Marketing Strategies for Parents
Telling Our Story

FAQs or What Parents Really Want to Know About the School
Marketing studies have shown that parents choose Catholic schools for three primary reasons: high academic standards, Catholic faith instruction and values, and a safe school environment. Every marketing piece should speak to these three primary parental concerns.
In addition to the three primary reasons, research has shown that parents also want to know the answers to the questions below. The principal, the marketing director, current parents, and anyone, including teachers, who will have contact with prospective parents should be able to knowledgably and without hesitation answer these questions. The answers to these questions should never be generalizations. They should be specific and where appropriate seasoned with anecdotes about student success.
1. What are the school’s educational goals?

2. How does the school teach moral values and spiritual truths?

3. What curriculum opportunities are there for high school placement?

4. What schools do graduates go to?

5. How does the school prepare the students for family and civic life?

6. What practices or programs are in place to meet individual differences or special

needs?

7. What are the teachers’ qualifications?

8. How does the school handle discipline, including bullying?

9. Is financial assistance available?

10. How does the school compare to the competition (other private or

public schools)?
Behind every question is the desire to know “How will my son/daughter be cared for?”  The school’s answers to these questions are its story.
All marketing needs to be evaluated with respect to how well it tells the school’s story, and the story needs to be communicated clearly, honestly, and consistently.

The school’s open house(s) is probably the school’s largest marketing endeavor in

terms of resources: time, energy, planning, and money. If a formal presentation is

given at the open house, all of these questions should be answered in the context of

the presentation. If no formal presentation is given, whoever hosts the visitors to the

open house should be prepared to answer these questions.
Best Practice Principle: Know your product and your customers’ concerns.
