what to outsource.



Know what to outsource.



Know what to outsource.



(step 2)

Build your tribe.




You can build an amazing business
with 1000 raving customers.

-Seth Godin



Define Your Tribe.
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Define Your Tribe.
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Define Your Tribe.



Define Your Tribe.



Define Your Tribe.
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Define Your Tribe.
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You stay booked using automated reminders.
Text - Email - Phone Calls - Postcards



Gazelle Reminders help
you focus on finding new people
to add to your tribe.



Grow Your Tribe
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Piano Teachers



Piano Teachers



Piano Teachers



Venues



Musicians
of all types



Musicians
of all types



Musicians
of all types



Musicians
of all types



Pianists



Pianists



Pianists



Pianists



Pianists



Non-Pianist
Piano Owner



Non-Pianist
Piano Owner



Churches and Businesses
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Churches and Businesses



Institutions



Institutions



Build recurring customers.



Advertising Platforms
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Advertising Platforms

. MyWebsite.Com

Website

Step 2: Build your tribe.



Advertising Platforms

. MyWebsite.Com

Send a friend a gift!

Website

Step 2: Build your tribe.



Advertising Platforms
Basic SEO @ (D

Step 2: Build your tribe.
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Online
Reviews




Advertising Platforms

Ad

Step 2: Build your tribe.

Paid Ads
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Step 2: Build your tribe.

Paid Ads




Advertising Platforms

Step 2: Build your tribe.



Lunch &
Referrals




Program Ads




Program Ads




Rest









Piggybacking




Piggybacking




Purple Cows






. Build your tribg









Purple Cows






Purple Cows



Purple Cows












Purple Cows



Purple Cows



(step 3)
Set new goals.




Anything you cannot
achieve in the next 12 weeks
IS @ hope or a dream.

- The 12 Week Year by Brian Moran
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Stop
wasting money

on failed ads! g




Marketing |
Prioritize | deadz

projects.

Step 3: Set new goals.



Think about your
purple cow!
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Calculate
your churn.

(Total Inactive Customers)
(# Years In Business)




Average Total Cost Per New Customer

Average Life-Time Value

Calculate your
CAC/TLV ratio.



Retain good
customers.




Retain good
customers.




Replace bad
customers




Replace bad
Customers




Don’t run
generic
paid ads.

Hi, | tune pianos...

Step 3: Set new goals.



Failure is trying a thousand
different things that never work.



Invest your next
marketing dollar in something
that will work!




Confidently surround
yourself with your tribe.
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Fill your
Calendar! -_



Gazelle School of Business Webinars

* Recording available.

Pricing Piano Services *

Retiring & Selling Your Business*

Simplifying Your Service Model *

Running a Profitable Piano Service Business *
Tripling Your Revenue *

Hiring Your First Office Assistant *

Creating Estimates That Sell *

Landing The 5 Star Review *

Selling Your Story *

Building a Powerful & Simple Website *
Finding & Retaining New Customers *

Hiring Your First Technician - Registration Open

https://growwithgazelle.com/school

save your time
WOW your customers
play more music
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