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}During this session, we will discuss best 
practices in re - recruitment strategies to 
keep current families enrolled at your 
school. We will also examine best practices 
in re - enrollment and internal marketing.  
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Rollercoasters  

Coaching  

Blog 
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Enrollment Catalyst partners with schools to 
provide coaching for school leaders in their 
schoolõs enrollment management and 

marketing systems, strategies, and solutions 
needed to reach their goals.  
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The strategy of recruiting 
current families back to your 
school for another year.  



}Re- Recruitment is the strategy and process 
for recruiting your current families to 
continue enrollment in your school for the 
next year.  
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}We can no longer assume that just because a 
family is enrolled this year they will be back 
for another year.  



}It is more cost - effective to retain a family 
than it is to recruit a replacement.  

}Typically, retention is the greatest issue 
between the transition years (Preschool to 
Kindergarten; 5 th  to 6 th  grade; 8 th  to 9 th  
grade).  
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}Have you ever considered the value of the 
students enrolled at your school?  
ƁOpportunity to fulfill your mission  

ƁOpportunity to make a life - changing impact on the 
life of a student  

ƁOpportunity to gain revenue not only for this year 
but for the entire span of your school  

 



}Letõs say a parent with a Kindergarten student 
is enrolled in your school; what does this 
family represent?  
ƁA potential student for your class next year  
ƁA future student for every grade level through your 

highest grade  
ƁA potential parent to tell other parents about your 

school  
ƁMore opportunity to accomplish your mission  
ƁAn opportunity to make a difference in the life of a 

child during their key formative years  
ƁTuition revenue for the next 12 years  
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}If tuition is $7,000 at your school then this 
child will result in $151,044 in tuition 
revenue (assuming annual 5% increases) from 
1st grade through 12 th  grade.  

}Whatõs the financial impact if the student 
leaves:  
Ɓafter Kindergarten = $144,044 is lost to your 

school.  

Ɓafter 5 th  grade = $94,051 is lost to your school.  
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}Vincent Tinto wrote a book called: Leaving 
College  in 1987 and revised it in 1994.  

}The key to effective retention, Tinto 
demonstrates, is in a strong commitment to 
quality education and the building of a strong 
sense of inclusive educational and social 
community on campus.  

© 2011 Enrollment Catalyst 



}The same principles apply for schools in 
regards to retention:  
ƁParents will most likely continue investing in your 

school when they are satisfied with the overall 
educational experience.  

ƁParents will most likely continue enrolling in your 
school when their family is connected to the 
community (friends, groups, activities, etc.).  
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Do you know why families leave your school?  
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}Financial reasons  

}Rising cost of tuition  

}Relocate to another area  

}Desire a òfreeó education at a public school 

}Disciplinary issues  

}Lack of programs  

}Perceived prestige of other schools  

}Conflict with school philosophy or specific 
issue  
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