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Dance studio owner takes steps toward growth
The strategic management class in the Univer-

sity of Tennessee’s College of Business Adminis-
tration is the final required course for all business
undergraduates. Students are asked to integrate
their four years of learning to solve real-world
company dilemmas. In Professor Anne Smith’s
Management 401 section last spring, students
were required to identify a local small- to medi-
um-sized business (privately held, 500 employees
or fewer), conduct interviews with key partici-
pants and provide written advice. One group se-
lected Dream Dance Studio Inc. in Clinton and
worked with its owner to chart a course for future
growth.

The students: Josh Andrews, Andy Auth, Brian
Crane and Landon Hill

The organization: Dream Dance Studio pro-
vides instruction to children and adults and has
grown from 10 students in a church basement in
2000 to more than 100 students in a studio. The
artistic reputation of the company’s owner,
Olivia Bartley, has attracted students from
across the area. Bartley attended the Oak Ridge
Academy of Dance, was a member of the Con-
temporary Dance Ensemble of Oak Ridge and
received training from outstanding instructors.
She also is certified by the Dance Educators of
America.

The studio has grown through word-of-
mouth advertising — more than 900 individuals

attended its spring recital, and students perform
at nursing homes, elementary schools and spe-
cial events.

The challenge: Bartley wanted an evaluation of
her business and its potential to grow. Having
survived the five-year threshold, she saw value
in getting advice on developing a five-year plan
to get her business to the next level.

“I’d never taken the time to step back and for-
mally analyze where the company was going. I
appreciated the opportunity to sit down and
talk about my business with the student group,”
she said.

Bartley was specifically interested in generat-
ing more revenue from her existing resources.
The studio’s customers are school age, so the
studio is used primarily only on weekdays 3:30-
8 p.m.

The approach: The students spent three hours

interviewing Bartley and toured her facilities.
They also conducted field interviews and ana-
lyzed competing dance studios relative to price,
types of classes offered, times of offerings, loca-
tions and advertising. They also brainstormed
on ways to best use the company’s current as-
sets. The group then developed a strategic
analysis and recommended ways for the compa-
ny to leverage its existing assets for continued
growth and success.

The recommendations: The group’s advice cen-
tered on adding new products and diversifying
the products offered.

First, the group identified that Bartley and
her reputation were the most important assets
for the studio. Yet, they realized that she did not
have the time to increase the number of hours
she provided instruction. Therefore, the pri-
mary recommendation was to hire part-time in-
structors for new offerings and offer those class-
es when the studio was not being used. Hip-hop
dance could be offered on Saturdays, drawing
students from a wider geographic area. Yoga
classes could draw adults available to attend
during the day when the studio was currently
not in use.

The group identified several risks in imple-
menting new classes. If they are not of the same
quality as Bartley’s classes, the studio’s reputa-
tion could be negatively impacted. Also, market-
ing the new classes could be more difficult and
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divert Bartley from focusing
on her already successful
classes.

The second piece of
strategic advice was to con-
sider product diversifica-
tion, specifically to use
some of the studio’s admin-
istrative space for the sale
of dance-related items, such
as apparel, handbags and
accessories. Tying up work-
ing capital and diverting
Bartley’s attention away

from her core competence
might be risky, but the
group contended that Bart-
ley knew what items her
students wanted and having
these available could save
them from looking else-

where.
Bartley stated that the

students’ formal review was
“meaningful” and that their
suggested strategic actions
were helpful. “Actually, I
had so many ideas about
what I wanted to do with
the company … this analysis
helped me to think serious-
ly about expanding into
new offerings and into new
products.”

The result: Dream Dance
Studio now is selling warm-
up suits and T-shirts, both
with the studio’s logo, along
with dance shoes and other
accessories. Bartley is using
the new revenue to hire an-
other instructor during the
day to teach yoga, Pilates or
another dance class.

According to Bartley,
“Small businesses have so
many possibilities in the be-
ginning, and it can be diffi-
cult for a new company to
decide upon what to imple-
ment. This report has
sparked several concrete
ideas for the studio. I am
looking forward to the next
five years.”
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WHEN YOU’RE A SMALL BUSINESS CEO, 

THE “E” STANDS FOR EVERYTHING. 
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 CAN HELP.
BizEssentials. An integrated package of solutions that wears as many hats as 

you do. The business of doing business can keep you, well, busy. Thankfully, we offer a 

unique resource with proactive solutions tailored to your par ticular workload. 

BizEssentials avoids the cookie-cutter approach with comprehensive financial services 

that address specific needs. And our seasoned team stays focused on the dynamic nature 

of your business. So whether it’s checking, loans, cash management, or even payroll 

and health benefits, we offer simple, fast ways to help shorten your to-do list. To learn 

more, visit www.ftbizessentials.com today, or call toll-free 866-206-4343. BizEssentials 

from First Tennessee. All things essential for small business success.
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“About Us”
New Horizons offers unique IT and Business Skills topics to enhance
organizations and careers. 27 years in Knoxville and a Microsoft Gold Partner for 
Learning Solutions. Ranked in Top 25 Training Centers Worldwide.

Knoxville’s Source
for IT Training

for 27 Years 

 www.nhknoxville.com(865) 691-1515

Gartner research says that a business gets at least five
hours of value out of every hour of professional

end-user IT training. (7-12-2006)

• Microsoft Office
• Windows Server
• Programming

• Adobe/Macromedia
• Cisco
• Business Skills

“I’d never taken the time to step back
and formally analyze where the com-
pany was going. I appreciated the op-
portunity to sit down and talk about
my business with the student group.”
Olivia Bartley,
owner


