YOUR SCHOOL TOUR

Learnings from a “Professional Secret Shopper”

Bright Minds



ABOUT BRIGHT MINDS
MARKETING AND NICK LEROY

* Boutique marketing firm specializing in
helping schools improve their student
enroliment.

* Over 100 clients in 9 states

» 2years as ED of the Indiana Charter
School Board

* 15 years as a global marketing executive
with Eli Lilly & Co.

 MBA (with honors) from Emory
University



AGENDA

The school tour as How to optimize the different

part of your overall ] ) ) steps in the school tour
enroliment process The financial and time What not to do - real process

implications of a examples of tour
strong school tour mistakes




THE 4 COMPONENTS TO A STRONG ENROLLMENT SYSTEM

MARKETING RECRUITMENT RETENTION

Attracting prospects ositive experience a Listening to your
every recruitment event constituents
Identifying those

prospects Closing the deal / enroll Measuring your
constituent’s
Nurturing those Create a positive satisfaction
prospects onboarding experience
Improving based upon
their feedback

OPERATIONS: KNOW YOUR SELF, YOUR ENVIRONMENT, YOURIGQMPETITION, AND YOUR CUSTOMER.
CREATE MESSAGES THAT RESONATE WITH HER AND HAVE WAYS TO DELIVER THOSE MESSAGES




THE KEY METRIC IN MEASURING YOUR TOUR’S EFFECTIVENESS
CONVERSION RATE (YIELD RATE)

Total number of
enrolled students 65 students enrolled

Total number of 100 students toured

students who =
toured Conversion rate of 65%



IMPORTANCE OF A GOOD TOUR: 65% CONVERSION RATE

Conversion
Rate

Total potential
prospects

Come to your website / Interact with you 3%

Identify the lead

Complete a tour

Enrolled

100



IMPORTANCE OF A GOOD TOUR: 65% CONVERSION RATE

Total potential Conversion
prospects Rate
20,833 vs. 25,641 (4,808) Come to your website / Interact with you 3%
625 vs. 769 (144) Identify the lead 20%

125 vs. 154 (29) Complete a tour 80%

Enrolled

100



A GOOD YIELD RATE

Increases the amount of students at your
school

Does not require a significant increase in
money - just tweaking processes



REAL TOUR EXPERIENCES TO AVOID

OVER 50 SCHOOL TOURS AROUND THE COUNTRY

Refusing to schedule a tour
because the person who gives
the tour is unavailable

Could not leave a voice
mail for the principal
because the voice mail was
full

Faculty interrupting the
tour to ask the guide
questions

Not returning a
voice mail for 7
days when a
message is left
asking for a tour

Being rushed or ending

the tour because the
0 person giving the tour

(teacher) had to get
back to class

Person answering
the phone saying
they are full and
hanging up

Denigrating other
0 schools or
spreading gossip




WHAT ARE THE DIFFERENT STEPS IN A TOUR?

Ease of
signing up First
for a tour impression The close

Finding Pre-tour The tour Post tour
your school’s experience itself follow up
website or tour
info



ARE YOU THERE WHEN
THEY ARE SEARCHING FOR YOU

Via online school review sites

Via a search engine ._

o3 x Via social media
>
5



THE IMPORTANCE OF SEO AND LOCAL REGISTRATION

BRIGHT MINDS MARKETING

WHERE DO YOU SHOW UP ON A
BASIC GOOGLE SEARCH ON “BEST PRIVATE SCHOOL IN YOUR CITY”?
WWW.GOOGLE.COM (BEST PRIVATE SCHOOL IN INDIANAPOLLIS)



http://www.google.com/

LOCAL GOOGLE AND SEO ARE CRITICAL TO BEING FOUND

GO gle best private schools in indianapolis !, Search GO gle best private school in indianapolis Y searcn

School. International School of Indiana. Private School. Heritage Christian School. MTI School of
Knowledge. Colonial Christian School. Traders Point Christian Schools. Greenwood Christian Academy.
Crosspointe Christian ...

Q Al &8 Maps &) Images (@ News Q) Shopping i More Settings  Tools

About 14,400,000 results (0.67 seconds)

Private Schools in Indianapolis, IN - Niche

© @ https://www.niche.com » Schools » Best Private v
Brebeuf Jesuit D Explore 2019 school ratings and statistics for private schools in Indianapolis. Compare the best private
Preparatory School 9 Castleton Square o schools near you
CASTLETC
Colonial Christian School
& St Luke Catholic School &) UASHINGEON Top Indianapolis, IN Private Schools (2018-19) - Private School Review
Meridian Hills o https://www.privateschoolreview.com » Indiana > Marion County ~
°

. Jul 25, 2019 - View the 2018-19 directory of the top 128 private schools in Indianapolis, Indiana. Find

Map data ©2019 tuition info, acceptance rates, reviews and more.

4.0+ rating ~

Indianapolis Private School Guide - Indy's Child Magazine
St Luke Catholic School © o https://indyschild.com/indianapolis-private-school-guide/
4.8 % % % %% (16) - Private school . Sep 1, 2015 - Indianapolis Private School Guide: Bishop Chatard High School. Brebeuf Jesuit
Indianapolis, IN ) 255-3912 WEBSIIE DRECTIONS Preparatory School. Cathedral High School. Covenant Christian High Sehool. Guerin Catholic High

| Ich o School. Heritage Christian School. International School of Indiana. Legacy Christian School.

Colonial Christian Schoo © -3
4.0 %k h Kk ( . . . .
fdianapalis’] WEBSITE  DIRECTIONS Park Tudor: Pre-K - Grade 12 Private School in Indianapolis, IN

httos:/www.parktudor.ora/

Local Google Registration




n; ?
2w Charter School Of The Dunes e Nearty G

See the 3 nearest
1Kl high-performing schools

schools

REVIEW THIS Terrible Average Good
SCHOOL

RECENT COMMENTS Overall experience

My youngest had been at CSD since 3rd grade and he has done nothing but
improve. He was kind of behind when he started there. Now he is testing at
Parent average and above average on he scores. They help him... More

Submitted by a parent - November 30, 2016

‘® Report Review

Overall experience

CSD looks great on the outside but not as good on the inside. | have children
attending here, going on their 3 year, and not much has changed. Alot of the X

Parent children here are very wild and misbehaved, and... More e it Nievos

Clientes

Submitted by a parent - October 26, 2016

‘® Report Review
Muestra tu Anuncio en Google

Coloca tu Anuncio en los Resultados de

Overall experience Bisqueda y Llega a Mas Clientes.
Pruébalo
| have two children at thos school. K and 7th. | have found all of the staff to be



O & https://www.facebook.com/CircleCityPrep/

Bookmarks Client Web Pages Other Groups Kids School State Folders Tools Affiliate Links

)
‘ ‘ il Liked v X\ Following v  # Share = ««- € Send Message

#° Create Post

4.9 out of 5 - Based on the opinion of 9
people

Circle City Prep &~ (@~ vie=pos

@circleCityPrep &

Home 5 Photo/Video 2 Tag Friends ° Check in e
Reviews
Recommendations and Reviews
Photos /
€ Recommended by 6 people ABOUT CIRCLE CITY PREP
Videos
Posts The teachers and leader are truly invested in educating every child. This Our Story
£ t is a place where the teach_ .. See More
vents / i i i
November 9, 2017 Now enrolling Kindergarten, First and
Second Grade Scholars.
About TEnE 2
Thank you for accepting my daughter in your school. | really appreciate i hitp://circlecityprep.org/enroll/
Community t See More
Ji 5, 2018
Info and Ads e

Chat (28) ra



HOW DO THEY KNOW
ABOUT THE TOUR/
SIGN UP TO ENGAGE?

 Make your enroliment
information the center point of
your website

 Be as flexible as possible for
them to engage with you

« Standard tour times

* Online registration
« Capture their contact
information
« Capture how they
heard about you

* Virtual school tour




Best Practice: Prominence of Enroliment
(Riverside High School)

R IR ~ .
HIGH SCHOOL . . o ;
M Academics Student Life Families About Us

Now Enrolling!

)

2

‘44‘“\

The application window to enroll at Riverside High School is now open!Visit our
Enroll page to learn how to apply or sign up to shadow a student, attend an
information session, or tour the school!

Enroll



Best Practice: Standard Tour Dates

(Purdue High School)

SHADOW A CURRENT STUDENT TOUR THE DOWNTOWN HIGH SCHOOL

Shadow Days start at 9am During Shadow Days, your Tour the PPHS Downtown campus at 49 W. Maryland Street
prospective student shadows a current 9th grade student for an Space H10B, Indianapolis, to see a learning environment
immersive experience that includes personal learning time, designed to foster free thinking, conversation, and project-based
hands-on project time, group instruction, and independent learning about the subject material at hand.

study. Shadow Days conclude at 2:30pm. Space is limited. A
Techie T-shirt and lunch is provided. Students interested in the North school may tour the downtown

location until the Broadripple campus is ready.

Students interested in the North school may shadow a student
downtown. When are Tours?

2nd & 4th Tuesdays/Thursdays* at 10am.
When are Shadow Days?

Several Dates Available *Excludes holidays and school breaks.
To sign up, click the button below: To sign up, click the button below:
Sign up for a Shadow Day Sign up for a Tour
For questions or concerns, contact: For questions or concerns, contact:

OR 317.832.1200 OR 317.832.1200



BEST PRACTICES:

VIRTUAL SCHOOL TOUR (ORCHARD PRIVATE SCHOOL)
Click to Play



https://www.youtube.com/watch?v=MHhRC9qczOo

INFORMATION TO GATHER IN TOUR /
SHADOW REGISTRATION

« Contact name

 Email address

 How they heard about you
* Interests of the student

» If they were referred by a current family -
that family’s name

« Optional - current school



You never get a second chance
to make a first impression.

Will Rogers




THINK ABOUT THE TOTALITY OF
THE WHOLE EXPERIENCE

Do you send a confirmation email and a reminder one day

prior?
Do you include directions to your campus and any
other relevant answers?

 How is the phone answered?
« Confusing phone tree or simple to get a real person?
« |If you have a phone tree - is there an option for
prospective families?
* Does your receptionist understand his/her role in
recruitment?

Where do they park?
Do you have a designated “future family” parking
space?

» Are they greeted with a personalized sign?
* Personalized welcome?
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SIGNING IN

 Have an iPad or something else for them to sign in if
you didn’t collect it already

» Gather full contact information for future nurturing

CUSTOMER INFORMATIDN SHEET

 Make sure you ask how they heard about your school




THE TOUR EXPERIENCE
SHIFT YOUR PARADIGM

1 BRIGHT MINDS MARKETING

THE TOUR IS NOT ABOUT YOUR SCHOOL!
THE TOUR IS HELPING THE PARENT ENVISION AND WANT THEIR
STUDENT TO ENROLL AT YOUR SCHOOL



BEFORE YOU
START THE TOUR

* Understand the child
 Understand the parent’s goals

 Understand the student’s
interests

« Customize your tour against the
parent’s goals and student’s
interests



DEVELOPING YOUR SCHOOL TOUR STRATEGY

Understand what your school offers
Answers to all the questions a

parent might have about your
school

What are you great at and what sets you
apart

Develop your parent personas

Develop a script or at least

Identify your parent’s chief needs ' |
key talking points

Understand what your parents are
looking for in a school
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How long should the tour take?

Who should give the tour?
What should the tour cover?

THE TOUR EXPERIENCE



0 Do you have a wow moment?

L
I'de 1
i I %

etc.)

Unique aspects of your school that sets up apart
Your successes - where do your students go after your schoo‘?‘ i
Your approach to technology

Special education

Diversity

Extracurricular opportunities

Meal service

Logistics - after school opportunities, transportation, etc.




CRITICAL EXPERIENCES
THAT SHOULD HAPPEN DURING A TOUR

Example of a teacher in action Meet the Principal




THE CLOSE

 Don’t ever let them walk out the door and say “l hope
you call us”

* Go for a soft close; “Did | answer all of your
questions?”, “Are there other things about our school
that | can answer”

* Move them to the next stage

 Upcoming event at your school / Shadow day
opportunity

* “Would you like an application?”

 Don’t let them leave empty handed
* Give them swag
* Give them good collateral information



THE FOLLOW UP ‘gwg

ONE OF THE MOST CRITICAL COMPONENTS
OF THE EXPERIENCE b
Q :

Recommended follow up activities: /
1. Standard thank you email templat' a
- A thank you for visiting and let us
you have any additional questions
* Providing a listing of any upcoming events
that you are hosting or would give them an
insight into your school (sporting events,
activities, etc.) 9
« Link to register for a shadow day

know if

2. Personal (handwritten) note from the principal

3. Drop them into follow up cadence

#



TOUR / SHADOW
NURTURING: BASIC

Next week, follow up call
from an administrator /
principal

Next week, follow up
0 call from a parent

° Tour / Shadow Within 1 week, follow
up call from teacher
of the future grade

Results: Yield rate increase from 76% to 92%
(Net increase of 4 students)



TOP 10 TENANTS OF A GOOD SCHOOL TOUR

1. Make it as easy as possible for prospective parents to find your school

2. Make it as easy as possible for parents to engage in a tour

3. Make sure the entire staff knows about the importance of school tours

4. Start the “courting process” as soon as they sign up

5. Strong first impression

6. Make the tour about them and their child - not about you!

7. The tour is too important to not script it out

8. The tour is designed to allow them to envision their child at your school and wow them

9. Don’t be afraid to ask for the enroliment

10. You will lose more families by not following up than you will by checking back in with them



531 W. 83rd Place, Indy, IN 46260 | 317-361-5255 | Nick@brightmindsmarketing.com
Facebook.com/brightmindsmarketing | @brightmindsmktg | www.brightmindsmarketing.com



