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From Inquiry to Enrollment
The primary goal is to get parents to “darken the door.”
Offer educational consultations, not tours.
Parents meet with the Principal.
Success = an appointment scheduled.
Keep the action with you.
Work a sense of urgency.
Track everything!



<— Only ask for the 
information you are actively 
going to use.

<— Essential question to ask 
every time.  And get specific.
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GOOGLE CALENDAR



Selling is no longer about persuasion. 
Selling is about understanding your 

customer’s problems and solving them.

Neil Rackham 
Spin Selling, 2004
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PROBLEM QUESTIONS

IMPLICATION QUESTIONS

NEEDS PAYOFF QUESTIONS



ROLE PLAY: SPIN SELLING

Situation #1:  Sally is entering sixth grade.  Parents are looking 
for a Christian school that will reinforce the values of their home.

Situation #2:  Michael is entering third grade.  Parent is 
worried because he is behind in reading and struggling in 
school.






