The Role of Parents & Supporters in Enrolin
Management




X |ntroductions

00000000
John Cooper, Associate ISPD

ISPD: The Institute of School & Parish Development
National ‘Catholic Development Consulting Firm
21 Years of Successful Partnerships

\Works with- over-250 Catholic parishes & schools each year
- consulting, workshops, etc.

Development Assessments, Létange Planning, Total
Stewardship, People Engagement

Catholic School Enrollment Solutions
(new division as of November 1, 2006)
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If You Do What You
have Always Done,
You will get What You
have Always Gotten.

The Gospel
Message is abou
Ongoing

Conversion




Step 1
Helping Your School Understand

Enroliment Management

What we are doing today!



Your School os # 1 [
Enrollment Management- It Involves

_ Good Marketing- (Evangelization) which is at the
Heart of our Faith

_oading the right quantity, quality, -diversity of
Drrospects 1 nto - your fun
of squeezing them through to their-enrolling.

. Systematic, Seamless Communication that focuses
on Relationship Building

_ Retention and Continued Connection after
Graduation
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J+T+S +F =School Brand

" Your School 6s brand
to people.

It causes them to reflect.

_ It engages them.

. It helps define their aspirations.
It helps them to want to do more.

- BOTTOM LINE T It drives success In
a competitive educational market!



Sharing Signs of Excellence

3 signs of Academic Excellence

3 signs of Cecurricular Excellence
3 signs of Spiritual Dev. Excellence
3 signs of Extracurricular Excellence

Emall signs toyour principal.



Your Job

Orchestrate a Communication Flow
That Tells the Story of Your Catholic
School in the way that prospective
students and their families want to
hear it told!

Tell them how thelr wants and needs are
going to be fulfilled in your school!



Who do you think prospects most want to
hear from?

We tend to rank order it this way.
#1 Admissions-Related Staff

#H2 School Administration
#3 Alumni
#4 Faculty

#5 Students

Students/Parents tend to rank order it this way.
#1 Students/Parents
#2 Faculty
#3 Alumni
#4 School Administration
#5 Admissions Staff



NEVER SACRIFICE
FREQUENCY. FOR
REACH!!!




Step 2

Form an Enrollment

Management Core Team
(8 to 18 Persons)



Core Team Membership
comes fr ome

Administration
Faculty

Student Services Staff
Business Office
School Families
Volunteers

Parents

Alumni

Current Students



Make-up of Core Team

Core Team Position Pl

Super Man and Wonder Womano
Techno Geeko

Number Crunchero
Experience Evangelizero
PR Houndo

Mar keting Junki eo
Financial Wizardo

Teacher of the Decadeo
Staff Member of the Yearo
Mr . or Ms. Organizero

The Principali n Our Her oo
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STEP 3

Collecting Data for Your
Enrollment Program



Alumni

Prospect - Inquiry

.

Operation Conne

scCommunication ' Syst

10 Buila Relationsnip:

Enrollee

.0

-

Applicant



First Last Middle
Address
City State Zip Code
Home Phone ( ) Email Address @
Cell Phone ( )
Parish membership at
Parish membership Not Applicable
Name(s) of child(ren) interested in attending St. Example School.
1. First Last Middle
Date of Birth
Yearin Schooli Pre-K K 1 2 3 4 5 6 7 8 9 10 11 12
2. First Last Middle
Date of Birth
Yearin Schooli Pre-K K 1 2 3 4 56 7 8 9 10 11 12
3. First Last Middle

Date of Birth
Yearin Schooli Pre-Kk K 1 2 3 4 5 6 7 8 9 10 11 12

Is your address the same as the children interested in attending St. Example?

I f not, please provide the childrenés address if possibl e.

First Last Middle

Address

City State Zip Code

Home Phone ( ) Email Address @

Relationship of contact person to prospective children.
Parent _____ Relative (Relationship: ) Guardian
Other:

How did you hear about St. Example School?

___Current student/family ___ Alumni ___Mailing

___ Church Bulletin ___Flyer ___Radio

___Visit from St. Example Rep ___Newspaper (which one: )

___Referral from friend or family (name )

___Internet Web site ___ Other

What are you most interested in knowing about St. Example School?

___Academic Program __ Religious Education/Spiritual Opportunities

____ Discipline ____Financial Assistance

____Results of Standardized Tests __ Facilities

____Transportation ____Extra Curricular Opportunities

____ Other:

OFFICE USE ONLY:

Initiale: DAate*



TOOLS FOR
CAPTURING DATA

HIGH LEVEL

Available Software: ACT (ACT.com)
Costs minimal amount of $ but enables letter and envelope merges with great ease

MID LEVEL

Microsoft Access Database
Microsoft Excel
Costs less than vendor software and enables letter and envelope merges

BASIC LEVEL

File Folders
Basically no costs less but lose great benefit of letter and envelope merges



