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INTRODUCTION 
 
Spin City is one of the largest specialist aerial fitness providers in the UK. With four studios and 
instructors all across the country, we aim to provide a fun and challenging approach to aerial 
fitness in a welcoming and professional environment.   
 
Director of Spin City Kate Edwards, now specialises in training other instructors how to teach Pole 
Fitness, Aerial Hoop, Aerial Sling and Aerial Silks applying her extensive fitness background to help 
educate instructors worldwide. Spin City's pioneering approach to Instructor Training unites 
cutting edge fitness techniques with an array of aerial equipment. Kate has written fifteen certified 
aerial fitness courses which have been accredited internationally with AFAA, NASM, Active IQ and 
the PDC. Together with our main programmes, we also offer supplementary training in Anatomy 
& Physiology, Stretching & Flexibility and Strength & Conditioning.  
 
Alongside her training courses, Kate also writes and produces the ‘Pole Bible’ and the ‘Aerial Hoop 
Bible’ two of the leading education resources available for aerial dancers worldwide. 2019 saw the 
launch of the ‘Team Spin City’ website – an online resource hub for pole and aerial instructors 
worldwide.   
 
 
www.spincityinstructortraining.com  
www.teamspincity.com  
www.facebook.com/spincityinstructortraining  
www.spincityaerialfitness.com 
 
 
AIMS OF THIS PACK  
 
The aim of this resource pack is to provide studio owners and managers with guidance and advice 
on setting up a studio. The pack will provide useful information, resources and templates that you 
can use for your own business to ensure your studio is successful and compliant.  
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WHAT YOU WILL COVER 

• Introduction 
• Why create a Business Plan?  
• How to write your plan  
• Competitor Analysis 
• Costings  
• Curriculum and Syllabus  
• Goal Setting  

 
 
INTRODUCTION  
Many businesses in the Pole and Aerial Industry are started organically. Individuals, often from a 
range of backgrounds find themselves loving our sport or filling a need locally for training and 
development. In this chapter, we will look at the importance of business planning, to help you 
clarify what you are offering and also establish how you fit into your local community.  
 
WHY CREATE A BUSINESS PLAN?  
Business planning will help you clarify your ideas, work out the viability of your business and set 
you up for the greatest chance of success. As noted by the Princes Trust ‘it’s not the final 
document that’s important, it’s the process’.  
 
See the Princes Trust Business Plan Pack for some great advice in this area!  
https://www.princes-trust.org.uk/help-for-young-people/tools-resources/business-
tools/business-plans 
 
It’s a great opportunity to talk your business ideas through with family, friends and other 
professionals in your field, get input and feedback which should allow you to set out your own aims 
and goals. The second part of your business plan is the more practical side of things! Here is where 
you should look at costings, logistics and develop a strong back up plan! Where the first half of your 
plan is aspirational, the second part of your plan is realistic and looks at the viability of what you 
want to do.  
 
HOW TO WRITE YOUR BUSINESS PLAN  
The most important part of your business plan is your mission statement. This should be an outline 
of who you are, and what you do in 2-3 sentences.  
 
SPIN CITY EXPERIENCE  
Below, I have added my own Spin City mission statement, from the first business plan I wrote:  
 
Mission Statement – what is the aim of your business? 
The aim of Spin City is to get more women into exercise, by providing pole fitness and related 
dance classes that are fun and challenging in a professional and welcoming environment. 
  

UNIT 1: BUSINESS PLANNING  

SECTION 1: PLANNING YOUR BUSINESS   
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Your business plan doesn’t need to be long but it does need to be concise. Split your writing into 
a few key areas: 
 

• Mission Statement or Company Summary  
• All About You 
• Why are you starting your business?  
• Aims and Objectives  
• Your product  
• Who are your customers?  
• Competitor Analysis  
• Logistics/Business Models  
• Financial Costings 
• Marketing Strategy  
• Back-up Plan  

 
The more detail you can include the better! The plan should help you decide the best route or 
business model for your business and how to proceed from here.  
 
 
 
 
 
 
 
 
 
 
 
 
 
COSTING  
Including costings in your business plan is paramount. If you are already running a class or two 
what are your current incomings/outgoings? Before you expand or take on your own venue make 
sure you have worked out your sales forecasts and cost calculations. This should include your 
maximum possible income from that space and also your break-even turnover (what you would 
need to earn to cover your rent, instructors, insurances and other outgoings). You should think 
about how you are going to fund your set-up costs (equipment etc…) are you going to take a bank 
loan or work a second job? From this – set yourself short, medium- and long-term financial goals 
to aim for to help motivate and inspire you.  
 
  

FOCUS ON COMPETITOR ANALYSIS 
 Your competitor analysis is a key area of your business plan. It will help you to identify 
other companies that are providing a similar service within the same area as you. This 

will help you pitch your business correctly, ensuring that you have your own USP 
(Unique Selling Point) and it will also help you work out what to charge for your 

product and give you an idea of what is already successful in your area.  
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SAMPLE BUSINESS PLAN 
 
Mission Statement – what is the aim of your business 
The aim of Spin City is to get more women into exercise, by providing pole fitness and related 
dance classes that are fun and challenging in a professional and welcoming environment. 
 
 
Company Outline – when did you start, what is your role? 
Creative Director and Sole Owner – Kate Johnstone 
Date of Establishment – 1st October 2007 
 
Why? Why are you starting your business?  
Because there are a number of gaps in the market: 

1. Adult males are often part of a sports team/club however casual, women tend not to be 
involved in social exercise – yet would love the opportunity. 

2. Pole dancing is a sport that lots of women would like the opportunity to learn, if it was in a 
professional fitness environment, many schools currently don’t teach from a fitness 
perspective or have a fitness-based premises. 

 
Aims and Detailed Objectives – what do you hope to achieve?  

∙  To be the market leader in Pole Fitness in the local area by 2011 
∙ To take on and train three additional members of staff in 2009 
∙ To find a more suitable premises in 2009 

 
Products – what are you offering? Services? Products?  

- Pole Fitness Classes  
- Dance Classes 
- Stretch Classes 
- 1-2-1 Pole sessions 
- Associated Pole Products – grip, clothing etc… 

 
Competitor Analysis – who else does a similar business in your area? What are they 
charging/offering?  
 
SWOT ANALYSIS – Strengths, Weaknesses, Opportunities, Threats. Who, Where, What they 
offer, Charges, Their USP (Unique Selling Point).  
 

- Gemini Pole Dance (include website)  
- Pink Panther Pole Dance (include website)  

 
Both offer a more ‘sexy’ style of pole dancing. Spin City will be different as we will offer a more 
fitness-based style of pole classes  
 
Target Clients – who are you likely to attract? Who do you want to train?  

∙ Individuals – mainly women, from 20-40 in age, young professionals based in and around 
Clifton, Cotham, Redland and Hotwells.  

∙ Bristol University Students 
∙ UWE Students   
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Operations and Logistics – How many classes to start with? How will you launch? Will you need 
other trained instructors to teach/cover? How will you take bookings/payments?  

• Register myself and a Sole Trader  
• Begin by teaching 5 classes per week from Bobs Gym in Bristol at £10 per class PAYG  
• Take bookings at the gym reception (paper and pen)  
• Begin to train up Cath as a Teaching Assistant to provide help in busy classes and cover for 

when I am off sick  
• Look at a range of Business Models for expansion options   

 
Business Models What options are open to your business at this point?  

Business Model 1 
One studio, all classes run from there 
 
Business Model 2 
Buy a larger number of poles, use studios all over Bristol 
 
Business Model 3 
Run from one studio 
Franchise other instructors to teach at studios all over Bristol 

 
Financial Information – for all of the above business models, work out the below figures:  
 

• Possible Incomings  
• Possible Outgoings  
• Sales forecast for your first year  
• Cost calculations for your first year  
• Break even turnover  
• Maximum possible income 

 
Marketing Strategy – what are you going to do to help promote your services?  

 
December 
Flyering – Cabot Circus – Christmas Shoppers 
 
January  
Get the website up and running – with January Special offers on it for new starters (New 
Years Resolutions)  
 
February  
Do a Valentine’s Day showcase – encourage students to invite family and friends  

 
Back Up Plan – Changes you could make to your business to improve income to outgoings ratio, 
longer term changes that would benefit your business, new skills you could use in other settings 
to earn?  
 

• Keep working part time for the first year of the business until its established  
• Qualify to teach other classes to allow me to expand my product  
• Keep my fitness qualifications up to date to allow me to earn extra money if needed 
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CURRICULUM AND SYLLABUS  
Your Curriculum and Syllabus may be something that develops organically, or you may find it easier 
to establish a ‘first draft’ of this prior to beginning teaching. To some extent, this depends on if 
you will be the sole instructor at your venue long term or if you will have a team teaching with 
you. To provide consistency between teachers, to help provide safe and effective boundaries to 
your students I would always advise having some concept of what your curriculum will cover and 
how this will break down into your syllabus or levels. A curriculum refers to the overall content 
taught in your studio (for example, your curriculum would include all of the disciplines you teach 
and to what level), where as a syllabus is a much more narrow concept that defines in that 
particular discipline, what is being taught (for example – a beginners pole syllabus). 
 
GOAL SETTING  
Don’t be afraid to set yourself and your business goals as part of the planning process. Try to work 
with SMART targets. SMART stands for: Specific, Measurable, Attainable, Realistic & Timeframe.  
This form of target setting if an effective motivational tool and is effective when used and revisited 
regularly. 
 
Use the table below to set a short, medium- and long-term goals for your business. 
 
Your short-term goal should be set to be completed within 6 months, the medium-term goal 
should be set within 12-24 months and the long term goal should look forwards beyond 2 years. 
 
BUSINESS PLANNING – SMART TARGET SETTING. 
 

S, A, R 
What would you like to 
achieve? 
 
Is this an achievable goal? 
 
Is it realistic and relevant to 
your overall goals as a business? 

M 
How will you work towards your 
goal and how will you know 
when you have achieved it? 

T 
When do you plan to complete 
this by? 
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WHAT YOU WILL COVER 
• Introduction 
• Graphics  
• Brand Awareness  

 
INTRODUCTION  
The branding you choose for your company will often be the first thing people see that represents 
you and what you do. In this chapter we will look at how you can make your branding stand out 
against your competitors  
 
GRAPHICS  
Your company name, logo and colours will be the foundations of your company brand. They will 
immediately help your customers form an impression of what you do, what you stand for, why you 
stand out and why they should choose you! These graphics are likely to stick with you for a long 
time so it’s important to get it right! Your decision will be influenced by your competitor’s brands, 
your target customers and your own preferences. If you get it right, your brand should be 

UNIT 2: BRANDING 

HINTS AND TIPS 
When it comes to business planning: 

• Be concise – know who you are, what you do and what you want to achieve – if 
you don’t know this who will!  

• Be specific – just don’t just include what you want to do, include exactly how 
you are going to do it! 

• Get help from friends and family – everybody has different skills, use the 
people around you to make yourself the best you can be!  

• Know your local market, and know the wider industry  
• Know your product – make sure you have the expertise in your field to take 

this step!  
• Know your finances – make sure your business is viable before investing time, 

money and effort!   

 
TEAM SPIN CITY RESOURCE DOWNLOAD 

 
You can download the following documents at this point to help get your started:  

 
• Business Plan Template 
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memorable, it should make people trust that your company is professional and legitimate and helps 
them know what to expect. This is especially important in our industry where pole classes range 
wildly from fitness-based classes to a sexier style! You don’t want your customers arriving in 6-inch 
pleasers to your fitness-based pole PT class at the local gym!  
 
Branding however goes a long way beyond just the visual graphics. It extends to your website, your 
social media accounts, the tone you use when you speak to customers on the telephone or in email 
and your customers experience with your instructors, in your studio. Knowing your mission 
statement and USP will really help you in developing a brand that is focussed and helps you stay 
true to your original aims and goals.  
 
 
SPIN CITY EXPERIENCE  
I felt that it was very important that I used the word ‘fitness’ in my company name and brand 
graphics. My classes have and always will be very fitness based and I felt that it was important to 
convey this expectation to potential customers, as this is where my USP was in my local area. As the 
company progressed and the brand become more highly recognised, we have dropped the ‘fitness’ 
over the last 10 years to trade as ‘Spin City’ as our reputation grew within our local area and the 
industry as a whole.  
 
 
Don’t be afraid to adapt your graphics and develop them over time to allow you to really refine 
your vision as an organisation. The Spin City logo and colour scheme went through many 
permutations until I felt we got it right! I wanted a logo that people could wear as a badge of honour 
that they trained with our studio. As the business grew, and became more diverse we tried to 
simplify the logo and develop the colour scheme to allow us to represent all the different areas of 
our brand – developing new graphics for the Instructor Training Programme to allow it to be a 
standalone product. My one piece of advice in this area would be to work with a professional 
graphic designer. Jules Grand-Scrutton really helped me develop a strong brand that stood out and 
made me and my company look and feel professional. I felt that this really helped me be taken 
seriously when it came to finding a venue, attracting new students, developing the pole societies – 
every aspect of my business.  
 
SPIN CITY EXPERIENCE  
2007 – ORIGINAL LOGOS  
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2017 – CURRENT LOGOS  
 

           
 
 
BRAND AWARENESS  
When you have a clear brand identity, you can start to develop what I would term key resources 
for your business; a website, social media accounts and if relevant, business literature such as flyers 
and business cards. Your choice of medium to advertise your business again, relates back to your 
product and potential clients (demonstrating the importance of a clear business plan!)  
 
 
SPIN CITY EXPERIENCE 
When it comes to the pole and aerial industry, my potential customers tended to fall in to the 
younger age bracket therefore online marketing was key. I also made the decision to produce 
printed flyers and business cards, again to increase the professional look of the company, to give 
me something to hand out at business networking events and also to give students something to 
share with friends to help spread the word of Spin City!  
 
 
Website development has become much more accessible with the onset of self-development 
packages such as Wix, MrSite, SiteBuilder, Weebly, GoDaddy or 123Reg. A website can cost as little 
as £20 a year, think about including the following information: 
 

• Simple, clear navigation  
• Information about yourself, your qualifications  
• How to sign up *this is key for new clients* 
• Cost of classes  
• Your timetable  
• FAQ’s on what to wear and bring to class  
• Your Company Policies (cancellation policies etc…)  
• Address and Contact Details  
• Student Testimonials  

 
Make sure your site has good search engine optimisation and is ‘Google friendly’ and is mobile, 
tablet and PC compatible. It can be great to make your site as visual as possible, with images of 
classes, training, and your venue. Make sure you have written permission to use any images that 
have been taken by somebody else such as a professional photographer and that you have the 
permission of the people that feature in the image.   
 
Try not to overload your site with information! It’s tempting to put everything about your business 
on there but remember this may be overwhelming for new students! Try to make sure the 
information is clear and concise and that there is an obvious way to contact you should they have 
any questions or concerns.  
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WHAT YOU WILL COVER 
• Introduction  
• How to choose a venue  
• Studio Set Up 

 
INTRODUCTION  
 
 
SPIN CITY EXPERIENCE  
When I set up Spin City in 2007, I began teaching in my local gym. This allowed me to rent a studio, 
by the hour and slowly increase the number of classes I was teaching. Within a year, we had filled 
the available timeslots that the gym could offer and had the difficult decision of finding our own 
venue. This was possibly one of the scariest parts of setting up my own business! It was a big 
commitment to make, I was 25 and looking at commercial properties that only offered a 10 year 
lease, didn’t have the right class of use for my business being shown to me by estate agents that 
did not take me or my company seriously. We managed to find a good interim option of a private 
room within a health and fitness centre, that we could rent full time. The room was only large 
enough for four poles and meant putting the poles up and down each evening (I have never been 
fitter in my life!!) this however allowed me to test the waters and see if I could fill a full timetable 
of classes. After another year of building students and classes we decided to take the plunge and 
take a full-time venue in 2009 with two large studios. I was lucky enough to be able to rent this from 
a former boss of mine, who was looking to expand into commercial property. Since this studio, Spin 
City has rented space in gyms, martial arts clubs, village halls, industrial business parks and arts 
centres amongst others! The below is my advice on finding a venue that suits you and your business 
from my own varied experience.  
 
 
HOW TO CHOOSE A VENUE  
When you are looking at venues, there is a whole host of information to consider; 
 

• Cost of rent (this is generally per square foot or per square metre – make sure you compare 
costs with other commercial properties in your area)  

• Business rates (charged on most commercial properties in the UK and worked out on your 
properties ‘rateable value’ you may be able to get business rate relief as a small business)  

• Utilities (what utility bills will you be responsible for – gas, electricity, water etc...) 
• What is the size, shape and height of the building (how will you layout your equipment, is 

there space for an office or waiting room, will you need any specialist equipment such as 
stage poles, will the venue let you put permanent rigging in?) 

• Location (is there parking available? Does your venue have access to public transport?) 
• Length of contract (most standard commercial contracts are 5, 7 or 10 years – check the 

length of your contract and if there are any break clauses where you or your landlord can 
give notice at key points in the contract)  

• Category of use (the building should have a D2 classification of use for exercise classes – it 
is possible to change this with your local council with permission from your landlord. Other 
factors may affect this though such as proximity of neighbours or residential 
accommodation)  

UNIT 3: VENUE  
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• Access issues (if you are renting space from say a gym, what are the opening hours? when 
is the studio already in use?)  

• Temperature and ventilation (how will you heat the space in winter and cool it down in 
summer? What will the cost of this be?)  

 
If you are considering taking on your own venue, be aware of other elements that you may be 
legally responsible for:  
 

• A Health and Safety Policy and Risk Assessments  
• Fire Safety  
• Testing of Electrical Equipment (PAT Testing)  
• Gas Safety  
• Maintenance of lighting  
• Cleaning and maintenance of bathroom facilities  
• Provision of drinking water  
• Equipment provision and maintenance  
• Buildings insurance  
• Liability insurance for common areas  
• Licences for using music (in the UK this will be a PRS Licence and PPL Licence and potentially 

a Pro-Dub Licence. In the US, Licences will be held with ASCAP, BMI and SESAC).  
• Waste disposal 
• Building repairs and maintenance  

 
 
 
 
 
 
 
 

 
 
 
 
 

You may find that having your own venue just isn’t an option based on time or financial viability. 
Satellite venues are a great option for many studios, and a number of successful studios such as 
IFA Pole and Aerial run from a range of venues including a Church and a Community Centre! Not 
running your own venue can help reduce your responsibility for a number of factors including 
maintenance and insurances. It can be physically more challenging (when it comes to setting up 
and taking down equipment) but it’s a much lesser commitment, contracts are usually shorter, 
rent is often cheaper and you are not paying for anytime that the studio is not in use. This may 
prove a great option when your business is in its early stages, or if venues are available in your 
area it may work for you long term.    
 
STUDIO SET UP  
Once you have found a suitable venue, the next stage to think about is your practical studio set-
up. How is your space going to look, how is it going to feel to potential customers? Think about 
the following:  
 

HINTS AND TIPS 
Make sure you check your lease thoroughly so that you are fully aware of all of your 
responsibilities and commitments prior to signing. Try and find a Landlord that you can work 
with to really maximise your potential in that venue. Don’t be afraid to ask for introductory 
pricing, help with refurbishment or a negotiation on rental price. Many landlords were also 
small business owners themselves once (or may still be!) and understand how challenging it 
can be.  
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• Design of your space and where you will place equipment – this includes where students 
will wait or pay for their classes, spacing required around entrances, exits (and fire exits!) 
where will you store crash mats, and additional equipment? How will students access 
pole cleaning materials and grip without impeding classes? Where will students store 
their own belongings (and shoes – the bane of every studio owner’s life!)  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
• Internal decoration – what flooring will you opt for (hardwood and engineered wood are ideal 

solutions, but are often not cost effective, laminates may provide some softness underfoot, as 
can a sprung dance floor – but these may not be a suitable surface for tension-based poles). If 
you want to teach heels-based classes, then you will need a solid surface flooring. If your classes 
are more fitness based then consider something soften like a matted floor. Concrete or tiled 
floors are not suitable in the event of slips or falls and carpets can cause burns to skins when 
performing floorwork.  Mirrors are also a key consideration. They are great to help teach body 
awareness, providing immediate feedback for the student and also an additional viewing angle 
for the instructor. Think about placement, height of mirrors (for ground based as well as aerial 
work) fixings (will they be permanent or semi-permanent?). Think about potential colours for 
your studio – do you want to keep it clean and fitness based with white? Are you looking for a 
more urban/industrial look or do you want to match your leopard print logo?! Colours can 

FOCUS ON – EQUIPMENT 
 

Spin City always recommends you use professionally approved equipment from reputable 
companies for your sessions. Professional equipment will have been load tested by the 
manufacturer, they will generally come with a range of documents including but not 
limited to an instruction manual for use, a guarantee or certificate of conformity, a log 
where you can record training hours and also weight loading limits.  
 
Professional equipment extends beyond the basic kit to any rigging equipment, safety 
equipment or accessories that you may use. Make sure equipment is installed by a 
competent professional and that equipment is checked every time you teach, along with 
full inspections every six months. All of your full equipment checks should be recorded and 
kept as part of your Health and Safety file for future reference. Make sure you are aware 
of correct procedures for dealing with faulty equipment, retiring equipment and also 
budget to replace equipment regularly.  

 

TEAM SPIN CITY RESOURCE DOWNLOAD 
 

You can download the following documents at this point to help get your started:  
 

• Supplier Information  
• Equipment Maintenance Record  
• Equipment Visual Inspections  
• General Equipment Information  
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really impact on the ‘feel’ of your space both for new students and existing classes. You may 
be limited in this depending on the venue you have chosen.  
 

• Lighting and Sound Systems – leading on from the colour of your room, lighting and sound can 
really add to the feel but can also impact the safety of your classes. Be aware that you need to 
see the whole class at all times, and they need a clear view of you. Bright lighting can however 
be intimidating (especially to beginners!) so a warm light system is recommended. This also 
goes for sound. Sound can really add atmosphere but can also hamper student’s ability to hear 
clear teaching and safety points. Try and ensure that you maintain a balance of both and are 
aware of the legalities that come with the music you play. 

 
• External Decoration – this may be where your choices are most limited but if your venue isn’t 

obvious or easily accessible – one of the most important! Ensure you have adequate external 
signage that reflects your branding. This may be above your front door of your venue, an A-
Frame at the bottom of your road (to let people know how to find you!) signs directing people 
through a building or up/down stairs where necessary. There is nothing more stressful than 
struggling to find a venue for your first class and arriving late! Consider how you could 
compliment external decoration with elements like directions and a map clearly listed on both 
your website and your client welcome email.  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
FOCUS ON – MUSIC LICENSING 

 
As an instructor, if you are going to be using music as part of your class it is vital to ensure 
you are correctly licensed. Licensing procedures vary from country to country, in the UK, 
Instructors will need to ensure they are covered by a PRS and PPL Licence. PRS represent 
songwriters and composers, whereas PPL represent record companies and performers. 
RS and PPL are now covered under one licence, known as TheMusicLicence, you can find 
out more about it here: https://pplprs.co.uk/legally-play-music/ A ProDub Licence may 
also be needed in the UK if you are changing the format of the music (for example, putting 
a CD onto your laptop or MP3 player). Sometimes, the venue that you are teaching at may 
cover your music licenses for you – but if you are playing music in your classes, as an 
instructor it is your responsibility to ensure appropriate cover is in place. In the US, it is 
possible to purchase specific CDs produced for fitness classes that adhere to all copyright 
legislation. Companies such as Dynamix Music, Muscle Mixes Music, Power Music and 
Yes! Fitness Music meet these requirements but in order to play music in your own studio 
space, legally you are still required to pay license fees to the three major music public 
performance rights organisations – ASCAP, BMI and SESAC.   If you are hiring space in a 
venue, then again – similar to the UK – the venue may already cover your licence fee. In 
Australia, again, the owner of the studio will need to obtain a public performance licence 
from PPCA and a public performance licence from APRA. This responsibility may fall to the 
instructor if they are conducting classes at a venue that does not have a licence.  

Please ensure you check all relevant music licensing legislation within your own 
country, prior to conducting classes.  

 

https://pplprs.co.uk/legally-play-music/
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WHAT YOU WILL COVER 
• Why you need a team  
• Hiring Staff (employed v self-employed)  
• Contracts (commitment to your business)   
• Training  
• Appraisals  

 
WHY YOU NEED A TEAM  
I have always stood by the principle that a studio cannot be built around one person, and be 
successful long term. The main factor that I believe made my business successful is the team that 
helped me build it, hence the focus of this chapter.  
 
Building a studio from scratch takes a great deal of time, effort and specialist skills along with the 
need to teach a huge number and variety of classes. This is not to say that you have to assume a 
‘managerial’ role when running a physical business, you may realise early on that your strengths lie 
in teaching and the support you need is in administration, finance or business development. You 
may see the expansion of your studio as a welcome opportunity to step back from the physical side 
of things and embrace the admin – but either way, be realistic, you can’t run a successful studio on 
your own. Your time is limited, and precious so spend it wisely!  
 
HIRING STAFF  
There are a number of different ways you can hire staff, the main distinction being between 
employed and self-employed individuals. Below we have featured a table from Gov.co.uk listing 
the differences between employed and self-employed staff in the UK. Something to be aware of if 
you are working with self-employed instructors at your studio.  

 
EMPLOYED 

 
SELF-EMPLOYED 

• they’re required to work regularly unless 

they’re on leave, eg , sick 

leave or maternity leave 

• they’re required to do a minimum 

number of hours and expect to be paid 

for time worked 

• a manager or supervisor is responsible for 

their workload, saying when a piece of 

work should be finished and how it should 

be done 

• they can’t send someone else to do their 

work 

• they’re in business for themselves, are 

responsible for the success or failure of 

their business and can make a loss or a 

profit 

• they can decide what work they do and 

when, where or how to do it 

• they can hire someone else to do the 

work 

• they’re responsible for fixing any 

unsatisfactory work in their own time 

UNIT 4: YOUR TEAM  

https://www.gov.uk/taking-sick-leave
https://www.gov.uk/taking-sick-leave
https://www.gov.uk/maternity-leave
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• the business deducts tax and National 

Insurance contributions from their wages 

• they get paid holiday 

• they’re entitled to contractual 

or Statutory Sick Pay, and maternity or 

paternity pay 

• they can join the business’s pension 

scheme 

• the business’s disciplinary and grievance 

procedures apply to them 

• they work at the business’s premises or at 

an address specified by the business 

• their contract sets out redundancy 

procedures 

• the business provides the materials, tools 

and equipment for their work 

• they only work for the business or if they 

do have another job, it’s completely 

different from their work for the business 

• their contract, statement of terms and 

conditions or offer letter (which can be 

described as an ‘employment contract’) 

uses terms like ‘employer’ and ‘employee’ 

• their employer agrees a fixed price for 

their work - it doesn’t depend on how 

long the job takes to finish 

• they use their own money to buy 

business assets, cover running costs, and 

provide tools and equipment for their 

work 

• they can work for more than one client 

• they put in bids or give quotes to get 

work 

• they’re not under direct supervision 

when working 

• they submit invoices for the work they’ve 

done 

• they’re responsible for paying their own 

National Insurance and tax 

• they don’t get holiday or sick pay when 

they’re not working 

• they operate under a contract 

(sometimes known as a ‘contract for 

services’ or ‘consultancy agreement’) 

that uses terms like ‘self-employed’, 

‘consultant’ or an ‘independent 

contractor’ 

 

 

  
  

https://www.gov.uk/statutory-sick-pay-ssp
https://www.gov.uk/statutory-maternity-pay
https://www.gov.uk/paternity-pay
https://www.gov.uk/employment-contracts-and-conditions/overview
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When hiring staff, make sure you are clear as to their status, and what their responsibilities are. I 
would highly recommend setting up a contract for their services so that all of this is written down, 
and you have both signed to say that you agree with the arrangement. Contracts should include 
what you expect of them (from insurance, to housekeeping) to what they can expect from you 
(when they should expect to be paid, any other benefits you will provide) to how you can both 
end the agreement if necessary.  
 
It is at this point that you may also want to consider staff training. Do the staff you are employing 
hold the correct certifications for their role? This may be a pre-requisite that you require, or it may 
be something you are willing to support them through either financially, or through mentoring 
and experience. Make sure you include in their contract who is responsible for covering the cost 
of any future training and if this will be in house or external training, depending on their role in 
your company.  
 
Although life often gets in the way and jobs can change inline with current needs, it may be worth 
discussing with your team what their short/medium and long term plans are. This can be anything 
from wanting to set up their own studio space, to becoming a professional performer! It can help 
to be up front at the start of your arrangement and can also help clarify things such as payment 
for training courses or your investment in their future, and ensure that you have adequate ‘notice’ 
terms in your contract to fulfil their role should they move on.  
 
Be aware that if you opt to take on self-employed instructors, they come with a different set of 
legal rights and your responsibility over them will be limited so be prepared for them to teach at 
a range of other studios, run their own independent workshops and classes and in the long term 
potentially have different goals to yours. Factor this into your plans and maybe look into 
licensing/franchise options for the long term. 
 
CONTRACTS 
Its fundamental if you opt for the employed or self-employed route, that you have contracts drawn 
up with your Instructors. Contracts will help you to define their role and the expectations you have 
of them and equally your role as an employer. Your contract should clarify:  
 

- Your expectation of their use of your studio (timekeeping, cleanliness, rigging etc..) 
- Your expectation of their classes/instruction (insurance, cover, certifications, brand 

representation, professional conduct)  
- Equipment expectations (breakages, reporting breakages etc..) 
- Health and Safety Requirements (insurance, first aid qualifications, abiding by your health 

and safety policy)  
- Invoicing and payments (timeframe, amount, tax) 
- External Instruction (awareness of external contracts etc)  
- Liability (loss/damage to property, injury, accident or illness)  
- Contract Termination/Disciplinary Procedure  

 
Ensure that both you and the Instructor have a signed copy that you can refer back to. Make sure 
you also take copies of the Instructors Certifications, Qualifications, First Aid Certificate if required 
and Insurance. You will also need to update these records annually to ensure that you are always 
in possession of current copies.   
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TRAINING  
You may find that your studio is based in an area where a number of certified and experienced 
instructors are available to teach, you may however find if you are setting up in a new area, that 
you need to train instructors from your student base as and when they hold what you deem to be 
appropriate experience. There is no legal requirement (in the UK) for your instructors to hold a 
qualification or certification in pole or aerial fitness, but most insurers will not cover any discipline 
unless an appropriate certification is held from a recognised training body. Insurers often wont 
mention this when an ‘Instructor’ takes a policy but its likely to feature in the small print. If your 
new Instructors will need a certification, you may wish to consider if you are going to support their 
training (this could be financially or in studio time to practice their practical requirements) or if 
you are going to supplement their training with in-house training on your syllabus and curriculum.  
Its worth including in their contract, what your policy is if you financially support their training and 
development and in the future they decide to teach for another studio or ultimately set up 
themselves. Although setting this out early may seem like a difficult conversation to have, it will 
inevitably save problems in the long run.  
 
APPRAISALS 
Its important to regularly check in with your instructional team individually to see how they are 
doing, give them an assessment of their performance and get their feedback. An annual or bi-
annual appraisal is a great way to do this. This will give you an opportunity to review key areas of 
their performance and also for them to let you know how they are finding teaching at your studio 
and if any additional support or training is needed. Not only is this a great way for you to praise 
your instructors and boost them up, but it will also give you a written record of any issues that 
may arise should you need to consider discipline or termination in the future. Its important to try 
and keep written records of all meetings with you team, even if this is as simple as dropping them 
an email after a verbal conversation to confirm a plan of action. This helps to make you and your 
team accountable to each other.  
 

  

TEAM SPIN CITY RESOURCE DOWNLOAD 
 

You can download the following documents at this point to help get your started:  
 

• Spin City Instructor Contract 
• Spin City Appraisal Form  
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WHAT YOU WILL COVER 
• The First Contact  
• Bookings and Payment Systems  
• Emails and Phone Calls 
• Studio Finance/Budgeting  
• Timetabling  
• Lesson Planning  
• Data Protection  

 
THE ‘FIRST CONTACT’ EXPERIENCE  
A students first contact with your business will have a lasting impact on their overall impression of 
your company. Think about the last time you tried a new café or bought something from a new 
website, how was your experience? Would you go there again – or even recommend them to a 
friend?  
 
A few of the key things to think about for newbies are: 

• How are they likely to find you? 
• If their first port of call is likely to be your Facebook page or website, is the following 

information clear: 
 
What classes or session they can attend?  
How much their first session is likely to cost?  
How do they book?  
How do they pay? 
How do they find your venue? 
Is there parking/public transport available? 
What do they wear? 
What do they bring?  

 
• You may wish to put all of this on the website somewhere (think about having a ‘new 

starters’ section?) and get a friend or family member to test the accessibility of this 
information for you. I guarantee this is where you will get most of your emails if this 
information isn’t clear.  

• Think about what information they are going to get when they book (you may want to send 
a confirmation email to new starters just reiterating all the above).  

• Have a ‘real’ person they can contact if they have concerns or questions – email or 
telephone is fine but ensure you are getting back to them promptly!!  

• Think about if you would like them to complete their ‘health information’ before they 
attend or at their first session. It can be great to get this out of the way at the point of 
booking if you have an automated booking system so that you can review the information 
and you don’t waste any valuable ‘settling’ and warm-up time in their first session.  

SECTION 2: RUNNING YOUR BUSINESS    

UNIT 5: MANAGING STUDIO ADMIN  
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• Make sure the instructor in charge has been flagged that its their first class. It’s great to 
have somebody greet them at the studio and show them where to put their bags, shoes, 
where the toilets are, where they can get water etc… 

• Introduce them to somebody else in their class (especially if you have another new starter 
that evening!) make sure they have somebody they can work with/chat to before and after 
class.  

• Make sure you check in with them regularly during the session to check how they are 
getting on.  

• Get some feedback from them at the end. Let them know if you have any aftercare advice 
if they are likely to be achy the next day!  

• It can also help to follow up with an email or a phone call to check how they got on and 
make sure they know the next stages – you may want to advise them of membership 
options available or upcoming courses they can join?  

 
 
SPIN CITY EXPERIENCE  
We found it really helpful to have a ‘new starters’ handout that we could email to people/hand out 
at taster sessions which contained everything a newbie needed to know when joining Spin City! Not 
only did this save on admin time (by pre-answering many of the frequently asked questions) but it 
also helped people feel at ease as they were coming to class already knowing they were in the right 
kit and what to expect from their first session!  
 
 
This first contact will often determine if you have found a student for life or if you have taken 
somebody with a keen interest in pole and aerial and sent them to your closest competitor. Treat 
the individuals that make the effort to find you and seek your classes out like gold dust; even if they 
ask questions that are clearly on your website, or contact you at 4am on your personal Facebook 
page because even if they decide pole and aerial fitness isn’t for them, if they have a positive 
experience they are likely to still recommend you amongst their nearest and dearest!  
 
BOOKINGS AND PAYMENTS SYSTEMS  
There are a minefield of different options when it comes to bookings and payment systems. You 
will need to decide whether to opt for a system that handles just bookings (or just payments) or 
both! Some of the options that exist are:  
 

BOOKINGS AND PAYMENT SYSTEMS  
BookWhen 
GoTeamUp 
MindBody 
BookingBug 
Bookeo 
Smoothbook 
Acuity Scheduling  
Supersass  

PAYMENT SYSTEMS  
Stripe  
GoCardless  
PayPal Here 
IZettle 

 

 
All of the above have positives and negatives and different systems are likely to suit different 
companies. It often comes down to how much time you have to manage day to day bookings and 
payments – versus more expensive systems that handle everything for you. You may want to start 
with a simpler (and cheaper) system when you first start out upgrading when you are a more 
established business to a more comprehensive package. Take into account contract lengths 
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whenever signing up for a booking or payment system and read the small print! Make sure you 
know about fees, charges, payment delays etc…  
 
When you do have your full bells and whistles booking system up and running – think about the 
customer experience. What details could you take before a student’s first class again thinking 
about how this is going to manage their first impression. Think about making it as easy as possible 
for existing students to book and pay – while keeping things like terms and conditions clear in both 
language used and in placement on your booking system.  
 
 
SPIN CITY EXPERIENCE  
I began our first classes with a ‘paper and pen’ booking system at the gym reception I was working 
at, taking payments for classes on a ‘pay as you go’ basis. This then progressed into the BookWhen 
system which provided us with a great, cheap and simple booking system option for the four-week 
courses we ran! I tried to upgrade to the MindBody system when we moved into our own premises 
– but struggled to come to terms with the longer delays in payment processing – which I found 
challenging to keep track of, so we switched back to BookWhen and then did some further research. 
We have found different systems now work at different studios, with our Bristol studio working on 
the Supersass System where as Newbury and Brimpton prefer GoTeamUp.  
 
 
GENERAL ENQUIRIES  
Emails and phone calls are likely to become a large part of your life running your own business. It 
can help to set your parameters early on and be clear who is going to respond to them. It might 
be that you set an ‘out of office’ auto response on your emails if you have set working times (say 
10am-12pm every morning) maybe include some common FAQ’s that you get asked a lot in an 
attempt to blanket answer as many questions as possible. Decide what a realistic response time is 
for your company (say 24 or 48 hours) and list this clearly on your website and in any auto response 
emails. If you find the same questions are cropping up a lot – think about editing your website 
layout or content to try and direct people to the correct information prior to the ‘contact us’ 
button.  
 
 
SPIN CITY EXPERIENCE  
When working with Bendy Kate we discovered the ‘canned responses’ option on Gmail (now called 
‘Templates’). This was a godsend as it allowed me to ‘pre-write’ common responses and save them 
only to access them at the click of a button. It really saves time when working through emails in the 
morning!  
 
 
 
 
 
 
 
 
 
 
 
 
 

STUDENT SUPPORT 
If you find emails and phone calls start to get out of hand, why not take on a student to help 

shoulder the burden? You may find a regular struggling to pay for classes would happily 
answer the bulk of calls in exchange for a membership and merchandise each month? A 

win-win situation for you both! 
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STUDIO FINANCE AND BUDGETTING  
Establish early on who is going to be responsible for keeping financial records for your business. I 
can’t stress enough the importance of keeping good records right from the start. You may find 
records on a spreadsheet work for you, or you may want to use a form of accounting software 
such as Quickbooks or Xero. There are benefits to both – most of us are more familiar with 
spreadsheets whereas accounting software may take some getting used to but has a greater 
functionality and is often available as an app for your phone making it easier to send invoices, 
input receipts etc…  
 
 
 
 
 

 
 
 
 
 
 

Staying on top of both your incomings and outgoings can really help you to complete cost 
comparisons each month. This will help you establish if you are overspending in certain areas, 
where the bulk of your business lies (for example, in your area – earlier classes may be much more 
popular than later classes, and you may find pole fitness far more profitable than aerial hoop). 
Staying on top of your finances can also help you budget for periods of that year that are likely to 
be quiet and generate less income. August and December are key examples of this, students may 
be less willing to commit when they are likely to be on holiday, seeing family and taking time off 
work. These can be key times to run more flexible offers to help students still attend whilst offering 
them more flexible membership terms – or a cheap deal!  
 
 
SPIN CITY EXPERIENCE  
I started keeping my accounts in an Excel Spreadsheet. This quickly became unmanageable for me 
so I switched to Quickbooks and haven’t looked back. I love that I can complete my bookkeeping on 
my phone when I have a few minutes spare, and its great now we have to complete VAT returns. I 
also find having a shared Dropbox with my accountant really useful. This allows me to scan in key 
documents and receipts as soon as I receive them and she then has immediate access to all of my 
paperwork. This saves me losing receipts!  
 
 
TIMETABLING  
Timetabling is often the bane of most studio owners’ lives! Remember this one rule; you can never 
please everyone. It can be a fine balance between pleasing your existing student base, providing 
options for new students and as a business owner, making classes profitable! Your target market 
and the location of your venue will dictate this to some extent. If you find your clients are mostly 
young professionals coming straight from work to your city centre venue – then you are likely to 
top load your timetable, with early evening classes every weekday then potentially rent out your 
‘dead time’ to other professionals. If your client base are mostly older mums and dads that attend 
once the kids are asleep (or with their pre-schoolers) you may have a strong daytime offering and 
find that late evening classes work better for your studio. Try and take into consideration other 
issues that might affect how you timetable; 
 

QUICKBOOKS VERSUS XERO 
The ‘Simple Start’ version of Quickbooks costs £8 per month, often running with an 

introductory offer which can reduce it down as low as £3 per month. Xero is a similar 
cost (£10 per month with star up offers from £5 per month). In terms of functionality – 

the systems are both very similar, and both offer many optional extras as your 
company expands including Payroll and assistance with VAT returns. 
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• Is there free parking available for say 2 hours outside your venue? Can you time classes 
around this?  

• Who are your main target clients? Working professionals or stay at home mums and dads 
and when do they like to train?  

• Is there an option of childcare locally or are you able to accommodate children at your 
venue?  

• Are there public transport options to your studio? Can you tie these into your class start 
times?  

• Are you on a business park where many businesses finish at 5pm? Can you squeeze in an 
extra class at 5.15pm?  

• Do you have a large enough team that can support a seven-day timetable? Or do you need 
to start small and scale up as your business grows?  

 
This will help dictate your main ‘working hours’. Once you have these established, you can then 
look at your instructors’ skill set and availability. Try to ensure instructors are teaching a discipline 
and level they are comfortable with. It can be beneficial to block book instructors for classes (so 
potentially two classes back to back) but be aware of overloading instructors as teaching is often 
more physically repetitive than training. Once you have a rough draft, consult with your team and 
make sure they are happy with their own classes, disciplines and levels. This whole process can 
take much more time than you think so make sure you start early!  
 
Other factors to take into consideration when timetable are: 
 

• Class length. Beginners will often prefer a shorter (and generally therefore cheaper!) class 
– an hour is plenty when you are learning a new discipline and you lack the strength and 
conditioning. Experienced polers and aerialists will often want a longer class – say 90 
minutes – to allow for a longer warm up and cool down and practice time.  

• Equipment. Decide how many pieces of equipment you firstly can fit and secondly you 
want to work with in a group class environment. You need to be able to appropriately 
supervise all the equipment and equally rig equipment safety with appropriate spacing 
around it.  

• Student to equipment ratio. Decide if you want to offer students their own individual piece 
of equipment to work on or if they will be sharing equipment with another student. There 
are pros and cons to each. Solo equipment will inevitably result in more training time and 
often faster progress, sharing equipment can remove the risk of students working when 
they are over tired in a class and provide you with a knowledgeable observer/spotter in 
the partner student.  

• Maximum class numbers. Decide on the maximum number of people you are willing to 
accept in each class. Although this will be partially dictated by your equipment numbers, 
you may also find that you are ineffective and unable to supervise safely if your group 
becomes too large.  

• Minimum numbers. Equally, you need to work out if you want to establish a minimum 
number of attendees for a class to run. You may want to ensure your costs are covered 
(venue, instructor etc…) or you may be happy to run classes with low numbers when 
setting up to avoid students missing out and giving up.  

• Drop in versus courses. There is no right or wrong answer when it comes to this question, 
and it will depend on factors such as what suits your students/area, do you want students 
to commit up front to a block? Are you planning on running your studio term times with 
breaks? Or do you want both options – with a drop-in rate and discounted memberships 
if students ‘block book’ classes in advance.  
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Don’t be afraid to make seasonal changes with your timetable. Make sure existing students have 
a good period of notice that a timetable change is coming up, publish class numbers and advertise 
which classes are in the ‘danger’ zone (low numbers) to encourage students to attend regularly. 
Make sure you give students and instructors the opportunity to give you feedback on the classes 
they attend/teach and take this into consideration when planning changes. Don’t be scared to try 
new things – you can always advertise them as a ‘trial class’ or ‘class of the month’ to see what 
your students love! Always make room for new students by offering new beginners’ classes, 
tasters and workshops at key times of the year (January and September). 
 
SYLLABUS 
It can be beneficial before you begin lesson planning to write your syllabus. This will consist of all 
the different moves that you are planning on teaching in all their different formats. At Spin City, 
we break our syllabus down into beginners, intermediate and advanced for each discipline. Some 
schools find it easier to offer levels that are numbered, progressing in order whereas some schools 
teach in 4 or 6 week blocks and the syllabus works to this structure. Firstly, this can help clarify all 
of the moves, variations, progressions, regressions and combinations that you know and feel 
confident to teach. It can help you put these into an order of progression, making the moves more 
challenging as students’ progress. It will save you missing out any moves or combinations, give you 
consistency between other instructors that you may work with and give you a basis to write your 
lesson plans from.  
 
LESSON PLANNING 
A written lesson plan is the key to a successful class. This is a great habit to get into early on – and 
a great way to keep track of your students’ progress. At Spin City we recognise different instructors 
use a range of different techniques to plan their classes, you may want a written lesson plan that 
you can add to – you may want to keep notes on your tablet – either form will have some key 
features and similarities.  
 
Your lesson plan should include: 

 Aims of the session  
 Sections of the class 
 Timings for each section of the class   
 The content of each section of the class  
 Progressions, regressions and alternatives for the above  

 
DATA PROTECTION  
As a studio owner you are responsible for the protection of your student’s personal data. This 
might be their contact details or address, or equally confidential information they have given you 
regarding their health on their PAR-Q form. In the UK, the Data Protection ACT of 1998 controls 
how personal information is used by businesses and GDPR is also relevant. You are responsible for 
ensuring that you are only collecting data you actually need, that its relevant and up to date, that 
it’s kept securely and that the subject of the information has access to it. Your responsibilities exist 
as long as the data is held (until its deleted or destroyed) and when the data is no longer needed 
you are responsible for ensuring that it is disposed of securely. In the UK the statute of limitations 
(under the Limitation Act 1980) provides a timescale within which action may be taken for a breach 
in the law. For any tort or personal injury claim, the limitation period is 3 years, for contracts this 
is 6 years and so on. This should dictate how long you may wish to keep a student’s records after 
they have finishing training with you.  
 
You may find that paper records work best for you, and a lockable filing cabinet in your office is 
the best option. If you do not have somewhere you could safely keep paper records then why not 



 

©Copyright Spin City Aerial Fitness Ltd 2015  
Page 27 of 48 

opt for electronic copies of records and link this to your booking system? Many booking systems 
are able to offer this service.  
 
The above legislation also controls your rights to send your students or previous students direct 
marketing information. Its important that under GDPR students have ‘opted in’ to receive this – 
its no longer an option for them to ‘opt out’. There should also be a clear description on the ‘opt 
in’ of what they are actually opting in to (is it a monthly newsletter, is it going to be daily offers?) 
and there should be a clear option for them to be able to ‘unsubscribe’ at any point.  
 
You may also find that you need to register with the ICO (Information Commissioners Office) 
depending on the data you wish to hold. The ICO is the UK’s independent body set to uphold 
information rights. They offer a great range of resources for small businesses on Data Protection 
including:  
 

• A self- assessment for small businesses to check how well you comply with data 
protection law: https://ico.org.uk/for-organisations/business/assessment-for-small-
business-owners-and-sole-traders/  

• A GDPR Guide: https://ico.org.uk/for-organisations/guide-to-data-protection/guide-to-
the-general-data-protection-regulation-gdpr/ 

• A general guide to Data Protection: https://ico.org.uk/for-organisations/guide-to-data-
protection/ 

• A guide to the Freedom of Information Act: https://ico.org.uk/for-organisations/guide-
to-freedom-of-information/ 

• A guide to electronic marketing (such as Newsletters): https://ico.org.uk/for-
organisations/guide-to-pecr/  

• A SME (Small and Medium Enterprises) data protection web hub: https://ico.org.uk/for-
organisations/business/  

 

WHAT YOU WILL COVER 
• Insurance 
• Health and Safety – Legal Responsibilities  
• First Aid  
• Emergency Procedures  
• Teaching Minors  
• Special Populations  
• General Studio Rules/Safety Policies 
• Informed Consent  
• PAR-Q  
• Terms and Conditions (cancellation policies and how to enforce)  
• Communicating with your Team 

 
INSURANCE  
As an Instructor, Spin City recommend you take insurance to help protect you in the event that a 
student is injured in one of your classes. Insurance policies in the UK come in two main forms; 
Public Liability Insurance and Professional Indemnity Insurance. Public liability covers you for 
damages and legal costs arising out of third part injury or third party property damage, and for 
products sold and supplied. Professional Indemnity covers you for breaches of professional duty 

UNIT 6: STUDIO POLICIES  

https://ico.org.uk/for-organisations/business/assessment-for-small-business-owners-and-sole-traders/
https://ico.org.uk/for-organisations/business/assessment-for-small-business-owners-and-sole-traders/
https://ico.org.uk/for-organisations/guide-to-data-protection/guide-to-the-general-data-protection-regulation-gdpr/
https://ico.org.uk/for-organisations/guide-to-data-protection/guide-to-the-general-data-protection-regulation-gdpr/
https://ico.org.uk/for-organisations/guide-to-data-protection/
https://ico.org.uk/for-organisations/guide-to-data-protection/
https://ico.org.uk/for-organisations/guide-to-freedom-of-information/
https://ico.org.uk/for-organisations/guide-to-freedom-of-information/
https://ico.org.uk/for-organisations/guide-to-pecr/
https://ico.org.uk/for-organisations/guide-to-pecr/
https://ico.org.uk/for-organisations/business/
https://ico.org.uk/for-organisations/business/
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arising from negligent acts, errors or omissions. Make sure you have both policies. Cover normally 
starts as standard at £250,000, but policies for £1 million, £2 million, £5 million and £10 million 
are often available. Ensure your policy is from a reputable insurer that is fully aware of the nature 
of the classes you teach. In the US, liability falls upon both the studio and the individual instructor 
so there is often the need to ‘double cover’. Polices are available through ISERA for aerial and 
Insurance 4 Pole Dancers/Elite Risk Solutions for pole. As state laws vary, ensure that the policy 
you have taken covers you for the area(s) you are working in.  
 
For any policy internationally, make sure you read the policy in full (including the small print!) and 
ask key questions such as: 
 
 What height am I covered up to?  
 Am I covered for private tuition as well as group classes? 
 What age of student am I covered for?  
 I teach at a range of venues – am I covered at all of them?  
 Are there any restrictions on my cover? 

 
Some companies may only cover you to teach moves taught on your instructor training course, 
some may request that students are not inverted at any point, some may place caveats on certain 
equipment etc…this is likely to be in the small print of your policy and NOT highlighted on purchase 
or renewal. Ensure you have an appropriate level of cover for the activities you are offering and 
that you have every element of your policy in writing. 
 
At this point, you may want to consider if you want a studio policy to cover everybody that teaches 
at your venue, or if you would prefer that each instructor hold their own policy. If you opt for 
individual policies, make sure you have a copy of each and you have ensured that the policy they 
have taken is sufficient for their role in your business.  
 
You may also find that you need a separate policy for the common areas of your venue, and 
possibly a buildings insurance policy for the building itself, often stipulated in your rental contract.  
 
Insurance requirements change country to country. If you are new to teaching, then check with 
a fellow instructor, one of the Pole Fitness organisations such as the PDC or IPSF, or contact a 
local broker or insurance company to find out exactly what you need. Spin City have listed a 
selection of Insurance Companies on our ‘Suppliers’ hand-out if you would like further 
information.  
 
HEALTH AND SAFETY  
In the UK, every business must have some form of system for managing Health and Safety. If your 
team is greater than 5 people, you are required by law to have a Health and Safety policy written 
down. You can find templates on the Team Spin City website (www.teamspincity.com) or on the 
HSE (Health and Safety Executive) website:  
https://www.hse.gov.uk/simple-health-safety/index.htm  
 
As a studio owner, you are required to provide basic facilities for your instructors (toilets, drinking 
water, a place to store clothing, somewhere to rest/eat, good ventilation/temperature, suitable 
lighting, enough room/space to carry out your activities and a clean and well maintained venue. A 
good health and safety policy will set out how you are going to deal with health and safety in your 
studio, stating who is responsible for what and by when. Your policy should include a statement 
of intent, list the names of the people responsible and practical details of how you will achieve 
your aims. It should feature risk assessments for all the activities that you run at your studio.  It is 

http://www.teamspincity.com/
https://www.hse.gov.uk/simple-health-safety/index.htm
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also worthwhile displaying the Health and Safety Law Poster so that your team are aware of your 
responsibilities and provide full training to any new instructors (with a written record) and regular 
updates to existing instructors.  
 
In the US – you can find further information on your Health and Safety Responsibilities through 
OSHA (Occupational Safety and Health Administration) www.osha.gov 
 
FIRST AID  
As a studio owner, you are also responsible for first-aid arrangements. You need to have a suitably 
stocked first aid box, an appointed person, and all the instructors in your team need to be aware 
of any first aid arrangements through regular training. You may require all of your instructors to 
hold their own independent certificate of first aid training if there are likely to be the only person 
in the building at any point. You need to keep a written record of injuries and incidents with 
accident and incident reporting forms.  
 
EMERGENCY PROCEDURES  
If you occupy your own premises, you will also need to have policies in place for any emergency 
procedures such as a fire. You will need a full Fire Risk Assessment and subsequent Fire Evacuation 
Policy. Depending on your business premises, you may also need to install a Fire Alarm System and 
carry firefighting equipment such as fire extinguishers. Training should be provided for all new 
staff on your Fire Evacuation Policy (with refresher training for any existing staff at regular 
intervals) and a full ‘Fire Drill’ should be carried out once every year with recorded results. 
 
If you occupy somebody else’s space, for example a studio within an existing gym, or a studio 
within a shared building working with other creatives find out what policies are already in place, 
make sure you keep copies and ask for regular updates and ensure your staff are trained based on 
that information.   
 

 
TEACHING CHILDREN  
If you are currently teaching children’s pole and aerial classes, or thinking about moving into this 
field in the future, below is a check list of the things you should have in place to ensure that you 
are adequately covered in the UK. For the purposes of the below information, a child will be 
defined as a person under the age of 18, as per HM Government – Working Together to Safeguard 
Children (2015) and equivalent policies implemented in Wales, Northern Ireland and Scotland. 
 

1. All those instructing should have a current and relevant DBS check (previously CRB check). For 
more information on DBS checks, head to: https://www.gov.uk/disclosure-barring-service-
check/overview. You can use an umbrella body to place the check for you, all approved umbrella 

 
TEAM SPIN CITY RESOURCE DOWNLOAD 

 
You can download the following documents at this point to help get your started:  

 
• Health and Safety Policy Template 
• Risk Assessment Template  
• Accident Reporting Form 
• Evacuation Procedure  
• Fire Procedure  

 
 

http://www.osha.gov/
https://www.gov.uk/disclosure-barring-service-check/overview
https://www.gov.uk/disclosure-barring-service-check/overview
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bodies are listed on the government website. In N. Ireland this is known as an Access NI 
check.  These need to be renewed every 3 years and there is a small cost involved.  In some cases, 
if you have a check completed for 1 organisation, you may still need another check carried out by 
a new organisation if you instruct at different centres.  Enquire for further information if this is the 
case to confirm. In Scotland, DBS checks are known as PVG checks and are also carried out through 
an umbrella body.  
 

2. The studio, or the venue you are teaching at should have a clear safeguarding policy and set of 
procedures to implement this policy. For more information on what your safeguarding policy 
should include, head to: https://www.nspcc.org.uk/preventing-abuse/safeguarding/)  
 

3. You will need to display relevant information from this policy in your venue (things like who your 
child protection officer is and how people can report an incident) Displaying a photo and 
telephone number is good practice in case the designated person is unknown to children in your 
classes. 
 

4. Have a clear children’s code of conduct and parental code of conduct. Make sure both are signed 
by every child attending – and also signed by their parent - and are clearly displayed in your 
venue.   
 

5. All staff and volunteers should have received child protection training. As a minimum, you should 
provide in each class one designated children’s welfare/protection officer who should be fully 
trained (with renewal training every three years). The NSPCC do a great basic online course in child 
protection: https://www.nspcc.org.uk/what-you-can-do/get-expert-training/child-protection-
introduction/)  
 

6. Consider if you have sufficient knowledge of children’s anatomy, physiology and psychology to 
adapt your class material accordingly. I would highly recommend a children’s specific fitness 
qualification - such as: http://www.ymcafit.org.uk/courses/kids-fitness-dance  
 
http://activeiq.co.uk/qualifications-students/level-2-qualifications/level-2-award-in-adapting-
fitness-instruction-for-adolescents-qcf  
 

7. Sport specific children’s training courses are also available:  
https://www.xpertpolefitness.com/childrens-teacher-training  
 

8. Insurance. Make sure your current insurance policy will cover you for teaching children. Be aware 
of any age limitations imposed, any ratios of children to instructors etc. Make sure you have all of 
this information in writing and that you have checked the full terms and conditions for any practice 
that may invalidate your policy in the event of a claim.  
 

9. Make sure your First Aid Certificate covers you. A generic certification such as ‘emergency first aid’ 
may be sufficient (check with the individual training provider) or you may need to further your 
training with a specific Paediatric First Aid Course.  
 

10. Make sure your PAR-Qs and Informed Consents are relevant and have sections outlining the need 
for physical contact for safety in spotting for skill learning and correcting technique. 
 

11. Make sure you have the relevant risk assessments completed for these specific classes. 
 

https://www.nspcc.org.uk/preventing-abuse/safeguarding/
https://www.nspcc.org.uk/what-you-can-do/get-expert-training/child-protection-introduction/
https://www.nspcc.org.uk/what-you-can-do/get-expert-training/child-protection-introduction/
http://www.ymcafit.org.uk/courses/kids-fitness-dance
http://activeiq.co.uk/qualifications-students/level-2-qualifications/level-2-award-in-adapting-fitness-instruction-for-adolescents-qcf
http://activeiq.co.uk/qualifications-students/level-2-qualifications/level-2-award-in-adapting-fitness-instruction-for-adolescents-qcf
https://www.xpertpolefitness.com/childrens-teacher-training
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12. Check your equipment is appropriate for the age, size and development of the children you are 
teaching. Ensure your policies for moving of equipment are laid out clearly so that children only 
ever move what is safe to move and is taught and supervised. 
 

13. Decide where you stand with parent’s watching/attending/taking part - this is mostly down to 
choice but not having an ‘open doors’ policy may convey the wrong message.  On the other side, 
parents in the room may create 'parental coaching' issues which may not be supportive to the 
instructor. 
 

14. Make sure you are working to a good ratio of children to instructor. This number will depend on 
the age of the children you are teaching and is often based on Ofsted guidelines - for children 
between the ages of 9 and 12 for example, the ratio is 8 children to 1 adult. 
 

15. Have a teaching assistant on hand where possible or a volunteer.  This could be a parent that 
agrees to stay to aid class management - but mainly for child protection and for instructor 
protection from allegations. If male and female children are in the class, it is best practice to have 
a male and female adult present.  Having an additional adult is best practice in case toilet runs are 
required and it is safer for the children to be accompanied to the toilet - but not inside the cubicle. 
 

16. If you are a ‘competitive’ studio - you need to have procedures in place for transport and for 
competition codes of conduct.  You must have business use on your car insurance if transporting 
children and have parental written consent for each event with clear details on pick up and drop 
off.  You must not be alone in the car with one child, and where possible, you should have another 
adult in the car also. 
 

17. Ensure children wear appropriate clothing for warm-ups and cool-downs for safety and 
modesty.  Stretching should be done with shorts or leggings for further protection. 
 

18. Photography policies - signed consent by parents must be obtained for using video and 
photography in sessions and for your own safety this should not be stored for longer than 
necessary.  This also applies to any parents wanting to take photos or videos in a session - they 
should not record other children, without consent.  It is advised that when possible - shorts or 
leggings should be worn for photos if to be used for public display. 
 

19. Social media policies exist and you should have one - you should not be friends with children on 
your social media accounts e.g. Facebook.  This needs to be communicated with the parents. 

 
TEAM SPIN CITY RESOURCE DOWNLOAD 

 
You can download the following documents at this point to help get your started:  

 
• Child Protection Policy Statement  
• Induction Checklist  
• Kids Code of Conduct 
• Parents Code of Conduct  
• Staff Code of Conduct  
• Anti-Bullying Policy  

 
 



 

©Copyright Spin City Aerial Fitness Ltd 2015  
Page 32 of 48 

SPECIAL POPULATIONS  
Although children are classed as a ‘special population’ when it comes to teaching, there are other 
specialist populations that you should consider if you are qualified to cater for in your classes; 
 

• Older adults 
• Pre and Post Natal Students  
• GP Referrals  
• Students with disabilities  

 
All of these populations require specialist knowledge to teach. At Spin City, we would recommend 
only welcoming these students into your classes if you as an instructor have the appropriate 
knowledge, experience and certifications to teach them safely and effectively. If you do opt for 
this policy then make sure your instructional team are aware and encourage students to regularly 
check in if their situation does change. If you are able to accept these students, think about the 
individual needs each of these groups may have, how to adapt your session plans, yourself, the 
facilities and the equipment to ensure that your session would be inclusive for these individuals.   
 
GENERAL STUDIO RULES  
At Spin City we would recommend taking time to establish what your general studio rules and 
safety policies are and making sure these are visible to all instructors and students that train at 
your venue. This should feature clear information on everything from the terms and conditions of 
class bookings to appropriate behaviour during class. At Spin City, we have both ‘Studio Rules’ and 
‘Safety Rules’. Our studio rules feature all the policies and procedures regarding class attendance 
(booking, lateness, cancellations etc…) and our safety rules feature all the elements we need for 
students to stay safe while training (no alcohol consumption, drug use, no rigging or changing 
equipment etc).  
 
It can be beneficial if both the Studio Policies and Safety Policies are featured on your website and 
also at the point of booking on your ‘Informed Consent’. Displaying these three-fold and also 
encouraging students to actively agree to these at the point of sign up will help you to enforce 
these regulations where necessary.  
 

 

 
TEAM SPIN CITY RESOURCE DOWNLOAD 

 
You can download the following documents at this point to help get your started:  

 
• General Class Policies Poster  
• Safety Rules Class Poster  
• Practice Area Rules  
• Practice Area Sign in Sheet  
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INFORMED CONSENT 
Written screening is also a chance for you to let students know what to expect in your session and 
agree to take part. This is called an ‘Informed Consent’. Before a student chooses to take part, 
make them aware of the following: 
 

• Tell the student the aim of your session. 
• Explain how your session is going to run. 
• List any potential benefits and risks of the activity. 
• Make them aware participation is voluntary. 
• Make them aware that they can ask questions at any time. 
• Let them know that all client information is confidential. 

 
TERMS AND CONDITIONS  
Your Informed Consent form can also be a great time to clarify the terms and conditions of 
attending your classes, so that all your students are clear and have signed to agree to questions 
like:  
 

• How to book  
• How to pay  
• Cancellation terms 
• Refund policy  
• Class transfer policy  
• Any exemptions to the above  

 
Try and be as clear as possible with your terms and conditions. Use language that is easy to 
understand (bullet points are great to avoid confusion) and get students to sign to say that they 
agree to attend your classes on this basis.  

 
PAR-QS AND MEDICAL ISSUES  
It is your responsibility to ensure that all of your students are safe to take part in your session. To 
establish this, we use a process called screening prior to every session. Screening comes in three 
forms; written screening, verbal screening and visual screening. Screening allows you to become 
aware of any health issues a student might have, anything that might limit their participation in 
your session and also make you aware of their current fitness levels. Any information gathered in 
screening is strictly confidential and should be treated as such. 
 
A written screening form is often called a PAR-Q (physical activity readiness questionnaire). 
Important information relating to the health of the student is recorded on this form. Ensure that 
your PAR-Q is clear and concise and that it is very easy for a student to provide adequate 
information about their current health and fitness levels.  
 
A standard PAR-Q form will generally contain the following information: 

• Name and contact details  
• A series of heath questions relating to their current health and family history 
• A series of questions on the client’s current activity level including their experience and 

goals and aims of attending your classes  
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Checking their ability level at this stage will enable you to adapt your class effectively for those 
with some previous experience to ensure they are challenged during your session. Being aware of 
student’s goals/aims at this stage will also help you to tailor your session effectively to each 
individual. 
 
If a student answers yes to any of the health questions then the best course of action is to ask 
them to seek advice from their GP before beginning any aerial fitness sessions. You will find that 
some students, on the advice of their GP will be approved immediately to participate, however 
some students may be further referred or advised not to take part. There are many barriers to 
exercise from different health conditions to physical disabilities. Some of these you or your student 
may be able to overcome (it might be that a student has a physical disability that you can overcome 
through adaptation of the moves/skills they will be learning), some may need the advice of 
another health or fitness professional prior to joining a session, some may just need time (such as 
postnatal students) and some may never be able to take part.  
 
At Spin City, we request that should a student’s medical information change, then they update 
their PAR-Q accordingly. Many students often forget to do this and this is where verbal screening 
comes in. Verbal Screening is a quick and effective way of ensuring student health information 
stays up to date. Take a few minutes before each class with each participant to double check that 
a student hasn’t suffered any recent injuries/illnesses.  
 
Visual screening can also be used to help with this but can sometimes be inaccurate. It can 
however be useful in checking things like if your student is wearing appropriate clothing/footwear 
for the session etc.  
 
If a student’s medical information has changed, then it is often beneficial to get this written down 
so that you have a record of what the student has told you and when. Not only will this benefit 
other instructors, but will protect you in the event of a claim. A great way of doing this is getting 
students to ‘sign in’ before each session, to a class attendance sheet – which states that they have 
disclosed any current medical issues to the instructor teaching that day.  
 
In the US, waivers are used in place of PAR-Qs to legally waive the business (or the individual) of 
any liability prior to participation. As Juliana Hanes identifies in ‘The Aerial Teachers Handbook’ 
2015, Only adults ages 18 and over can legally sign waivers, and all minors participating in the 
activity must have a parent or legal guardian sign on their behalf. Waivers vary by state and 
teachers should research their own states laws and ask their insurance company for support when 
producing a suitable document.  A waiver is also available from ISERA (the International Special 
Events and Recreation Association) for reference.  
 

 
 

 
TEAM SPIN CITY RESOURCE DOWNLOAD 

 
You can download the following documents at this point to help get your started:  

 
• PAR-Q Template  
• Informed Consent Template  
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TEAM COMMUNICATION  
Team communication is vital for a happy and successful studio. You will need to communicate 
regularly with both your team of instructors and your student/client base. Communication with 
your instructors may involve regular team meetings, a Facebook or WhatsApp group, a studio 
handover book – whatever works for your team. Be mindful that many instructors will be working 
alongside another job, so think about the regularity of contact, the hours you contact them and 
the method. There is a fine line between keeping instructors feeling involved with the studio, and 
overwhelming them with information when they are at their day jobs!  
 
 
SPIN CITY EXPERIENCE  
Having always worked multiple jobs or had multiple life roles (mother, wife and business woman) 
it’s really important to me to have a clear separation of duties. Jo, my company manager suggested 
the use of an app called ‘Slack’. Similar to a WhatsApp group, you can have group chats with 
different people on different subjects but as many of our team use WhatsApp and Facebook 
Messenger as social tools we decided to go with Slack as their ‘work’ could then be completely 
separate. This allows our Instructors to check in and respond to questions at times that suit their 
lifestyles and not be inundated when they are trying to message their partner to find out what’s for 
dinner! We then try and run a face to face catch up or meeting every six months, which has both a 
social or a fun element (such as a photoshoot) and a more serious element (training or updates). 
Team Members have the option of attending or dialling in via Skype and this helps us to keep 
everybody on track and up to date!  
 
 
Regular communication with your students will again depend on your client base. It might be that 
most of your students use social media so a Facebook group/page and an Instagram account might 
be your best way of relaying information. It might be that you offer a monthly newsletter via email 
(through a platform like Mailchimp or Constant Contact) or it might be that you have a studio 
noticeboard at your venue where you can put up posters for any news or events. Give your 
students regular opportunities to provide feedback. This could be via a feedback box in your studio 
or through an anonymous feedback questionnaire via a company such as Survey Monkey, 
Typeform or SoGo Survey.  
 
 
SPIN CITY EXPERIENCE  
We find ‘Mailchimp’ an invaluable way of keeping in touch with our students. It allows both current 
and previous students to hear about our news and special offers, whilst meeting our Data Protection 
and GDPR requirements. We also use Survey Monkey every year to offer students the chance to 
provide anonymous feedback on the studio, our team and our timetable.  
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WHAT YOU WILL COVER 
• Venue Maintenance  
• Equipment Maintenance (X-Pole Maintenance videos)  

 
VENUE MAINTENANCE 
The cost of ongoing venue maintenance surprises many studio owners. This is a huge cost that 
needs to be budgeted for. Maintenance may include but is not limited to flooring, mirrors, 
equipment, supplementary equipment, sound systems, storage for student’s bags, coats, shoes – 
you name it! All of these things will be under a high level of stress due to the number of people 
coming in and out of your studio on a daily basis so be prepared that things are likely to wear out 
and need replacing over time.  
 
 
SPIN CITY EXPERIENCE  
My biggest maintenance nightmare came when we took on our Newbury studio. The studio is at 
quite a low point on the business park and there is a gutter running on the floor outside the front 
door. As the car park slopes down to the gutter, this often over flowed and the studio was liable to 
flood. This was a real nightmare, as the water came in under our flooring (for some reason always 
on Boxing day!!!) and I spend many a Christmas lifting flooring, mopping with towels, and replacing 
any damaged equipment. The business park however after some initial reluctance helped remedy 
the problem by making sure the guttering was cleaned and cleared regularly and putting a better 
door frame into our unit. Don’t be afraid to ensure your landlord holds up his end of the bargain 
when it comes to maintenance!  
 
 
EQUIPMENT MAINTENANCE  
Equipment maintenance is likely to form a large bulk of your maintenance budget. Professional 
made and tested equipment usually lasts between 200-400 hours, so factoring in let’s say 10 
classes per week on each piece of equipment, you are looking at replacing everything on average, 
yearly. Its vital to ensure that you stay on top of this with regular maintenance checks (both visual 
checks and full checks).  
 
It is your responsibility to check all of your equipment is in good working order every time you 
teach. If your installation is permanent and isn’t moved/put up and down on a regular basis then 
a weekly check is sufficient. If you are regularly rigging and de-rigging, then a visual inspection 
should be performed as a minimum every time you teach. A full inspection should be done every 
six months by a competent person. A competent person is someone who has ‘appropriate practical 
and theoretical knowledge and experience of the equipment’ (LOLER Guidelines – paragraph 294 
on ‘competent persons’). This person should be independent and impartial and not the person 
who performs the weekly regular maintenance checks. This is not only good practice but will 
ensure that you meet LOLER guidelines in the UK (the Lifting Operations Lifting Equipment 
Regulations – 1998). If you are working outside of the UK, please check relevant guidelines in your 
region.  
 
 
 

UNIT 7: MAINTENANCE 
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A daily or weekly maintenance check should consist of: 
 

• Perform a visual inspection on the body of the equipment for any flaws 
• Check the weld point as above  
• Inspect any attached ropes or strops (span sets/round slings) according to the 

manufacturer’s instructions 
• Check rigging components (carabiners etc.) for signs of excessive wear 
• Ensure rigging components are all tightened, corrected secured  

 
A full inspection should include: 
 

• Removing all equipment and rigging fully   
• Remove any tape or padding from the equipment 
• Clean all equipment thoroughly  
• Check the body of the apparatus for rust, imperfections, sharp or abrasive edges 
• Check all weld points for the same  
• Inspect any attached ropes or strops (span sets) according to the manufacturer’s 

instructions 
• Check rigging components for signs of excessive wear, ensure all are working fully  
• Replace any unsatisfactory elements  
• Re-tape the equipment 
• Re-rig the equipment  

 
Ensure any full inspections are recorded correctly. You need to include the name and address of 
the company inspected, details of the venue where the inspection was made, the date of the last 
inspection, how the equipment is identified and its current Safe Working Load (SWL), any 
equipment found to be defective and a description of the defect (including if a repair or retirement 
is needed, or the timescale by which it will need a repair/retirement or another inspection) the 
date of the next examination and the full details of the person making the report. This record 
should be provided to you by the competent person who has carried out your full inspection, as 
stated above, this should not be the person who performs the regular maintenance checks. It’s 
good practice to try and record all of your equipment checks (even your less formal checks!) so 
that you have a written record that you can keep. 
 
Equipment that shows 10% or more wear and tear should be retired. Ensure that if you are retiring 
equipment it is clearly labelled and disposed of.   
 
Think about other ways you can make the use of your equipment safer:  
 

 Ensure that you always use correct lifting and carrying procedures  
 Ensure only one person is on a piece of equipment at any time  
 Ensure there are mats available for each piece of equipment 
 Clean equipment regularly  
 Check that equipment is at a safe working distance apart 
 Ensure that the equipment is taken down and stored correctly 

 
Make sure you are fully aware of the manufacturer’s guidelines for the equipment that you are 
using. This will help you ensure you are assembling the equipment correctly and also can help you 
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troubleshoot any problems. If at any point you find when assembling equipment that it is unsafe 
to use then ensure it is clearly marked. If you are able to disassemble it safely then do so, inform 
all students and the manufacturer as soon as practicable. 
 
Equipment does not end at the top of the silks or pole though. Think about all the supplementary 
equipment you are using, from strops, swivels and carabiners, to crash mats. Ensure this 
equipment is also inspected as per the above guidelines and is sufficient to support both the height 
and type of activity on offer.  
 
 

 

WHAT YOU WILL COVER 
• Pricing  
• Instructor Changes  
• Timetable Launches  
• General Studio Change  

 
Every studio needs to stay fresh, current and up to date to stay alive, and effecting change in your 
studio can be one of the hardest things to do! Change can come in a number of ways, through areas 
like pricing, timetable change or changes to your team of instructors. Below we are going to 
consider some of these areas in detail.  
 
PRICING 
Pricing can be one of the hardest things to change when you have an established student body. 
Some studios would prefer to have a regular, minimal increase to price (for example an annual 
price increase on the 1st of January each year) to keep inline with inflation, some studios would 
prefer to put prices up by a greater amount but less frequently – to help cover increasing costs such 
as rent, insurances and instructor fees. There isn’t a right or wrong answer to this one, but there is 
a right procedure to follow when you want to increase your prices: 
 

• Ensure students have plenty of notice of the change.  
This might be to buy additional classes at the lower rate, or just so they can factor this into their 
own individual budgeting. Equally, ensure they are notified in a number of ways using social media, 
newsletters, noticeboards you name it. 
 

UNIT 8: EFFECTING CHANGE  

 
TEAM SPIN CITY RESOURCE DOWNLOAD 

 
You can download the following documents at this point to help get your started:  

 
• Supplier Information  
• Equipment Maintenance Record  
• Equipment Visual Inspections  
• General Equipment Information  
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• Educate students as to the reason for the price increase.  
Students are much more likely to accept a price increase if they know the reason for it, educate 
your students as to why you are putting up prices for example, a rent increase and they are far 
more likely to understand and endorse it.  
 

• Clarity in advertising  
Ensure when you put your prices up you change all your documentation to reflect this. Ensure its 
on your website, booking system, Facebook adverts, you name it. There is nothing more confusing 
as a student to think a class is one cost and actually be charged another.  
 
INSTRUCTOR CHANGES  
For your students to receive value for money its important that your Instructional Team stay 
inspired and invigorated. Communication as discussed previously is key to this, as is thinking of 
ways to keep them motivated in their own training. This might be regular sessions that your 
Instructors can get together and skill swap, offering workshops or private lessons with master 
trainers at your studio that your instructors can attend, signing them up to an Instruction CPD 
website such as www.teamspincity.com or www.aerialdancing.com for fresh moves and 
combinations, featuring them on your Instagram so they know how proud you are of them! Even 
with all of this, its inevitable that people will move on. Lives and priorities change, and if you feel 
like an instructor is struggling to dedicate the time to run exciting and effective classes then its best 
to approach them directly and have the conversation. As a studio owner there may be a better way 
you can be supporting them, equally they may just be looking for the right time to tell you its time 
for them to step down. Ensure that you have an ongoing training process for new instructors 
running consistently at your studio, with Teaching Assistants in training that can step up as 
Instructors change classes, hours or retire (we tend to retire young in this industry!) sometimes 
switching an instructor to a different class, level or timeslot can be enough to effect change – as 
can reducing an instructors teaching hours if required but sometimes fresh blood is needed.  
 
TIMETABLE LAUNCHES 
We have discussed how you can draw up a timetable and when to launch it, what we haven’t 
covered is how to launch it. A timetable launch can be a great opportunity to reinvigorate a student 
body. Its likely to be at a time of year that they are ready and raring to go and grab their fitness 
plan by the horns so ride the back of this wave! You might want to run a launch night where 
instructors Team Teach, or students get a free gift, you might want to offer a day of free taster 
workshops to encourage students to cross train more or try a new discipline, if you are launching a 
new apparatus you may want to offer free classes in that equipment for a week or two to encourage 
people to try it. In the short term it will be a loss leader for the studio but it will encourage a much 
wider audience to think about adding that class regularly to their schedule.  
 
GENERAL STUDIO CHANGES  
Don’t be afraid to look at your studio as a whole from year to year. Studios inevitably grow and 
develop, partly based on growth of the studio owner, but equally impacted by both the students 
and instructional team there at any one given time. Don’t be afraid to review your studio (and in 
that sense your brand) to ensure that what people see from your website, social media and 
marketing is a true reflection of what they find in your studio. You and your team may have found 
a love for Russian Exotic, you may find your studio has become a more general fitness studio with 
supplementary aerial classes, you might want to change your name, colours or branding. The more 
you can step back and look at your business as a whole, the more it will stay current and true to 
heart.  
 
  

http://www.teamspincity.com/
http://www.aerialdancing.com/
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WHAT YOU WILL COVER 
• KPI’s  
• SMART Targets  
• Short Medium and Long Term Goal Setting   
• Tracking Special Offers  

 
As well as stepping back to view your business annually, its important that you have something 
tangible to assess your progress. This can be in the form of KPI’s or short, medium and long term 
goals.  
 
KPIs 
KPI’s are Key Performance Indicators. They are specific figures that you can use to assess how well 
your business is doing. KPI’s are likely to vary for each different business. They may be based on 
your class numbers or the percentage of how full each class is, they may be based on your total 
monthly income after your total monthly outgoings. KPIs should be checked as part of your short 
term goals (see the section on short, medium and long term planning) and any goal setting off the 
back of KPIs should use the system of SMART targets.   
 
SMART TARGETS  
Although your intuition counts for a great deal in any small business, as mentioned in your Business 
Plan, targets that are specific and measurable will help you to make informed decisions. So, what 
does SMART stand for?  
 

Specific 
Measurable 
Attainable 
Realistic  
Timeframe 

 
This form of target setting is an effective motivational tool and is most effect when used and 
revisited regularly. SMART Targets should be used to implement your KPIs but also to help direct 
your business, so can be part of your short, medium- and long-term goals. Try and set SMART 
targets with your peers. This can be your family, your team of Instructors, even possibly some of 
your students. As stated in the acronym ‘SMART’ be specific, make sure you can measure the 
outcome, it should be attainable and realistic (in both cost and time) and set a specific timeframe 
(think about if it’s a short- or medium-term goal). Setting goals with others can make you more 
accountable and more likely to follow through.  
 
SHORT, MEDIUM AND LONG TERM GOALS  
You can choose to define your time periods in any way that suits you and your company, but as a 
general guide, short term goals should be up to 6 months, medium term goal 1-2 years and long 
term as 3-5 years. This is a great way to separate your tasks that are immediately actionable and 

SECTION 3: DEVELOPING YOUR BUSINESS   

UNIT 9: ASSESSING YOUR PROGRESS  
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your aims that may be 5 steps down the line. Short, medium- and long-term goals should be set 
when you initially set up your business and should be reviewed annually. Don’t be afraid to amend 
your longer-term plans as your business develops.  
 
 
SPIN CITY EXPERIENCE  
At Spin City, we made the conscious decision to close the Bristol studio for two weeks over 
Christmas. This is something that eventually made its way to all of our studios. We felt it gave both 
students and instructors the chance to rest, recover, and feel reinvigorated after a break. This also 
gave our admin team a chance to reassess our short, medium and long term goals – take a step 
back and look objectively at the KPIs for the business.  
 
 
TRACKING SPECIAL OFFERS  
Special offers you run should also be tracked. Be it a Groupon offer or an offer through Move-GB. 
If you choose to run a campaign, be clear from the start what your aims of the campaign are and 
that you are able to track how successful it is. This may be how many people you get coming 
through the door or equally how many of them continue on to become regular students when the 
offer has run out! 

 

WHAT YOU WILL COVER 
• Retention and Increasing Sales  
• Expansion and Increasing Sales  
• Marketing Budget 

 
When it comes to marketing – studios tend to go one of two ways. They tend to bombard their 
existing client base with offer after offer, workshop after workshop, or they tend to forget to 
reward their existing students and instead, just focus on getting new students through the door. 
Its important that your ongoing marketing is a balance of these two factors to ensure that your 
existing students feel valued, but that as students inevitably move onto new hobbies and lives, you 
have new students ready to replace them.  
 
RETENTION AND INCREASING SALES  
I have always felt the key to retention lies in two factors, feedback and cross training. Feedback is 
key here to help you improve existing products and services and also find out new products and 
services that your students want. Feedback from your existing customers is also ironically key to 
gaining new customers. Once they have committed to your classes, they can provide you invaluable 
feedback on what made them attend in the first place. This could be everything from where they 
saw your advert (Facebook, a poster in the gym etc…) to the wording you used, to the class that 
appealed to them.  The second is cross training. The more you can encourage your students into 
other classes and new disciplines the more likely they are to see progress and the more they are 
likely to come back. A regular mailing list or social media group can be a great way to keep in touch 
with your existing client base and send them regular offers to tempt them into new classes and 
workshops!  
 
  

UNIT 10: PROGRESSIVE MARKETING  
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EXPANSION AND INCREASING SALES 
When it comes to gaining new customers – word of mouth is key. Your existing students singing 
your praises is more likely to get new students to come along than a social media ad ever will. 
Existing students can encourage, reassure, inspire and support. Why not try running an offer for 
existing students where if they bring a friend they too get a free class?  
 
 
SPIN CITY EXPERIENCE  
I always found my best marketing tool was encouraging students to take photos of themselves in 
class. They would then post these on their social media accounts and friends would comment asking 
where they would learn. This process was self-serving as the more students shared photos, the more 
people came and shared photos, it helped expand the studio massively as soon as we got that 
critical batch of first students.  
 
 
Its also important to think about the barriers to exercise for new students. What’s stopping them 
giving it a try? Is this something you can overcome? Do you need to change the wording of your 
adverts or the imagery to display students rather than instructors? This can help dictate how you 
present your business in the first instance as first impressions matter.  
 
MARKETING BUDGET  
Marketing can be done on a really strict budget, but it often comes down to time versus money. At 
the start of your business you are often time rich (but financially poor!) here are some ideas that 
have worked for us at Spin City!  
 

• Writing to local hairdressers and beauty salons to send them free taster vouchers  
• Giving out a voucher for a free class to existing students at Christmas to gift to a friend  
• Team up with related local businesses (sports masseuses, Personal Trainers etc…)  
• See if your local paper will run a feature on your new classes 
• Run a showcase for charity and try and get some press coverage  
• Brand your car with your company details  
• Exhibit and show your skills at village fetes, local fashion shows, WI groups, Race for Life – 

what we do is very visual and it helps people to see what they can learn.  
• Give students flyers to put up at their work places  
• Write a blog, make videos of your classes, your training and post them on your social media 

channels – asking friends to share them  
• Use Social Media Adverts – these are great for being very specific, targeted with great reach 

and a low cost. They also have clear measurable results.  
 
When it comes to marketing, be aware of your legal responsibilities. This is especially relevant to 
any email and SMS marketing. You can only send direct mail to customers that have given you 
permission. Any messages must clearly include who you are, what you are offering and full terms 
and conditions. Customers must also have a chance to opt out. When it comes to your website your 
company details should be clearly displayed (company number and registered address) and if you 
are using cookies, you should again have an opt-in/opt-out. For more information on your legal 
responsibilities when it comes to marketing, head to: https://www.gov.uk/marketing-advertising-
law/direct-marketing  
 
 

https://www.gov.uk/marketing-advertising-law/direct-marketing
https://www.gov.uk/marketing-advertising-law/direct-marketing
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WHAT YOU WILL COVER 
• Additional Revenue Streams  
• Renting out your venue  
• Lost income and its effects on revenue  
• Retention and its effects on revenue  

 
Its important to help maximise the revenue of the studio by looking beyond your classes. There are 
many other ways you will be able to make money from both your space and your students, through 
additional revenue streams:  
 

• Sell studio clothing (hoodies, vests, shorts etc…)  
• Run events such as competitions, showcases, performance evenings  
• Offer workshops or masterclasses in disciplines you don’t offer or with master instructors 
• Sell other stock such as grip aids (and bibles!)  
• Rent the studio out during your dead time to PTs, mother and baby groups or to other 

instructors for training time  
• Run raffles and competitions  
• Offer bonus practice sessions to raise money for equipment  
• Run showcases to generate additional income from practice sessions  
• Sell gift vouchers  

 
RENTING OUT YOUR SPACE  
Renting out your studio can be a great way to help maximise your income. Depending on your client 
base, there will inevitably be hours of the day that you don’t have the demand for classes/private 
lessons but others do. Renting generally falls into one of two categories:   
 

• External Renters 
External renters include personal trainers, mother and baby groups, small group physio etc… 
individuals that are not part of your instructional team but equally need a similar studio space and 
equipment. Studios are often hard to come by and a large expanse of space is key to other small 
businesses; especially if your equipment can be removed and stored.  
 

• Internal Renters 
You will also have the option of renting internally to your own instructors. This might be so that 
they can offer 1-2-1 sessions, it may be so they can develop competition, showcase or performance 
pieces or it may be so that they can train. Think about if this is something you want to charge them 
for if you want to cover costs or profit from it, or if you want to offer this as a perk of working for 
you.  
 
If you are charging anybody to rent your studio, make sure you have an agreed rental contract. This 
should be written down and clarify your expectations and also their and your responsibilities. If you 
are renting to break even, take into consideration the cost of lighting, heating, equipment wear 
and tear along with any additional insurance requirements or costs that you might need. If you are 
renting for profit balance the above figure, with a competitor analysis of what they are likely to be 
charged at other venues in the city and work out a figure that is acceptable to both parties.  
 
 

UNIT 11: MAXIMISING EXISTING INCOME  
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LOST INCOME  
One of the key factors when it comes to revenue is chasing up on owed funds. Have a clear 
cancellations policy and always take payment in advance for classes and deposits in advance of 
workshops. If you are an instructor or studio owner that finds this hard, then have an online 
booking system to do the work for you. Make sure you have a clear refund and transfer policy 
which you should remind students of at the point of booking (see the ‘Terms and Conditions’ 
section for more information).  
 
RETENTION AND INCOME  
When people think of additional studio income, they often think of gaining new students, rather 
than encouraging their existing client base to keep coming back or to spend more money. For your 
existing students:  
 

• Offer blocks of classes or courses to make it cheaper for them  
• Offer special offers at quiet times of year (August/December)  
• Encourage cross training where possible through tasters and workshops  
• Have progression checks, in the form of move check lists, showcases, competitions etc… 

help students develop their own goals (be it a specific move or a level up) to help keep 
them motivated 

 

WHAT YOU WILL COVER 
• Venue Expansion  
• Franchise options  

 
VENUE EXPANSION  
One of the most common questions I get asked from successful studio owners is when they should 
expand to a second venue. This is a really difficult decision. A second venue obviously offers the 
opportunity to increase income, as does a new larger first venue, but both options often leave 
studio owners feeling thin on the ground. Firstly, its important to think of the reasons why you are 
looking to expand;  
 

• Have you maximised the income from your first venue? (See Unit 11)  
• Has the income been stable for a period of time?  
• Do you have a good team in place to help support an expansion?  
• What would be the benefits of offering a second venue? 
• Do you have the time to build a second venue from the ground up?  

 
It’s important to weight up all the pros and cons before taking on such a great commitment. Often 
it can be better to work on making one venue fantastic, than running two mediocre ones.  
 
It may be worth prior to taking on a full time second venue, trialing a satellite site. A satellite site 
may be a room you can rent in a gym for a few hours a week or a local village hall. It gives you the 
chance to test a larger business model without the full commitment or cost. This can also help drive 
business back to your main venue by running taster workshops, 4-week beginners’ courses etc… 
 
 
 

UNIT 12: PHYSICAL EXPANSION  
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SPIN CITY EXPERIENCE  
I had no plans to expand our Bristol Studio – to be honest, I was exhausted from the set-up! But my 
husband was offered a job closer to his parents, so we made the decision to move to the 
Oxfordshire/Berkshire Border. It was by complete coincidence that I got in touch with Shelly, who 
was running the local studio (House of Pole) she was emigrating to the US and looking to handover 
her business. As it was relatively small, I was happy to take over. The classes didn’t remain small for 
long though as Shelly had a great reputation so Spin City Newbury was born! Finding a venue was 
more challenging in Newbury (as I didn’t have the support of my mentor, Martin Mulligan) but a 
student had suggested Greenham Business Park and I found the administration team more than 
happy to help me hunt through all their units until I found the perfect one!   
 
 
FRANCHISING  
You may also want to consider the option of offering a franchise to your instructional team. Your 
experience is invaluable and if you have built a successful studio then you have a strong brand that 
you can use to not only help others start their own businesses, but generate income yourself 
without the time or financial commitment of setting up a second venue. When it comes to 
franchising, finding the right people are key. Go for those that know your brand, your ethos and 
can work harmoniously alongside you towards your long-term goals.   
 
If you do opt to go down the franchise route, then its again important to clarify the terms in a 
written contract. This should include:  
 

• Franchisors obligations  
• Franchisees obligations  
• Length of Contract  
• Rights of Renewal/Termination/Break Clause  
• Any Special Terms  
• Sale of Franchise  
• Non-Competition Clause  
• Any Associated Fees or Costs  
• Intellectual Property  
• Liability  

 
It may take a block of initial discussions to agree all of this with your potential franchise holder prior 
to entering into a written agreement and the situation may become even more complex if they are 
taking over an existing venue that you established. Take time to get the right person and the right 
agreement, don’t be tempted to rush this process.  
 

WHAT YOU WILL COVER 
• Local Pole and Aerial Community  
• Expanding beyond the Pole Community  
• Work/Life Balance  
• Studio Owner Support  

 
 

UNIT 13: YOUR STUDIO IN THE COMMUNITY  



 

©Copyright Spin City Aerial Fitness Ltd 2015  
Page 46 of 48 

LOCAL POLE AND AERIAL COMMUNITY  
Your studio is part of something greater. You are part of the local, national and international pole 
and aerial community. There is nothing worse than bad blood between local studios, and it’s 
important to try and forge relationships, build bridges and recognise and celebrate each other’s 
strengths through events such as:  
 

• Local competitions  
• Pole and Aerial Jams  
• Shared events such as photoshoots, workshops etc… 

 
 
SPIN CITY EXPERIENCE  
When I first set up Spin City Bristol, I had very little knowledge of the other pole schools around me. 
My instructor was trained at Bobbi’s in Sydney and was a great friend of mine so I had always 
learned from her on a 1-2-1 basis. As my classes began to grow, Robyn Rooke from 360 came over 
to meet me. I remember Robyn being so helpful and supportive and really welcoming. We both had 
very different styles (Robyn is fearsome in heels and I have always been fitness orientated). At the 
time she was running Pole Divas Competition also. She welcomed me and my students into Pole 
Jams, Competitions, Workshops – you name it. I will never forget her support in my development.  
 
 
EXPANDING BEYOND THE POLE COMMUNITY  
Equally, think about expanding beyond your local pole and aerial community and make 
relationships with Personal Trainers, Physiotherapists, Osteopaths, Nutritionists – you name it, 
they will all be potential sources of new clients/referrals and equally – will help keep your students 
fit to train.  
 
WORK/LIFE BALANCE  
When starting your own business, especially in the first 1-2 years (the ‘set up’ period) it can be 
difficult to achieve a work life balance. This is definitely something to consider prior to making the 
leap from instructor to studio owner. You may still have another ‘proper’ job or be trying to juggle 
other commitments, and equally you may find that your business becomes so successful so quickly 
it can take over your life! Make sure once the initial set up is done, you set your boundaries; 
 

• Set your teaching and training hours – make sure you get CPD, attend classes at another 
studio, set up instructor only practice session in which you can train  

• Set your working hours – give yourself hours like any other job. You will be more productive 
when your time is limited. Make these hours clear on your emails and voicemail messages 
and to members of your team. This will help manage the expectations of staff and students, 
who otherwise may assume you are on call 24 hours a day, 7 days a week.  

• Separate your social and work platforms – don’t use your personal social media to 
advertise your classes and then not expect students to contact you on there. Either keep 
your social media as personal friends only or use it for both business and personal but apply 
your working hours when you check it.  

• Set up a communication platform – apps such as Slack can really help keep your work 
messages separate and help your team keep their work life balance too!  

• Get a great team – it’s a huge error to think that the business will fall apart without you 
there every day. Equally, don’t expect your team to be flawless – we are all human and we 
all make mistakes. Surround yourself with people that have your business at heart and trust 
them to do their best.  
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• Don’t be scared to say no – when you set up your company the temptation is to say yes to 
everything in case the work dries up. Take time to consider where your time is best used, 
and don’t be afraid to say no if it clashes with your personal time or is asking you to use 
your skills for free.  

 
Work life balance is often the hardest thing to achieve for studio owners. There isn’t a right or 
wrong answer to finding your own and everybody’s balance will be different in different phases of 
their life. Just remember not to lose sight of the bigger picture.  
 
STUDIO SUPPORT  
One of the things our community is great at, is support. Facebook offers a number of groups 
specifically to support studio owners by providing peer support.  
 

• Aerial Instructors and Studio Owners 
https://www.facebook.com/groups/1419454068356855/?ref=br_rs 
 

• Studio Owners Only! 
https://www.facebook.com/groups/1014205325260854/?ref=br_rs 
 

• Pole and Aerial ‘Studio Owners’ Only  
https://www.facebook.com/groups/735054906591030/?ref=br_rs 
 

• Pole/Aerial Studio Owners & Professionals Networking Group  
https://www.facebook.com/groups/polestudiosunited/ 
 

• Pole Dance, Aerial & Yoga Studio Owners & Instructors Networking Group  
https://www.facebook.com/groups/634797883296034/ 
 
There are also a number of great organisations out there including the PDC (Pole Dance 
Community - https://www.poledancecommunity.com/_) the Pole Safe Federation 
(http://www.polesafefederation.com/), FEDEC (http://www.fedec.eu/en/) the American Circus 
Educators (https://www.americancircuseducators.org/) amongst others that help provide 
support, advice and guidance to studio owners. Don’t be afraid to reach out and share the load!   

 
• Princes Trust – Business Advice for Young People: https://www.princes-

trust.org.uk/help-for-young-people/tools-resources/business-tools  

• Princes Trust ‘How to Write a Business Plan’  

file:///C:/Users/Spin%20City/Downloads/BUSINESS_PLAN_2015.pdf 

file:///C:/Users/Spin%20City/Downloads/BusinessPlanPack_FINAL.pdf 

• Government advice on setting up a business in the UK: 

https://www.gov.uk/browse/business/setting-up 

• Federation of Small Businesses: http://www.fsb.org.uk/ legal advice, tax and VAT advice, 

health and safety support, access to documents/materials. 
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• Local Enterprise Partnership Growth Hubs: https://www.lepnetwork.net/growth-hubs/ 

local free advise and networking events, workshops, funding.  

• http://smallbusiness.co.uk/ general advice  

• http://poleandaerialstudioowner.com/ an online community aimed at studio owners  

• Health and Safety Executive: http://www.hse.gov.uk/simple-health-safety/index.htm  

• Fire Safety in the Workplace: https://www.gov.uk/workplace-fire-safety-your-

responsibilities/who-is-responsible  

• Employers Liability Insurance: http://www.hse.gov.uk/pubns/hse40.pdf  

• The Standards for Safeguarding Children in Sport - This site contains all the national 

standards each organisation has to meet under the Children’s Acts 1989 and 2004, 

Every Child Matters: Change for Children 2004, The Protection of Children Act 1999 and 

Working Together 2013. https://thecpsu.org.uk/resource-library/2013/standards-for-

safeguarding-and-protecting-children-in-sport/ 

• The Self-Assessment Toolkit - This explains how an individual or organisation can 

implement policies and procedures that meet the above legislation 

https://thecpsu.org.uk/self-assessment-tool/ 

• Minimum Standards for Active Coaches of Children and Young People 

http://www.sportscoachuk.org/sites/default/files/MSD-guidance-tool-1-2.pdf#page95  

• DBS Checks: https://www.gov.uk/disclosure-barring-service-check/overview 

• NSPCC – Child Protection Training: https://www.nspcc.org.uk/preventing-

abuse/safeguarding/)  

• Childrens Fitness Qualifications: 

http://www.ymcafit.org.uk/courses/kids-fitness-dance  

http://activeiq.co.uk/qualifications-students/level-2-qualifications/level-2-award-in-

adapting-fitness-instruction-for-adolescents-qcf  

• Institute for small business and entrepreneurship - http://isbe.org.uk/  

• Exercise Music and Dance Partnership - http://www.exercisemovedance.org/ 

• Pole Dance Community - http://www.poledancecommunity.com/ 

• Pole and Aerial Studio Manager - http://poleandaerialstudioowner.com/  
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