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Cultivating proper education is important to establishing and maintaining a healthy customer base.  
  
An excellent way to display concern for your customers is through high-quality education. The following ideas are 
tips and techniques that can help you achieve this valuable goal. 
  
Projects vs. Fundamentals 
There are two basic types of classes you can offer, Fundamental and Projects. Each features its own benefits and 
offers the opportunity to inspire and educate. 
  
Fundamental classes are a must for all quilters because they teach the backbone of quilting. These are the 
classes that help us grow and prosper in the craft. Classes that answer age-old questions fall into this category. 
Questions like, "Why use a quarter-square triangle versus a half-square triangle?" and "What different types of 
appliqué are suitable for different projects?" and "How do I piece a block in various different sizes?" 
  
Twenty-plus years ago, these were the primary kind of classes offered. Together we learned the fundamentals of 
quiltmaking. Today, with time constraints and quick techniques abounding in the quilting world, many people are 
drawn to fast and easy projects.  
  
Project classes are an excellent way to inspire quilters and fulfill their needs. These classes are fun and 
exhilarating, because they can be accomplished quickly and without a lot of stress. Holiday projects are the 
perfect venue for this type of class. 
  
While the primary focus is on the finished quilt, the mechanics of the project often provide an opening for teaching 
new skills. A good teacher can include "official" techniques along with the presentation of the project if it is 
planned correctly. Never miss the opportunity to open the door to learning.  
 
Provide Both Types of Classes 
It is important to offer both kinds of classes (project and fundamental) at a variety of times to accommodate 
customers' differing schedules. Make sure classes are identified by skill level and include a clear description of 
what the students will be learning and making. Your employees need to be aware of the classes on the schedule 
and their skill levels, so they can guide potential students to the appropriate classes. Be sensitive to your 
customers' needs.  
  
Private Lessons 
Private lessons may be offered. These classes are an option for those who have schedules that prohibit 
organized classes. On the upside, these lessons can be customized to the customer’s specific needs. On the 
down side, valuable group learning experiences will be lost.  
  
Learning Styles 
It is very important to recognize that people learn differently. An excellent teacher presents the subject matter 
through spoken word, visual examples, written word and the students’ hand-on experiences. It is important to 
assess each person’s learning style and provide customized help in a manner that each student can best 
understand.   
  
Class Authenticity  
As a shop owner it is VERY important to know whether the class material being presented was originally created 
by the teacher or an inadvertent “borrowing” of someone else's material. NEVER, EVER allow photocopying of 
patterns or books (published or not). If a pattern or book is used in the class, include it in the price of the class or 
as part of the supply list of materials they need to bring to class (some may already own the book or pattern).  
 
Teaching Staff  
It is vital that your staff is knowledgeable and confident about the subject matter they are presenting. Different 
teachers have different personalities and styles of teaching. It is important to balance personalities as well as the 



classes themselves. If you are not sure about the qualifications of the teacher (i.e., someone new wants to teach), 
ask to see an outline to help ensure the class will reflect well on your shop.  
  
 
Employees 
Every person who works at your store is a teacher in essence. Treat each customer with respect understanding 
that all opportunities to teach are opportunities to grow your customer base. Consider having employees at all age 
levels. If an employee doesn’t have the knowledge, put them in classes at no charge to improve their personal 
skill. 
  
Newsletter 
This alone will can make or break the success of your classes. It is the heart beat of the store and should reflect 
the mood and style of your store. If you don’t have the time to put together an outstanding publication consider 
hiring an outside source. When scheduling classes consider the diversity of the classes, the times they are 
offered, the length of the class. Have the lead-time of the letter ample in order to give classes early on the 
schedule a fair chance to fill. Special guests should be highlighted on the first page along with important events. 
Clear class descriptions and skill levels need to be included so that the client can make the appropriate class 
choices. Consider grouping classes, section by section, so as to not frustrate the reader.  
  
Class Samples 
Often customers will sign up for a class based on the store samples. Have a clear class description attached to 
the project. If applicable, class kits can be made for the customers’ convenience. If a sample is not available 
consider alternate options for promoting the class. For example, a large photo framed and embellished with fabric 
samples.  
  
The Basics 
Teachers: First and foremost, arrive 30 minutes prior to class. This will give you time to set up the classroom and 
survey what products the store carries. IT IS EXTREMELY IMPORTANT TO PROMOTE THE STORE'S 
PRODUCT. Prior to the class, give the store owner ample time to order specific products you will be using. As a 
teacher, dress appropriately for the position. You are an authority figure and should look professional. If you have 
a friend or two in the class, be very sure not to spend more time with them than the rest of the class. Never 
discuss personal matters. The class should be viewed as a mini vacation and all who attend have the right to 
escape their daily worries and routine. 
  
Shop Owners: Before every class starts, introduce the teacher and make any pertinent announcements (i.e., 
where the bathroom is, where lunch is available, how many irons can be used) that will help both the students and 
the instructor. Keep an ear to the door to assess specific needs and marketing opportunities.  
  
Qualities of a Good Class  
Make sure a clear plan is presented and followed. The student has the right to know how the day will be 
structured and what she/he can expect to learn. Do not tailor a class to one person's specific needs. For example, 
if a student has to leave early, it should be his or her own loss, not the entire class's. It is appropriate to request 
that all cell phones be turned off during class time. If it is imperative that a student be reached, request that they 
immediately leave the classroom if their phone rings. 
  
It is important that the teacher connect with the student at a level that works for them. People come with different 
expectations and it is the teacher's responsibility, whenever possible, to meet these expectations. One person 
may be there simply to relax and escape the pressures of work while another might want to learn every detail of 
the process. The teacher should be flexible and available to all.  
  
Make sure there is ample workspace, along with good lighting and adequate electrical access. All electrical 
supplies (i.e., surge protectors and extension cords), ironing boards and irons need to be in place and ready to 
use. The classroom should be clean, with fresh trash cans readily available. Wall space should be available for 
class samples to be hung along with students’ work in progress. Do not over-fill the class. The student has the 
right to a comfortable working environment.  
  
Supply lists should be accurate and complete. Never have students drag along unnecessary tools or supplies. If 
they're not going to use it, don't list it! If sewing machines are involved, it is prudent to state that the machine 
should be in good working order. Request that students bring the manual for their machine as well; not just for 



any problems that may arise, but also to help them learn what their machine can – or can’t! – do.] This protects 
the teacher from spending class time trying to get someone's machine working. If there is a fee for a kit, mention it 
on the supply list or include it in the cost of the class. 
  
Communication is key! Students should feel free to ask questions. If a student asks a question the teacher doesn't 
understand, have the student reword the question until it becomes clear. Never underestimate the smallest detail 
of instruction. Assume that everyone is a beginner and teach from that level. This saves the student possible 
frustration and embarrassment.  
  
Typically the project will not be completed during class time. Ample time should be scheduled for each class to 
ensure that each student will have the knowledge and confidence to complete the project on her own. At the end 
of the class, give a "teaser" for other classes to encourage return sign-ups. Learning is like popcorn; we always 
want more! 
  
Class evaluations are a great way to stay in touch with students' needs. Both the shop owner and the teacher can 
use the completed evaluation forms to improve classes and class offerings. Here are some questions and 
comments to consider: 
  
1. Was the class description and supply list clear? Y/N 
2. Was the teacher: 

Organized? __ 
Enthusiastic? __ 
Encouraging? __ 
Knowledgeable? __ 
Professional? __ 
Accessible? __ 

3. Did you receive adequate help from the staff in preparing for this class? Y/N 
4. Did the class meet your expectations? Y/N 
5. Would you take a class from this teacher again? Y/N 
6. What class or teacher would you take in the future?  
  
Thank you for spending your time with us! Please feel free to add any other comments that will help us serve you 
better. We appreciate you as a customer and value your constructive input. 


