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College Trained Musicians Can…

Perform
In a meeting. In a presentation. With any client. Connection to detail, coupled
with listener engagement oriented communication are ingrained in any good
musician.
See Structure
Musicians have an inherent and well honed understanding of form, shape, and
flow. And, at the same time, are able to think extra-linearly.
Analyze
A well trained musician is capable of seeing both the large picture and then drill
down into a deep level of detail, and vice versa.
Engage Any Listener
Sharp musicians, trained in a variety of environments can modify, in real time,
their use of language to suit a diverse and multi-generational audience.
Read Nonverbal Communication
A musician’s stock in trade is sound. But, infinitesimal variation in gesture,
movement, and physical intent are also part of the communication skills of an
experienced musician. Using this information to modify and interpret a
communication strategy becomes, after a short time, second nature.
Be Naturally Strategic in Approach
Combining the skills listed above, along with other polished strategies, someone
possessing excellent musical training is capable of fostering environments in
which the immediacy of detail, critical response, and a desired outcome are the
result of a coordinated and deliberate eﬀort.
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