PARENT AMBASSADORS

Ideas, Suggestions, Tactics

· Create “talking points” for Parent Ambassadors.  Give them the top ten items to convey about your school (new programs, tuition assistance, quality of the academic programs, faith-based education, etc.)  Help them to effectively spread the news by giving them positive statistics and talking points.
· Provide “mission cards” to all Parent Ambassadors with the Mission Statement of the school on them, some salient and positive facts about the school and the contact information.  Ambassadors can give these out to all prospective families.
· Have a “parent to parent” table at Open House where Ambassadors can sit down with prospective parents, discuss the school, and answer any questions.  You might also consider a “student to student” table as well.
· Generation X parents don’t have the same community that existed in years past, so Parent Ambassadors can help to make them part of the school community.  Invite them to as many school events as possible, reach out by phone, make personal contact whenever possible.  Make them feel welcome as a part of the school family.
· Ask parents to contribute letters about why Catholic education is important to their family or how it has benefited their children.  Include these letters (or excerpts) in promotional materials.  Parent Ambassadors should have these testimonials at hand at all times.
· Have a Parent Ambassador act as the school's media contact.  Parent will meet with principal to establish procedures for providing information to the media.  Parent will then contact media sources to arrange a meeting/phone call to discuss media requirements, etc.  Principal contacts parent with newsworthy events and parent prepares press releases.  Principal reviews all work before parent submits it to the media.
· Invite parents to assist with after school sports and recreation activities that would be offered to all students.  Ambassadors can extend invitations to these events to all prospective families.
· Parent Ambassadors and Advancement Office jointly host events that bring existing parents, prospective parents and alumni to the campus.  This gives prospective parents an opportunity to learn about the school from several different, and positive, perspectives.  For instance, host a “Meet the Parents” event – parents distribute flyers throughout the neighborhood inviting families with children to meet current parents with children at St. _______ School in order to learn more about the school itself.  Coffee and desserts served.

· Follow baptismal records and send a letter to the parents of school-age children inviting them to check out the school.
· Create a Parent Ambassador-organized Mom's Plus group for young mothers with infants to discuss the challenges of motherhood.  This group is used to recruit for the preschool program.  The principal is also invited to speak to the group on education.

· Create a promotional Power Point presentation of school and burn it on a CD.  This can be given out at Open House or whenever Parent Ambassadors are talking with potential families.  
· Send invitations for newly registered parish families to participate in school events through the remainder of the year.

· Personal contact, including word of mouth, is very powerful as a marketing tool. Several schools have offered a reward for families who refer another family to the school (i.e. tuition credit for the upcoming year).  But you need to publicize it, mention it in your weekly newsletter, and put a referral card in the hands of all current parents.

· Identify locations frequented by parents of young children and distribute school brochures to these areas. This could include pediatricians’ and pediatric dentists’ offices, local child care facilities, the local library.  Also, consider where families transferring into the area might go.  Put brochures in the offices of local real estate agents, the chamber of commerce, and city hall. If there are large companies who have frequent transfers, make information available to the human resources group responsible for relocations.

Involving Dads

· The effort to arouse interest in the school could also tap into a previously underused resource: dads. The Parent Ambassador group could sponsor a free community parenting seminar, “Just for Dads,” at which a local psychologist discusses the importance of fathers in the lives of their children and offers tips about common parenting concerns. To promote the workshop, one Catholic school finagled an agreement with the public school system to send home a flyer with every elementary student in the district.   (Perhaps this kind of outreach could be done via the CCD classes.) Thousands of announcements went out. This brought dads to the workshop and got the school’s name out there.
· One school recruited Parent Ambassador Dads to tow a school float in the local St. Patrick’s Day Parade, during which school pens and brochures were passed out along the route. 
· Parent Ambassadors Dads could spearhead community service projects undertaken by the school.  Getting involved more deeply in the community, for the community’s good, underscores the school’s importance to the local area and makes its absence a greater threat.

More Ideas

· Parent Ambassadors can serve as mentors to prospective parents and new parents.  Not only can they answer questions and provide information and guidance to families considering the school, but once enrolled, they can “shepherd” the new parents through their first year, offering input and advice to ease their acclimation to the school.
· Some Catholic schools host "grade school nights" at major sporting events, where elementary students get in free.  School info can be distributed by Parent Ambassadors who are also available to speak with prospective families.

· Plan “house parties” for parents of prospective students.  Play the school video, talk about the school strengths, answer any questions, etc.  Current students can chat with the prospective students at the same events.
· Visit the preschools and nursery schools in the area to distribute information.  Invite the directors to visit the school, give them tours, introduce them to the principal and faculty, or host a “Pre-school/Nursery School Director Open House event.  Begin to build relationships with these pre-schools so they’ll recommend families to the school.
· Implement a “Birthday Club” for parish elementary school-aged children. Children can be registered in the Club after Masses.  The purpose of the Birthday Club is to identify every parish child ages 1-13 and record their family's biographical information into an Excel database in order to target prospective students for school enrollment by direct mail and personal contact. Children will receive a birthday card and a small gift, with a special present of a parish school t-shirt for pre-kindergarten four-year-olds.   Invite those on the database to school events.  Do this at home parish and in feeder parishes without schools (after obtaining Pastor’s permission).
The Parent Ambassador Birthday Club committee could organize the database by the ages of the children, allowing list managers to identify and communicate with families making important school enrollment decisions for their children --- especially kindergartners and junior high students who are transitioning out of other schools.   Ask the pastor for the CCD student information as well in order to add this to the database.
· Engage in all kinds of community outreach to create more visibility for the school while identifying new markets/prospective families.
· Parent Ambassadors could serve as volunteer parent campus guides conducting regularly scheduled tours, including tours for local real estate agents.
· Scholarships are an im​por​tant factor in attracting and re​tain​ing students.  Parent Ambassadors could plan specific fundraising efforts specifically to provide funds for tuition assistance.  Then, when recruiting, they can assure prospective families that financial aid is available. 
