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OUR GOAL

MORE KIDS IN GREAT CATHOLIC SCHOOLS

This is wultimately your |Jobé bu
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Enrollment Management Framework

Marketing New Family Sales Retention Sales
Buildinginterest in Gettingnew Getting existing
enrolling in the schools families to enroll families to reenroll

Academic Product, Environmental, and Programs
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NEW Enrollment Management Framework
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NEW Enrollment Management Framework

Example: St. Anonymous School
A St. Anonymous has 230 students this year.
A 30 students are graduating, leaving 200 to be retained.
A If the school retains 90%, that is 180 students coming back.
AThey will need 50 students t
A 20 students will fill their Pre-K program, leaving 30 to find.

A If just 10% of their roughly 130 families refer a student, they
will have found 13 more students.

A Only 17 more students will have to be recruited. & 3
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Developing a Retention Plan

Webinar discussion includes:
A Did you meet your goal this year?
AWhy families stayéor | eave
A The 5 Love Languages for Retaining Families
A Receiving Gifts
A Quality Time
A Words of Affirmation
A Acts of Service

A Physical Presence
A Strategies for driving Referrals
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Did You Meet Your Goal This Year?

First, now is the time to figure out if you attained your retention goal for FY18

AFind | ast yeardéds enroll ment number
A Subtract the number of students who graduated from 8th grade
A That is your potential retention number for this year

A Figure out how many students you retained into this year
A The easiest way to do this is to take your total enrollment and subtract the number
of new students

A Divide your number of retained students by your potential retention number and this
will give you your retention percentage

A A strong school will retain between 95% and 98% of students each year
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Why Do Families Leave?

Most common reasons families site for leaving
A Moving out of city/state

A Could no longer afford tuition

A Academic offerings not strong enough

A Extracurricular offerings not strong enough

A Conflict with faculty or staff member

A Conflict with another student or family

A Transferring to a magnet or charter school (lottery)

A Felt they were not getting value for their tuition

How many of these can be remedied by
more proactive communication?
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Why Do Families Leave?

Most common reasons families site for leaving
A Moving out of city/state

A Could no longer afford tuition

A Academic offerings not strong enough

A Extracurricular offerings not strong enough

A Conflict with faculty or staff member

A Conflict with another student or family

A Transferring to a magnet or charter school (lottery)

A Felt they were not getting value for their tuition

Communicating with families early and often will make it
easy for them to decide to stay if at all possible.
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Why Do Families Leave?

TO-DO ITEM: Ask them!

A Also ask office staff, teachers, and other trusted parents
A Try to figure out how you can answer these objections
A Does the parent have a point? Does the school need to make
a change?

A Did we give the parent enough information to want to choose
our school?

Stay in touch with families who have left your school. Consider
writing a note saying that you hope they are off to a great start this
school year. Invite them to the Fall concert. Remind them that
they are missed and will always have a home at your school.
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Why Do Families Leave?

Most common reasons families site for staying
A Student achievement

A Quality faculty and staff

A Strong academic offerings

A Strong extracurricular offerings

A Caring, loving, family environment

A Opportunity to volunteer or take ownership

A School pride

A Good value for their tuition

These are things that are happening at all of our schools.
Do all parents know this?

| Y
ARCHDIOCESE OF CHICAGO ‘ l@l



Why Do Families Stay?

TO-DO ITEM: Ask them!

- Ask families who have been enrolled at your school

for more than a year, N Wh at
back?0o0

- Try to get a variety of grades and durations (families
who have been here two years or ten years)

- Look for common answers

- Figure out how to tell prospective families about
these answers

k e
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Making a Plan
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FY18 Plan @

Marketing Plan Template: http://bit.ly/210kJGv
Marketing Plan Template with Goals: http://bit.ly/2I0sEU8

A B c 1] F
[School Name] YoY Change 13-5ep-17
Marketing Action Plan, 2018-19 October 2015 Enrolment 0 =
Principal: October 2016 Enrolment 0 DIV
October 2017 Enroliment a -
This template can be found at hitp2bit. lyw210sEUE October 2018 Enrolment GOAL 1] #DIWVD!
|March 2018 Enroliment towards GOAL 0 2DV
Status Markers: Mot Started
In Progress
Completed
Action [Owner(s) [Status [Deadline  [Commentimpact/iResults
Retention: Ensure satisfaction and encourage early re-enroliment
Conduct periodic retention events such as family game night or literacy night Mot Started
Host step-up day for Pre-K and K students Mot Started
Implement early re-enrollment incentives: reduced registration fee, NUT card, t-shirt Mot Started
Conduct open house for current families Mot Started
Give "Class of 2027" t-shirts to incoming Pre-K students Mot Started
19 | Display names of re-enrolled students Mot Started
Provide creative volunteer opportunities for parents Mot Started
Mot Started
Mot Started
Mot Started
Parent Ambassadors and Referrals: Leverage the love your families have for your school
Develop a Parent Ambassador Program: http://bit.lyf2cEcz0 Mot Started
P Develop effective messaging, train parents on wherefwhen/how to talk about school Not Started
Offer a referral incentive such as $200 for every family you refer, advertise frequently Not Started
Start a mom and tot program Mot Started
Find out where parents work, leverage opportunities: large companies, ads on
menus Mot Started
Train Parent Ambassadors to offer tours and staff events and open houses Mot Started
Mot Started
Mot Started
Mot Started
Website and Social Media: Increase awareness and spread the word about your school
Ensure that website is up-to-date and complete: hitp:ibit lyv/2koBCEL Mot Started
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http://bit.ly/2lOkJGv
http://bit.ly/2lOsEU8

The Five Love Languages for Retaining Families

A Based on the book The 5 Love Languages by Gary Chapman

A The book explores how individuals relate to
one another and how their significant other
can implement behaviors and ideas in order
to better communicate and improve
their relationship.

ARCHDIOCESE OF CHICAGO ’I?El‘



What are the original 5 Love Languages?

AWords of
Affirmation

A Physical Touch

A Receiving Gifts

A Quality Time

A Acts of Service

HOW TO SPEAK YOUR SPOUSE’S

LOVE LANGUAGE

WHICH LOVE
LANGUAGE?

WORDS OF
AFFIRMATION

V¥

PHYSICAL
TOUCH

i

RECEIVING
GIFTS

QUALITY
TIME

Q/
&
ACTS OF
SERVICE

HOW TO

COMMUNICATE

Encourage, affirm,
appreciate, empathize.
Listen actively.

Non-verbal - use body
language and touch to
emphasize love.

Thoughtfulness, make
your spouse a priority,
speak purposefully.

Uninterrupted and
focused conversations.
One-on-one time is
critical.

partnered with them.

ACTIONS
TO TAKE

Send an unexpected
note, text, or card.
Encourage genuinely
and often.

Hug, kiss, hold hands,
show physical
affection regularly.
Make intimacy a
thoughtful priority.

Give thoughtful gifts
and gestures. Small
things matter in a big
way. Express gratitude
when receiving a gift.

Create special moments
together, take walks and

do small things with your

spouse. Weekend
getaways are huge.

Do chores t

make ther

in bed. Go out of

way to help all

their daily workload.

’Wf‘.‘.\'

THINGS
TO AVOID

Non-constructive
criticism, not
recognizing or

appreciating effort.

Physical neglect, long
stints without
intimacy, receiving
affection coldly.

Forgetting special
occasions,
unenthusiastic gift
receiving.

Distractions when
spending time
together. Long
stints without

one-on-one time.

Mal\mﬂ lh( IC(]UL sts
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Words of Affirmation

As often as possible, share with parents the success
their students are having

ASend a welcome | etter shari
and exciting things that are coming this year

A Send home personal notes and emails

A Call parents to check in and thank them for choosing
your school

A Share compliments at pick-up and drop-off

A Post as often as possible on social media and keep your
website updated

A Create a school video using Stupeflix.com
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http://www.stupeflix.com/

Words of Affirmation

Social Media is a vital retention tool

h St. Zachary School added 3 new photos

September 1 at 3:00pm - @

We are so proud of our small but mighty school! We raised $550.00 for the
American Red Cross to help with devastation in Houston caused by
Hurricane Harvey! Houston- St. Zachary is praying for you!

oy Like (D Comment /2> share

0054 Chronological ~

St. Pius V School
ugust 28 at 10:17am - @
CANDID MOMENT MONDAY:
While walking in the halls, a very sweet moment was captured
One of our EE students was walking with his shoe untied. When our 3rd
grade student walked by and noticed, he offered a helping hand!

O Love D Comment ¢ Share

@O You, Elisa Roman, Janine Williams and 51 others Chronologi

St. William School Chicago

@

Parents, let us know in the comments why you chose
St. William for your child and you could be selected
for next week's #TestimonialTuesday!

TESTIMONTAL

T A
VA f\

e A
. ARi L .

“My four-year-old daughter loves St.Williom
and enjoys going to school everyday. The
school has small class sizes, which |'12|ps the

teachers focus more on education. | am very

proud my daughter is a part of St. William" -
Andrea (Parent)
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Physical Presence

These parents are reassured by the physical presence of the
principal, teachers, and other staff members

A Try to be present at pick-up and drop-off as often as possible

A If you are the marketer, make sure to get out of the office and
get to know parents

A Shake hands and share compliments (particularly about their
student)

A Make invitations face-to-face

A Solve problems in person rather than over the phone or by
emalil

A Host meet and greet events, coffees
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Recelving Gifts

Some considerate gifts that can go along way:

A Bumper stickers or car magnets: www.cdi-corp.com, carstickers.com

A Yard signs and posters: signsonthecheap.com, vistaprint.com

A School uniforms or gym shirts
ARARCl ass oféo shirts

ARnRecei ving Gi f tgsvimg gifta lImecaask this typmef a n
person puts a lot of value into the act of exchanging items

A A donation drive (like the Soup-er Stadium Challenge!) can engage
this parent

A This type of parent is also helpful with fundraising events
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http://www.cdi-corp.com/
http://carstickers.com/
http://signsonthecheap.com/
http://www.vistaprint.com/

Quality Time

Families are looking for ways to spend quality time together

A Family nights like family game night, bingo, dances, literacy
night, movie night, STEM night, etc.

A Open house for current parents to highlight what is happening
In each grade, encourage families to visit other grades

A Ensure families know that the time their
children spend in school is quality

A Highlight curriculum and achievement
on your website

A Share exciting classroom activities and
projects on social media
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