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Recruiting for beginning instrumental music is a year-round job. Although the direc-
tor’s task may be challenging, there is a great deal and variety of help available.

This booklet describes recruiting methods being used successfully today by directors
in schools throughout the country. Some methods differ widely, but all are techniques
that have been tested in action and are proven to work. The content here reflects the
combined experience of successful educators and school music dealers. That is why
this is a practical guide to recruiting and retention for veteran teachers, beginning
teachers and future teachers.

One key person not in this booklet is you. It is up to you to add your personality and
style to the techniques explained. You can do this by:

● Rewriting the sample letters

● Designing your own forms

● Setting up schedules that fit your school system

● Giving everything your personal touch

The yearly cycle presented in this publication is designed to increase the number of
students recruited and keep them in the program. Two methods to improve retention
run through this booklet:

● Don’t miss any prospective students, especially the good ones — high quality is
one of the keys to retention

● Don’t try to avoid dropouts — rather, strive to improve retention

This entire booklet is contained on the enclosed cdrom. You can tailor any of the 
contents to your needs. The booklet is also available as downloadable word docu-
ments on line at www.musicachievement.com.
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part 1 IInnttrroodduuccttiioonn

If it were necessary to explain or justify the
study of music to you, you would not be
reading this guide. Children don’t need justi-
fication — they just want to play because it
looks like fun. Fortunately, music education
has been the subject of countless scientific
studies showing its value to children as part
of their total education. Without a well-
planned and organized recruiting effort, how-
ever, most public school instrumental music
programs would not thrive.

For a number of reasons, recruiting enough
students to keep instrumental music healthy
is becoming more important and more diffi-
cult at the same time:

● In many areas, school enrollment 
is declining

● There are more demands on students’ time

● There are more homes with two working
parents and single parents

● School budgets are being cut

● No Child Left Behind puts renewed
emphasis on academic testing

Two details make this situation alarming
1. There isn’t much you can do about many

of these problems, but that’s OK.
2. Many administrators and school boards

base budget decisions on student 
numbers — this is OK, too. Therefore it is
vital to the future of instrumental music to
recruit and retain as many students as 
possible.

4



Children join an instrumental music program 
(band or orchestra) and stick with it if:
● The director is enthusiastic and makes learning fun

● Parents, community and school boards 
support the program

● The instrumental music program is visible 
in the community

So this is what you have to do:
● Foster student interest

● Inform their parents

● Develop a continuing program for nurturing the support of the school, 
the administration and the community

This guide will explain how successful teachers and music dealers
have made recruitment an exciting and vital part of their teaching.
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Recruiting for instrumental music is still full of mysteries and 
surprises. To help you in this process, there are three very important
people you should know.
1. The school secretary, who will help set up the recruiting program and open lines of

communication within the school and with your students and their parents
2. The head custodian, who is the key to organizing the availability and management of

all in-school facilities 
3. The full-service music dealer, who will handle your rentals, repairs, music and acces-

sories, and whose representative will visit you on a regular basis

Quick Checklist for Choosing a Music Dealer
Do they provide the following?

● Regular visits by an educational representative — often a former music educator

● Sales and service departments that are readily accessible by phone, fax and e-mail

● A large inventory of music and educational materials, including an approval plan

● A complete repair service, including loaner instruments

● An extensive line of accessories for all instruments

● An order, delivery and collection system that will not make demands on your time

● A choice among the most widely accepted instrument brands

● Materials for making your entire program run more smoothly — including music
folders, administrative forms, schedule calendars, audio/visual aids and materials
available from the music products industry

● Studio facilities and private teachers, who may also be important assets to 
your program

Orchestrate Your Publicity
Newspapers, television and e-mail are the fastest and most effective means of reaching
a large number of people but may not be the most effective way of successfully reach-
ing students and parents as part of your recruitment program. Your entire music educa-
tion department must continually advocate the value of a complete music education. In
addition, you must emphasize to the parents of potential students the value of partici-
pating in instrumental music. 
Here are some helpful hints:

● Use school bulletin boards

● Use school newspapers

● Use school and district newsletters

● Use PTA announcements

● Use direct communication by phone, fax and e-mail

● Use concert programs

● Use school announcements

● Enlist the help of other teachers



Enlist Dealer Help
Educational representatives are experienced in working with music educators in setting
up successful recruiting programs. Most have extensive experience and can help in set-
ting up and carrying out demonstrations, testing and implementing follow-up techniques
to keep students in the program.

Understand the School Calendar
There are many school and after-school activities, so enlist the aid and support of school
employees — especially the principal. You will need to set dates and times well in
advance to avoid conflicts so the 
following are as successful as possible:

● Instrument demonstrations

● Student surveys

● Parent meetings

● First Performance Demonstration Concert

● Mass Band/Orchestra Concert 

7



RReeccrruuiittmmeenntt  PPrreeppaarraattiioonn

● Meet with classroom teachers and general music teachers to help plan the recruit-
ing process and identify potential future instrumentalists

● Gather information pertaining to prospective students’ scholastic level, natural abil-
ity and work and discipline habits

Select and Collect Recruiting Materials
Get to know what materials are available from your music dealer and the music prod-
ucts industry, then choose the materials that will work best for you. 
Materials available may include:

● DVDs and videocassettes

● Posters

● Surveys and survey forms

● Pamphlets for parents and students

● Various forms and worksheets

Make your requests well in advance and be sure your dealer 
or other supplier knows:
● What you want

● How many you want

● When you need the materials

Recruiting Is a Year-Round Job
Recruiting and retention to-do list:
● Inform students and parents

● Inform others including: administrators, teachers, PTA, press

● Survey students

● Build interest

● Meet students and parents

● Have students choose instruments

● Equip students through rental or other programs

● Sustain student interest

● Engage parent support

● Provide satisfying musical experiences including a First Performance demonstra-
tion concert, which is available from the Music Achievement Council or your local
school music dealer.

Recruitment is a yearlong job. Many directors feel recruitment isn’t really part of their
job, but your success in the recruitment process is directly related to your success as
an educator. More and better students equal a better instrumental music program.

8



There are many timetables that will help you complete the list above. The following is a
good starting place. Adjust to your school calendar and to your own needs and style.
The task is to get information to people and to be sure they remember it.

One-Year Recruiting Calendar 
● Sometime in fall, set up your annual schedule. Include a recruiting meeting with 

students (see page 10), a parent meeting (see page 11), and a First Performance
demonstration concert

● February–March: Visit with general music teacher, and observe and speak with
recorder classes

● April–May: Recruiting instrument demonstration and instrument try-out with 
students. (Many like to have the recruiting meeting as soon as students come back
to school in fall rather than before school is dismissed the previous year.) Send a let-
ter to parents describing the beginning instrumental music program and invite them
to a mandatory parent meeting (see page 13)

● 1 week later: Parent meeting and instrument rental. Include expectations, lesson
schedule and practice commitment

● 1 week after that: Follow up on students who did not sign up

● Program begins. (If the cycle begins at the end of the prior school year, the program
begins when school begins)

● + 6 to 8 weeks: A First Performance demonstration concert should take place. Have
administration involved and make an extra effort to have all parents attend

● Feb–May: A Mass Band/Parade of Bands Concert with the recorder class, the ele-
mentary, middle and high school band performing independently and together.
Note: Starting concert season earlier in the calendar year gives student’s a culminat-
ing experience before they register for next year’s classes and potentially avoids
more drop-outs.

9



Recruitment Meeting with Student Checklist
Use this as a checklist of points you should cover in your style. Your music dealer can
be of great assistance in this process.

Opening
● Introduce yourself and establish rapport

● Describe the reasons for joining. Highlight the fun, but explain there is work
involved in learning an instrument — but not as much as they may think

● Get students actively involved: Clap call and response rhythms, questions about
instruments

Demonstration
● Show each instrument — ask its name and family

● Play recruitment DVD

● Explain how sound is produced and how pitches are changed

● Demonstrate each instrument, and avoid reinforcing stereotypes (girls play flute, etc.)

Instrument Try Out
● Discuss the need for balanced instrumentation

● Have students try instruments and indicate first and second instrument choice

Survey
● Explain the survey in simple terms

● Give the survey

Closing
● Collect surveys, and correct them

● Distribute materials for students to take home to parents — you may wish to mail
and e-mail this information as well

● Thank students for their time, attention, interest and good behavior

● Develop recruiting priority list coordinating student assessments, interest and
instrument preference

● Thank classroom teachers for their valuable time and help in the recruiting process

● Contact parents and students who have been recommended by other teachers but
who have not shown interest; continue your recruiting campaign

10
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Let parents and students know all about the music program. 
Your first communication should include:

● When new classes are being formed

● The rewards of participating in music

● The idea that active parental support is necessary

● Program details — rehearsal times

● Your expectations
Your second communication should include:

● Time and place of parent meetings. All meetings should be as short as possible
— let parents know you respect their time

● RSVP form to be signed and returned (see page 13)

● Details about choosing an appropriate instrument

● Information on rental programs or school-owned instruments, if applicable

The Parent Meeting
It is very helpful to have more than one person representing the music program at
this meeting. Other members of your staff and your local music dealer representative
are the best participants. Even though this is an extremely important event, under-
stand that parents and guardians have very busy schedules, so keep this and other
meetings as short as possible. This will allow for maximum attendance. 

Parent Meeting Checklist
● Register parents as they arrive — you already may have a list for them to just check off

● Introductory remarks:
1. Have a music-booster parent make a short, positive statement about the music

program and its influence on children.
2. Thank parents for their interest in their child’s education.
3. Explain beginning music program and the parent’s role.
4. Introduce the people represented, including those from the local music dealer.

● Describe physical aptitudes and limitations

● Have the music dealer representative explain brand preferences, options and
rental plans available

● If you have individual meetings:
1. Have parents look at instruments and advocacy material 
2. Go over student test scores, teacher evaluations, instrument preferences and
recommendations

All of the above are ideas that must be adjusted to your own situation. In some
cases, directors like to do all the recruiting and meeting with parents. They may have
the music dealer supply materials and do the paperwork for signing up the new
music students. In some cases, prescreening and instrumental preferences are not
sought before the meeting, but are done at the parent meeting and in individual
meetings. Remember to announce the date of the First Performance demonstration
concert. Emphasize that it is a fun demonstration of the student’s progress.

11



12

Follow Through
Be aware of critical times in the recruitment process.
Immediately, within one week, after the instrument demonstration to the students:

● Follow up with all students who didn’t sign up

● Follow up with letters, e-mails and phone calls reminding parents of the meeting date

● Ease concerns about being stuck with a costly instrument and long hours of practice

● Reinforce the benefits of music for their child

Immediately after the parent meeting: 

● Have a plan for parents who had a schedule conflict with the
meeting time

● Make it simple and convenient for them to sign up

● Your music dealer can help with follow-up

Keys to Student Success
It is the director’s responsibility to capture the students’ attention,
sustain their interest and earn their support.

● Realize time conflicts with sports, other classes, school activi-
ties and jobs

● Understand each student as an individual

● Build appreciation for the musical group

● Give recognition for their effort and accomplishments —
badges, medals, guest 
clinicians, printed certificates, attendance at special events

● Know that everyone has a fear of failure — constantly praise
and reinforce that 
there is no failure in music. Give formal awards, informal
praise and constant encouragement

Be a Music Educator
Directors often think students don’t appreciate the value and ben-
efits of music education. In many cases, what are perceived as
benefits of music participation have little to do with music.
They include the development of:

● Social skills

● Responsibility

● Self-confidence

● Coordination

● Teamwork

Although highly regarded by students and parents, these benefits are
really by-products of music participation. You must never lose sight of
the fact that you are also developing students who will have a lifelong
appreciation of music. Keep the musical values on the top of your list!



sampleSample Parent Letter: 
Beginning of Recruitment Process
The following are paragraphs that you can use to develop a letter that
fits your situation.
Each year at this time, students eagerly wait their turn to join our music program. The
study of music could be one of the most valuable steps in your child’s education. Current
research shows that playing an instrument increases brain development and — along
with developing responsibility, mental discipline, teamwork and self-esteem — will pro-
vide enjoyment while fostering a lifelong appreciation of music and other arts.

To find the most promising beginners, we give a musical aptitude survey to all students
in your child’s grade. We are pleased to report that your child’s results were very favor-
able and that your child is considered a good prospect for the school’s instrumental
music program.

Our beginning instrumental music class for next year is now being organized. During our
registration meeting, I will describe schedules, lessons and instruments and answer any
questions you may have. It is important that parents and guardians attend this meeting.
It will be held on [day and date] at [time] at [place]. We understand you have a busy
schedule and will make the meeting short but informative.

All instruction is free, and all that is necessary for you to do is obtain an instrument for
the student. A good-quality instrument is essential for your child’s success. For your con-
venience, I have asked a representative from _________________________________________,
our music dealer, to have instruments available to rent. I believe a rental plan is advis-
able. Please be ready to make a deposit for the instrument.

I hope you agree with my belief that every child should have the chance to participate in
music, to understand it and to appreciate it. I look forward to seeing you at the meeting.
If you have any questions, feel free to call me at [phone number]
or e-mail me at [e-mail address].

Please fill in and return this questionnaire before [date]:

1. I would like my child to enroll in beginning band____________ orchestra_____________

2. I will attend the parent meeting  Yes_________ No_________ I have a schedule conflict;

please call me at_______________________________________or___________________________

3. Parent___________________________________________________________________________

Address___________________________________ E-mail address________________________

4. Student’s name_________________________ Telephone_______________________________

5. Do you have an instrument? Yes___ No___ If yes, what is it?_________________________

6. What instrument are you most interested in?______________________________________
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Sample Parent Letter: 
Outlining Goals of the Instrumental Music Program
Our overall goal is to provide positive growth for all students through the study of music.
We provide a music study program, which will teach all students to:

● Enjoy working with others

● Develop individual skills for social life

● Know music through familiarity with specific compositions

● Experience the thrill of playing well with and for others

● Understand and meet the requirements for the National Standards for Arts Education
in Music

Pupil growth through music will be gained by learning to:
● Concentrate on the job at hand

● Play an instrument in class

● Prepare for lessons at home

● Listen to the playing of others

● Develop a musical ear

● Develop rhythmic and melodic feeling

● Play individually and in groups at school, home and in the community

● Accept criticism by teachers, parents, classmates and the public

● Find satisfaction through music activities

How Parents Can Help
At home:
● Show interest in what the student is studying

● Provide a good-quality instrument

● Give praise and encouragement

● Arrange a regular time for practice — 15 to 30 minutes a day is better than longer
amounts of time every few days

● Find a quiet place for your child to practice without interruptions

● Provide an adjustable-height music stand

● Help and support practice

● Never make fun of strange sounds made in the beginning

● Help keep a daily record of practice time

● Provide a safe place to keep the instrument

● Keep the instrument in good repair

● Teach the student to be on time for lessons and rehearsals

● Encourage the student to play for others

At school:
● Keep a record of the student’s various music activities

● Notify the director if the student is going to be absent

● Make sure your child takes his/her instrument and other music items to school on
lesson or rehearsal days

● Teach punctuality

● Be sure all other classroom studies are accomplished

● Visit rehearsals and lessons occasionally

● Discuss with the director unique needs or characteristics of the student

● Attend all concerts and parent meetings

● Help with parent activities

● Advocate for music education in the schools
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Director’s Recruiting Checklist
Planning:
● Recruitment time (spring or fall)

● Meet with classroom and general music teachers

● Select method book(s)

● Meet with principal and other school personnel

● Meet with school music dealer

● Schedule dates for all student and parent meetings

● Determine instruments needed for a balanced instrumentation

● Schedule dates for First Performance Demonstration and Mass Band concerts

Confirmation:
● Contact principal(s) 3 to 5 days before each scheduled program to confirm all particulars

● Have all supplies needed for each type of meeting

Student recruitment meeting:
● Arrive 30 minutes early

● Meet with principal

● Prepare materials and instruments

● Distribute survey cards and pencils

● Introduce music dealer

● Distribute parent letters and explain

● Collect survey cards

● Distribute posters to teachers for classroom display — also in cafeteria and halls

● Thank principal, teachers and students

Parent follow-up:
● Sort survey cards by interest and aptitude

● Select students to assist in telephone and/or e-mail campaign

● Check facility for parent meeting — space, ventilation, chairs and tables, 
locking and unlocking building, directions

● Reconfirm meeting time, date and location

● Conduct phone and e-mail campaign

● Visit classrooms to remind students of parent meeting

Parent meeting:
● Arrive 30 minutes early

● Have parent-boosters at door to welcome prospective parents and students

● Director meets with parents and students

● Parents and students meet with music dealer representative

15



Sample Student Evaluation by Classroom Teacher

Name _______________________________________________________

Age _____ Grade ___________________________________________

1. Scholastic Level:

a. Outstanding _____

b. Good __________

c. Average ________

d. Poor ___________

2. Scholastic Capabilities:

a. Outstanding _____

b. Good __________

c. Average ________

d. Poor ___________

3. Work Habits:

a. Outstanding _____

b. Good __________

c. Average ________

d. Poor ___________

4. Discipline:

a. Outstanding _____

b. Good __________

c. Average ________

d. Poor ___________

16

5. Cooperation with Teacher:

a. Outstanding _____

b. Good __________

c. Average ________

d. Poor ___________

6. Cooperation with Others:

a. Outstanding _____

b. Good __________

c. Average ________

d. Poor ___________

7. Recommendations:

a. Pupil would be a credit to band/orchestra ____

b. Band/orchestra could improve this student ____

c. Participation questionable ____

d. Comments ______________________________

For Directors Only:

Test Score

_____________________________________

Recommended Instrument

_____________________________________
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Sample Telephone Recruiting Script

Hello, my name is _____________. I am calling for _________________, the band director at

____________________ [school.] In the recently conducted survey of the ______ grade

students in the elementary school, _________________ [student’s name] had a very high

music aptitude rating and showed a lot of interest in learning to play a band/orchestra

instrument. We hope you will encourage ___________ [student’s name] by giving

him/her the opportunity to join our fine program.

Sample Instrumental Music Recruiting Meeting
Survey (To be filled out by the parent)

Student’s Name ___________________________Parent’s Name___________________________

Street Address ____________________________________City_____________________________

Phone _______________________________School __________________________ Grade ______

What instrument is the student interested in learning? ________________________________

Do you have that instrument? Yes___ No___ Comments_______________________________

___________________________________________________________________________________

___________________________________________________________________________________

Sample Instrumental Music Progress Report

Dear Parent,

This letter is to inform you of your child’s progress in our music program. The students

have been given weekly assignments to study and practice. The evaluation of all stu-

dents is based on these assignments plus class work. Factors considered include the

understanding of the music studied, attentiveness in class, the ability to perform 

assignments, time spent studying and practicing and interest. I am happy to say that

__________________________________________ [student’s name] is doing very well. The

following are my suggestions for continued improvement:____________________________

___________________________________________________________________________________

___________________________________________________________________________________

Please call (phone number)___________________or e-mail (e-mail address)________________

if you have any questions or concerns.

17
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Sample Report to Parent

Date ________ School _____________ Call ________

Just a note regarding ___________ [student’s name] work in instrumental music. First, let

me thank you for helping me help your child. Please sign and return this note, and feel

free to call me at _________ [phone number] if you have any questions regarding your

child’s progress. 

Had an unusually good day and I wanted you to know_____

2. Class preparedness is: Excellent ____ Good ____ Fair ____

3. Completion of required work is: Excellent ____ Good ____ Fair ____

4. Progress is: Excellent ____ Good ____ Fair ____

5. Attitude in class is: Cheerful and cooperative _____________________________

In need of improvement __________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

6. Was absent the following days: ____________________________________________________

7. Was tardy the following days: _____________________________________________________

8. Attended class without: Instrument ______________ Music ___________________________

9. Assignment not prepared on: __________________ Today’s assignment is: _____________

_____________________________________________________________________________________

_____________________________________________________________________________________

10. Needs the following materials: ___________________________________________________

11. Instrument needs the following repair: ___________________________________________

Comments: _______________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

Parent/Guardian Signature _____________________________________________________
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Sample Request for Parent Support Group

Name: ___________________________________________________________________________

Home Phone: ___________________________________________________________________

Address: ________________________________________________________________________

_____________________________________________________ ZIP Code: _________________

Place of Employment: ______________________________________________________________

Work Phone: _________________________________ E-mail address_______________________

Spouse’s Name: ___________________________________________________________________

Place of Employment: ______________________________________________________________

Work Phone: ___________________ Preferred method of contact________________________

Student’s Name: ____________________________________School: _______________________

I/We would like to assist the music program in the following ways

(please check all appropriate areas):

____ Telephone Committee

____ Publicity Committee

____ Programs (printing, designing, etc.)

____ Ushering at concerts

____ Assisting teacher during the day — administration and/or office work

____ Transportation for special concerts, rehearsals or performances during the ___

daytime or ___ at night or ___ weekends

____ Chaperoning student activities

____ Planning student activities (parties, trips, etc.)

____ Providing baked goods (student refreshments, receptions, etc.)

____ Aid in setting up for concerts

____ Other (please comment)
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The first section of this guide focused on recruitment. After successful-
ly recruiting students for participation in the instrumental music pro-
gram, it is time to focus on retaining them. In many situations, it has
become harder to retain students in the instrumental music program.
It has been more difficult to get financial support — and in some
cases, moral support — for music programs from school administra-
tions and the public. For all practical purposes, the problems of the
music department, like politics, are local. While national leaders tackle
national problems, you must tackle the problems of your own music
department in your own community. Whatever they are and whatever
their urgency, chances are they are not unique. This section of the
Retention and Recruitment Guide is designed to help you increase
retention in your school.

PPuubblliicc  KKnnoowwlleeddggee  IIss  PPuubblliicc  SSuuppppoorrtt
Every music educator must be able to explain, demonstrate and promote the value of
music and define its role in the curriculum. Besides being able to articulate the benefits
of arts education, music educators must actively pursue opportunities to advocate for
music education in their communities. It is important to remember that many people
confuse the music program’s utility with its academic value. They understand the goals
and achievements of teaching performance skills, promoting school spirit and public
relations, encouraging group discipline and teaching cooperation. Although you should
include these points and those cited in the most current research, you must always rein-
force the goal of music education in transmitting our cultural heritage. You should con-
centrate on musicianship, aesthetic awareness and the study of high-quality literature as
well as providing entertainment. Often, the public will join the administrators and other
decision makers in dropping the teaching of music in the school. This is usually done
due to pressure to reduce budgets or to increase the teaching of the so-called basics.
You will draw the public to your side if you believe and demonstrate that music is more
than a tool for teaching other subjects but rather an essential part of civilization and a
necessity in all well-rounded educational curriculums.

Preserve Your Most Valuable Resource — Your Students
● Make the aesthetic pleasure one derives from music the most compelling reason to

participate

● Foster pride and group recognition

● Give credit to individual accomplishments

● Don’t include fear in your teaching approach

● Show interest in the music they like (even if you don’t like it)

● Make sure all instruments are in excellent playing condition

● Remind parents that repair services are included in most rental contracts

● Make instrument care an important part of the beginner class

● Provide aids — charts, booklets, etc., many of which are provided by manufacturers
and publishers

● Seek help when you have a problem — talk to other directors, music dealers, manu-
facturer and publisher representatives, and attend conventions and clinics
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Ideas for Retaining Students and Recruiting Parents
● Use testimonials from students — especially in reaching other students

● Get your message out as far and wide as possible

● Get parents involved in your program

● Show parents how they can help their child during home practice

● Remind parents that every beginner, even Mozart, needed to practice

● Put on a First Performance Demonstration Concert

● Continually keep in touch with parents — send brief, well-timed e-mails 
highlighting group successes and proven social and academic benefits.

Marketing the Instrumental Music Program
Traits and characteristics of the SUCCESSFUL teacher:
● Well-prepared and organized

● Open, nonthreatening manner with all students

● Clean, well-kept, professional appearance

● Energetic and vivacious

● Good sense of humor

● Understands students’ likes and attitudes (is hip and with it)

● Active professionally

● Willing to admit mistakes

● Supportive of all students

● Cooperates with other school staff and administrators

● Open to new ideas

● Puts in the time to get his/her job done

● Conscious of students’ time and schedules

● Knows his/her craft

● Will move through the class when appropriate

● Maintains discipline

● Maintains a level of cool

● Gives praise and support

● Always working to improve the musical experience for his/her students

Internal:
● Organizes class time with a variety of activities

● Maintains standards

● Doesn’t bore students with too much talk

● Maintains interest for all students

● Recruiting is a proactive yearlong activity

● Concerts are short (at all levels)

● Has clear goals for individuals and groups

External:
● Maintains a positive relationship with administration and fellow teachers

● Communicates with parents and guardians

● Performs in school and community often

● Maintains a professional look and attitude in all performing groups

● Closely scripts all comments at performances

● Performs music within the technical ability of the performers

● Develops connections among school, parents and community

● Advocates for music education 21



RReeaassoonnss  SSttuuddeennttss  LLeeaavvee  tthhee  PPrrooggrraamm

Personal:
● Failure in academic classes

● Poor practice habits

● Wrong choice of instrument

● Laziness

● Involved in too many other activities

● Problems in transporting larger instruments

Home:
● Family moves away

● Broken or unplayable instrument

● Problems in transporting larger instruments

● Poor home environment

● Lack of suitable practice area

● Lack of parental support

School:
● Not enough class meetings to sustain progress

● Frequent interruptions in class schedule

● Difficulty in academic subjects

● Disciplinary problems

● Lack of administrative support

Teacher:
● Inappropriate instructional methods and materials

● Teacher moves too rapidly

● Teacher does not make goals clear

● Teacher talks too much

● Classes are too large

● Teacher is not enthusiastic 

● Teacher is too negative and sarcastic

Actions that Help Retain Students
● Developing personal and group pride

● Putting on a First Performance Demonstration Concert as soon as possible

● Improving communication with parents

● Being creative — incorporate audio-visual materials, new music, recording/play-
back, student conductors, solos and ensembles, clinics and other tools and tech-
niques to keep the experience interesting

● Evaluating yourself continually

● Understanding each student as an individual

● Periodically checking student instruments

● Honing your recruitment techniques

● Teaching instrument care and maintenance

● Communicating your needs to administrators

● Being positive and enthusiastic

● Not canceling classes because you are busy — beginners can’t afford it22



If Students Leave the Program
Using a simple form similar to a closing interview when an 
employee leaves a job can often help you in understanding why 
students are leaving your program. This information can help you
improve your program.

Sample Student Drop Form

Student’s Name: ___________________________________________________________

Date: __________________School: ____________________________________________

Grade: ____________ Phone: _________________________________________________

Reason for leaving the Instrumental Music Program:

____ Moving out of the district ____ Moving within the district to __________________

school_________________________________________________________________________

____ Lack of interest____ Poor performance____ Discipline problems____ Other 

(please describe)________________________________________________________________

________________________________________________________________________________

________________________________________________________________________________

________________________________________________________________________________

Notification received:

____ Parent note____ Parent phoned____ Guidance office____ No notification

Action taken:

____ Parent contacted by phone or e-mail

____ Parent conference held

____ No action was necessary

____ Other (please describe)

Does this student use a school instrument? ___Yes ____ No

Teacher’s Signature _______________________________________________________

Comments: _________________________________________________________________

_______________________________________________________________________________

_______________________________________________________________________________
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MMaatteerriiaallss  ffrroomm  IInnssttrruummeenntt
MMaannuuffaaccttuurreerrss  aanndd  RReettaaiilleerrss

Many instrument manufacturers produce support materials for music educators. Most
are free of charge and can be provided by your local music dealer or can be ordered
directly from the manufacturer. Visit the following Web sites to review what is available.
Visit the Music Achievement Council web site to access contact information for all manu-
facturers who are members of the National Association of Band and Orchestra
Manufacturers.

The Music Achievement Council produces many materials that will support your recruit-
ment and retention efforts. The First Performance Demonstration Concert is
a self-contained publication that provides everything you need to put on a demonstra-
tion concert in the first six to eight weeks of your beginning instrumental program. How
to Plan a Mass Band Concert is a clear step-by-step scheduling tool to help you
put on a Mass Band Concert. Tips for Success is a series of one-sheet helpful hints
that covers many topics important to teachers and students. Choose to Teach is a
series for middle and high school students who are interested in pursuing a career in the
teaching profession.

All of these materials contain useful information that will help you increase the value of
your instrumental music program. Most of this material is available as free downloads.
For more information, visit: www.musicachievementcouncil.org, or call
1-800-767-6266.

HHooww  ttoo  FFiigghhtt  MMuussiicc  CCuuttss
Even if you have been doing everything suggested in this booklet, you may have a situa-
tion in which your music program is still being threatened with cuts. Many ideas and
practical tools to help you cope with this problem are available. For current research
findings, materials for distribution and advice from experts, as well as links to national,
state and local organizations working together to keep music education strong, go to
www.supportmusic.com. The SupportMusic coalition unites concerned music, par-
ent, arts and civic groups at all levels – local, state and national — in defense of a quality
education that includes music and arts for all children.
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Words of praise for the Practical Guide
for Recruitment and Retention:

“The recruitment and retention of students is one of the
most difficult tasks a music educator faces today. This
guide provides the tools that are essential to your suc-
cess and the success of your program in the area.” 

— LARRY CLARK, COMPOSER/AUTHOR, CLINICIAN

“Read it once and refer to it often. The Practical Guide
for Recruitment and Retention is a step by step blueprint
that offers great information which can be easily adapt-

ed to meet the needs of any school
music program. The contents contain
time-tested tips as well as fresh ideas —
add a little love and care and you’ll have
a true recipe for success!” 

— CHARLIE MENGHINI, PRESIDENT,
VANDERCOOK COLLEGE OF MUSIC

“This comprehensive manual provides
all of the ideas needed to build and/or
maintain your school music program.
Since each recruiting practice described
has been tested and found to be suc-
cessful, this guide gives music educa-
tors a recipe book filled with recommen-
dations that can be personalized for
every situation.” 

— MARCIA MACCAGNO NEEL, 
EDUCATOR/ADVOCATE

“The recruitment and retention of students is, perhaps,
the most important task for any and every instrumental
music director. Sure, it’s hard work - but it’s worth the
effort. Let’s remember that a plan without effort is a
dream and effort without a plan is drudgery. “ 

— BRUCE PEARSON, COMPOSER/AUTHOR, CLINICIAN

“Compliments and kudos to the Music Achievement
Council for creating this efficient and effective music
advocacy tool. NOW is the time to share the compelling
information with all those who are committed to the
total development of a child. Let us collectively pledge
to invest in our greatest natural resource; the YOUTH of
today who are destined to be the leaders of tomorrow.”

— DR. TIM LAUTZENHEISER, CLINICIAN, 
GUEST SPEAKER, MUSIC ADVOCATE
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