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A family child care provider is someone 
who is in the business of teaching and 
nurturing young children to reach their 
highest potential, usually for more than 50 
hours a week, year round. 
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Being a FCC Professional means being in 
control of your business. You are 
responsible for setting your own rates and 
hours, and deciding who your customers 
will be, and what type of curriculum you 
will offer. Before you care for your first 
child, you should decide what kind of 
business you want to have. This is one of 
the best parts of being self-employed. You 
are the boss! 
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• Operating a high-quality child care 
program is the foundation of all your 
marketing efforts. You may be able to 
attract parents to your program through 
your promotional efforts, but without a 
quality program you won’t be able to keep 
them. 
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Part of your marketing job is to help 
educate parents about what high-quality 
care looks like. You need to identify and 
communicate the benefits of your program 
so parents will understand why they 
should enroll their child with you. 
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1. Tips for marketing 
your business.

2. How best to direct 
calls from potential 
clients.

3. Successful Interviews
4. Marketing to current 

clients. 

Tips for Marketing Your Business

1. Promoting the 
Benefits of Your 
Program

2. Getting the Word 
Out

Definitions…*

• Feature: a feature describes what the 
provider offers. The focus is on the 
provider. 

• Benefit: a benefit tells parents how the 
children and parents will have their needs 
met. The focus is on the client.*

Examples…*
Feature
“I am Registered.”

“I’m open from 6 am-6 pm, 
Monday – Friday.”

“I’m on the Food Program.”

Benefit
“My program meets a variety of 

health and safety standards 
that help ensure your child will 
be safe.”

“I have convenient hours for a 
parent’s work schedule.”

“I serve nutritious meals that meet 
federal quality standards to 
help your child grow.”

Small Group Activity
Defining A High-quality Program*

Let’s change it from a feature to a “Benefit”.

• Child-centered activities
• Nutritious meals

• Individual care 
• A safe, homey environment run by a 

trained caregiver…*
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Memorize 3 to 4 key benefits of your program. Be 
able to repeat them at these times…

• When Potential Clients Calls
• At a Parent Interview
• When you meet someone who is asking about 

your program.
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• Next to your phone.
• List them in your business flyer.
• Include them in your newspaper advertising.
• Include them in your SEN Listing.
• Publish them in your newsletter.
• Include them in your interview folder.
• Include them in your enrollment packet. 
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Halloween... potential clients 
knocking on your door! 

• Place a sign in your 
window.

• Pass out business card, 
flyer, or keepsake with 
your information on it. 

• Better yet…put all three 
in their candy bags. 

• Invite parents and child 
in for cocoa , apple 
cider, or coffee and 
give a tour. 

Incentive Coupons

• No registration fee
• $25 off the first week of care
• One free evening of care
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Handling Phone Calls from 
Prospective Clients…

You need to be an active rather than 
passive, communicator on the phone. You 
should take charge of the phone 
conversation by asking questions of the 
parent, rather than just responding to what 
the parent asks of you. You should be the 
first one to decide whether or not you want 
the parent over for an interview. 

Take the attitude that your are choosing the 
parent, not that you are waiting for the parent to 
choose you . Follow this three-step process for 

every parent phone call. 

1.Find out the specific needs of the parent and 
the child.

2.Briefly describe the benefits of your program.

3.Get the parent to agree to come over to your 
house for an interview.

Step 1: Quickly assess if your 
program can meet their needs…*

• How old is your child?
• What are your child’s needs?

• What hours do you need care?
• What does your child enjoy doing?

• What are you looking for in a program for 
your child? *

Step 2: If parent sounds promising, briefly 
describe the key benefits of your program.

• Try to relate your program’s benefits to the 
needs previously expressed by the parent.

• If there is some need you can’t meet like your 
location or your asking price …then say as little 
as possible . Your goal is to get the parent to 
come over for an interview…realizing then you 
are worth the extra mileage and your asking 
price. 

Step 3: Get the parent to agree to 
come to your house for an interview.

This is the ultimate goal of every phone call. 

“Would you like to visit next Tuesday or 
Wednesday?” 

NOT… “Would you like to make an appointment 
for an interview?”

Tips for Handling Parent Phone 
Calls…

• Hand out…next slide.
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Successful Interviews 

3 Goals to Pursue at a 
Parent Interview…

• Determine if the parent’s 
and child’s needs are a 
good match for your 
program. 

• Explain the benefits of 
your program.

• Ask the parent to enroll in 
your program. 
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� Call the parent a few days before the interview to 
confirm the appointment or send a postcard 
reminder. 

� See handout for more ideas… 

Parents will respect your business – like approach.
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'&� �����������������	��#����	���&�()�������	����$� �	�����������
��������&*

+&� ��������	��������	��������	����	�����������$��� ��������	��������
�#������������������$��������##�����&

,&� ��������	��������	�	���	�����$�	��������	������ �����	����$���
$�����������	�����#��-���������	�����	����	�������� ������&

.&� ��������	������������#��	�����$�	���������	���� ��������	�
��������&

/&� ��������	�$��	������	������������������������	� ����#����������
����������	��	����������#��	��������������������&
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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. 
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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
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• 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
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In Closing…
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����	�	�������#�	��
�#�����������������
�������&�

We all benefit the most from this 
relationship!


