7 simple steps to fill school places

Do you ever wish you could boost
pupil numbers quickly and easily and
generate £100k+ additional revenue ?
Have you ever thought about the
sheer relief you’d have in stopping
that constant headache of filling
school places?
Many schools struggle in knowing how to recruit new pupils as well as not always having the
time to dedicate to filling school places. You experience the stress of knowing what should
be done, but may not have the skills nor the capacity to do it. Let me start by saying, it
doesn’t have to be that way. You can recruit those pupils and obtain that additional revenue
without the stress and overwhelm that you’re currently feeling.
I’m Emily Richards - Founder of The Stickman Consultancy. I’ve worked in marketing for far
too long now, starting my career in 1998. The early part of my career saw me working with
clients such as the BBC, BMW, Audi and the Financial Times, and then latterly, my work
became education focused. The more schools I worked with however, the more I grew tired
of seeing brilliant school leaders - with SO much to offer - struggling because they’re trying
to juggle all the different aspects of running a school, plus recruiting new pupils, doing
school tours, organising open days, advertising. And all too often, their pupil recruitment
efforts, frustratingly, in vain.
This resonated with me. I understood that stressful feeling of having lots to deliver and
targets to achieve, but not fully knowing how to get on top of this. I’d been there.
I knew there was a better way.
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Then it hit me. I realised it didn’t have to be this way when I saw the impact Stickman’s
marketing and research work was having with schools. It became clear when I helped a
school to boost their pupil numbers and secure over £100k additional revenue in under 12
months. I realised I had a winning formula to help schools shine; to help them increase their
pupil admissions and subsequently their revenue quickly and easily.

“I realised I had a winning formula to
help schools shine”
It became my mission to help schools; to use my 20 years’ experience in marketing to
provide simple, step-by-step guidance to schools. I therefore set up Stickman to empower
School Leaders and School Marketing & Admissions staff with vital pupil recruitment &
retention strategies that maximise revenue, so that amazing schools can continue to do
incredible things for young people.
This eBook is an introduction to the steps you can take. Remember, these are the exact
strategies I’ve used with my clients. You too, can achieve that £100k+ revenue from
increased pupil numbers.
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7 SIMPLE STEPS TO FILL SCHOOL
PLACES:

1.

Ensure all interactions create the ‘wow’

WHY?
Much of what schools deliver (sport, trips, plays) is expected by parents. In order to make
your school stand out, a central mantra should be adopted to ensure all interactions create
the ‘wow’ - they go above and beyond, they exceed expectation. Set your school apart by
offering parents and pupils experiences that will leave them with a lasting impression that
they will want to tell other parents about.
HOW?
Put prospective parents at the centre of your planning. Map out the experience you’re
offering from their perspective. Consider aspects such as when they walk in, what do they
see and how are they greeted? Avoid ‘edu-speak’ such as ‘differentiation’ or ‘authentic
learning’, and instead, speak in meaningful ways about what your school can offer to their
child. Parents will always appreciate pupils being involved too e.g. pupil ambassadors
shaking hands with prospective parents on a school tour, and explaining to them what they
believe is special about the school. Above all, take a personal interest in the prospective
pupil. Listen to their likes and dislikes, their strengths and perhaps weaknesses, and try to
marry these to what the school offers.
Whether it be School Tours or Open Days for parents, or transition days for pupils, ensure
that every detail has been considered and parents are suitably ‘wowed’.
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2.

Identify your school’s Unique Selling Points
(USPs)
WHY?
Competition between schools is increasingly rife, and schools need to differentiate
themselves more than ever before. You need to shout from the rooftops what’s great about
your school so that parents notice YOU rather than competitor schools!
HOW?
List what your school’s USP’s are: your academic results? Your teaching staff? Your science,
technology, music or sporting facilities? Uncover what truly sets your school apart; get to
the essence of what makes your school special and why parents should choose it. Consult
with parents, staff and pupils – find out what they value about your school and what made
them choose you over another.
You can have more than one USP by the way, but we’d recommend concentrating on no
more than three as you and everyone at your school need to be clear on what these are and
then promote them repeatedly in all of your marketing communications and engagements
(website, social media, advertising, speeches, school tours, open days).
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3.

Ensure your marketing assets represent your
school well:
WHY?
One of the first things a prospective parent does when considering a school is to check out
the website and prospectus. If these don’t come up to scratch, you may lose prospective
parents before they’ve even spoken to you! Your marketing assets therefore need to reflect
what’s great about your school and present it in a professional way.
HOW?
Lay out all of your marketing assets in front of you – prospectus, flyers, stationery, photos of
signage, print outs of web pages and social media channels. Ask yourself: do they reflect
your school’s key strengths? Your USPs? Do they set you apart? Is the photography
inspiring? Are they consistent in their look and in their messaging? Don’t rely on just your
opinion either...you may be too close to it to make a fair judgement. Get wider stakeholders
involved - staff, parents, governors. Ask them their opinions. That way, you’ll be sure to get
a balanced view.

“Delighted to say we’ve
reached RECORD pupil intake
numbers for Sept 2017 with
204 pupils. We’re over the
moon.”
Helen Robinson, Vice Principal, Furness Academy
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4.

Create a longer admissions ‘window’:

WHY?
Most schools focus pupil recruitment efforts on the immediate period around the
application deadline. This doesn’t allow much time however to build relationships or
awareness with prospective families. It also gives competitor schools a big opportunity to
get in there first! Instead, earlier engagement (e.g. Year 4 instead of Year 6 pupils if you’re a
secondary school), followed by structured, ongoing communications, will build relations and
boost trust, and will get you firmly on a prospective family’s radar when they make their
school choices.
HOW?
Below are examples of engagement activities that we’d recommend in addition to the usual
School Tours and Open Days:
o
Visits to feeder schools and Nurseries
o
Use of school facilities - sports, science labs, dance studios, theatres.
o
Transition days - invite parents along to part of these too.
o
Host ‘Feel good’ parent events e.g. seminars, or social gatherings
o
Use of school for holiday camps
o
Reading/Learning support at feeder primary schools or nurseries
o
Run targeted social media communications based on prospective parents’ needs e.g.
“5 things a prospective parent should do when considering a school for their child.”
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5.

Ensure your school’s physical environment is
friendly and smart:
WHY?
Some schools only concentrate on the interior of a school and can end up neglecting the
exterior, creating an unfriendly or underwhelming first impression for prospective parents.
Don’t forget that prospective parents may initially only see the exterior of a school when
driving past in their local area, and may draw certain conclusions based on this. It’s
important to make the right impression - both inside and outside the school.
HOW?
Below are examples of things to consider:
●
Signage – is it welcoming and helpful? Is visitor parking clearly signposted etc.
●
School Entrance - are paths swept and lawns mown? Paintwork in good order?
●
Your school motto – is it displayed boldly and proudly?
●
School Reception – are there images of happy, thriving pupils and passionate
teachers? Is the school prospectus and yearbook on a coffee table for guests to
browse?
●
School Office staff – do they make a good first impression? Are guests offered
refreshments?
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6.

Capture contact details of parents & implement a
structured ‘follow-up’ programme.
WHY?
Capturing prospective parents’ details will enable timely, low cost communications via email
marketing (and other channels if appropriate e.g. Direct Mail, SMS). This is vital as ‘one off’
engagements are unlikely to lead to immediate enrolment (unless circumstances determine
this). Regular communication will help to build the relationship by communicating the great
things that your school is doing, and will maintain awareness of your school with those
parents.
HOW?
Capture these contact details at every opportunity – for example when a parent makes a
telephone enquiry, visits the school or attends an Open Day. Create a ‘follow up’
programme that outlines how parents will be contacted each week (phone calls, emails,
direct mail) after the initial contact has been made.
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7.

Create an Admissions Plan:

WHY?
Creating an Admissions Plan that spans the entire admissions process will provide a central
document that all admissions staff can use. It will also provide clarity of how the various
activities work together and at what points they happen across the process.
HOW?
Consider what the key admissions initiatives are that you want to achieve this year. Map
these out across the academic year – week by week or month by month. For example,
include Open Days, feeder school visits, School Tours and more. Create a one-page Plan
(spreadsheet format ideally) and list all admissions activities on it.
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What now?
By now I hope you realise you don’t have to be an admissions wizard to boost your pupil numbers
significantly and obtain additional revenue. Isn’t it amazing that you have a simple, structured and
effective 7-step plan to follow rather than wasting time and energy and not getting any results?
Remember, these are the exact strategies I’ve used with my clients. You too, can achieve that
£100k+ revenue from increased pupil numbers.
The next step is to get in touch and have a FREE TELEPHONE CONSULTATION with me. In this call,
we’ll discuss YOUR specific admissions and marketing challenges and solutions, so that you can stop
your admissions headache and start on the road to success.

CLICK HERE TO GET IN TOUCH!

Don’t delay!
Life gets busy. Don’t put this down and forget about it.
Ask yourself this. Why would you leave this to chance any longer? Why would you continue with a
trial and error approach and not getting the results you need? If there’s a systematic way of
maximising your chances of success, why would you not do it? I know how hard you’ve worked
already and what a headache it’s been. NOW is the time to start on the path to getting results… to
securing those additional pupils. Take action NOW.

CLICK HERE TO GET IN TOUCH!
Or:
- call: 07969 331164
- email: emily@thestickmanconsultancy.co.uk
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About Emily Richards
(BA Hons, FCIM, DipM)
Emily is Founder and Director of The Stickman Consultancy
– marketing & research experts specialising in Education.
Stickman’s mission is to empower School Leaders and
Marketing & Admissions staff with vital pupil recruitment
& retention strategies that maximise revenue so that
amazing schools can continue to do incredible things for
young people. Stickman’s proven approach has generated
over £100k of revenue for a school.

“Stickman’s mission is to empower School Leaders and
Marketing & Admissions staff with vital pupil recruitment &
retention strategies that maximise revenue, so that amazing
schools can continue to do incredible things for young
people.”
Emily has 20 years experience in the marketing industry and is also a Consultant for the
Independent Schools Association (ISA). She was awarded Fellow membership of the
Chartered Institute of Marketing (CIM) in Jan 2017. Before specialising in Education, Emily
worked successfully with prestigious brands such as Jaguar/Land Rover, Alfa Romeo,
BMW/MINI, Financial Times and the BBC.
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All rights reserved. This eBook or any portion thereof may not be reproduced, redistributed or used
in any manner whatsoever other than its intended purpose for personal viewing without the express
written permission of the author. You may download and print this report for your own personal
reading. If you wish to share this report with someone, please direct them to my website where they
may sign up for their own copy.
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