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© Prospecting -

® Preparing to Connect -

© Contacting and Qualifying -
O Presenting your Product -
© Handling Objectives -

@ Closing the Sale -

© Following Up -



P Prospectin

Personas — Ideal student & family
Portrait of a Graduate
Feeder Schools / Parishes

Competition

2

\




9 Preparing to Contact
Inquiry Form

Emails
Social Media Marketing @

Inbound Marketing
(Content Marketing)




| State of Marketing Trends Report 2022

/ a 1°) are actively using
AV / ") content marketing



[SOCIAL MEDIA
POST]

Download Tipsheet

Content
Marketing

School - Follow
June 21,2021 -Q

Key life skills your pre-teen needs to develop, and what you can do to help.

Middle School Success Tips | Private School in NC
Help your middle schooler thrive in the classroom and beyond with these tips on time manage...
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[Blog Post]
EARLY CHILDHOOD Content

Marketing

14 ESSENTIAL QUALITIES OF
A GREAT
EARLY CHILDHOOD SCHOOL

DOWNLOAD YOUR COPY TODAY!



Download Your
Admissions
Viewbook
Today!
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ADMISSIONS
VIEWBOOK

Download Your Admissions

Viewbook Today!

Select the Grade Level(s) You're Interested In*

[ Preschool
[ Lower School K-5
[0 Middle School 6-8

Content
Marketing
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P Conta

What is your goal?

cting & Qualitying
@ J ® J

Listen and Learn

|dentify their greatest Felt Need
Verify minimum requirements
Timing — this year or next?
Decision Maker

Key Influencer(s)
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The Pitch

" Relate that you & your school are

trustworthy, reliable, reputable

" Your school solves their named pain point

L \ " Connect via storytelling about benefits




O Presenting your Product
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Enticing a family to apply — is not your end goal.

Offering enrollment is your closing step.

Signing a contract and paying is their “Yes.”
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" They are part of the process
" Anticipate them and be ready
" Know key buying signs
“No, not ever” “No, not now”
" Every “NO” brings you one step

closer to a




© Handling Objections

...New info helps them
change their mind!

visiting
applying

enrolling




O Closing a Sale




Make it a celebration
Congratulate the whole family
Reiterate met needs and benefits
Sense of urgency

Make it personal



Send school merch
Hold a yield event
Post on social media
Pictures with mascot
Parent testimonial
Ask for referrals
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THIS IS A
SALES CYCLE

Closing
the Sale

P

Presenting
your Product

You can do better!

1
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Make a plan

One Goal: 3 Practical Action Plans:
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Hone your sales ability — read one of these:

How To Win Friends And Influence People by Dale
Carnegie

To Sell Is Human: The Surprising Truth About
Moving Others by Daniel H. Pink

It’s Not All About “Me”: The Top Ten Techniques
for Building Quick Rapport with Anyone by Robin
Dreeke

How to Make People Like You in 90 Seconds or
Less by Nicholas Boothman

Follow Private School Thought Leaders:
NCEA Talk — articles & resources for Catholic schools

SchneiderB Blog with Brendan Schneider

Enrollment Catalyst Blog with Rick Newberry

Enrollment Insights Blog by Niche

Enrollment Management Association News &
Resources



https://amzn.to/2YTr6NZ
https://amzn.to/2UQHD3I
https://amzn.to/2UQHD3I
https://amzn.to/2YHVN8m
https://amzn.to/2YHVN8m
https://amzn.to/37xz1V3
https://amzn.to/37xz1V3
https://nceatalk.org/about/
https://www.schneiderb.com/blog/
https://www.enrollmentcatalyst.com/category/blog/
https://www.niche.com/about/enrollment-insights/
https://www.enrollment.org/news-publications/articles
https://www.enrollment.org/news-publications/articles

<FACTS
Enroliment Management

Let me help you improve your effectiveness.

Tracy Smith

Enrollment Management Specialist

tsmith@FACTSmgt.com

817-302-97%

Concierge level service is free for FACTS customers.
Schedule a consult with me. Scladals Now

| offer professional development, best practice, and training for those who are navigating
various admission roles in schools. Whether you have a couple of quick questions or desire
an audit of your admission practice, it would be my pleasure to assist you.
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