
It’s your Open House 
How to do a successful event
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Open Houses are great opportunities to put on your best face, review the 
mission and goals of your school and gear up for what may be a potentially 
rewarding event each time you hold one. All schools have their own personality, 
and you should aim to distinguish yourself from the other schools in the area. 
The key is keeping your events geared around a core of ideas that make a 
good framework for successful events: 


Routine has its place. Good marketing habits work to make you more 
efficient as a school marketing team, reducing procrastination and building 
confidence on staff when goals are met because schedules are kept. All that 
adds up to one very important outcome–less stress. When your Open House 
efforts are less stressful for everyone involved in the planning and execution, 
mistakes will be fewer and results better. Here is a summary of important tasks 
that your school should be doing on a regular basis to enhance your enrollment 
efforts: 
 


IT’S YOUR OPEN HOUSE -CATHOLIC SCHOOLS MARKETING 1





I. Regimen Matters:  

Do these things 2x a year:  

1. Your Superintendent or Principal needs to personally call 
EVERY family and express “THANKS” for being a part of “our 
school.” Make sure that he/she emphasizes how your school is making 
a difference in the life of each student. 


  2. Invite parents to share your school with their friends. Consider		
	 developing a team of your 10 best “cheerleader” parents and make them 	
	 your ambassadors. Ask them to spread the news of the school, pass out 	
	 school literature, and invite new parents to come in for tours and lunches 	
	 with the students. Utilizing a list of households in the radius of your 	 	
	 school, your Superintendent or Principal should make frequent contact 	
	 with the preschool parents, and do everything possible to get those 	 	
	 students into TK and Kindergarten. 


 
	 Do these things every quarter:  

  3. Principal, Marketing Committee and Parish Leaders need to meet 
faithfully each quarter making sure that they are on the same page. These 

	 meetings will facilitate coordinated communication to school 	 	 	
	 parents, always with the invitation to encourage tours of your school. 
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  4. Have a minimum of 4 enrollment events annually for all parents, 	
	 current and prospective, to interact with teachers and students. Ideally 	
	 one should be at the beginning of the school year.  

  5. Communicate quarterly with a newsletter to all parish parents, filling 	
	 them in on the good things happening at the school, awards received, 	
	 curriculum, etc. All of this is to make your school look shine brightly in the 
	 minds of all parents.  

 	4. Do a newsletter via email and printed hard copy mailed to homes. 	
	 CSM 	can help you with the production of a well designed and impactful 	
	 newsletter. Make your school visible as well in the parish environment 	
	 (and vice versa) at events, in the bulletin, et al.  



II. Style Matters:  

1. Make your pricing straightforward. “This is the total. Divide it by 10. 	
	 Your monthly payment throughout the school year.” 


    

2. Hire a professional to create promotional materials. These include 	

	 school brochures, school magazines, staff business cards, newsletters, 	
	 posters, banners, and more. They should all be consistently branded. 	
	 Be willing to invest in your brand using professional sources for a 	 	
	 professional overall appeal.  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3. Make sure your website is top-notch. First impressions can make or 	
	 break your success. Create online videos for your website and social 	
	 media that look and sound professional. Make sure your website is 	 	
	 consistently updated by posting photos from your events, and share the 	
	 cool things that happen around campus, or on field trips. 





 

III. Details Matter:  

1. Be interactive with your social media, and don’t ignore it for weeks 	
	 on end. Post great photos and great messages often, and when people 	
	 interact, respond quickly with upbeat interaction. 


2. Make student manners a major priority in your curriculum to reflect 	
	 an attitude of good behavior and a performance attitude when parents 	
	 and grandparents are guests. 


3. Advertise school accomplishments by making sure that student and 	
	 staff awards are displayed in both printed media, online and case display 	
	 on site. 


4. Keep campus is clean and organized. Don’t skimp on cleaning and 	
	 straightening. It gets noticed, especially by prospective parents. 
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5. Make customer service a top priority. Make sure that phone calls are 	
	 answered promptly and phone messages are clear. Return unanswered 	
	 calls quickly. Avoid phone trees.





IV. Think outside of the box 


1. Aim at your own target. Your target is your target. If you aim at the 	
	 same target everyone else is aiming at, your shots will end up where 		
	 everyone else’s do. When it comes to marketing your school, make sure 	
	 you have a specific target in mind, one that compliments your facility, 	
	 your staff and your community.  

      

2. Assume that ideas are out there just waiting to be discovered. Put 	

	 away the thought that you need to come up with a “new idea.” Be on a 	
	 hunt to capture ideas; it’s a matter of stalking and not creating. Don’t 	
	 burdened yourself with the unnecessary burden of having to be creative. 


3. Think in a broad scope. Put everything on the table. Don’t discount 	
	 anything as unrelated or unconnected. “Is there an enrollment paradigm 	
	 we are using that can be changed?” Be willing to go offtrack to get on-	
	 track. Narrowing comes after the broad scope is explored.  
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