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Where students
actually come from
Twenty minutes with your last ten students tells you more
than a year of guessing where the effort should go.

Y O G A P R O S

Handout 06 · goes with the Learning Hub article of the same

name
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H A N D O U T  0 6

Inside this handout

An audit page. Write down how your last ten students actually arrived,
compare it to where your effort goes, and move one hour a week to

whatever is really working.

01 When to use this
The moments this practice is for

page 2

02 The practice
Step by step, small and specific

page 2

03 Your page
Space to write — keep it, date it

page 3

04 Before you finish
A short checklist to close the loop

page 3

05 Related reading
Where to go next on the Learning Hub

closing page

H O W  T O  U S E  I T

Print it, or fill it in on a tablet. Paper works better than it should.

Read the article first if you can. The handout is the practice; the article is the thinking
behind it.

There is no score and nothing to get right. It is a working page, not a test.
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W H E N  T O  U S E  T H I S

T H E  P R A C T I C E

The audit, and what to do with it

If you’re posting a lot and it isn’t filling classes

Before a new term, deciding where the effort goes

When you’re starting a new class and want people in it

Any time marketing has started to feel like a second job

Somebody brought them

The strongest by a distance. They arrive half-committed, stay longer, and bring others
later. Most classes are built this way.

01

They looked for you

They’d already decided to try yoga and searched locally. High intent, because they’re
past the hard part. Being findable and clear is what matters.

02

They saw you somewhere

Social, a poster, the venue list. Real but weaker. It rarely creates the decision. It con‐
firms one someone else started.

03

List the last ten

Write down how each of your last ten students actually arrived. Ask the ones you don’t
know. It’s a nice conversation.

04

Compare

Put that split next to where your hours currently go. For most teachers the two are
close to opposite.

05

Say the invitation

Once, out loud, in a class: if you know someone who’s been meaning to start, bring
them. Most people would and have never been asked.

06
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Y O U R  P A G E

Write it down
Student 1–5, and how each arrived: Student 6–10, and how each arrived:

How they split: Where my hours currently go:

The mismatch: One hour a week I’m moving, and where to:

B E F O R E  Y O U  F I N I S H

Ten students listed, honestly, asking where unsure

Split counted rather than estimated

Compared against where the effort actually goes

Invitation said out loud in one class

One hour a week moved



Y O G A P R O S

Business collection · handout 06

R E L A T E D  R E A D I N G  O N  T H E  L E A R N I N G  H U B

↗ The words people actually search for

↗ The teachers who send you work

F I N D  T H E  A R T I C L E  A N D  T H E  W H O L E  C O L L E C T I O N  A T

theyogapros.com/learning-hub

This guidance is for general awareness and professional orientation. It is not a substitute for professional

legal, tax, or insurance advice, or for medical or mental-health care, specific to your individual situation.


	Where students actually come from
	Inside this handout
	The audit, and what to do with it
	Write it down


	check_p3_00: Off
	check_p3_01: Off
	check_p3_02: Off
	check_p3_03: Off
	check_p3_04: Off
	field_p3_00: 
	field_p3_01: 
	field_p3_02: 
	field_p3_03: 
	field_p3_04: 
	field_p3_05: 


