
Day 1 Day 3 Day 7

Bi-Weekly Story-Focused 
E-mail Lead 

Nurturing Campaign
(CTA/Goal is to 

Schedule a tour)

Start Onboarding Sequence
- Map this entire process and 

continue the workflow

Email LNS#4 
- FAQ Guide

- Potential resource for other decision makers
- O�er/CTA to schedule Shadow Day

Follow-up Call & Send Handwritten Note
Call script that includes:

1. Confirm receipt of letter & intro packet
2. Deeper needs analysis
3. Encourage family visit

Parent Ambassador Contact
Script | Should be similar grade level 

In-Person Visit
- Script

- Print Collateral

Email LNS#2
- Link to budget calculator or 

attached worksheet
- Link to Tuition Page

- Highlight Variable Tuition 
and Financial Aid OptionsEmail LNS #1 Immediately 

- Personal Letter & Intro Packet
*MailChimp, Hubspot

Call in 24 hours
(Call Script)

Email LNS#3 
- Social Stories Video

- Highlight school stats
- Relevant comparative o�erings
- Include CTA to schedule a tour

Mail Full Info/
Admissions Packet

No

No

Qualified?
- Criteria

Yes

Add/Update Lead

*Hubspot CRM, 
Salesforce, Google Sheets

CRM or Contact
Database

Tour or
Open House

Enrolled? Yes

No

Day After Tour 3 Days After Tour Day of Enrollment

Email LNS#5 | Hear from parents & students
- Stories (web content, video, PDF)

- O�er/CTA to enroll

Bi-Weekly Story-Focused E-mail 
Lead Nurturing Campaign

(CTA/Goal is to enroll)

Weekly Phone Follow-Up - Script

Optional Postcard Mailer
 - Bi-weekly series of 3 pieces (Enroll CTA)

Add/Update Lead

*Hubspot CRM, 
Salesforce, Google Sheets

CRM or Contact
Database

Phone Call
- Written phone script

Website Submission
(Diagram & map visitor journey flow 

process to website)
*Gli�y, Google Draw, WordPress, 

Unbounce

Yes

SCHOOL-FOCUSED SALES PROCESS


