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1 What is perpetual enrollment?



An agreement signed just once 
by parents as each student 
enters the school. It never 
needs to be updated or 
re-signed, and parents do not 
need to make the decision to 
re-enroll every year. 

Source: NAIS Legal Advisory

http://www.nais.org/articles/pages/member/legal/nais-legal-advisory-an-enforceable-flexible-perpetual-enrollment-agreement/


2 Why are some independent schools 
considering perpetual enrollment? 



Perpetual Enrollment
Advantages:

• Follows enrollment timeline

• Saves time for admission 
and business office

• Increase family 
responsibility 

• Not reminding families they 
have other options

Challenges:

• New re-enrollment scenarios 
to consider

• Time and personnel 
dedicated to optimal rollout

• Process can feel impersonal 

• Additional legal 
considerations
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Questions to Consider
● Which office owns this process? 

● What is your motivation for considering perpetual enrollment? What are the problem 
are you trying to solve? Be honest!

● Do all school employees involved with the creation, distribution, and collection of 
enrollment contracts  have input in the decision making process (switching to 
perpetual enrollment)? 

● Have you sought legal counsel to begin to understand how this might/might not work?

● Who are the other stakeholders who should be included in this discussion and/or 
transition?



Words of Wisdom
• Seek legal advice

• Create timeline that works for all internal offices

• Decide who will receive re-enrollment emails 

• Vet process to a select group of parents

• Involve communications team from the start

Source: Re-Examining Re-Enrollment 

https://learn.enrollment.org/head-of-school/re-examining-re-enrollment


3 What are the financial considerations 
for implementing perpetual enrollment?



● Same processes
● Communication is important
● Money is a sensitive topic for 

families
● Financial aid      scholarship

Tuition and 
Financial Aid



Budget & Forecast

● Opportunity to save time and money
● Know returning enrollment sooner
● Revenue from tuition is more straightforward
● Consider refundable vs non-refundable deposits



Discussion Questions
● What is motivating you to 

consider perpetual enrollment? 

● What are the challenges (or 
roadblocks) you anticipate 
experiencing if you move to 
perpetual enrollment?

● Where would your school need 
to invest the most time and 
money? 
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US Census Projections 
2014-2060

● By 2020, more than ½ of U.S. children 
were expected to be part of a minority 
race/ethnic group.

● The U.S. population as a whole is 
expected to follow a similar trend, 
becoming majority-minority in 2044.

● The proportion of the population 
younger than 18 is expected to 
change little over the 2012-2060 
period, decreasing from 23.5 percent 
to 21.2 percent. 



11%
Met net tuition 

revenue goal, but 
not enrollment 

goal

15%
Met neither 

enrollment or net 
tuition revenue 

goal

67%
Met both enrollment and net 

tuition revenue goals 

ACIS Enrollment for 2021-2022

0%
Do not know

7%
Met 

enrollment, 
but not net 

tuition 
revenue goal



59% 19% 22%

Received many more/more 
applications than available 

spaces and manage an 
extensive/small waitlist in 

many grades.

Received more 
applications than available 

space

Generally accepted all 
qualified applicants

Not yet achieved 
enrollment goals

Generally accepted all 
qualified applicants and 

reached enrollment 
goals.

We have not yet 
achieved our enrollment 
goals, or feel we will not 

reach our enrollment 
goal for the year.

ACIS Enrollment Opportunities & Challenges 



-5%
Median 

enrollment for 
schools under 101 

students -2.6%
Decline in median 

enrollment for 
elementary 

schools

-12.2%
Drop in preschool enrollment 

in 2020-21 (compared to 
2019-20)

NAIS Enrollment Data 

Source: NAIS Trendbook 2021-2022 

https://learn.enrollment.org/head-of-school/re-examining-re-enrollment


73%
Retention of current students

38% 
Continued COVID-19 restrictions 

35%
Increased requests for financial 
assistance

34% 
Decline in applicant numbers 
or yield

ACIS Concerns for the 2021-22 
Enrollment Cycle
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1 Recruitment and selection of new 
students



Shift in Who’s Purchasing



GenX Purchasing 
Parents in their 40’s and 50’s prefer honest and clear 
product and marketing messages that outline an obvious 
path-to-purchase. Gen X is more likely to conduct online 
research at home and then shop in person, while their 
younger counterparts conduct research on their phones, in 
the store. The best way to reach Gen X? Email. And while 
most are on social media, they are much more influenced 
by email marketing campaigns.



Millennial Purchasing 
Traditional marketing has taken a backseat for parents in 
their 20’s and 30’s (less than 1% of Millennials are 
influenced by traditional ads), but word of mouth marketing, 
user-generated content, and social selling are much more 
persuasive. Authenticity is incredibly important to this 
generation and millennials are inherently suspicious of 
being sold or lied to by brands. Millennials want brands to 
get real and rally behind a cause, and they are willing to pay 
for it – in fact, they are 50% more likely to purchase from a 
company that supports a cause.







What are the gaps?
● Parents understand their child’s school experience better
● Parents also have problems they are trying to solve
● Do you want to play college sports? Reclassify and do an 

extra year at our school!
● Did you fall behind academically? Transfer for our tutorial 

program!
● Are you worried about college? Enroll as a junior to benefit 

from college counseling!
● Is your child struggling with reading? Our specialists can 

help!



Are you seeing families new to 
independent schools?
● Send a targeted mailer
● Purchase a list like the Student Prospect List (SPL)
● Create a new page on your website called ‘New to 

Independent Schools?’
● Host a virtual event or reception for local real estate 

agents explaining the benefits of your school
● Purchase an advertisement on local radio
● Create a testimonial video featuring a new parent or 

student who moved to the area or switched from public 
school



2 Take a whole-school approach to 
retention



The easiest 
student to 
recruit is the 
one you 
already have.

EVERY ENROLLMENT LEADER EVER



10.70%
ACIS median 

attrition 2018-2019 

9.6%
NAIS median 

attrition 
2020-202115.75%

ACIS median attrition 
2020-2021

Is your Attrition Healthy?

Source: NAIS Facts at a Glance 2020-2021 & 2018-2019, ACIS Schools

https://www.nais.org/statistics/pages/association-of-colorado-independent-schools/


Retention Committees Declining

25%
2019

30%
2016

Source: EMA’s State of the Admission Industry Report 2019



Best Practices
• Retention starts with the head of school
• Form a retention committee
• Calculate your attrition and compare against 

benchmarks
• Create ‘Students on the Move’ dashboard to 

project attrition in an unprecedented year
• Take time during faculty meeting for proactive 

outreach
• Develop systems for reactive outreach



Students on the Move Dashboard

Source: Laurel Baker-Tew, Viewpoint School (CA), Students on the Move 

https://docs.google.com/spreadsheets/d/168wQobkm2FSURhF5CeR6_NvYAkNgJDsXLlr5PSWAPP0/edit?usp=sharing


Retaining Public School Switchers
● Include explicit explanation of the benefits of your school in 

parent emails
● Demonstrate the outcomes from this year (college list, test 

scores, number of days in-person, satisfaction surveys)
● Celebrate extraordinary faculty
● Emphasize your values in uncertain times (certainty is your 

secret sauce)
● Video testimonial featuring a passionate (and representative 

parent) recorded on Zoom saying ‘It was a big deal for us to 
switch from public school and it’s been the best thing we’ve 
ever done.’

● Communicate, communicate, communicate



3 Onboarding new families



Onboarding New Families

Communication is key

Create community 

Provide volunteer opportunities



• Sunshine calls
• Advisory outreach
• 24-hour policy

Examples



The early interactions that 
parents and their children 
have with your school are 
critical in establishing the 
quality of the experience.  

— Chuck English

Source: Tailoring the Parent Experience

https://k12hub.blackbaud.com/ebooks-whitepapers/tailoring-the-parent-experience-a-journey-to-enrollment-success-by-chuck-english


Resources



Inspiration

enrollment.org/podcast





enrollment.org/events



Admission.org

● Advice for 
parents/guardians

● #admissionchat 
podcast

● Admission 
Academy



community.enrollment.org/home

https://community.enrollment.org/home
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Discussion Questions
● What steps should your school be taking 

to ensure you’re providing the best 
experience for your new parents or 
guardians?  

● What retention efforts does your school 
currently implement? What new ideas 
would you like to see implemented?

● How have you educated and empowered 
your faculty and staff to own their role in 
your school’s retention strategy? 



Thank You
Christina Dotchin
National Director of Business Development
cdotchin@enrollment.org
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