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‘Learn To Sing in 4-Part Harmony’ 12-week Course
presented with the compliments of the Rivertones Chorus
Action Plan For Success

The following advice is not intended as the definitive method for promoting and managing a singing course. Indeed it is inevitable that, as other clubs develop their own course, refinements will be made. We have thought of one or two already. However, everything that is included here was used in practice during our course ~ and it all worked. All of the documents that you will need to administrate your course are included in this file and a quick index and description for use is also shown separately. Unfortunately, the advertising flier, poster and press advertorial could not be included since they were put together using GST Publisher 4 ~ a desk-top publishing programme that cannot be converted to a Word file for e-mailing and editing. Should you wish to examine these items, contact me, Colin Harlow, on 01460 53682 and I will gladly post off hard copies for you. If you then decide that you would like to use them in your campaign, then I will edit your details in and send you camera-ready hard copies. Of course, if you or one of your members already has Publisher 4 downloaded, then it is a simple matter for me to e-mail these items to you for editing. I hope that you will find this material useful and on behalf of all members of the Rivertones may I wish you every success with the running of your course.
· Arts Council Funding may be available in your area for an educational project such as this. Go to www.artscouncil.org.uk/funding/ for more information. All-male (or all-female) activity-groups can successfully apply, provided the Art’s Councils criteria are met.   Tip: When filling out the application form check out the criteria guidelines in ‘Who Is Eligible To Apply’ section. and  frame your proposal to fit the A.C.’s requirements.  
· You will need at least a 4-man team to actively manage the course; two men to manage the marketing/administration effort, plus two men to manage and present the course programme itself. Additional help will be required to perform other tasks – including your entire membership’s support in selling the course.

· Good preparation is essential. Remember that you are aiming for (and expecting) a high response rate     to your advertising. Do not get caught out by not having your response tools in place. Fast response     and good recording is a must! Don’t let your ‘prospects’ go cold on you. You will need ~



1.  An introductory letter



2.  An enrolment form



3.  A stamped and addressed envelope



4.  A ‘Student List’ Spreadsheet to record enquirers’ details (we had 33 enrolments)



5.  Your best contact telephone number. IMPORTANT! Choose your best talker!  


6.  An e-mail response address that will be cleared down regularly

· 
 Allow at least 3 months for planning and PLAN! PLAN! PLAN! your campaign. Don’t leave anything   to chance.
·   Always remain clearly aware of your initial sales objective throughout the planning stages. Your ‘product’ is your 12-week FREE Singing Course ~ which has a beginning and an end. Just that! Don’t get heavy. You are very definitely not trying to ‘sell’ anything else –  barbershop, fraternity or – especially - club membership. That comes later. All you want, for now, is for men to feel encouraged to pick up the phone and enrol onto your course. Resist the temptation to over-complicate what you have to offer and risking confusing your ‘buyer’. It’s a Free Singing Course!*
·  In your sales literature emphasise FREE! FREE! FREE! (Folk do love FREE!)
·  IMPORTANT! Most people – and that includes us barbershop singers – do not like selling! This includes selling the idea to someone of joining your chorus, a fact borne out by the poor responses that you may have had to the ‘BringaSinga’ routine. So - use our flier template instead! It works! Get your men to simply stick a flier into a prospects hand and invite him to respond to your telephone number, or your e-mail address, if he is interested. If it does interest him, he will call or make contact. Promise! Let the flier do the work.
·  Run your course to coincide with your local Community College evening class timetable. The Rivertones Chorus chose the autumn term (no Pre-lims or Convention to think about etc).The timing was 7pm 9pm. If you choose to do this be aware that it will mean a 6:30pm start (or earlier) for the organising team. For 12 weeks!
·  To enable the above, start your normal chorus schedule from 8pm to 10pm during this period. This will create a 1-hour overlap of course and chorus activity. This proved to be an important element within the Rivertone’s course.
·  In fact, it should be considered crucial to run your course on your usual rehearsal night at your usual venue. Why? Essentially because your next – and ultimate -  objective will be to recruit members from the course. Keeping the course within your club’s normal schedule enables ~


1.   .Socializing and bonding between course and club members during the 1-hour overlap.


2.    Interactive chorus singing support during this same period. Vital!



3.    Development of a ‘rehearsal-night’ habit amongst course members over 12 weeks.



4.    Less time commitment from the course management team. Remember, these men have

       to commit to being present for 12 weeks ~ and you need to have them fully ‘on-board’.

·  During the hurly-burly of club-night, it is easy to lose track of so many men; especially if your response has been really good. The Rivertones, for instance, had 30 men turn up on first night – a bigger group than our entire chorus! So, don’t lose track. Appoint a club member to keep a course attendance register. Maintain it on an Excel spreadsheet (included in this Course Documents file). This will make it easier to keep other course leaders informed by e-mail. Encourage a buddy system between chorus and course members. Don’t get left-footed by the size of the group.

·  Give plenty of time and thought to your Harmony College-style course materials pack. Have it prepared well in advance of opening night; named and numbered. At the very least it should contain ~                  a) composite teach-tape of all songs and tags in all parts*. b) all course music  c) name badge                 d) welcome letter from your chairman. This is your first big chance to create a professional image for your course. Take it.
         * A copy of the Rivertones teach-tape is available if you need it. It contains ~

          a) Shine On Me. b) Down Our Way. c) If I Could Write A Song. d) All I Have To Do Is Dream.


     - plus 4 tags. You will need to obtain Society permission to copy it and pay them a fee.

·  Song material should be kept at a gently challenging (polecat to start) but simple level. Keep the first couple of sessions fairly flexible, until the competence of the group is established. We had the guys onto the risers as soon as possible after ‘meet’n’greet’ - and had a tag out of them by 7:30pm on the first night. Get them involved quickly. Review your programming for week 3. The progress of our group demanded another song to be introduced before the course ended.
· 
Spice up your programme with video clips of top quartets / choruses in action; FRED & VM were very popular with us. Bring in a quartet for a live demo. Arrange a visit one or two evenings from an outside vocal coach. Etc, etc.
· Print up some simple ‘singing-aid’ handouts for distribution throughout the course to reinforce your teaching programme. We used ‘Tone Production’, ‘Vowels’ and ‘Breath Management. Remember, these guys want to learn to sing ~ or to improve their singing. That’s why they turned up. Help them. Keep feeding their desire to learn to sing. They’ll come back the following week.
· Contact Laurie Whittle early on to provide any back copies of Harmony Express to give away to course members. He will also mail out current copies directly to them throughout the course. This is a big hit, gains lots of interest and adds even more weight to the value of your course! It also graphically illustrates a wide and attractive picture of our hobby to the students, without the need for lengthy explanations during singing time. Laurie will need a mailing list.
· 
Have a Welcome Table sited inside the entrance to your practice room each week to hand out your goodies and provide a focal point for course administration.
· 
Start to introduce the thought of club membership to the course students about half-way through – around weeks 6 & 7. By this time you will have an idea who you would like to invite to join (or not) and students will have settled into a comfortable weekly routine and started to form their own judgement. Don’t push it too soon. At this point, have your club’s bullet-point FAQ handout prepared, outlining a description and benefits of membership of your club and the B.A.B.S. By this time, they will also have received a couple of issues of Harmony Express to whet their appetite further. By weeks 10-12 we found that, in many cases, asking men if they would like to join our chorus had become a mere formality. They wanted to join. Unfortunately you may also have one or two voices that would not get past your audition procedure. These men have to be taken to one side and let down gently near the end. We had one – and he had to be told. Be aware that this can happen and that it is something for which you must be prepared.
· Around week 8 start to maintain a ‘Recruitment Leader Board’ included in this file. This is when your recruitment effort really kicks into fifth gear! You will need all the ‘buddies’ to help at this time. It’s the big round-up. Have one man managing the ‘Leader Board’ and update it daily. If, like us, you are fortunate to be dealing with a large group, you will find this tool invaluable.
·  Create a laminated ‘Attendance Certificate’ for all men who complete your course, to present as a memento on the final evening. Someone within your club will be able to do this on his PC and create a pleasing result.
· Prepare and mail out two appropriate course closure letters from your club chairman (samples included in this file). The first thanking the man for his participation and welcoming him as a member of your club. The second, again thanking the man but this one expressing your sadness that he cannot become a permanent member and wishing him well for the future in his singing endeavours. This rounds things off very nicely and is appreciated. Mail these letters out for greater effect.
·  Finish your course off with a wine & cheese session and invite partners (to see what their menfolk have been up to for the past 12 weeks). On this evening, it is also very helpful for your course members to fill out the ‘Evaluation Form’ and hand it in. This not only will help your future planning but will provide you with valuable report material for the Arts Council - or other body - if you need to make a project report.
· Don’t forget to have Club & BABS membership forms prepared. (Good Grief! Don’t trip up NOW!)
· Finally ~ have a lot of fun. We did!
If you need more information regarding this project, please contact ~

Colin Harlow
01460 53682
Course marketing & administration

Tony Rutland
01278 425656
Course marketing & administration

Nick Graves
01823 284252
Course content & programme

Peter Gover
01823 433066
Course content & programme

*The underlying concept for this lies within two established marketing rules. These are those rules:



1)
Successful marketing rewards reality – not ego. Give the customer what he 



wants to buy, not what you may want to sell him. He is not interested in your 



needs ~ only his. Imagine how you may react if you visited your local D.I.Y. 



store, wanting to buy a hammer ~ and the salesman wanted to sell you an entire 



toolkit (he is on commission). In other words it isn’t what you or I may want to 



sell, or talk about or show pride in (barbershop, BABS, the Society, Convention 



- the complete toolkit). He is only interested in fulfilling his own needs ~ in this 



instance, learning to sing! 


2)
The ideal product is one that actually solves a problem or meets a need for 



someone. To try to sell the idea of singing barbershop harmony to a man before 



he may even consider himself a singer is a bit putting the cart before the horse. So 


solve his problem and meet his need ~ offer to teach him to sing, instead. 
There must be umpteen thousand men out there who would like to learn to sing – especially for FREE! They just don’t know that they want to sing barbershop harmony yet. Probably never heard of it. That’s all.
