A PROVEN PLAN TO ATTRACT,
RETAIN, AND ENROLL FAMILIES

Growling Your
Montessori

School

Montessori Makers Group
@MontessoriMakersGroup



GROWING YOUR MONTESSORI SCHOOL MONTESSORI MAKERS GROUP

Table of
Contents

Introduction 01
Chapter 1: Understanding Your Audience 02
Chapter 2: Crafting Your Message 05
Chapter 3: Marketing Strategies 08
Chapter 4: Hosting Memorable Events n
Chapter 5: Attracting Older Children 15
Chapter 6: Retaining Families 19
Chapter 7: Measuring Success 23
Conclusion 27
Bonus Resources 28

1.Checklist: "10 Steps to a Successful Open House"

2. Template: "Parent Testimonial Request Email"

3.Guide: "How to Create a Montessori Transition
Program for Older Children”

4.Worksheet: "Enrollment Funnel Tracker"

WWW.MONTESSORIMAKERS.ORG @MONTESSORIMAKERSGROUP



GROWING YOUR MONTESSORI SCHOOL MONTESSORI MAKERS GROUP

INTRODUCTION

Hello, I'm Hannah Richardson, the
CEO & founder of Montessori Makers
Group.

Welcome to Growing Your Montessori
School, a guide designed to help
Montessori schools increase enrollment,
retain families, and build a thriving
community. Drawing on research and
proven methods, this e-book provides
actionable strategies to attract new
families, engage older children, and create
a school culture that families love. Whether
you're looking to fill seats or build a waiting
list, these tips and tricks will help you meet
your enrollment goals.

Montessori education is a transformative
experience for children, but many families
are unaware of its benefits or unsure how it
differs from traditional schooling. This
guide will help you communicate your
school’s unique value, build trust with
prospective families, and create a
welcoming environment that encourages
long-term commitment.

By the end of this e-book, you’ll have a clear plan to:
e Understand your ideal family and tailor your messaging to their needs.
¢ Implement effective marketing strategies to attract new families.
¢ Host memorable events that showcase your school’s strengths.
e Attract and retain older children who are a good fit for Montessori.
¢ Build a strong community that keeps families engaged and satisfied.

Let’s get started! _%M @WM
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CHAPTER 1

Understanding
Your Audience

Know Your Ideal Family’s Values

In order to successfully market a
Montessori school, it is essential to
understand the families that you are trying
to attract. A deep understanding of your
target audience will allow you to tailor your
messaging, create relevant content, and
develop programs that meet their needs.
Start by researching your local community
to gather insights about the types of
families who may be interested in
Montessori education. Consider factors
such as demographics, values, and needs.
What do parents in your area prioritize
when selecting a school for their child? Are
they seeking a holistic education, a strong
academic foundation, or an environment
that focuses on social-emotional
development? What are the challenges
they face and the aspirations they have for
their children’s education?

To gain a clear understanding of the
families you're aiming to attract, create a
“family persona.” This is a detailed profile
that represents your ideal parent or family
and serves as a guide for your marketing
efforts. This persona can help you better
understand what drives your audience,
what their priorities are, and what
obstacles they may face when considering
a Montessori education for their child.

For example, your persona could look like
this:

WWW.MONTESSORIMAKERS.ORG

e Name: "The Holistic Family"

¢ Values: Child-centered learning,
independence, creativity, and a strong
sense of community.

e Pain Points: Concerns about the cost of
tuition, the academic rigor of
Montessori education, and the
challenge of transitioning from
traditional schooling to Montessori
methods.

e Goals: They seek a nurturing and well-
rounded educational environment
where their child can grow both
academically and emotionally. They are
eager to provide their child with
opportunities to develop leadership
skills, critical thinking, and empathy.

Once you have created your family
persona, you can use it to inform all
aspects of your marketing strategy.
Whether you're crafting a brochure, writing
website copy, or developing content for
social media, keeping your ideal family in
mind will ensure that your messaging is
targeted and relevant.

@MONTESSORIMAKERSGROUP
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Identify pain points

While understanding your audience's
values and priorities is critical, it is equally
important to recognize and address their
pain points. When it comes to choosing an
educational environment, parents often
have specific concerns or barriers that may
prevent them from fully embracing
Montessori education. By understanding
these concerns and proactively addressing
them, you can build trust and demonstrate
that you understand the challenges
parents face in their search for the best
educational fit for their child.

There are several common pain points that
parents may have when considering
Montessori education, and each one
presents an opportunity for you to provide
reassurance and clarity. Below are some of
the most common concerns and ways to
address them:

1.Cost

One of the most frequently mentioned
concerns for parents considering
Montessori schools is cost. Montessori
education, while highly regarded for its
individualized and child-centered
approach, can often come with a higher
price tag compared to traditional schools.
Parents may worry that they cannot afford
the tuition, or they may wonder whether
the cost is justified.

To address this concern, it's important to
highlight any available financial assistance
options, such as scholarships or sliding-
scale payment plans. If your school offers
such options, make sure they are clearly
communicated in your marketing materials.
Additionally, emphasize the long-term
value of Montessori education. Research
consistently shows that children who
receive Montessori education perform
better academically, develop strong social-
emotional skills, and tend to be more
successful in their careers.
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By making the case for Montessori’'s long-
term benefits, you can help parents
understand that the investment is
worthwhile, not just for the present, but for
their child’s future.

2. Academic Rigor

Another common concern among parents
is the perception that Montessori schools
may not provide enough academic rigor.
Some parents may fear that because
Montessori schools focus on hands-on
learning and self-directed activity, children
may not receive the same level of
academic preparation as they would in a
traditional classroom setting. They may
worry that Montessori education does not
place enough emphasis on reading, writing,
and math.

To counter this concern, provide data and
evidence that Montessori students excel
academically. Highlight the success stories
of former Montessori students who have
gone on to thrive in higher education and
their careers. You can also share specific
examples of how Montessori education
fosters deep learning through exploration
and inquiry, rather than rote memorization.
Montessori’'s approach to teaching
encourages children to develop critical
thinking skills, problem-solving abilities, and
a love of learning that supports academic
excellence across subjects.

3. Social-Emotional Development

Many parents are also deeply concerned
with how a school supports their child's
social-emotional development. Montessori
education is often recognized for its
emphasis on fostering strong relationships,
empathy, and emotional intelligence.
However, some parents may still question
whether Montessori schools can effectively
address these areas, particularly if they
come from a more traditional educational
background that may prioritize academic
outcomes over social skills.
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To address this concern, emphasize the
ways in which Montessori promotes
emotional growth and maturity. Highlight
how Montessori classrooms are designed
to support independence, cooperation, and
responsibility. In Montessori settings,
children learn to work together, resolve
conflicts, and take ownership of their
actions. These social-emotional skills are
not only vital for a child’s personal
development but are also foundational for
success in school and later life. Share
testimonials or examples of how children in
your school have grown in their ability to
communicate, empathize, and work
collaboratively with peers.

Crafting a Message that Resonates
Once you have a clear understanding of
your audience and have addressed their
concerns, you can begin to craft messaging
that resonates with them. Your message
should reassure potential families that
Montessori education provides the
nurturing, academically rigorous, and
socially supportive environment they are
seeking. Be sure to use language that
reflects the values of the families you are
targeting. For example, if your ideal family
values creativity and independence,
highlight how Montessori fosters these
qualities through a child-directed
approach to learning.

Additionally, don’t forget to emphasize the
sense of community that comes with
Montessori education. Families who value a
strong sense of connection and
collaboration may be drawn to your
school’s focus on nurturing relationships
not only between students and teachers
but also between families. This sense of
belonging is an important aspect of the
Montessori experience, and it can be a key
differentiator for your school.
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By understanding your ideal family,
identifying their pain points, and crafting
messaging that directly addresses their
concerns, you will be able to create a
marketing strategy that resonates with
your target audience. This approach will
not only help you attract the right families
but also build a foundation of trust and
understanding that will ensure long-term
success for your Montessori school.
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CHAPTER 2

Crafting Your

Message

Highlight What Makes You Unique

One of the most important aspects of
marketing your Montessori school is
identifying and showcasing your school’s
unique value proposition (UVP). Your UVP is
what sets you apart from other educational
options and helps prospective families
understand why your school is the best
choice for their child. The UVP should
encapsulate the core strengths of your
Montessori program, highlighting the
qualities that make your school distinct
and compelling.
For Montessori schools, the unique value
proposition often revolves around the
distinctive educational approach and
philosophy that sets it apart from
traditional schools. Some key elements
that could be part of your UVP include:
¢ Child-Centered Learning: Montessori
education focuses on the individual
child and tailors the learning experience
to their interests and developmental
needs. This is a hallmark of the
Montessori approach and fosters
independence and curiosity, allowing
children to develop at their own pace in
a supportive environment. By
emphasizing this individualized
approach, you can communicate that
your school doesn't just offer a "one-
size-fits-all" education, but instead
creates a learning experience that is
personalized for each student.

WWW.MONTESSORIMAKERS.ORG

L]

Hands-On Learning Materials:
Montessori classrooms are filled with
specialized, tactile learning materials
that make abstract concepts more
accessible. These materials are
designed to engage the child’s senses,
providing concrete experiences that
help them understand complex ideas.
For example, a child learning
mathematics may use physical blocks
to represent numbers, providing a
visual and kinesthetic way to grasp
mathematical concepts. Highlighting
these hands-on materials helps
prospective families understand the
importance of interactive, experiential
learning in your program.

Focus on Social-Emotional
Development: Montessori education is
as much about fostering emotional
intelligence as it is about intellectual
development. Children are encouraged
to build social skills such as empathy,
conflict resolution, and communication.
The Montessori approach emphasizes
the development of the whole child,
ensuring that students not only excel
academically but also learn the
emotional skills necessary for success
in life. This focus on emotional growth is
a key differentiator that can attract
families looking for a well-rounded
educational experience for their child.

@MONTESSORIMAKERSGROUP
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In addition to these core values, one of the
most effective ways to convey your
school’s unique qualities is through
success stories and testimonials.
Testimonials from current families can
provide authentic, powerful endorsements
that demonstrate how your school’s
approach has made a positive difference in
the lives of students. These testimonials
help build trust with prospective families
and provide real-world evidence of the
impact of your program. For example:

e "Our daughter has blossomed in the
Montessori environment. She’s more
confident, curious, and eager to learn
than ever before. Montessori has
nurtured her love of learning and her
ability to solve problems
independently, which has made a
tremendous difference in her life."

By featuring success stories and
testimonials prominently in your
communications—whether on your
website, in brochures, or on social media—
you provide potential families with
concrete examples of how your Montessori
school has helped children grow and
succeed. These personal stories can
resonate with parents and make your
school feel more relatable and
approachable.

Use Clear, Compelling Language

While it's important to highlight what
makes your school unique, it's equally
important to ensure that your messaging is
clear, accessible, and compelling. One of
the common pitfalls when marketing
Montessori education is the use of jargon
or overly technical language that might
confuse or intimidate prospective families.
Montessori-specific terms, such as "cosmic
education,” "sensitive periods,” or "auto-
education,” while meaningful within the
Montessori community, may not resonate
with or even be understood by families
unfamiliar with the philosophy.

WWW.MONTESSORIMAKERS.ORG

Instead of using terms that might be
foreign to your audience, try to reframe
them in a way that focuses on tangible
outcomes that matter to parents. For
example, instead of saying "cosmic
education,” you could describe how the
Montessori approach helps children
"explore the interconnectedness of the
world" or "develop a deeper understanding
of their place in the world." Similarly,
instead of discussing "autodidactic
education,” you could say that Montessori
education fosters “independent learning
and self-motivation,” key qualities that
parents want to see in their children.
When crafting your messaging, always keep
in mind the desired outcomes that matter
most to parents. Use language that
highlights the skills, attributes, and values
they are seeking in their child's education.
For instance, rather than focusing on the
mechanics of the Montessori method itself,
focus on how the method results in real-
world benefits:

e "Your child will become a confident,
curious, and compassionate learner.”
This simple, straightforward message
resonates with parents who want their
children to develop a sense of
confidence and curiosity that will last a
lifetime. These are qualities that can
help a child succeed not only in school
but also in life.

e "Our program prepares children for
lifelong success, both academically and
socially.” This message highlights the
long-term benefits of a Montessori
education. Parents are often focused
on the future, and they want to know
that their child is being prepared for
success in higher education, their
careers, and life in general. By
emphasizing both academic and social
outcomes, you demonstrate that your
Montessori school is committed to
developing the whole child, both
intellectually and emotionally.

@MONTESSORIMAKERSGROUP
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Using clear and compelling language also
means being concise and to the point.
Avoid long, convoluted explanations. Focus
on the most important takeaways and
benefits. Parents, particularly those who
are exploring multiple educational options,
may not have the time or energy to sift
through pages of information. Your
messaging should quickly convey the value
of your school in an easy-to-understand
and engaging way.

Incorporating powerful imagery and
emotional language can also enhance your
message. Use visuals and descriptions that
evoke a sense of warmth, nurturing, and
growth. Paint a picture of the Montessori
classroom as a place where children are
encouraged to explore, discover, and
thrive. Highlight the joy of learning, the
support of the community, and the
freedom that comes with a Montessori
education.

Conclusion

Crafting your message is one of the most
important steps in promoting your
Montessori school. By highlighting what
makes your school unique and using clear,
compelling language, you can effectively
communicate the value of Montessori
education to prospective families.
Remember, it's not just about talking about
the Montessori method—it's about showing
how that method leads to meaningful
outcomes for children. Focus on the
qualities and experiences that parents care
about most, and present them in a way
that resonates with their aspirations for
their child’s education and future. When
done effectively, your message will not only
attract families but also build a deeper
understanding and appreciation for what
makes your Montessori school special.
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CHAPTER 3

Marketing
Strategies

Build a Strong Online Presence

In today’s digital age, your school’s website
is often the first point of contact for
prospective families. As such, it's crucial
that your website provides a clear and
engaging snapshot of your school’s
offerings, values, and unique qualities. A
well-designed, user-friendly website can
make a significant difference in attracting
and converting visitors into actual school
tours or inquiries. Here are some key
strategies for ensuring your website is an
effective tool in your marketing efforts.
1.User-Friendly Design: Your website
should be easy to navigate and intuitive
for users. Potential families should be
able to find the information they need
quickly and without frustration. Keep
the layout simple, with a clear menu
that categorizes essential information
such as programs, admissions, faculty,
and events. A visually clean design, with
a consistent color scheme and
typography, can help visitors feel
comfortable as they explore.
Additionally, ensure your website is
mobile-optimized, as many users will
be accessing it on their smartphones or
tablets.

WWW.MONTESSORIMAKERS.ORG
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Informative Content: The content on
your website should clearly
communicate what your school is
about. Parents will want to know about
your Montessori programs, the
philosophy behind your approach, and
the benefits of a Montessori education.
It's essential to provide comprehensive
descriptions of your school’s offerings,
including details on age groups served,
academic curriculum, social-emotional
development programs, and
extracurricular activities. Also, be sure
to explain your admissions process,
deadlines, and any required materials.
Including information about your
school’s history, faculty, and success
stories can also build trust and
demonstrate credibility.
Action-Oriented: To ensure that your
website serves as a lead generation
tool, it's crucial to include action-
oriented elements throughout. Every
page should have a clear call-to-action
(CTA) prompting visitors to take the
next step. This could be scheduling a
tour, requesting more information, or
signing up for an open house. Place
these CTAs prominently on key pages,
such as the homepage and program
overview pages.
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e Additionally, consider offering easy-to-
complete online forms for prospective
families to submit inquiries or request
appointments. The simpler you make it
for people to engage, the more likely
they are to follow through.

e Search Engine Optimization (SEO): To
drive traffic to your website, you must
make sure it is visible to search engines
like Google. By optimizing your website
with relevant keywords, you can
improve its chances of appearing in
search results when families are looking
for a Montessori school. Use keywords
such as “Montessori school near me,”
“best Montessori program in [your
city]” or “Montessori education for
children” in your website’s content,
headings, and meta descriptions.
Additionally, make sure your site is
optimized for local searches by
including location-based keywords and
setting up a Google My Business
account to enhance your visibility.

Leverage Word-of-Mouth
Word-of-mouth marketing remains one of
the most powerful ways to attract new
families to your Montessori school. The
trust and credibility that come from
personal recommendations are invaluable,
and current families can be your strongest
advocates. Here are several strategies to
help encourage word-of-mouth marketing:
1.Offer Incentives: A simple way to
encourage current families to refer
others is by offering incentives. This
could be in the form of tuition
discounts, gift cards, or other rewards
for referring a friend who enrolls their
child at your school. By offering an
incentive, you provide an extra
motivation for families to actively
promote your school to their friends,
family, and neighbors.
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e Create a "Parent Ambassador Program":
An effective way to formalize your
word-of-mouth efforts is by creating a
‘Parent Ambassador Program.” This
program can involve select families who
are enthusiastic about the Montessori
approach and who are willing to help
spread the word about your school.
Ambassadors could host tours, attend
local events, or simply share their
personal experiences with prospective
families. By giving these parent
ambassadors a platform to share their
stories, you amplify the message of
your school and foster a sense of
community involvement.

e Showcase Testimonials: Current
parents and alumni can provide
powerful testimonials that validate the
impact your school has had on their
child’s education and development.
Feature these testimonials on your
website, in newsletters, and on social
media. Authentic stories from parents
that highlight how their child has
thrived in your Montessori program can
be incredibly persuasive for families
who are exploring their educational
options. Whether it's a story of a child
developing independence, growing
socially, or excelling academically,
these stories humanize your school and
demonstrate its real-world value.

Community Outreach

In addition to your online presence and
word-of-mouth marketing, it's essential to
build connections within your local
community. By becoming an active
participant in the community, you not only
promote your school but also establish
your institution as a trusted, caring, and
engaged partner in the lives of families.
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Here are some effective community

outreach strategies:

¢ Partner with Local Businesses and
Organizations: Collaborate with local
businesses, libraries, or parenting
groups to host events or workshops
that highlight Montessori education.
These partnerships can help you reach
new families who may not have
previously considered Montessori for
their child. By offering educational
workshops or free seminars on child
development, early education, or the
benefits of Montessori, you provide
value to the community while also
showcasing your school’s expertise and
philosophy.

¢ Host and Participate in Local Events:
Hosting events such as open houses,
family fun days, or educational
workshops is another great way to
engage with the community and attract
potential families. These events give
people a chance to learn more about
your school in a relaxed and friendly
environment. Additionally, consider
participating in local community events,
such as school fairs or parenting expos,
where you can interact with families
directly and promote your school’s
values and unique approach.

¢ Distribute Flyers and Brochures:
Physical marketing materials such as
flyers and brochures can be very
effective for reaching families who may
not be active online. Distribute these
materials in high-traffic areas such as
local coffee shops, pediatrician’s
offices, libraries, and children'’s stores.
Make sure the brochures are visually
appealing and informative, providing
potential families with an overview of
your Montessori school’s programs,
admissions process, and benefits. The
goal is to provide easy-to-access
information that encourages people to
learn more.
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Engage with Local Media: Consider
engaging with local media outlets to raise
awareness about your school. This could
involve pitching a story about Montessori
education or offering expert commentary
on child development topics. Local
magazines, newspapers, and radio stations
often look for educational content, and
appearing in these media outlets can give
your school exposure in the community.
Similarly, you can submit press releases for
special events, achievements, or
milestones that could be of interest to
local audiences.

Conclusion

Effective marketing strategies for a
Montessori school require a multi-faceted
approach. Building a strong online
presence, leveraging word-of-mouth, and
engaging in community outreach are all
critical components of a comprehensive
marketing plan. By utilizing these strategies,
you can enhance your school’s visibility,
attract prospective families, and build
lasting relationships with your local
community. As you continue to implement
these marketing tactics, keep in mind that
consistency and authenticity are key to
ensuring your message resonates with the
families you aim to serve.
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CHAPTER 4

Hosting

Memorable Events

Hosting memorable events is one of the
most effective ways to introduce
prospective families to your Montessori
school while also building a sense of
community and connection. These events
provide an opportunity to showcase your
school’s philosophy, engage families in
meaningful ways, and demonstrate the
value of the Montessori approach. Whether
it's an open house, a parent education
night, or a community event, creating
experiences that leave lasting impressions
is key to growing your school’s reputation
and increasing enrollment. Below are
strategies for hosting events that will
captivate prospective families and build
trust in your school.

Open Houses

Open houses serve as one of the most
direct ways to introduce new families to
your school. To make these events
memorable and engaging, it's important to
showcase the core aspects of your
Montessori environment while also
addressing the concerns and interests of
both children and parents. Here's how you
can maximize the impact of your open
house:
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Interactive Activities for Children: An
open house is a fantastic opportunity
to allow children to experience the
Montessori environment firsthand. Set
up different activity stations around the
school, where children can engage with
Montessori materials in a hands-on
way. This could include working with
the sensorial materials, trying out
practical life activities, or engaging in
group learning exercises. These
activities will give children a glimpse
into the unique learning experience
Montessori provides, sparking their
curiosity and excitement.

By allowing children to explore the
materials and the space, you show
prospective families that Montessori
learning is not only intellectually
stimulating but also enjoyable. Parents
will also appreciate seeing how their
children can independently interact
with the learning materials, reinforcing
the Montessori value of fostering
independence and self-directed
learning.
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¢ Informative Sessions for Parents: While
children explore, parents should have
the opportunity to attend informative
sessions about the Montessori
philosophy and the school’'s approach
to education. In these sessions, you can
explain the principles behind
Montessori, such as self-directed
learning, multi-age classrooms, and the
importance of fostering independence,
creativity, and critical thinking. Use
real-life examples from the classroom
to illustrate how these principles are
put into practice.

e Parents often have questions about
how Montessori works in practice, so
make sure there’s ample time for a
Q&A session. Address common
concerns such as academic rigor, the
transition from traditional schooling,
and social-emotional development.
Having an open and transparent
conversation will help demystify the
Montessori approach and build

confidence among prospective parents.

3. Personalized Tours: Offer families the
opportunity to tour the school and observe
the classrooms in action. Walk them
through the environment, highlighting key
Montessori elements such as the child-
sized furniture, the carefully prepared
learning materials, and the emphasis on
independent work. Be sure to explain how
the classroom setup fosters autonomy,
self-discipline, and responsibility.
Encourage parents to observe the
interactions between teachers and
students, showcasing how individualized
attention is given to each child.
Personalized tours allow parents to get a
feel for the environment, further solidifying

their understanding of Montessori in action.
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Parent Education Nights

Parent education nights provide an
excellent platform to deepen the
understanding of Montessori education
among current and prospective
families. These events position your
school as an expert in child
development while also helping families
see the long-term benefits of
Montessori for their children. Here are
some key strategies for making your
parent education nights both
informative and engaging:

Focused Workshops: Offer workshops
that focus on common parenting topics
or specific aspects of the Montessori
method. Examples of relevant
workshops could include:

“How Montessori Fosters
Independence”: This workshop could
explore how Montessori's hands-on,
self-paced learning process nurtures
autonomy and confidence in children.
Discuss practical ways parents can
support their child’'s independence
both in and outside of the classroom.
“Preparing Your Child for Lifelong
Success”: Focus on how Montessori
helps children develop skills that are
crucial for future success, such as
problem-solving, critical thinking, social
responsibility, and leadership. Highlight
the academic and emotional benefits of
Montessori that prepare children for
the challenges of later life.

“The Role of Play in Montessori
Learning”: Offer insights into how play is
integrated into Montessori education
and how it fosters cognitive, social, and
emotional development. Parents can
learn how play-based learning helps
children internalize knowledge and
develop essential life skills.
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These events provide opportunities to
connect with prospective families who may
not have initially considered Montessori
education. Here's how you can organize

¢ Interactive Components: To make
these workshops more engaging,
incorporate interactive activities where
parents can experience the Montessori

approach themselves. For instance,
invite parents to participate in a brief
exercise using Montessori materials,
which will help them understand how
children are encouraged to learn
through direct interaction with the
materials. This hands-on experience
can be a powerful tool for illustrating
the Montessori method and showing
parents how it encourages curiosity,
creativity, and problem-solving.

Q&A Sessions: After each workshop,
leave time for a Q&A session. This
allows parents to ask specific questions
about Montessori education and its
implementation in your school. Some
parents may have concerns or
misunderstandings about certain
aspects of the approach, so having an
open forum for discussion will give you
the opportunity to address those
concerns in a thoughtful and informed
manner.

Follow-Up Resources: Provide parents
with handouts or resources that they
can take home and review after the
event. These could include articles,
book recommendations, or guides to
Montessori philosophy. Additionally,
consider creating a parent education
library on your website where families
can access recordings of past
workshops or additional reading
materials.

Community Events

successful community events:

Family-Friendly Events: Host events
that appeal to families and children,
creating an atmosphere of fun and
engagement. Examples of family-
friendly events could include:

Picnics or Barbecues: Host a casual
picnic or barbecue at your school
where current and prospective families
can meet and interact in a relaxed
environment. These events can also be
a chance for families to ask questions
about the school while enjoying
outdoor activities.

Book Fairs: Organize a Montessori-
themed book fair with books that align
with your school’s philosophy. Parents
can purchase books for their children
that emphasize independence, social-
emotional learning, and creativity. You
can also set up a reading corner where
teachers or staff read Montessori-
inspired stories.

Montessori-Themed Storytimes: Host a
storytime event where children can
listen to stories that highlight
Montessori principles. These could be
tales of children’s adventures,
independence, or exploration.
Storytime is an excellent way to
introduce younger children to the
Montessori approach in a fun and
accessible way.

Create a Sense of Community:
Community events help prospective
families build a connection with your

school and its values. By hosting
inclusive and welcoming activities, you
position your school as a central part of
the local community. These events
foster relationships and trust, making
families feel like they’re joining a
supportive and engaged group of
people.
@MONTESSORIMAKERSGROUP

While open houses and parent education
nights are great for reaching families who
are already considering your school,
community events help introduce your
school to a broader audience.
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Collaborate with Local Organizations:
Consider partnering with local businesses,
libraries, or community centers to co-host
events. These partnerships help you reach
a wider audience and demonstrate that
your school is committed to being a
community-oriented institution. For
example, you might collaborate with a local
bookstore to host a “Montessori for
Parents” discussion while children enjoy a
Montessori-themed activity or workshop.

Conclusion

Hosting memorable events is an essential
part of any successful marketing strategy
for a Montessori school. Open houses
provide an opportunity to showcase the
school environment, parent education
nights deepen the understanding of
Montessori philosophy, and community
events help build relationships within the
broader local community. By making each
event interactive, informative, and inclusive,
you can create a lasting impression that
strengthens your school’s reputation and
attracts more families to your Montessori
program. These events are more than just
marketing tools—they are opportunities to
build a connected, engaged community
that supports the growth and success of
your school.
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CHAPTER 5

Attracting Older

Children

Attracting older children to your Montessori
school may present unique challenges
compared to younger children, as their
families are likely more familiar with
traditional schooling models. However,
Montessori’s distinct advantages for older
students—such as leadership development,
critical thinking, and real-world problem-
solving—make it an excellent choice for those
seeking a more personalized and enriched
education. This chapter will explore how you
can effectively showcase the benefits of
Montessori education for older children,
create a seamless transition program, and
develop targeted marketing strategies to
appeal to families with older children.

Showcase the Benefits for Older Students
As older children approach the upper
elementary years and beyond, they are often
looking for a learning environment that
supports their growing independence and
helps them develop deeper academic and
life skills. Montessori provides a unique
approach that nurtures these qualities and
equips students with the tools necessary for
success in later education and life. Here's
how to highlight the benefits of Montessori
for older students:
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e Leadership Development: One of the
core benefits of Montessori education
for older children is the emphasis on
leadership. In Montessori classrooms,
older students are given more
responsibility and opportunities to
mentor younger students. This peer-
to-peer learning dynamic fosters
leadership qualities, teaching older
students how to communicate,
collaborate, and guide others. The
multi-age classroom setup allows them
to model positive behavior, build
confidence, and develop emotional
intelligence as they take on leadership
roles.

Highlighting how Montessori helps older

children become confident, self-assured

leaders will resonate with parents who

want their children to develop these critical

skills in preparation for their futures.

1.Critical Thinking and Problem-Solving:

Montessori education places a strong
emphasis on critical thinking and real-
world problem-solving. Older students
are encouraged to explore complex
topics, engage in independent research,
and find solutions to open-ended
questions.
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The Montessori method doesn’t just teach
children how to memorize facts; it teaches
them how to think critically, approach
problems from multiple angles, and work
through challenges independently.

These skills are essential for success in
higher education and the workforce, and
they are highly valued by employers and
universities. By showcasing how Montessori
fosters these skills in older children, you
can appeal to families who are focused on
preparing their children for the future.
Parents want to know that their child will be
able to thrive in a competitive, ever-
changing world. Montessori's focus on
inquiry-based learning, exploration, and
self-directed projects equips students
with the ability to think critically and adapt
to new situations, making them well-
rounded and capable problem-solvers.
1.Social-Emotional Benefits: Montessori
education also supports the social-
emotional development of older
students. As children enter
adolescence, emotional intelligence
becomes increasingly important.
Montessori emphasizes empathy,
conflict resolution, and cooperation,
helping students develop the social
skills necessary to navigate complex
relationships.
In a Montessori classroom, older children
learn how to resolve conflicts on their own,
express their feelings constructively, and
support their peers. These social-
emotional skills are integral not just for
school, but for success in life beyond the
classroom. By focusing on these benefits,
you can reassure parents that their child's
emotional well-being is as important as
their academic development.
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Create a Transition Program

Transitioning from traditional schooling to
Montessori can be a significant adjustment
for both the student and their family,
particularly for older children who may be
more accustomed to structured schedules
and teacher-directed learning. To help
families feel confident in making the switch,
it's important to offer a transition program
that helps ease the change and ensures a
smooth integration into the Montessori
environment.

e Montessori Immersion Week: One way
to support families considering the
transition is by offering a "Montessori
Immersion Week." During this week,
older children can experience a typical
Montessori classroom setting, engaging
with the curriculum, interacting with
teachers and peers, and experiencing
firsthand the Montessori method in
action. This immersive experience will
allow students to see how Montessori
education differs from traditional
schooling and can help them determine
if it's a good fit for their learning style.

e During the immersion week, children
can participate in various activities
designed to showcase the Montessori
approach, such as independent
research projects, collaborative group
work, and open-ended discussions.
They will also get the chance to work
with Montessori materials, which may
be unfamiliar but highly engaging. This
hands-on experience will demystify the
Montessori approach and give students
a clear understanding of how learning is
structured. For many older students,
this can be a transformative
experience, helping them see how
Montessori can meet their academic
and emotional needs in ways that
traditional schooling may not.
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e Support for Parents: In addition to
helping students acclimate to the
Montessori environment, it's essential
to provide resources for parents on the
transition process. Parents may have
concerns about how their child will
adjust to aless structured environment,
especially if they are coming from a
traditional school. Providing clear,
supportive information on how
Montessori differs from traditional
schooling—and the long-term benefits
for older students—will help parents
feel more confident in their decision.

e Consider offering workshops or
informational sessions for parents that
focus on how older children can thrive
in a Montessori setting. Address
common questions, such as how
Montessori fosters academic rigor at
higher levels, how it supports the
development of leadership skills, and
how the method encourages
independent learning. Providing a
comprehensive understanding of the
transition process will help parents feel
equipped to make informed decisions.

Ongoing Support and Communication:
Even after the initial transition, it's
important to continue supporting both the
student and their family. Set up regular
check-ins with parents to discuss their
child’s progress and any challenges they
may be experiencing. Ongoing
communication will help parents feel more
comfortable with the transition and more
engaged in their child’s educational
journey.
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Targeted Marketing
Once you've crafted a transition program
and have a deeper understanding of the
benefits that Montessori offers older
children, the next step is to reach out to
families with older children. Traditional
marketing methods may not always reach
this demographic, so it's important to
target your efforts in ways that will capture
their attention.
1.Engage Local Schools and
Extracurricular Programs: Collaborate
with local public and private schools,
extracurricular programs, and
community groups that already serve
families with older children. This could
include partnerships with after-school
programs, sports teams, or even local
youth organizations. Hosting
informational sessions or distributing
flyers in these locations can help you
connect with families who may not yet
be aware of Montessori education but
are interested in exploring new options
for their children.

Success Stories and Testimonials: One of
the most compelling ways to attract
families with older children is through
success stories. Share testimonials from
parents and students who have thrived in
your Montessori environment, particularly
those who joined at an older age. Highlight
stories where students have excelled
academically, developed strong leadership
skills, or gained a deeper sense of
confidence and independence through the
Montessori approach.

Consider featuring these stories on your
website, in social media posts, or in
informational brochures. When families see
the positive impact Montessori has had on
other students similar to their own children,
they are more likely to consider your
school as a viable option for their child.
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1.Use Digital Marketing and Social Media:
In today’s digital age, reaching families
with older children often requires a
strong online presence. Use social
media platforms like Instagram,
Facebook, and YouTube to share
engaging content about the Montessori
experience for older students. You
could post videos of classroom
activities, highlight student
achievements, or share interviews with
teachers, parents, and alumni
discussing how Montessori has helped
older children grow academically,
socially, and emotionally. Social media
is a great platform for building a
community and showcasing the unique
benefits of your Montessori program in
an engaging, visual way.

Conclusion

Attracting older children to a Montessori
school requires a focused approach that
emphasizes the unique benefits of
Montessori education for this age group. By
showcasing the leadership, critical thinking,
and social-emotional development
fostered by Montessori, creating a smooth
transition program, and using targeted
marketing strategies, you can successfully
appeal to families with older children.
Through immersion experiences, success
stories, and clear communication with
parents, you can help them understand the
long-term value of Montessori education
and its ability to support their child’s
growth into a confident, independent, and
capable individual.
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CHAPTER 6

Retaining Families

Retaining families is just as important as
attracting new ones, and ensuring that
families feel valued and supported
throughout their time at your Montessori
school is crucial for long-term success. The
goal is to foster a strong, lasting relationship
with your community by maintaining open
lines of communication, offering
opportunities for involvement, and
addressing concerns promptly. This chapter
explores how you can build and maintain
relationships with families, showcase student
progress, and address any concerns to
ensure long-term retention.

Foster a Strong Community

The foundation of retention lies in the
strength of the relationships you build with
your families. Families want to feel like they
are part of a supportive and nurturing
community, and creating a sense of
belonging is key to keeping families happy
and engaged with your school.

Regular Communication: Frequent,
transparent communication is essential in
establishing trust and a sense of connection.
Keep families informed not only about school
events and updates, but also about their
child’s progress and any changes or
improvements within the school.
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Consider using a communication platform
where parents can easily access updates,
calendars, and news, ensuring that they
always feel in the loop. This platform can
also serve as a place for parents to
communicate directly with teachers, ask
questions, and stay informed about what
their children are learning.

By providing multiple avenues for
communication, such as newsletters,
emails, or even social media groups, you
ensure that parents can stay connected to
the school’s activities and their child’s
educational journey. This not only helps
build trust but also empowers parents to
become active partners in their child’s
learning.
1.Parent-Teacher Conferences: Regular
parent-teacher conferences are a
valuable opportunity to discuss the
child’s progress, address concerns, and
strengthen the relationship between
the school and the family. These
meetings should be seen as an
opportunity for collaboration, where
parents and teachers can work
together to ensure the child’s
academic, social, and emotional needs
are being met.
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¢ |n addition to discussing academic
achievements, these conferences can
be a space to talk about any behavioral
or social challenges the child may be
facing and how the school can support
their development.

By offering one-on-one meetings and truly
listening to parents’ concerns, you show
that you value their input and are
committed to their child’'s success. Being
proactive in scheduling these meetings—
rather than waiting for issues to arise—can
help build stronger connections and
prevent small concerns from becoming
larger problems.

3. Family Events: Another key to fostering
community is hosting events that bring
families together. Social gatherings such as
family picnics, movie nights, or holiday
celebrations give parents and students the
chance to interact in a more informal
setting. These events can help build
relationships among families and create a
sense of camaraderie and unity within the
school community. Additionally, events like
open houses, workshops, or parent
education nights allow families to further
engage with the school and the Montessori
philosophy.

By regularly offering opportunities for
parents to connect with one another and
the staff, you create a network of support
that enhances the school experience for
everyone. Families who feel like they are
part of a larger, welcoming community are
more likely to remain invested in your
school for the long term.
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Showcase Student Progress
One of the most important aspects of
retaining families is ensuring they see the
tangible value of Montessori education.
Parents want to know that their child is
thriving academically, socially, and
emotionally, and it's essential to
communicate this progress regularly.
Montessori’s unique approach to
individualized learning means that each
child’s growth is often different, but it's
important to highlight these developments
in ways that are meaningful to parents.
¢ Portfolios: One of the most effective
tools for showcasing student progress
is the portfolio. A well-maintained
portfolio is a collection of the student’s
work, reflections, and assessments that
demonstrate their learning journey over
time. These portfolios give parents a
concrete sense of their child’s
achievements and areas for growth.
Whether physical or digital, portfolios
allow families to see firsthand the work
their child is producing and offer an in—-
depth look at their academic and
creative progress.
¢ By using portfolios, you are not just
providing a snapshot of what the child
has done in a given period, but you are
also helping families see the broader
picture of their child’s development.
This helps parents appreciate the
Montessori approach, which
emphasizes process over product, self-
directed learning, and holistic
development. The portfolio serves as a
reminder of how Montessori nurtures a
child’'s independence and intellectual
curiosity.
Progress Reports: In addition to portfolios,
progress reports are a helpful tool for
providing families with clear, concise
information about their child’s
development.
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e While traditional schools often rely on
grades to report progress, Montessori
schools may use qualitative
assessments to evaluate a child’s
growth. These reports can focus on
skills development, such as how the
child is mastering key concepts,
demonstrating creativity, working
collaboratively, or showing leadership.

¢ |t's important to be clear about what

Address Concerns Promptly

One of the quickest ways to lose families is
by ignoring or mishandling their concerns.
Families need to feel that their voices are
heard and that any issues are addressed in
a timely and effective manner. This
requires a proactive approach, where staff
members are trained to listen to concerns
and act on them in a way that
demonstrates care and responsiveness.

Montessori progress reports include
and how they differ from traditional
reports. Parents may be unfamiliar with
the Montessori method, so taking the
time to explain how these reports work
and what they highlight is essential.
Parents will appreciate the holistic and
individualized approach to assessing
their child’s progress, which is one of
the key advantages of Montessori
education.

Parent-Teacher Meetings: Parent-
teacher meetings are another essential
element for showcasing student
progress. These meetings should go
beyond merely discussing grades or
test scores. In the Montessori system,
progress is often measured in terms of
personal growth, mastery of skills, and
emotional development. During these
meetings, teachers can provide specific
examples of how the child is applying
what they've learned, as well as how
they are growing in terms of social-
emotional skills, independence, and
responsibility.

Parents appreciate knowing exactly
what their child is working on and how
they can support their child’'s growth at
home. Providing detailed, constructive
feedback, rather than simply a general
overview, makes these meetings more
impactful. Sharing stories of progress,
highlighting accomplishments, and
acknowledging challenges makes the
parent-teacher meeting a valuable
experience for both parties.
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1.Proactive Problem Solving: When issues
arise—whether they are academic,
social, or logistical—don't wait for
parents to bring them up. If you notice
a concern, address it before it becomes
a bigger issue. For example, if a child
seems to be struggling with a particular
concept, reach out to the parents and
offer strategies for support. If there are
any changes in the school, such as
shifts in staffing or classroom routines,
communicate these early and clearly to
parents. By staying ahead of potential
concerns, you show parents that you
are actively monitoring their child’s
experience and are invested in their
success.

2.0pen-Door Policy: Make sure families

know that they can always reach out to
you with any concerns, big or small. An
open-door policy creates an
environment where parents feel
comfortable sharing their thoughts and
frustrations. When families know they
can come to you with questions or
concerns, they are more likely to feel
heard and understood. Furthermore,
ensuring that staff is approachable and
willing to work with families to resolve
any issues fosters trust and loyalty.

3.Constructive Feedback: When parents

do voice concerns, it's important to
approach these situations with a
mindset of collaboration. Instead of
becoming defensive, listen actively,
acknowledge the concern, and work
with the parents to find a solution.
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After addressing the concern, follow up to
ensure that the solution is effective and
that the parents are satisfied with the
outcome. This continuous feedback loop
demonstrates your commitment to making
improvements and provides families with a
sense of security in knowing that their
voices matter.

Conclusion

Retaining families requires ongoing effort,
but when you focus on building a strong
community, showcasing student progress,
and addressing concerns promptly, you
create a school environment where families
feel valued and supported. By fostering
relationships through open communication,
creating opportunities for involvement, and
ensuring that every family’s concerns are
heard and addressed, you strengthen the
foundation for long-term success. When
families see the value and care that your
school provides, they are more likely to
remain committed, making retention an
essential part of your school’s growth and
sustainability.
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CHAPTER 7

Measuring

To ensure that your marketing and
recruitment strategies are effective, it is
essential to measure your success over time.
By tracking key metrics and regularly
reviewing your efforts, you can gain valuable
insights that help refine your approach and
ensure that your school is continually
attracting and retaining families. This chapter
discusses how to track enrollment metrics,
gather feedback, and adjust your strategy to
stay responsive to the needs of your
community.

Track Enrollment Metrics
The first step in measuring the success of
your recruitment efforts is to monitor key
enrollment metrics. These metrics provide a
concrete way to evaluate how well your
marketing strategies are working, and they
can help identify areas where improvements
may be needed. Key metrics to track include
inquiries, tours, applications, and
conversions.
1.Inquiries: The number of inquiries you
receive is an important initial indicator of
interest in your school. Tracking this
metric helps you understand how many
families are curious enough to seek out
more information. It can also help you
determine which marketing channels are
driving the most inquiries. For example, if
you receive a high volume of inquiries
after a social media campaign or a local
event, you can gauge which outreach
methods are most effective.
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Success

Monitoring the source of each inquiry can
give you additional insights. Are
prospective families finding your school
through organic search results? Are they
responding to paid advertising or social
media posts? By identifying where inquiries
are coming from, you can allocate your
resources more efficiently, focusing on the
channels that yield the best results.
1.Tours: The number of tours scheduled
is another critical metric to track.
Offering tours gives families the
opportunity to see your school
firsthand and experience the
environment you've created. Tracking
the number of tours you conduct can
help you understand how successful
your marketing materials and initial
inquiries are in engaging families.

You can also track how many tours convert
into applications. If you find that families
aren’t following through with an application
after scheduling a tour, it could be a sign
that something in the tour process needs
improvement. For example, maybe the tour
doesn’t clearly communicate the unique
aspects of Montessori education, or
perhaps prospective families need more
time to ask questions.

1.
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e Applications: The number of
applications received is another key
metric. Once families are interested
enough to take a tour, the next logical
step is submitting an application.
Tracking this number can help you
gauge the overall effectiveness of your
recruitment efforts. If you're seeing a
low number of applications despite a
high number of inquiries and tours, it
may be worth investigating whether the
admissions process is too complicated,
unclear, or intimidating. Ensuring that
the application process is smooth,
transparent, and easy to follow can
increase your conversion rates.

e Conversions: Finally, conversions—
defined as families that actually enroll
in your school—are the ultimate
indicator of your success. Conversions
represent the families who move
forward with your school after touring
and applying, and this is where all of
your marketing efforts culminate. If you
find that a high percentage of tours
result in conversions, your marketing
and outreach strategies are likely on
target. However, if there is a significant
drop-off between applications and
actual enrollment, you might need to
re-evaluate how you are engaging with
families during the final stages of the
enrollment process.

To better understand your conversion
rates, it can be helpful to track the reasons
families decide to enroll (or not enroll) in
your school. Surveying families after they
make their decision can offer insights into
the factors that are most important to
them, such as curriculum, school culture, or
financial considerations.
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e These insights can then inform your
future recruitment strategies.

e Feedback from Families: Surveys are an
invaluable tool for understanding the
experiences of both prospective and
current families. Gathering feedback
from those who have inquired, toured,
applied, or enrolled in your school
provides important qualitative data
about your school’s strengths and
areas for improvement. Surveys can be
distributed at various stages of the
enrollment process—after an inquiry,
after a tour, and after enrollment—and
can be used to assess things like:

e Awareness: How did you hear about the
school?

e Experience: What was the most helpful
aspect of the tour or the application
process?

e Concerns: What challenges or concerns
did you have while considering the
school?

e Satisfaction: How satisfied are you with
the overall enrollment experience?

e The feedback gathered from surveys
can reveal areas where your school
excels and areas where there may be
opportunities for improvement. By
actively seeking input from families, you
demonstrate that you value their
opinions and are committed to
enhancing the experience for future
families.

Adjust Your Strategy

Once you've tracked your enrollment
metrics and gathered feedback, it's time to
analyze the results and adjust your
strategy accordingly. Measuring success
isn't just about collecting data; it's about
using that data to make informed decisions
and continuously improve your outreach
efforts.
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e Review What's Working: It's essential to
regularly evaluate what parts of your
marketing and outreach efforts are
yielding the best results. If certain
campaigns or channels are consistently
driving inquiries and tours, it's a sign
that those strategies are effective.
Focus on continuing and amplifying
what works, whether that's social media
campaigns, local partnerships, open
houses, or paid advertisements.

For example, if you've seen a significant
increase in inquiries after hosting a parent
education night, consider hosting more of
these events or promoting them more
heavily. Or, if certain keywords in your
website content are driving traffic to your
site, consider incorporating more of those
terms into your SEO strategy.
1.Adjust for What’s Not Working: On the
flip side, it's just as important to
identify strategies that aren’t delivering
the results you hoped for. If a particular
marketing tactic isn’t driving as much
interest as you anticipated, it may be
time to pivot. For instance, if you're
running Facebook ads but not seeing
much engagement or conversion, you
may need to re-evaluate the messaging
or targeting of the ads. Are they
speaking to the right audience? Are the
visuals and content compelling enough
to prompt action?
Regularly reviewing your strategies allows
you to identify patterns and adapt before
issues become larger problems. By staying
flexible and open to change, you can
continuously refine your approach and
maximize the effectiveness of your
marketing efforts.
1.Stay Responsive to Community
Needs: Your school’'s community is
constantly evolving, and so are their
needs and preferences.
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e Perhaps more families are seeking
flexible schedules, or maybe there's a
growing interest in certain
extracurricular activities. Staying
responsive to these changes is crucial
for maintaining your school’s appeal.
For example, if you notice that many
families in your area are concerned
about affordability, you could consider
offering scholarships or flexible
payment plans to address this pain
point. If there’s a greater emphasis on
social-emotional learning in the
community, make sure to highlight how
your Montessori program excels in this
area.

By staying attuned to shifts in your
community’s needs, you can adjust your
messaging and outreach to remain relevant
and attractive to prospective families.

1. Test and Optimize: The process of
measuring success and adjusting your
strategy is ongoing. Consider regularly
testing different marketing strategies to
see what resonates best with your
audience. A/B testing for email
campaigns, landing pages, or even
social media ads can provide valuable
insights into what works and what
doesn't. This iterative process of
testing, learning, and optimizing is key
to maintaining a strong marketing
approach that evolves with the needs
of your community.

Conclusion

Tracking enrollment metrics, gathering
feedback, and adjusting your strategy are
essential practices for ensuring the
success and growth of your Montessori
school. By consistently measuring the
effectiveness of your marketing efforts, you
can make data-driven decisions that
improve your outreach, engagement, and
retention.
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By remaining flexible and responsive to the
needs of your community, you can build a
strong, sustainable school that attracts and
retains families for years to come.
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CONCLUSION

Growing Your Montessori
School Your Way

Increasing enrollment in your Montessori school is about more than just filling seats—it's
about building a community of families who share your values and vision. By understanding
your audience, crafting a compelling message, and creating memorable experiences, you
can attract and retain families who will thrive in your Montessori environment. Use the
strategies in this e-book to grow your school and make a lasting impact on the lives of
children and families.

Ready to grow your Montessori school? Download this e-book and start implementing
these proven strategies today. Share it with your team, and let’s build a thriving Montessori
community together!

www.montessorimakers.org
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BONUS RESOURCE

10 Steps to a Successiul
Open House

Hosting a successful open house is one of
the best ways to showcase your
Montessori school, connect with
prospective families, and give them a
firsthand look at your educational
philosophy in action. A well-planned and
executed open house can be a powerful
tool for attracting new families and building
long-lasting relationships. This checklist will
guide you through the key steps to ensure
that your open house is effective, engaging,
and memorable.

Define Your Goals

1.Before you begin planning your open
house, it's crucial to identify your goals.
Ask yourself:

2.Are you hoping to increase awareness
about your school?

3.Do you want to generate leads and
encourage families to schedule tours or
apply?

4.1s this open house an opportunity to
educate parents about Montessori
education?
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5. Clarifying your goals will help you tailor
the event to meet your needs. Whether
your focus is on showcasing your unique
Montessori curriculum, introducing families
to your teachers, or highlighting school
facilities, having clear goals will guide your
planning and marketing efforts.

2. Choose the Right Date and Time

¢ Selecting the best date and time for
your open house is critical to attracting
the maximum number of prospective
families. Consider the following:

¢ Timing: Choose a time that is
convenient for families, such as
evenings or weekends. Avoid
scheduling on busy holidays or during
other local events.

¢ Length: Ensure that the open house is
long enough for families to explore the
school and interact with staff but not
so long that they lose interest.

Typically, 1.5 to 2 hours is a good length.

e Advance Notice: Aim to give

prospective families at least 2-3 weeks'

notice so they can plan to attend.

e Also, consider whether you'll hold the
event during school hours to allow
families to observe classes in session,
or after hours for a more casual visit.

3. Promote the Event
Once you have set the date and time, it's
time to get the word out! Effective

promotion is key to driving attendance. Use

a mix of online and offline marketing
strategies to reach your target audience.
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e \Website: Feature the open house
prominently on your school’s
homepage. Include details like date,
time, and a clear call-to-action, such as
"RSVP Here" or "Register Now."

e Email Campaigns: Send out invitations
to your mailing list with an RSVP link.
Send follow-up reminders as the event
date approaches.

e Social Media: Share posts on Facebook,
Instagram, Twitter, and LinkedIn. Include
an event page with easy-to-share
details and visuals to generate
excitement.

¢ Local Partnerships: Collaborate with
local businesses, libraries, and
parenting groups to distribute flyers
and posters in high-traffic areas.

e Paid Advertising: If budget allows,
consider investing in Facebook or
Google ads targeted to local parents or
specific age groups.

4. Set Up the School Environment

A welcoming, organized, and clean school
environment is essential to making a
positive first impression. Prepare the
following areas:

e Classrooms: Ensure all classrooms are
clean, organized, and showcase the
Montessori materials and activities.
Display student work and create an
environment that reflects your school’s
culture.

¢ Main Entrance: Set up a welcoming
registration table near the entrance,
complete with signage, nametags, and
materials for families.

¢ Tour Pathways: Plan a clear, easy-to-
follow tour route that highlights your
school’'s most important features.

¢ Refreshments: Offer light refreshments
such as coffee, tea, snacks, or even a
small catered spread to make families
feel comfortable and encourage them
to stay longer.
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5. Prepare Your Team

Your team of staff members will be the
face of your school during the open house.
Make sure everyone is on the same page
by preparing the following:

e Assign Roles: Designate staff to lead
tours, greet guests, answer questions,
and facilitate any presentations or
activities.

¢ Talking Points: Create talking points
that emphasize key elements of your
school’s Montessori approach, such as
child-centered learning, social-
emotional development, and hands-on
materials.

¢ Q&A Readiness: Prepare your team to
answer common questions from
prospective families. Consider
questions regarding tuition, curriculum,
daily schedules, and teacher
qualifications.

e Dress Code: Encourage staff to dress in
a professional yet approachable
manner. Wearing matching school
shirts or uniforms can help create a
cohesive look.

6. Create an Engaging Presentation

A well-prepared presentation can help
parents understand the unique benefits of
Montessori education and how your school
stands out. Your presentation should
include:

¢ Introduction to Montessori: Give a
brief overview of Montessori principles,
emphasizing child autonomy,
individualized learning, and hands-on
exploration.

¢ School’s Mission and Values: Clearly
communicate your school’s mission,
core values, and educational
philosophy.

e Visuals: Use visuals, such as slides,
photos, or videos, to engage families
and demonstrate the school’s facilities,
programs, and activities.
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Success Stories: Share testimonials or
stories of students who have thrived in
your Montessori environment. Personal
stories can help build emotional
connections with prospective families.
Q&A Session: Allow time for a Q&A
session at the end of the presentation
to address any lingering questions or
concerns.

7. Showcase Montessori Materials and
Activities

One of the most powerful aspects of
Montessori education is the hands-on
materials that support learning. Use your
open house as an opportunity to highlight
these materials by:

Setting Up Demonstration Stations:
Set up stations with Montessori
materials that parents can touch and
explore. Demonstrate how the materials
are used to support learning in different
subjects, from math and language to
sensory and practical life.

Student Participation: If possible, have
current students demonstrate how
they engage with the materials. This
can provide prospective families with a
clearer idea of how Montessori learning
takes place in a real classroom setting.
Interactive Activities for Children:
Prepare activities for children attending
with their parents. These can include
simple Montessori-inspired tasks that
allow children to engage with the
environment and materials.
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8. Provide Informational Materials
Families will want to leave your open house
with a clear understanding of your school
and how to take the next steps. Make sure
to provide the following materials:

e School Brochure: A well-designed
brochure that outlines your school’s
mission, values, curriculum, and
programs.

¢ Admissions Packet: Include important
information about the admissions
process, deadlines, and tuition fees.

* Montessori Information: Provide
brochures or handouts explaining the
Montessori method in simple,
accessible language.

¢ FAQ Sheet: Address common questions
about the school, such as hours of
operation, enrollment timelines, and
financial aid options.

9. Follow Up with Attendees

The follow-up process is just as important

as the open house itself. After the event,

make sure to:

¢ Send Thank-You Emails: Thank
attendees for visiting and express your
appreciation for their interest in your
school. Include a link to your school’s
admissions page and offer to answer
any further questions.

¢ Provide Additional Resources: Share
links to blog posts, videos, or articles
that elaborate on Montessori education
or provide more details about your
school.

¢ Schedule Personal Meetings: Offer
prospective families the opportunity to
schedule one-on-one meetings or
personalized tours for a deeper dive
into your programs.
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¢ 10. Reflect and Improve

e After the event, take time to evaluate
the success of your open house and
identify areas for improvement.
Consider:

e Attendance Numbers: Did the turnout
meet your expectations? What could
you do differently to increase
attendance in the future?

e Feedback from Families: Gather
feedback from attendees on their
experience, either through a survey or
informal conversations. What did they
enjoy most? What could have been
improved?

e Team Reflections: Meet with your staff
to discuss how the open house went.
What worked well in terms of
engagement and interaction? Were
there any challenges that need to be
addressed next time?

e By reflecting on the open house
experience, you can continually refine
your approach to make each event
more successful than the last.

Conclusion

Hosting a successful open house requires
thoughtful planning, clear communication,
and attention to detail. By following these
10 steps, you can create a welcoming and
informative event that helps prospective
families connect with your school and its
Montessori philosophy. The open house
serves as an essential opportunity to
showcase what makes your school unique
and attract families who will thrive in your
educational environment.
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BONUS RESOURCE

Family Testimonial
Request Email

Subject: We'd Love to Hear About Your Experience at [School Name]!
Dear [Parent's Name],
| hope this message finds you welll We are reaching out to gather feedback from our
wonderful school community. As a valued member of our [School Name] family, we'd be
grateful if you could share your thoughts and experiences with us.
Your testimonial would be a wonderful way to showcase how [School Name] has positively
impacted your child’s educational journey. It also provides prospective families with a
glimpse of what makes our school unique, and we believe your story can inspire others to
join our community.
If you're interested in sharing your experience, here are a few prompts to get you started:
1.Why did you choose [School Name] for your child?
2.What aspects of our Montessori approach have you noticed benefiting your child?
3.How has your child’'s development, both academically and socially, improved since
joining [School Name]?
4.What do you appreciate most about the school’'s community, teachers, and staff?
5.Would you recommend [School Name] to other families? Why or why not?
We'd be honored if you could provide a brief testimonial (around 100-200 words) and, if
comfortable, include a picture of your child (optional) to accompany it on our website or
social media. Your story will help us spread the word about the incredible experiences
children have here at [School Namel].
How to Submit:
o Simply reply to this email with your testimonial, or send it to [email address].
¢ If you have any photos or videos to share, feel free to include them as well.
As a token of our appreciation, we'd love to offer [a small gift, discount, or other
appreciation] as a thank you for your time.
Thank you for being such an important part of the [School Name] community. We truly
value your input and look forward to hearing from you soon!
Warm regards,
[Your Full Name]
[Your Position]
[School Name]
[Contact Information]
[Website/Social Media Links]
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ADDITIONAL NOTES

¢ Personalize the message by including specific details about the family or child when
appropriate.

¢ Keep the tone warm, appreciative, and professional to encourage a positive response.

¢ If you've had a previous conversation or interaction with the parent, reference that to
create a more personalized connection.

&
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How to Create a Montessori
Transition Program for Older

Children

Transitioning from a traditional school
setting to a Montessori environment can
be a significant adjustment for older
children. The Montessori approach, which
emphasizes self-directed learning,
individual responsibility, and community
engagement, differs greatly from
conventional methods. For older students,
this transition requires thoughtful planning
and structured support to ensure that the
process is smooth and that the children
feel comfortable, confident, and ready to
thrive in their new educational
environment.

This guide outlines key strategies for
creating a successful Montessori transition

Social-emotional adaptation: Children
moving from traditional schooling may
experience social challenges as they
adjust to a community-oriented
approach that emphasizes conflict
resolution and self-regulation.
Resistance to change: Older children
may be set in their ways and hesitant
to adopt the more flexible, student-
driven Montessori model.

To address these needs, a tailored
transition program should be designed with
careful attention to each child’s
developmental stage.

Step 2: Assess the Student’s Current

program for older children, helping to foster
an enriching experience for both students
and their families.

Needs
Before implementing a transition plan, it's
crucial to assess each student's current

Step 1: Understand the Needs of Older

Children

Older children (typically ages 6 and up)

who are transitioning into Montessori

classrooms often have distinct needs,

including:

¢ A deeper understanding of academic
expectations: Older students are
accustomed to structured learning
environments and may struggle with
the independence required in
Montessori classrooms.
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academic and social-emotional needs.
Consider the following tools:

Personal Interviews: Meet with the
child and their family to discuss their
current strengths, challenges, and
educational goals.

Learning Assessments: Administer
assessments to evaluate where the
child stands academically, including
areas where they may need additional
support in the Montessori environment.
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¢ Social-Emotional Evaluations:
Understand the student'’s social-
emotional development, identifying
potential challenges such as anxiety,
collaboration skills, or difficulty with
independent work.

By understanding where each student is

coming from, you can create a more

personalized approach to easing their

transition into the Montessori classroom.

Step 3: Set Up a Montessori Immersion
Week

A Montessori Immersion Week is a
powerful way to introduce older children to
the Montessori classroom environment
before they fully transition. During this
week, students can experience firsthand
what it's like to learn in a Montessori
setting.

Elements to Include:

e Classroom Observation: Students
should be able to observe their peers in
action, engaging with Montessori
materials and participating in self-
directed learning.

e Hands-On Learning: Provide
opportunities for children to interact
with Montessori materials, especially
those related to their age and
academic level. Focus on key areas
such as math, language, and practical
life skills.

e Mentorship: Pair each student with a
mentor, such as a more experienced
Montessori student or a teacher, who
can guide them through the process
and offer support.

¢ Reflection Time: Allow children time to
reflect on their experience and share
their thoughts. This could be through
group discussions, journaling, or one-
on-one conversations with their guide.
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This immersive experience will allow the
children to familiarize themselves with the
Montessori method in a low-pressure
environment, addressing any initial
apprehension.

Step 4: Introduce Key Montessori
Principles Gradually

Older children may struggle with the
amount of freedom and independence in
Montessori classrooms. Gradually
introducing Montessori principles can help
them feel more comfortable and
empowered in the new setting.

Key principles to focus on:

e Self-Directed Learning: Encourage
older children to take ownership of
their learning by setting personal goals,
exploring areas of interest, and using
Montessori materials.

¢ Freedom with Responsibility: Teach
children how to balance their freedom
with responsibility, ensuring they
understand the importance of time
management, respect for others, and
maintaining their environment.

e Mixed-Age Learning: Explain the value
of working with children of different
ages and how they can learn from one
another, fostering a sense of
community and collaboration.

Be mindful of students’ anxieties or
resistance, and offer consistent support as
they gradually become more familiar with
these principles.

Step 5: Provide Strong Academic Support
While the Montessori method encourages
independence, it's essential to provide
academic support tailored to the child’s
individual needs, especially during the
transition. Offer clear, structured guidance
in the beginning and gradually reduce
support as the student becomes more
self-sufficient.
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e Academic strategies to consider:

¢ Individualized Learning Plans: Develop
personalized learning plans for each
child, focusing on areas of growth and
helping them to set academic goals.
Regularly track their progress.

¢ Regular Check-ins: Schedule frequent
check-ins to monitor academic
progress and address any concerns.
During these meetings, discuss how the
student is adapting to Montessori
learning and where they need
additional help.

¢ Hands-On Materials: Introduce the
student to Montessori materials that
align with their academic level and build
on their prior knowledge. This will allow
them to understand concepts more
tangibly and meaningfully.

Step 6: Foster Social-Emotional
Development

Montessori education places a strong
emphasis on social-emotional growth.
Since older children transitioning from
traditional schools may have developed
certain social norms or behaviors that don't
align with Montessori's community-
oriented approach, it's essential to focus
on teaching skills such as:

¢ Conflict Resolution: Provide instruction
on conflict resolution, emphasizing
peaceful communication, empathy, and
the importance of collaboration.

e Leadership Skills: Older children can
take on leadership roles in group
activities, helping them develop self-
confidence and an understanding of
community responsibilities.

¢ Self-Regulation: Teach students how to
manage their emotions and behavior,
promoting the development of
executive function skills like focus,
decision-making, and impulse control.

o Offer support through one-on-one
sessions or group activities where
children can practice these skills and
be guided through real-life scenarios.
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Step 7: Communicate with Parents

A successful Montessori transition program
for older children requires strong
communication between the school and
parents. Regularly update parents on their
child’s progress, including their academic
achievements and social-emotional
growth. Provide resources to help parents
support their child’s transition at home.
Strategies to keep parents informed:

* Regular Progress Reports: Share both
academic and social-emotional
progress through written reports and
parent-teacher meetings.

e Parent Education: Host workshops or
informational sessions to explain the
Montessori approach and how parents
can help their child succeed in the
transition.

e Open Lines of Communication: Be open
to feedback from parents and
encourage them to ask questions or
voice concerns. This will help ensure
that the transition is smooth and that
any challenges are addressed quickly.

Step 8: Celebrate Milestones and
Successes

As the child adjusts to the Montessori
environment, celebrate their achievements
—no matter how small. Recognizing their
success will encourage continued growth
and build their confidence in the
Montessori approach.

Ways to celebrate milestones:

e Student Recognition: Acknowledge
milestones during community
meetings, such as mastering a new
concept or demonstrating a strong
leadership skill.

e Certificates or Awards: Offer
certificates or other forms of
recognition for key achievements in
academic or social-emotional
development.
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Family Involvement: Include families in the
celebration process by inviting them to
milestone events, such as end-of-term
exhibitions or student-led conferences.

Conclusion

Creating a Montessori transition program
for older children requires careful planning
and sensitivity to the unique challenges
that these students may face. By offering a
gradual introduction to Montessori
principles, providing individualized
academic and social support, and fostering
strong communication with families, you
can ensure that older children thrive in the
Montessori environment. This process will
not only set students up for academic
success but also empower them to
develop the critical thinking, leadership,
and social-emotional skills that will serve
them throughout their lives.
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Enrollment Funnel
Tracker

The Enrollment Funnel Tracker is a tool designed to help you monitor and evaluate each
stage of your school’s enrollment process. By tracking key metrics, you can identify where
families are in the decision-making process and determine where to focus your efforts to
improve enrollment outcomes. This worksheet is broken down into stages of the
enrollment funnel: Awareness, Interest, Consideration, Decision, and Enrollment.

This tracker will help you visualize the movement of prospective families through the
funnel, spot bottlenecks, and adjust your marketing strategies for better results.

Step 1: Define Stages of the Enrollment Funnel
e Awareness
e This is the initial stage where prospective families first hear about your school. They
may come across your website, social media pages, or word of mouth.
e Key actions in this stage:
o Families become aware of your school’s mission, values, and programs.
o Online and offline marketing efforts (social media posts, advertisements, email
campaigns, events, etc.) contribute to awareness.
¢ Interest
¢ At this stage, families are considering your school and want to learn more. They may
explore your website, attend an open house, or reach out to inquire further.
e Key actions in this stage:
o Families show interest in learning more about the school’s philosophy, curriculum,
and community.
o They may request more information, schedule a tour, or join email lists.
¢ Consideration
e Here, families actively compare your school to others. They may ask questions, request
specific details, or follow up on open house discussions.
e Key actions in this stage:
o Potential families are reviewing program details, tuition costs, and other key factors.
o They may attend a parent education night, have one-on-one meetings with school
representatives, or receive materials on your school’s values and curriculum.
¢ Decision
¢ In this stage, families are deciding whether your school is the right fit for their child.
They may be making the final comparison and evaluating the overall value of your
school.
* Key actions in this stage:
o Families may request an application, inquire about enroliment steps, or decide to
visit the school again for a more in-depth look.
o They are close to making a commitment.
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e Enrollment
e This is the final stage where the family decides to enroll their child in your school. They

complete the necessary paperwork and formalize the enroliment.
e Key actions in this stage:
o Families submit the enrollment form, pay deposits or fees, and finalize the
enrollment process.
o The child officially joins your school.

Step 2: Enroliment Funnel Tracker Worksheet

Instructions:

e For each stage of the enrollment funnel, track the following:
a.Number of Leads: The total number of families at that stage.
b.Conversion Rate: The percentage of families moving from one stage to the next.
c.Actions Taken: Specific actions or behaviors observed at each stage.
d.Observations/Notes: Any patterns, observations, or insights that can help you

improve at that stage.

information to
addr in points

Decision

- Evalu:

Enreliment
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Step 3: Set Goals and KPIs for Each Stage

To make the most of your Enrollment Funnel Tracker, set specific goals for each stage.
These goals will help you measure the effectiveness of your marketing and outreach
efforts and allow you to improve the process over time.

Funnel Stage
Hwareness
-5 m aimpr

- Event attendance

Interest

Consideration Deepen family engagement
- Attendanc

nights

Decision S s in their

Enrollment 5 ! rt leads into - Enrollment rate
- Completion of forms and
payments

Step 4: Review and Analyze
After collecting data over a set period, review the funnel's performance to identify areas
for improvement. For example:

¢ |f conversion rates between stages are low: This could indicate that families are not
receiving enough support or information at critical moments. Consider improving
communication or providing more opportunities for engagement.

e [f there's a bottleneck in the "Interest” stage: If many families are interested but not
following through with a tour or event, it may be time to improve the ease and
accessibility of the registration process or offer more compelling calls-to-action.

e |f enrollment rates are lower than expected: Investigate whether families are dropping
off in the final stages due to tuition concerns, lack of clarity about the program, or
uncertainty regarding the transition process. Addressing these concerns head-on with
clear, transparent communication and resources may help.
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Step 5: Implement Improvements
Based on the insights and data from the Enrollment Funnel Tracker, implement targeted
strategies to improve performance at each stage. Examples of improvements include:
* Improving website user experience: Ensure that the website is easy to navigate and
provides all necessary information clearly.
¢ Enhancing follow-up communication: Streamline the process of following up with leads
through email, phone calls, or personalized outreach.
¢ Refining event presentations: Make open houses and tours more engaging by offering
hands-on experiences, sharing success stories, or providing in-depth program details.
o Offering flexible scheduling: Make it easier for families to visit or schedule tours,
perhaps by offering virtual options or extended hours.

Step 6: Track and Review Periodically

Review your enrollment funnel tracker regularly (monthly or quarterly) to ensure that it
remains relevant and reflects changes in your school’s strategy. Use this data to
continuously refine your enrollment approach, track progress toward your goals, and
implement new marketing techniques as necessary.

Conclusion

The Enrollment Funnel Tracker is an invaluable tool for schools looking to optimize their
enrollment process. By tracking each stage of the funnel, analyzing the data, and
implementing improvements, you can increase conversion rates, build stronger
relationships with prospective families, and ultimately drive enrollment growth. With
careful attention to each stage of the funnel and consistent communication, your school
can attract the right families and continue to thrive.
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