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WELCOME!

 3rd in this series – Parent Ambassadors, 
Customer Service and today, Converting 
Inquiries to Enrollments!

 Moving Through the Funnel
 Building Relationships
 Happy Discover Catholic Schools Week!  

Anyone doing anything deliberate for 
enrollment this week?



Another 
way to 
consider the 
funnel



How are we tracking leads?

Data collection and management
 Prospective Family Inquiry Form
 Contact info
 Source of Inquiry
 How did you hear about us?
 Tell us about your kids…



Successful Tours (Virtually or in-person)

Modify tour to meet the needs of the family

Schedule tour at the right time (customer service)

Use long term language (especially for PreK!) – assume they will attend until graduation
(Class of 2030)

Set base level expectations with staff on how to react when visitors come for in-person 
tours. If faculty not present- consider QR code on door with link to profile. 



The Tour

Before you leave the office…
• Introductions
• Conversation
• Connecting
• Committing



- Get to know each other
- Develop a common ground
- Help them relax
- Set timeline and outline the 

meeting

Introductions and Conversation…



Connecting

Summarize what you heard (did you get 
it right?)

Use the parents’ words

Focus on benefits

How does what you offer meet the 
family’s needs?



Committing

Who does what and when

Next Steps 

Guide though the funnel to the next 
action

Control the process

Phone call
Follow visit/appointment
Open house
Additional call – principal, K-teacher, …



Following Up:  Building Relationships

Multiple touchpoints!

•Phone calls alone aren’t enough
•Invite to visit the website
• Invite to follow your social media

Use a mixture of digital and hard 
copy communications

• Initial email
•Follow up phone calls
•Follow up letter/flyer/post card
•→ Personalize EVERYTHING
•→ Send regular email blasts 

to reinforce value of school 

Mix up the Messenger

•Who else can be part of the 
communication cycle?
•Faculty
•Students
•Parents
•Board members
•Pastors



Follow Up Schedule

Within 24 hours of tour: 
* Follow-up email/email connecting with a parent
* Follow-up note sent to parent and student 

One week after tour: 
* Letter or phone call from faculty or current parent and/or student-student postcard 

As needed: 
Open house email or phone call - Financial aid reminder -Registration date reminder -
Invitation to school event or celebration – good news update – invite them to apply



Example of Email Marketing



Next Steps

It’s not enough to ask “Do you have any questions?”  Be specific and match for authority and 
authenticity:

• Teacher:  Do you have questions about our curriculum?  Can I tell you why I love teaching 2nd grade?  
Would you like to know about our learning through play philosophy?  

• Parent Ambassador can ask:  Do you have questions about opportunities for parent involvement?  
Can you join me at the next parent coffee with the principal?  Would you like to arrange a play date 
for our kids?

• Principal can ask:  Can you see your family joining our school?  Do you have concerns about anything 
that I can help address?  What did we do well/could we do better during your visit?






