


Benefits Providers Might Use to Describe Their
Programs...

Accredited by the National Association for Family Child Care
(NAFCC)

Affordable rates

Available for all ages of children, including infants, so parents.
don’t have to separate siblings

Care for mildly ill children so parents won't have to miss work
Child Development Associate (CDA) credential or an advanced
degree in early childhood education

Child-led curriculum with planned learning activities and weekly
themes led by an experienced preschool teacher

Close interaction with parents, supportive of families

Close to state park/public swimming pool/ playground

Close to client’s home

Computer learning games available

Computer program available for children 18 months and older
Enclosed yard for safe, fun outdoor activities

Energetic mother who loves children

Enrichment program in foreign language or another culture
Etiquette instruction that teaches manners

Flexible hours to meet a parent’s busy schedule

Former dance instructor inge y

‘Grandmother who has raised 11 of her own children
Home-cooked, nutritious meals served

Home environment where children feel safe and comfortable
Individual care and attention in a home-based program




“the Source
Marketing Tips fot Your Child Cate Business
Low-Cost Promotions

Establish a Business Name or Busine:
Produce Business Cards and Letierheads. e them 1o everyon
Pisce » Business Sign n your front window o lawn. Check wih your local

nenent offices 5o i thcre are any ordinances reseictng busincas s
Wear & Name Badge or have you Businass Name/Logo printed irt.
Esuablish 3 Busmasz; Checking Account and Checks

ss Flyer or Brochure

Eamblisha vaxdel =
vite up Incentive Coupons. Examples: No Registration Fee, $25 off the first week

of care, one Free Evening o

Dissibute Door Hangers in your nelghbor

Give out Keepsakes or Pros ens. Key Chaing, Notspuds, Pins/Butons
Dulnbulmn T Mrkerin Matrials (Buciness Cord, Busin ss Flyer, Incentive
Coupons) in the Community. Ask for the long s of husmems
B ur front d

T8 S e TN g S B S eatt o8 your
phore number

summer you and your children could march in your Local Par
==nd |2 note 10 your alumni magazine or submit an aricle o ad in Sou atumol

v m exepeio Wi 1HelpLine or with the Sioux Empire C]
work.

Reoa om Copeland’s book, Family Child Care Marketing Guide.

Paid Advertising

Q @ BE Bl Ged Gbdte wo

: 11 you are staring o business o have a sudden drop in enrollment

vision. Radio. and Ouher Paid 4 Volumecr doring
ot Bl il e e S e nion l()uslly produced
program. Invite the producers o e # show st your bome, o entity
yourself and your busincss name. Large employers or local unions may publish
Powliters that sll advertsiag space. I codld b & apectal ovemt for chlidren shers
you give away stickers o other keepsakes.







Tips for Handling Parent Phone Calls

Flace the phone where loud noise from your child care chldren and
other distractions are minimized.

Place the following iema By sach phens in your heme 8o you are
ready to handle phone calls.

Form.
3. Alist of your top three program benefits

Answer all phone calls with a business, not a personal, greeting. For
Juanita. May I help you?”
king Form”. Make
e o ask how they heard about your prograim, Use this opportunity
to track i
Sl gora 13 e tbvighsat S suggubd your CC Eusmess
> . &

Children, May 1 take your nare and rmber and have hor oall you
back shortly?”
After the phone call is over, send a thank-you note o posteard, even if
it is obvious that the parent will not enroll in your program. If you
have scheduled the parent for an interview, send a thank-you note
along with a “Choosing a Child Care Program Checklist”. Mail
your business fiyer and reminder notice a few days before the

“iow musch do you charge?” Some providers will answer the question
Glearly and directly. Others tell parents that they must come over for
an interview before discussing rates. One provider tells callers, “I am
not the cheap a]lernauve ryou are Iooking for the cheapest carc, you
should keep ool
On occasion ynu o ay gt  call from a parent who s in a hurry to
enroll a child after talking with you for only a few minutes. Not a good
sign. Invite the parent and the child for an interview right away. If the
parent refuses to come to an interview you may not want to consent to
caring for the ohild, You could enroll the child on a drop-in besis and
charge by the day for the first two weeks sceing how it works out.

Parent Call Tracking Form

Date o call

Adérs

Phone# ome i

Emil

Name of child Bithdate
Birh it
Dirh date

Rate quoted
How did you hear sbout my program?
__ Fiper: where didyou ick it 9
Slm on my lawn

ad: name of ewspapes
cmm (Care Resouree and Referal oy referal
__ Referral from an individoa:
—_ Other: identiy

(0199 Rt P, 656416664 My e reprodue o by bkowoes.

Ampox 123
Choosing Child Care Checklist How to Handle Interviews with Parents. ..
> Call the parent a few days before the interview to confirm the appointment
or send a posteard reminder.
Choosing Child Care Checkiist Set up a quiet area of your home where you can sit down and have an
Provider . _ rsation with parents.
: oper at the start. Make it clear to the parent at the
A bewlnnlng that both the parent and you have to agree to enml! a cmld
hesitate to turn & parent down if you believe
lemnmbafhm | pn'e ‘or the child would be too hard for you to han e
Phone number — Youmay want o begin with having ihe parent start of by aski
A o ehlaren now enralled, st questions. Use your Parent interview Chi ake notes on. Parents
including the provider's own children o have ther Questons answered frst e more thohy 1 oot at Case and
Ages oflmwnda 's own children you and your program. (If tyou put the parent on your
Touss et ioe. vt nus checklist again before enrolling the child.)
Cout pe hourtweekmonth As You ider eeds.
infant open-ended question is one that cannot be answered with a simpl
toddler no. Examples: What would be the most important thing | could do to
preschooler help your child grow? "What are your child’s special interests?”
schoolager “What do you see your child doing in three months, one year, five
Other fees years?” Your response should be to point out how your program can
Enrollmentfee S — meet these expectation:
Number of yearly paid holidays e—— > Present the parents with an Enrollment Packet. Inside place:
‘Number of yearly paid vacation Business cards for both parents
days taken by parent Business Flyer
Oer Choosing Child Care Checkiist
Special services offered References from current or prsv&ous clients
years of i training dential
Key benefits of the program education degrees, memberships to networks or accredited
associations (SEN, NAEYC, FCCPSD)
i, " + Your contract and policies describing your rates, payment policies,
“Training credentials hours, daily schedule, paid vacations, and holidays.
_— * An Enroliment Form for parents to sign
References [P + Sample Menus from the Food Program
" o " + Food Program Intro Letter
s por Sty Look focie QL Care Program - Examples of Forms: Medication Authorization, Permission to
size N Travel, Ouch Report, and Medical Consent forms, etc.
e e - Brochure on the curriculum you use, samples of art o worksheets
’y place ':m il £ fm - Example of Today's Happenings
program whee thre ar ot of funthings forcilden (0 do - Copy of your License or Registration
+ A provider with training in child development L Vo Aeraito Tip Sadse
The latest copy of your Newsletter
Don't give out an enroliment packet unless a parent is signing up. That
Biso: Press, 6516416664, May be. pe - ﬁ:nb’lee;mﬂme ‘Send your business flyer to those who call, before an
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FaviLy Ctp CaRk MARKETING GUIDE

Parent Interview Checklist

Date of interview

Name of parent(s)
Address
Phone # home work
E-mail i
Name of child Birth date
Birth date
Birth date
Desired start date Rate quoted
Parent references:
Phone #
Name Phone #
Name. Phone #

How does the parent show an interest in the child's behavior during the interview?

Does the parent show a willingness 10 be flexible and adapt to my rules?
Yes __No__ Any problems

Signs that the child may be di for

Does the parent treat me with respect and have a positive atiitude? Yes ___No__
Comments

by the parent
What do I like about this family?
What concerns do I have about this family?

My Philosophy

I believe that your
search for quality care
is one of the most im-
portant steps you will
take toward enhanc-
ing your child’s devel-
opment.

NN

Daycare

Pamela ). Scofanich

1601 5 Barkhies B
Sl P 3 57106
Phone: 605-361-7222

[ N——

Learning To
Grow Daycare

Pamela J. Stefanich
Tet: 605-361-7322
E-mal: stefan@sio.midco.net

COLORJU.. AINROWS
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* Your goal as a business is to provide a quality service to
parents and children. If your service doesn't fit well for a
particular child or family, you will be doing everyone a
favor by not signing a contract with that parent.

» The best thing to say is, “I don’t feel that this is the
best place for your child at this time.” Do not
elaborate or give further explanation for your decision.
You are allowed to make many decisions in your
business based on your personal feelings.

* Many providers offer a two-week trail period to help sort
out any potential conflicts or mismatches. Either party
may terminate this trail period without giving any notice.*

» Refer parent to HelpLine or back to our Openings List.
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Always ask for prospective parents’ phone numbers and
addresses when they first call even when you don’t have
an opening. (You will by tomorrow.)

Ask the parents for permission to give them a follow-up
call within a week.

After the call or interview, send them a short thank-you
note. Tell them you appreciated the time they spent with
you.

Mention a benefit of your program to remind parents why
they should enroll with you.

Write all notes by hand. You may want to enclose a
keepsake with your note.
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« Shortly before the first day of enrollment, send a note to both
the parent and child welcoming them to your program.
Enclose a photograph of your self and the children in your
care.

« Send the parent a blank cassette tape and encourage her to
record herself reading, singing, or talking to her child.

« Ask the parent to bring in family pictures that the child can
take out a times and view.

« Have the child bring a favorite toy or nap blanket form home.

« Create a label with the child’s name for a personal space

« Ask the parent if she would like you to call her at work to let
her know how the child is doing, or invite her to call.

3 0%
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* Make a point of communicating closely with parents by asking
them how things are going for them and their child during the
first two weeks.

< Share with parents that it can take two weeks for a child to
transition into new care.

< Invite parents to drop in at any time.

« Have someone take a picture of you and the child playing with
other children, and give it to the parent for him to post at his
place of work.

« Take picture (or video) of the child’s first days in your program
and place them in a scrapbook to share with the family.

Denita’s Memory Book
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Weekly Menus

news of incoming or outgoing parents

upcoming field trips

upcoming B-days

current newspaper or magazine articles about child care or child
development

your license

training credentials

news of local child care advocacy efforts

announcements of new policies

reminders of when fees are due

share daily activities and describe to parents what skills the children
are learning...use photos

post letters and photos from former clients or children

decorate it for upcoming holidays and events




e Weekly menus
« Children's artwork

« Short description of what
the children are learning.

« Parenting tips (magazine
& newspaper articles)

* New policies

* Upcoming birthdays and
anniversaries

¢ Reminders of when
payments are due

Upcoming activities and
special events

News of advocacy efforts
by your local FCC
association.

Introductions of new
children and farewells to
those moving on

Current articles from
newspapers, magazines,
or newsletter of FCCPSD

5# A+,
B! )
$ B
! #$
% &
(
)
(
!
$%! " "( Lo
) $
& ¥
$ " # " I &$
A &
+ '$ !
&
$
*&
P& o+ LT
) $

10



In Closing...
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We all benefit the most from this
relationship!
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