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I. First impressions (snapshots/Kodaks of the mission; training the office staff and teachers as to what wanted to portray; visibility/marketing avenues: participation in community events; appearances at service clubs; outreach/service; getting in the newspaper—the right way) “People only see what they are prepared to see.”—Ralph Waldo Emerson

A. First contacts (integrity in your message; lace your values throughout)


1. Open houses (advertise inside and outside; show off student achievements; DVD or live promotion with parent interviews; professional publications; staff putting best foot forward; Q & A; refreshments)


2. Tours (planned route with stops; key points to mention; people to meet and chat with; student/staff tour guides if not you; everyone in the loop about procedure with guests in the building)  Personable contacts with everyone; kind word to say about everyone. “Those who choose to be positive and integrate love for their ‘neighbor’ into their work lives will flourish.”
(*What are you doing well here? What could use some better planning?)


B. New parent interviews (scheduled for all new families after entrance testing/admissions decision; read their registration/file; prepare your outline to include prayer, questions about them/child, mission/philosophy, Bible instruction, discipline, communication, program offerings/highlights, curricula, desire for their active involvement, first things to invite them to; and a gift to leave them/child with. Welcome aboard!) Remember their names…
(*Do you do these? Why or why not?)

C. Meet the Teacher Morning before first day (you as personal greeter with helpers to guide; PTF bounce house/popcorn; gala mood)
D.  Kindergarten Orientations/ Back to School Night (Plan schedule: 2 teacher sessions plus general session; you and staff as minglers; warm welcome/humor; mission/vision; brief teaching time; what’s new/improved; key announcements like safety and communiques; closing/inspiration; plea for their involvement; your availability; schedule for evening)
(*What’s the best strategic value of these gatherings?)


E. Publications (brochure, fact sheet, new parent enrollment packet, tuition rates, parent handbook, calendar, business card, development newsletter) Give thought to your logo and catch phrase. Logoed items.
(*Which one needs to be beefed up?)

II. Deeper Involvement


A. Getting parents to help (Recruiting volunteers personally) 

1. Task forces/committees are a good first-serve opportunity (dress code, curricula review, safety issue, playground improvements); training ground for board members
(*What committees do you have that involve parents actively?)



2. PTF (everyone serve in one way this year): active participation and support by principal so that it becomes natural to invite involvement (phone calls/letters to get officers)
(*How involved are you in PTF, and how can you better be involved?)



3. Required volunteer hours (give opportunities each month; give updates to remind of requirement)


B. Getting parents to show up



1. Conferences (give principal’s tips for conferencing; book fair during; they get something for coming; you are available)


2. Events (show relevance to parents with your own personal promotion; WIIFM? Work the kid-angle—get them performing or showing parents something they did) 


3. PTF meetings (special speaker; door prizes; principal topic of the day; email reminder to distribution list by principal; receive suggestions gracefully)

C. Getting parents to participate



1. Fundraisers (focused financial goal—and give results) bigger, limited ones, not nickel/dime


2. Their child’s education (parent tips from principal, facilitate ways to get parents on campus like inviting to lunch, encourage teachers to invite parents and you to class special mini-performances)
III. Relational Interactions

A. Game Face On (brighten the hallways—never let them see you…, courteous phone calls, positive at programs, share your heart in newsletter blurbs, connect/connect/connect)

(*What else entails a positive Game Face?)


B. Get Feedback (the breakfast of champions)
1. Principal’s Chats on campus (personal invites of those non-squeaky wheels/non-friends; key questions you really want to know; sounding board some hot topics/decisions you are pondering)
2. Living room “family meetings” (informal gatherings in homes by demographic to allow people to be heard)
(*How else can you get feedback personally?)


C. Vision

1. State of the School Address prior to re-registration (what God has done in the past year; what is still to come the 2nd half; what is coming down the road; tuition rates/pie chart; inspirational stories) “Passionless leadership is not only un-inspiring; it is anti-inspiring.”
2. Every upfront opportunity (Christmas program, graduation, etc.) Vision leaks. People aren’t at everything. Keep answering the parents’ question, “Why do we keep paying tuition and making sacrifices to put our kids here?” “Is it worth it?” (“Effective leaders know the importance of compressing their message into ‘sound bites’ that quickly and clearly communicate the essence of their mission.”)
3. “Competent leaders have a knack for turning bad situations into opportunities to bring their vision into reality.”

D. Honoring (“Skilled leaders encourage others by recognizing and appreciating their contributions.”)


1. Volunteers (“what gets rewarded gets done”): show the incredible value of partnering with the school for the benefit of kids (volunteer of the month in newsletter; volunteer of the year at end of year; bulletin board; thank-you notes; in passing, genuine appreciation)


2. Their kids (when their kids know you love them, it gets back to the parents): you touting to the parents their good behavior, kind choices, showing responsibility—calling more for good than for bad
(*How do you honor people at your school?)
IV. Clarifying Interference (navigating conflicts)

Parents get angry when: (by Kitty Porterfield, Principal magazine, March/April 2003)

· They or their children have been hurt.

· They are afraid they will be hurt in the future.

· Their fundamental values or beliefs are threatened.

· They believe that they or their children have been ignored, lied to, or treated unfairly.

“When people feel helpless/powerless, they snap into the Blamer mode to regain their loss of control.” –Paul Friedman

The weaker the relationship and quality of communication, the closer the nerves are to the skin.

A. School philosophy vs. parent philosophy (dress code, Bible instruction, discipline) Not apologizing for the school’s stance. Working from common ground toward getting a win-win. Persuading cooperation to avoid student confusion.

B. Teacher action vs. parent reaction (holding to standard, miscommunication, grading policy) Discernment/open-mindedness/listening to the Spirit for what is right, not necessarily who is right.  Being a calming force. Getting the parties to listen to one another and hear the other’s perspective. Finding the real issue. Apologizing/reconciling. Looking to the future to solve the problem (frog story).

C. Student misbehavior vs. parent non-behavior (what child actually did; consequence clarification) Showing the damage done. Being clear on what happens again.  Explaining the child’s response to discipline and actions taken to make it right--or not.  
(*Your best strategies in conflict with parents are…)

My 3 Top Takeaways from this Seminar:
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