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WHO	MANAGES	THE	PHONE	CALLS	



Many	potential	students	interested	in	taking	dance	lessons	call	to	inquire	

before	visiting	the	school.	These	calls	
are	called	"information	calls".	

They	are	managed	by	the	Manager	or	by	other	suitably	trained	and	
designated	staff	members.	The	phone	calls	are	extremely	important	for	the	
school	and	it	is	required	that	the	person	who	takes	care	of	them,	or	the	
people,	are	able	to	fully	provide	all	the	information	requested,	correctly	
answering	the	questions	that	are	asked	about	our	service	and,	above	all,	
making	an	appointment	for	the	trial	lesson.	
When	the	receptionist	receives	a	call,	the	person	who	calls	usually	asks	
"What	is	the	cost	for	
She	should	respond	politely	"One	moment	please,	I	will	put	you	in	touch	
with	a	teacher	who	can	give	you	this	information."	Your	secretary	should	
know	which	staff	members	are	best	suited	and	qualified	to	take	these	types	
of	calls,	so	that	you	can	transfer	and	fulfill	the	call	as	quickly	as	possible.	Or	
manage	the	various	answers	from	the	secretariat,	forming	the	secretary.	
Remember,	people	don't	like	to	be	kept	"on	hold".	Any	period	of	time	
longer	than	ten	seconds	will	seem	like	an	eternity	to	the	interlocutor	
waiting	on	the	other	side	of	the	phone.	
A	good	secretary	recognizes	the	value	of	the	information	call	and	has	
learned	how	to	manage	it,	so	in	the	event	that	no	colleague	is	available,	she	
can	give	the	necessary	information	to	the	customer	herself,	answering	his	
questions	and	planning	a	meeting	with	him.	
You	should	take	note	of	all	the	information	you	receive	during	the	call,	
writing	the	
information	related	to	
phone	calls	received,	so	from	



to	be	able	to	keep	track	of	who	handled	the	call	and	the	appointment	for	
the	demonstration	lesson.	
On	the	next	page	it	is	
an	example	of	
phone	call,	which	illustrates	
as	a	qualified	member	
staff	can	answer	questions	posed	by	a	customer	by	phone	and	make	an	
appointment	at	school	for	a	demonstration	lesson.	Of	course	this	is	an	
example,	the	experience	and	situations	that	can	be	different	must	be	a	
guide	to	the	various	behaviors	and	responses.	
	

PHONE	CALL	EXAMPLE		

(This	special	approach	allows	you	to	attract	and	get	90%	of	the	
customers	who	call	back.)	S	=	Secretary;	PC	=	Customer	Potential;	

S:	"DANCEASFIRE	Dance	School,	I	am	_________how	can	I	be	useful?"	PC:	
"I'm	_____________	How	much	does	it	cost	to	take	dance	lessons?"	

S:	"One	moment	please,	could	you	explain	to	me	what	you	would	like	
to	learn?"	PC:	"Yes,	I	would	like	to	learn	salsa	and	I	would	like	to	know	
what	the	cost	of	the	lessons	is."	

S:	“I	will	be	happy	to	give	you	this	information!	To	give	you	a	better	
idea	of	what	we	have	to	offer,	we	ask	you	to	come	and	visit	us	at	our	
school	as	our	guest	for	a	free	trial	lesson.	This	will	allow	her	to	
understand	the	DANCEASFIRE	teaching	system,	how	lessons	will	be	
structured,	what	she	will	learn	and	how	much	fun	she	will	have.	
During	the	lessons	she	will	be	able	to	discover	her	learning	skills,	her	
needs	and	her	desires	to	become	a	better	dancer.	We	will	then	be	in	a	
better	position	to	recommend	the	most	suitable	program	for	you	and	
you	will	be	able	to	make	a	wise	decision,	do	you	agree?		
	
". 
 



 
 
 

PC:	"I	guess	so."	

S:	"Well,	can	you	come	to	school	for	the	free	lesson	tonight	or	tomorrow?"	

PC:	"Oh,	I	don't	know,	I	can't	decide	so	quickly."	

S:	"Well,	do	you	prefer	Wednesday	or	Thursday,	are	days	more	suited	to	
your	needs?"	

PC:	"Maybe,	I	could	on	Thursday."	

S:	"Do	you	prefer	in	the	afternoon	or	in	the	evening?"	

PC:	"I'd	rather	come	in	the	evening."	

S:	"Very	well,	what	time	do	you	prefer	at	19.00	or	21.00?"	PC:	"At	19.00."	

S:	“Well,	at	19.00,	I'll	book	it	with	a	teacher.	Thursday	_____	at	19.00.	Our	
studio	is	located	in	__________	street,	near	__________.	Our	phone	number	is	
__________.	If	you	need	to	move	your	appointment,	could	you	please	call	us?	"	

PC:	"Of	course."	

S:	“Thanks	Mr.	__________.	I	was	pleased	to	talk	to	you,	I	wait	to	meet	you	on	
Thursday	at	19.00	"	

If	in	a	school	the	secretary	has	never	taught	a	lesson	or	does	not	have	
enough	training,	you	can	pass	on	the	call	to	a	teacher	who	can	answer	the	
questions	more	fully	and	effectively.	



Some	schools	have	part-time	secretaries	and	often	neither	full-time	nor	
part-time	secretaries	have	the	years	of	experience	necessary	to	provide	the	
best	information	during	a	phone	call.	We	therefore	recommend	in	this	case	
that	the	secretary	also	quickly	calls	a	teacher.	

When	talking	on	the	phone,	remember	to	SMILE	(or	at	least	have	a	
beautiful	expression	on	your	face).	Smiling	relaxes	i	

muscles	of	the	voice	and	makes	you	look	friendlier.	Example	:	

PC:	"Can	I	speak	to	the	owner?"	

S:	"Can	I	ask	who	wants	it?"	PC:	"Alfredo	Bianchi"	

S:	"One	moment	please,	Mr.	Bianchi."	

This	cordial	response	does	not	force	you	or	the	owner	to	be	available	
immediately.	If	the	owner	were,	pass	him	the	communication	directly.	If,	
on	the	other	hand,	it	is	impossible,	you	can	respond	appropriately	and	
write	down	a	message,	in	this	way	the	caller	does	not	have	the	impression	
that	the	owner	was	nearby	but	did	not	wish	to	reply.	

Record	all	the	information	you	receive	during	the	call	on	a	small	Notes	and	
double-check	the	dates	of	the	appointments,	the	timetable	and	the	people	
who	will	manage	the	trial	lesson.	

HOW	TO	ANSWER	

WHAT	TO	DO	IF	THE	CUSTOMER	ASKS	ABOUT	PRICES	ATTENTION:	make	
sure	you	know	your	latest	rates	and	special	registration	fees!	

S	"Mr._________,	our	prices	

they	depend	a	lot	on	the	type	of	



agreed	program.	We	do	not 	
we	program	the	rate	by	one	
single	lesson,	because	the	Danceasfire	teaching	system	includes	
private	lessons,	group	lessons,	practical	sections	and	other	benefits	
that	we	make	available	to	our	students	in	every	enrollment	program.	
	
ANSWER A  
"We have special programs reserved for beginners that currently 
cost less than ________ Euros for every half hour and we have 
many other programs and solutions. We make an appointment 
for a free trial lesson, so you can choose the program you prefer. 
When do you prefer to come tomorrow or Wednesday night? " 
ANSWER B 
“I am confident that you will find the program that best suits your 
situation and needs, as well as your financial and time availability, 
if you give yourself a chance. 
We make an appointment for your free trial lesson, and you will 
see the possible solutions for yourself to start taking lessons at 
our school. Do you prefer to come tonight or tomorrow? " 
“You set the price yourself, based on your feeling of wanting to 
invest 50, 100, 500, 1000 Euros. At the end of your trial lesson, 
we will plan a beginner program, which you can afford, based on 
the options you choose. We can do this because of our unique 
combination of programs consisting of private lessons, group 
lessons and practical / party sessions. 

ANSWER	C		



We	fix	our	appointment,	so	he	can	judge	for	himself	and	choose	what	he	
prefers.	Do	you	prefer	tomorrow	or	Friday	at	_______?	"	

NOTE:	It	is	not	advisable	to	give	quotes	on	the	phone,	especially	in	our	
service	sector,	this	is	because	the	caller	will	continue	to	search	and	contact	
the	other	schools	until	he	finds	a	better	offer.	Unfortunately,	there	is	no	
time	to	educate	the	customer	on	the	phone,	which	is	why	it	is	important	to	
conduct	the	first	telephone	approach	well,	to	remove	the	caller	from	the	
price	talk	and	have	him	come	to	school	for	a	visit.	

KEY	PHRASES	

Each	sentence	spoken	during	an	information	request	phone	call	is	very	
important	and	is	chosen	

specifically	for	a	specific	reason.	Below	are	some	examples	of	choices	of	
phrases	suitable	to	manage	a	certain	situation	or	to	send	a	specific	
message.	

When	the	caller	asks	for	information	on	the	prices	of	the	lessons	it	is	
important	to	say	"I	will	be	happy	to	give	you	information	about	our	
lessons".	This	will	satisfy	him,	because	it	will	make	him	understand	that	
you	are	going	to	give	him	the	information	he	wants	

QUESTIONS	AND	CHANGES	

The	following	are	just	a	few	of	the	many	techniques	you	can	choose	to	use.	

Often	you	have	to	engage	in	a	friendly	conversation	with	the	person	who	
called	the	school,	answering	their	questions	and	asking	them	yourself.	
Make	sure	to	listen	carefully	to	the	questions	you	receive,	so	you	can	guide	
the	conversation	towards	making	an	appointment	

Take	notes	that	you	can	consult	later	in	the	form	specifically	dedicated	to	
phone	calls.	

1.	You	can	ask	for	information	on	age	group,	height,	etc.	

	2.	"Where	do	you	usually	go	dancing?"  



  
 

3. "Do you work near our school?" 

4. "Which dances are you most interested in?" 

5. "Do you want to learn to dance in anticipation of a particular occasion?" 

6. "How did you find out about our school?" 

7. “Have you already done dance classes? 

8. “Our lessons are organized in the form of a course. The type of course depends on 
the student's needs and desires. " 

9. In case a person is calling for a friend, and you want to try to make an appointment 
anyway, you could say: 

“Now, Mr.________, I suggest going ahead with making an appointment for your 
friend (or husband, brother, etc.). If it turns out to be at an inconvenient time, you or 
your friend can always call me back and we'll fix it at another time. " 

10. If the caller looks young to you, you can ask them for their age. 

QUESTIONS	THE	CUSTOMER	COULD	ASK	

1. Can	I	learn	to	dance?		
“Of	course,	dancing	is	as	easy	as	walking,	if	you	are	taught	by	
DANCEASFIRE	expert	teachers.	There	is	no	age	limit:	our	older	
students	are	over	seventy	years	old	and	the	youngest	are	usually	in	
adolescence.	Most	of	our	young	students	are	teenage	boys.	Most	of	
our	students	are	middle	aged.	All	of	them	learn	easily.	"	



"Of	course	!	you	will	know	how	to	move	on	music	after	the	first	
lesson!	" 

 

2.	Will	it	take	a	long	time?	

"Absolutely	not.	We	teach	four	simple	basic	movements	because	almost	all	
dance	steps	are	based	on	these	four	basic	movements.	"	

3.	Is	your	teaching	system	complex?	

“No,	it's	easy	and	efficient!	Having	a	method	does	not	waste	time	and	
immediately	you	can	move	easily	".	

4.	Should	the	cost	of	the	lessons	be	paid	in	advance?	

In	Danceasfire	schools	there	are	different	payment	methods,	we	accept	
checks	and	credit	card	payment.	

5.	Will	I	learn	the	most	current	steps?	

In	the	Danceasfire	schools	you	learn	the	most	popular	dances	and	all	types	
of	dancing	for	couples	

“No,	after	getting	a	good	basic	knowledge,	you	will	be	able	to	analyze	the	
new	steps	and	learn	them	on	your	own	without	difficulty.	However,	many	
students	come	back	because	they	have	fun	during	class,	and	because	they	
are	happy	with	the	new	friends	and	the	self-confidence	that	the	school	has	
given	them.	



	"6.	Do	I	have	to	go	back	every	year	to	update	myself	on	new	steps?	

No,	after	getting	a	good	basic	knowledge,	you	will	be	able	to	analyze	the	
new	steps	and	learn	them	on	your	own	without	difficulty.	However,	many	
students	come	back	because	they	have	fun	during	the	lessons,	and	because	
they	are	happy	with	the	new	friends	and	the	self-confidence	that	the	school	
has	given	them.	"	

“Of	course,	you	can	attend	classes	whenever	you	want.	Our	school	is	open	
from_____	to_____.	"	
 

 
 

7.	Posso	prendere	lezioni	nell’orario	a	me	più	favorevole?	 

“Certo,	puoi	frequentare	le	lezioni	ogni	volta	che	vuoi.	La	nostra	scuola	è	
aperta	dalle_____alle_____.”	 

8.	Avrò	un	bravo	insegnante?	 

“Si,	tutti	i	nostri	insegnanti	sono	competenti.	L’insegnante	scelto	per	te	sarà	
quello	che	meglio	si	adatta	alla	tua	personalità	ed	alle	tue	esigenze.Ogni	
insegnante	è	certificato	ed	ha	compiuto	un	intenso	programma	formativo	 

9.	Che	benefici	avrò?	 

Il	ballo	è	una	principale	attività	sociali.	Il	ballo	è	un	investimento	per	la	
propria	vita	in	termini	di	benessere	,divertimento,autostima	e	fiducia	,	
postura,	miglioramento	della	personalità	e	conoscenza	di	se’	,	oltre	alla	
socializzazione	.	Il	ballo	è	un’ottima	forma	di	esercizio	fisico,	perché	
garantisce	divertimento	tenendosi	in	forma!	Il	ballo	permette	di	aprirsi	a	a	



new	wonderful	world,	made	of	fun	moments	spent	together	and	a	rich	
calendar	of	social	events! 

GUIDELINES	TO	MANAGE	THE	INFO	CALL	

 

	

	

	(Act	right	now!)	

1.	Do	not	affect	the	person	who	calls	the	school	from	the	first	few	words.	

2.	Keep	your	training	aids	for	the	management	of	telephone	calls	at	hand,	
to	always	have	help	available	in	cases	of	immediate	need.	Remove	
everything	in	front	of	you	except	the	material	for	the	management	of	the	
calls,	do	not	give	yourself	the	opportunity	to	distract	yourself.	

3.	Make	sure	you	know	your	material	better	to	handle	phone	calls.	Fully	
memorize	the	examples	described	on	the	previous	pages	

4.	Speak	at	the	client's	level	but	be	professional,	accurate	in	pronunciation	
and	precise.	

5.	Make	sure	that	the	client	does	not	stray	from	your	presentation	of	the	
school	and	activities. 

6. Don't try to sell dance lessons on the phone, the important thing is to 
make an appointment! 



7.	Use	the	word	"which"	often	and	always	offer	two	options.	“Which	day	do	
you	prefer?	Thursday	or	Friday?	In	the	afternoon	or	evening?	At	19.00	or	
21.00?	"	

8.	Confirm	your	appointment	at	least	once.	Explain	to	the	customer	where	
the	school	is.	

9.	Always	thank	people	for	calling.	

10.	Avoid	commonplaces	and	don't	speak	in	jargon.	

11.	Avoid	doing	continuous	repetitions.	

12.	Develop	good	vocabulary	and	use	punchy	words	like	"fabulous",	
"magnificent",	etc.	

DEVELOP	A	GOOD	TELEPHONE	PERSONALITY	

 

 

 

NOTE:	Many	telephone	contacts	have	not	been	successful	because	the	
personality	of	the	person	who	took	charge	of	the	call	was	unable	to	stand	
out,	for	this	reason	we	have	included	this	important	section	within	this	
information	booklet	

One	of	the	best	ways	to	practice,	



is	to	get	in	two	people	

(Simulating	the	situation),	register	

with	a	tape	recorder	and	then	listen	to	it	

evaluate	your	level	

conversational.	Repeat	this	several	times	

procedure,	until	you	feel	fluid	and	relaxed,	able	to	respond	easily	and	
continuously.	

PRACTICE	BY	REGISTERING	

If you don't want to use a tape recorder, call another staff member on the 
phone. Ask them to write down any weaknesses they notice in your 
conversation. In this way you will have a clear vision of the aspects you 
need to work on and improve yourself. 

SPEAKING	ABILITY	TEST	

Smile	when	you	speak.	

POINTS	TO	REMEMBER	

Remember	that	you	are	talking	to	a	person,	not	a	telephone	set!	

Be	warm	and	friendly.	

Make	good	use	of	grammar.	

Speak	directly	into	the	receiver,	but	remember	not	to	keep	your	mouth	too	
close	to	the	phone,	or	your	voice	will	appear	disturbed.	

Do	not	chew	chewing	gum,	do	not	eat	or	drink	and	do	not	smoke	during	the	
telephone	conversation.  



  

If	someone	enters	the	room	and	wants	to	talk	to	you,	have	him	wait	until	
the	call	ends.	

Be	a	good	listener.	Focus	your	attention	on	the	person	you	are	talking	to.	

Modulate	your	voice,	avoiding	speaking	too	loud	or	too	soft.	

If	you	need	to	cough,	sneeze	or	yawn,	be	very	careful	to	cover	your	mouth	
with	your	hand	

ARE	YOU	WASTING	SOME	PHONE	CALL?	

A	dance	school	could	not	exist	without	the	arrival	of	new	students.	This	is	
the	reason	why	we	spend	a	lot	of	time	and	a	great	deal	of	money	and	effort	
to	attract	the	interest	of	the	public	to	come	to	us	to	take	lessons.	

You	know	from	experience	that	most	people	call	to	inquire	before	going	to	
school.	That's	why	it's	in	your	common	sense	to	make	sure	you	receive	and	
answer	all	possible	incoming	calls.	

Many	people	call	early	in	the	morning.	Do	you	have	an	employee	who	can	
answer	the	phone	at	that	time?	You	are	losing	the	money	you	invest	in	
advertising	if	you	do	not	have	qualified	people	available	to	receive	phone	
calls	with	requests	for	information,	especially	before	the	school	opens.	

Inquire	with	your	telephone	company:	companies	in	many	cities	offer	a	
"call	forwarding"	service.	This	allows	you	to	receive	all	the	direct	calls	to	
the	school	before	and	after	the	opening	hours,	automatically	forwarded	to	
your	home	number,	or	to	your	mobile	number,	depending	on	what	you	
prefer.	This	is	a	really	cheap	but	very	convenient	opportunity,	which	many	



schools	have	taken	advantage	of,	because	it	allows	you	to	make	the	school	
available	to	the	public	24	hours	a	day	if	you	wish!	

THE	VOICEMAIL	

An	answering	machine	should	be	your	last	line	of	communication,	since	
many	people	don't	care	about	leaving	a	message,	or	are	intimidated	by	that	
recorded	message.	All	prospective	students	would	have	more	pleasure	in	
talking	to	a	person	rather	than	in	a	"mechanical	voice".	

A	simple,	concise	and	good	message	could	be:	“Thanks	for	having 

 

called	the	Danceasfire	Dance	School,	please	leave	us	a	message	...	".	When	you	
get	to	school,	remember	to	immediately	turn	off	the	answering	machine,	
avoid	

the	embarrassment	of	lifting	the	handset	and	superimposing	your	voice	on	
the	message.	

WELCOME	TO	THE	DANCEASFIRE	SCHOOL	

Example	of	a	letter	to	be	sent	after	a	phone	call	or	after	a	demonstration	
lesson.	

Your	decision	to	

learn	to	dance	

at	the	DanceAsFire	Dance	School	it	will	prove	to	be	one	of	the	most	
memorable	and	fun	experiences	of	your	life.	

You	will	be	surprised	at	how	quickly	and	easily	you	will	become	the	type	of	
dancer	you	have	always	admired.	



Within	a	few	short	lessons	you	will	discover	a	new	part	of	yourself,	which	
will	appear	completely	different	on	social	occasions,	whether	for	work	or	
for	fun.	

Good	dancers	are	welcome	where	there	is	fun.	

The	addition	of	self-confidence	and	bearing	that	you	will	gain	by	knowing	
how	to	dance	well	will	increase	your	personality	and	your	ability	to	feel	
comfortable	on	social	occasions.	

The	parties	for	teachers	and	students,	the	hours	of	group	lessons	and	those	
of	private	lessons,	serve	to	add	the	fun	of	learning	to	your	knowledge.	

You	will	probably	want	to	tell	your	friends	about	the	fun	you	are	
experiencing	at	our	Danceasfire	school	and	you	may	wish	to	introduce	
them	to	the	school.	

You	can	take	them	with	you	during	your	lessons,	or	invite	yourself	to	our	
weekly	parties.	

If	you	want	more	information,	ask	your	teachers	or	speak	directly	to	me.	

If	at	any	time	you	would	like	to	discuss	your	dance	lessons	or	offer	

	

	

suggestions	on	how	to	improve	our	service	for	you,	please	feel	free	to	call	
us	or	talk	about	it	at	school.	

Sincerely,	(Manager)	

 

EXAMPLES	OF	TELEPHONE	CONVERSATIONS	/	TYPICAL	SITUATIONS	



VALID	FOR	ALL	PHONE	CALLS:	

-	Take	control	of	the	call	by	asking	questions	to	the	caller;	

-	Do	not	ask	questions,	if	the	client	already	has	many,	and	manage	them	
better;	

-	Do	not	digress;	

-	Don't	give	too	much	information;	

-	Answer	all	questions	directly	and	provide	only	the	information	requested.	

GENERAL	TELEPHONE	FOR	INFORMATION	PURPOSE	

Danceasfire	Dance	School,	I	am	______________,	how	can	I	help	you?	Can	I	ask	
you	how	did	you	hear	about	our	school?	Do	you	want	to	prepare	for	a	
special	event?	Are	you	going	to	take	lessons	alone	or	with	your	partner?	

Well,	what	we	offer	to	all	new	students	is	an	introductory	course	which	
includes	____________.	What	we	usually	do	is	make	an	appointment	for	the	
first	private	lesson.	Do	you	prefer	the	afternoon	or	evening?	

Of	course,	do	you	prefer	tomorrow	at	_______	or	at	_______?	Can	you	spell	my	
name	and	surname?	Can	you	leave	me	a	phone	number	to	which	we	can	
confirm	the	appointment?	Do	you	know	where	our	school	is	located?	We	
are	in	the	street________________________________________.	

Our	private	lessons	last	40	minutes	and	cost	______	Euros.	What	we	will	do	
is	plan	them	best	based	on	their	availability.	Do	you	prefer	the	afternoon	or	
evening?	

Do	you	prefer	tomorrow	at	_______	or	at	_______?	

Can	you	spell	my	name	and	surname	please?	We	are	booking	really	fast.		

	

IMMINENT	EVENTS	

	



Since	your	_______	(type	of	event)	_______	is	very	close,	what	I	would	like	
to	suggest	to	you	is	to	start	directly	with	our	private	lessons,	which	
can	be	adapted	to	your	needs.	

Can	you	also	leave	me	a	phone	number	to	which	we	can	confirm	your	
appointment?	

Do	you	know	where	our	school	is	located?	We	are	in	the	
street________________________________________.	

If	you	need	to	move	your	appointment,	please	contact	us	at	least	12	
hours	in	advance,	okay?	

Magnificent,	we	look	forward	to	meeting	you	tomorrow	at	_______.	
Thanks	for	the	call,	and	have	a	nice	day!	

NEED	TO	CHECK	WITH	THE	PARTNER	

All	I	can	do	is	mark	her	temporarily,	just	to	keep	her	a	seat	and	if	it	doesn't	
go	well	she	can	call	me	back	by	phone.	

I	would	have	availability	tomorrow	at	_______	or	at	_______.	What	time	do	you	
prefer?	

Can	you	spell	my	name	and	surname	please?	

Can	you	leave	me	a	phone	number	to	which	we	can	confirm	your	
appointment?	

Do	you	know	where	our	school	is	located?	We	are	in	the	
street________________________________________.	

If	you	need	to	move	your	appointment,	please	contact	us	at	least	12	hours	
in	advance,	okay?	

Magnificent,	we	look	forward	to	meeting	you	tomorrow	at	_______.	Thanks	
for	

phone	call,	and	good	day!	

PURCHASE	ANALYSIS	



When	you	are	interested	in	purchasing	dance	lessons,	there	is	a	lot	to	
consider	besides	the	price.	Each	school	Danceasfire		offers	

 

.	 

Special	lessons	as	proof.	

Schools	vary	widely	from	each	other	in	terms	of	teacher	certification,	ease	
and,	above	all,	quality	of	teaching	and	ethics.	

It's	almost	like	looking	for	a	doctor,	you	wouldn't	look	for	a	doctor	only	
through	a	telephone	contact	or	a	price	communication,	right?	

We	obviously	are	confident	that	we	have	the	best	to	offer	here	at	
DANCEASFIRE		

DESIRE	TO	DO	ONLY	PRIVATE	LESSONS	

Danceasfire	has	developed	a	teaching	method	divided	into	three	
fundamental	parts:	PRIVATE	LESSONS,	GROUP	LESSONS	and	PRACTICAL	
SESSIONS.	The	combination	of	these	three	types	of	lessons	will	allow	her	to	
become	a	confident	dancer	and	to	take	advantage	of	her	knowledge	of	
dance	for	the	rest	of	her	life.	

So	we	normally	suggest	a	combination	of	private	lessons,	group	lessons	
and	practical	sessions	for	all	our	students.	

This	is	absolutely	the	best	way	to	learn	to	dance.	



DESIRE	TO	TAKE	GROUP	LESSONS	ONLY	

No	matter	where	you	want	to	take	lessons,	know	that	GROUP	LESSONS	are	
designed	only	to	teach	STEPS.	

In	dance	there	is	obviously	much	more	that	involves	two	partners	than	just	
steps.	

You	need	to	develop	driving	skills	/	responsiveness,	to	learn	to	move	in	
time	with	music,	to	add	style	to	your	dance,	etc.	

We	offer	you	an	introductory	lesson	to	give	you	the	opportunity	to	
evaluate	our	teachers,	our	teaching	system	and	our	school,	without	further	
obligations.	

WHAT	THE	PRICE	FOR	THE	COURSE	WILL	BE	

• We	have	prices	for	all	budgets	
• Our	offers,	in	fact,	vary	from	______	Euros	to	______	Euros.	
• The	teacher	who	will	work	with	you	will	be	in	a	better	position	to	
explain	and	give	you	suggestions	once	you	have	worked	together	
during	the	introductory	lesson	and	have	determined	the	needs	and	
speed	of	learning.	

• Start	by	asking	yourself:	
• •	joyful	or	funeral?	
• •	What	kind	of	people	are	there	at	DANCEASFIRE?	Joyful	and	
enthusiastic	o	

• weak	and	boring?	
• •	Do	I	want	to	look	interested	or	distracted?	
• •	How	do	I	want	to	be	treated	when	I	ask	for	information?	So	
• courteous	or	evasive	and	cold?	
• •	If	I	was	on	the	other	side	of	the	phone,	how	long	would	I	want	to	
stay	in	

• waiting	for?	
• •	How	quickly	would	I	like	an	answer	to	my	questions?	
• •	What	happens	if	I	experience	a	scheduling	conflict?	I	expect	one	
• tense	and	indifferent	response	or	a	warm	and	genuine	concern	and	
one	

• solicitude	to	reschedule	an	appointment?	
• •	Other	people	can	hear	the	tone	through	my	tone	
• warmth,	professionalism,	the	interest	and	enthusiasm	I	have	for	ours	



• service? 
• •	Did	I	manage	to	get	more	information	than	I	gave?	
• •	I	kept	the	conversation	on	the	right	track	by	asking	correct	
questions	

• or	did	I	speak	aimlessly?	
• Train	your	phone	conversation	skills	and	always	refine	them.	
• Ask	someone	you	trust	to	criticize	your	skills.	
• Ask	him	to	honestly	tell	you	what	he	heard.	
• Real	champions	want	to	grow	and	are	not	afraid	to	work	on	any	area	

that	can	increase	their	value.   

 

•	Be	welcoming	and	professional.	•	Be	ready.	

•	Collect	as	much	information	as	you	can.	

•	Answer	questions	directly	and	sincerely.	

•	Control	the	conversation	by	thinking	about	your	goal.	

In	summary,	when	you	answer	the	phone:	

If	they	call	for	information,	your	goal	is	simply	to	book	an	appointment	
within	the	week.	

If	they	call	to	cancel	a	lesson,	your	goal	is	to	book	another	one	immediately	
in	the	same	week.	

If	you	are	calling	to	confirm	a	lesson,	just	do	that.	



As	in	all	meetings,	focus	on	the	goals	and	move	constantly	to	achieve	them	
with	grace	and	tenacity. 


