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Holistic Classes 

 
 
A class is a short-duration session where participants come together to learn and practice 
techniques in a group environment. Usually, where learning is involved, the classes can run over 
several sessions for people can build up their knowledge and proficiency. Where is it more about 
practicing what is already learnt, people may “drop in” to a class to enjoy the group participation.  
 
Typically, classes involve a physical aspect by the nature of practicing a technique, whether this is 
yoga, breathwork, meditation, or some other holistic method. The session is used as dedicated time 
to focus on practicing the technique it covers. 

When should you choose this format? 

Classes are a great way to build community and get the word out about your business. They allow 
you to reach and connect with several people, for a short duration on a consistent basis. When 
people enjoy your class, they keep returning to feel part of the group and may also bring along 
friends. Choose this format when you want your clients to have fun and engage with the techniques 
to practice and improve over time. 
 
When your discipline lends itself to techniques that can be practiced by your clients, a class is a great 
way to get people together. The consistent nature of them and group mentality means that your 
clients are more likely to continue their practice, than they would do alone, as self-motivation can be 
harder. Classes are a great way for you to help client follow through on their goals.  

What are the benefits and challenges? 

The main benefit of a class is the returning client base. When you run an enjoyable class where your 
clients feel they are getting benefit and can see their progress, they keep coming back. The benefit 
to the client is motivation and improvement and the benefit to you is repeat attendance, which 
means repeat income. 
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The main challenge with classes, however, is the financial side. Because they are a short duration, 
they are typically a lower priced service. This means that you need to fill each class on a regular basis 
for repeat income. Additionally, classes also have costs to you, such as venue hire or equipment, that 
you need to pay regardless of how many people turn up. 
 
Therefore, you need to carefully balance the financial aspects, based on 
 
1. Price:  

▪ How much would my target audience be willing to pay for each? 
 
2. Group Size: 

▪ What is the optimum size group to make the delivery a success? Too many and people feel 
crowded, to little and there is no atmosphere or sense of community 

▪ How many people can fit in to the venue and what is the minimum number of people 
required each class to meet the costs of the venue 
 

3. Income:  
▪ Based on the number of people you can reasonably expect and the price you will charge 

them (your revenue) and considering the costs to you to run the class (your expenses), will 
you still make money (your profit)? 

 
So, the cheaper the venue, the higher the ticket price and the more people attending, the more you 
make – but consider if it would still be attractive to your potential clients for that cost, size and 
quality of venue. This is the fine balance to get right. 
 
Do not forget, it is possible to run online classes, however with this mode, you are more likely to be 
providing demonstrations only, as it is harder to directly interact with your participants. 

What makes a class successful? 

 
1. Know Your Students 
 
Your class is not for you, it is for all the people you are helping. So, it is essential to understand your 
target audience, their special needs and desires, the current proficiency level and what they are 
looking for, such as variety, intensity, and styles. This will help you design a class that will be a fit for 
the clients you want. 
 
During your class, you should also get to know them personally. Knowing their names is a great first 
step in forging connection, but a good instructor will take it a step further. Connecting with clients 
means being accessible, friendly, sticking around after class for questions, and being a real person, 
not just a facilitator. Create a culture of open and authentic feedback where your clients can share 
openly what they like and do not, so you can adjust.  
 
2. Scheduling 
 
Finding the right timing and duration is essential if you want your target audience to be able to turn 
up. For example, in big cities, filling an 8 pm class any day of the week would be easier than in a 
small town where 6 pm on Mondays and Wednesdays may be better. Or if mums are your target 
audience, you may wish to avoid school drop-off and pick-up times when scheduling morning and 
afternoon classes.   
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Class length is another factor to consider. Maybe you love teaching 90-minute classes, but your 
clients want a 45-minute class to fit in over a lunch break. Or maybe they would not travel to your 
class for anything less than 90 minutes. You do not want to give your students any excuses for 
missing the class as there is nothing better than seeing your classes full of happy clients. 
 
3. Consistency 
 
If you want a consistent income from repeat attendance, then consistency in your schedule is key. 
The class should be part of your client’s daily or weekly routine. The easier it is for clients to 
remember what day and time you offer classes, the more likely they will attend. So, once you have a 
schedule that works for them, stick with it. The goal is for your regular clients to not have to check a 
schedule to find a class. They should know your schedule so well that they only go online to book 
and pay.   
 
4. Preparation 
 
Every time you lead a class, your clients expect you to be there ready for them. Make sure you have 
with the right equipment and enough for all participants. Arrive early and be set up and ready to go 
before they arrive. Welcome them and introduce yourself. Use this pre-class time as an opportunity 
to get to know your clients.  
 
5. Focus on your Clients 
 
Not yourself. Your class is not a time to pitch your qualifications and credentials. Clients care less 
about a fancy piece of paper or the letters behind your name and more about how you make them 
feel, and whether you can solve their problems.  
 
During your class you should provide individual attention to each client but in a way that does not 
make them feel singled out. A great facilitator does not just lead from the front—they move around 
the class to engage with each participant. Give each person in the room a few moments of dedicated 
attention, whether it is to help improve their form, or acknowledging their good practice, it shows 
your clients that you are invested in their progress. This connection is what keeps them coming back. 
 
Thoughtfully planning the progression of each class, adding variety for levels of experience, and 
demonstrating multiple ways of practice are key to making each person feel as though the class was 
developed for them. Encourage participants to choose what is appropriate for where they are at. Be 
passionate about the class and compassionate with your clients. 
 
6. Ask Them Back 
 
The end of class is just as important as the beginning and middle. How you leave the participants at 
the end of the session is what they will remember the most. So, make sure you finish the class on 
the energy level suitable for the theme and for the vibration you want clients to take away. 
 
The end of the class is also another opportunity to introduce yourself, share a little of knowledge 
and make a personal connection. Maybe leave them with a thought for the day, or a guidance to 
practice at home. Remember to thank them for coming and ask them to come back. Help them 
make the personal commitment to “See you again next week.”  Remember, people will often forget 
what you said, but they will always remember how you made them feel. 
 


