
PTG CLASSES 

Willem “Wim” Blees, RPT 

IS PREPARED TO TEACH

(All classes are approximately 1.5 hrs)

BUSINESS & SERVICE RELATED TOPICS

1.
BUSINESS BUILDING. Everybody needs to keep building their business. Learn some helpful tips on effective ways to build your business, and what not to do.

2.
CONSIGNMENT SALES. Increase your income selling pianos on consignment.

3.
ESTIMATES . Learn how to evaluate a piano, and explain to the customer what is involved in rebuilding the piano.

4.
APPRAISING. For customers who want to know how much their piano is worth when they want to sell one, buy one, insurance, or when they get a repair estimate. Special attention is paid to IRS regulation when donating a piano to a non-profit organization. 
5.
MAKING THE MOST WITH YOUR TIME. How much money you make depends on how much you charge. Learn how to set your fees and use your time efficiently. Included in the class will be a discussing of business ethics.

6.
PSYCHOLOGICAL TROUBLESHOOTING. Making repairs on a piano are not limited to the piano. Sometimes the problem lies with the customer. Learn how to work with customers in person and on the telephone, and how to handle their complaints. 

7.
SELLING/BUYING YOUR PIANO TUNING BUSINESS. You’ve spent a lot of time building your tuning business, or maybe you're in the market to buy an existing tuning business. Find out how to figure out how much the business is worth, the tax consequences, and the details involved in making the transaction. 
8.
SERVICE MANAGEMENT. Service is the name of your business, but are you managing your service like a business? Learn how to effectively promote yourself and your business, and how customers look at the service industry as a whole.

9.
SERVICING THE SMALL INSTITUTION. Tuning and repairing for small institutions can be very rewarding. Topics include billing, charging, setting up appointments and working with administrators.  

10.
TELEPHONE TECHNIQUES. Use the most important tool in your business effectively.  Topics include setting up appointments efficiently, how to handle complaints, how to utilize your time on the phone, and what equipment to use.
11. PRE-SCHEDULING APPOINTMENTS. Scheduling the next tuning appointment 6 months or a year in the future is for your customer's benefit as well your own. This class will show you the step by step procedures which will increase your cash flow significantly. 

TECHNICAL TOPICS

1.
BRIDGE, PIN BLOCK, AND SOUNDBOARD REPAIRS. Quick ways to repair cracks in bridges, pin blocks, and soundboards, using epoxies 

2.
GRAND PIANO DISASSEMBLY TECHNIQUES.  Some helpful hints on taking apart a grand piano for rebuilding, including measuring the scale, removing strings and pins, measuring and sorting screws and hardware, and removing dampers.  

3.
HAVE HEAT GUN, WILL TRAVEL. An in depth discussion and demonstration on aligning, spacing, traveling, and burning grand and upright hammers and wippens. 

4.
PITCH RAISING. A discussion on pitch raising philosophy, followed by a demonstration of pitch raising techniques. Designed primarily for the beginning tuner.
5.
PREPARING THE GRAND ACTION FOR REGULATING. Helpful hints to make regulating a grand action easier.

6.
TUNING MASTER CLASS. A hands-on demonstration where class members are invited to have their tuning technique evaluated in front of the class. Included are helpful hints and tips on tuning methods, and handouts of 5 different temperaments. 

7.
VOICING THE HARD PRESSED HAMMER. What is not understood by a lot of piano tuners is that when pianos with hard pressed hammers are properly voiced, they will actually sound and play a lot better. Learn how to voice these beasts, and other voicing tips.

8. 
TUNE A SPINET LIKE A CONCERT GRAND 

Even though we would like to tune nothing but concert grands, most of us tune spinets, consoles, and an occasional small grand. If you’re using an ETD, tuning these instruments can be done very effectively by following a few basic concepts of tuning, including bulls eye tuning, “one of these is not like another”, and listening to expanded intervals. 

MINI CLASSES (30 - 45 minutes)

1.
I DON’T OWN A SPOON BENDER. Learn how to adjust spoons without a spoon bender

2.
HOW TO USE A TELEPHONE: What to say, what not to say, and the equipment you use.

3.
WHY DO STRING BREAK? A discussion of, and reasons why, strings break.

Bio: Since becoming an RPT in 1978, Wim has attended over 55 seminars and technical institutes, not only as a scholar, but also as an instructor, on topics ranging from basic tuning and regulating, to voicing and rebuilding, and business building. He started his piano service business in St. Louis in 1977, then worked as the piano technician for the University of Alabama from 2001 – 2007. He is currently working on Oahu, HI. Wim is the author of: the business of piano tuning: a guide to marketing, managing, promoting, buying and selling a piano service business.

