
A Workshop for Early Years Educators

How to Set Up an 
Essential Marketing 
Plan for ECE Services

With Jodie Clarke - The Empowered Educator



What Is A 
Marketing 
Plan?



The format is flexible…..but the idea is you want to 
create an overview of the next month, quarter or 
year ahead that you can follow and use to keep 
your early year's service making money with 
consistent enrolments and at the very top of the 
‘services to visit’ list when families and carers 
begin the important journey of looking for 
childcare.

A Marketing 
Strategy 
Overview



Achievable business goals to work towards.

A description of your target market & 

its core needs.

A timeline of events, celebrations and 

planned promotions.

What should it include?Monthly/Quarterly/Annually
An OVERVIEW of your strategy, goals & timeline

A way to measure results & the 

effectiveness of paid promotions.

A plan of action that fosters your brand 

as recognisable, consistent & credible.

Actions & strategies that are realistic 

and affordable for your time and 

budget.



Take 
Action...

Use the marketing plan PDF I have 
provided under this video to help you start 
creating your outline & clarify the goals 
you want to achieve with your plan..

Decide how often you will review your 
marketing plan and what specific 
information will you collect to tell you 
whether a strategy was effective or 
perhaps not worth the time and money to 
repeat.



Why Do I Need 
One?



…..You need to compete in today’s growing early 
years market. You have to stand out. You have to
clearly show WHY you should be a parent or 
carer’s first choice to visit.
.

To Create Security & 
Consistent Income 



…..A marketing plan makes it so much easier for you 
to clearly communicate to families and carers in 
your community all the fantastic services you have 
to offer them and why they should choose and trust 
you with their children. YOU will be the name people 
remember because they 'saw it somewhere' and you 
will be the one who stands out!

To Raise Awareness



….Putting in place a child care marketing strategy is 
often thought of as a time consuming and expensive 
process that educators, leaders and directors often 
only want to focus on 1 or 2 times a year …then 
complain when nothing seems to work and the 
vacancies remain!

To Get Off The Vacancy 
Rollercoaster 



....A plan gives you the opportunity to SAVE your 
time and money AND compete with others!

Be Seen & In Demand 
- Not Waiting In The 
Line. 

....Regular promotions and marketing campaigns 
throughout the year ensure you have a waiting list to 
work with...instead of the familiar scramble to fill 
vacancies.



Where Do I 
Start?



Identify & Summarise Goals

Understand Your Target Market

Define Your Identity & Mission

Marketing Plan Essentials
Build your plan step by step

Recognise & Understand  Competitors

Your Brand Story & Reputation

Promotion Activities & 

Calendar



You need a marketing strategy that helps you to do 
this…and keep the ball rolling day after day. Drop the 
ball and those vacancies will grow and your 
competition could gain the ground you once had.

The Why...

But what are YOUR specific goals? Why do you want 
to put more effort and strategy into marketing and 
promoting your service now?  What do you really 
want to achieve overall?



Set your goals then plan 
ahead from there.

What do I want to achieve with this 
marketing plan?
What are your goals and purpose for this marketing? What 
changes do you want to make?

How will I know this plan has been 
successful?

What time period & budget does 
this plan require?

What are the indicators and objectives that will tell you 
whether the plan is working?

Who else will be involved? How?



Before you begin putting time, effort and probably a 
little money into marketing your service you need to 
know WHO you should market to.

The Customer...

It might surprise you to know that trying to connect 
with and attract new enrolments from a deep pool of 
potential customers is not as effective as just wading 
into the shallow end.



Identify your target market & 
what they need.

Think about your community and the current 
families enrolled and using your service...

What is the average income level?

Do they tend to regularly use 1-3 days or 5-
7 days of care?

Consider surveying current service users 
to gain better insights.



Identify your target market & 
what they need.

Why do they need care?

What is the breakdown and ratio of working 
v non working v studying v shift work 
parents?

What do they value, find important?

What are they worried about when 
seeking care for their child?



Identify your target market & 
what they need.

How old are they? How old are the 
children?

What is the family dynamic?

What do they like to do in their free time?

What frustrates them about being a 
parent or carer?



Take 
Action...

Use the information you collect after 
asking these questions to write a ‘My Ideal 
Customer' story. I've provided a simple 
template to help you get started under this 
video.

It might seem like an extra step you don't have time for, 
but this simple exercise will make a huge impact on the 
success of your marketing and the number of vacancies 
you fill.
The story helps you to see this person in your mind's 
eye and KNOW what is important to them and how you 
can help with your service. You'll use this information 
whenever you plan a promotion.



To attract the staff and families that best suit your 
service and are therefore likely to hang around and 
become your most positive supporter to others – you 
need to first define what is important to you....

How do you define your purpose, services 
you offer and the way you choose to work? 

The Mission...



Define Your Identity, Values & 
Mission.

What is your service philosophy?

What is your mission and purpose? 

What principles, values, pedagogy and perspectives come 
together to inform the way you work and what you would 
like to be known for?

What do you want to achieve, to be known for, to do 
consistently?



Define Your Identity, Values & 
Mission.

What do you think you do really well?

What is it about your particular service that 
sets you apart from others, that makes you 
stand out above the other competitors?

What do you love about working with 
children and families?



You are running a business – so don't feel guilty 
when you think in terms of your service being a 
business.

The 
Competition...

Creating your marketing plan means it's time to take 
the sunhat off your hiding under and put the x-ray 
googles on your competition instead.



Define Your Competition
Identify the main competitors in your market -
so you know what to do better!

What is the current ratio of FDC, OSHC, 
Occasional and Long Day Care in your 
area?

What are their average daily fees 
(before benefits are applied)?

What are their average hours of 
operation?

Who would you identify as your top 
competitor? Why?



Define Your Competition

What do you think they are doing really 
well?

What makes you unique?
What do you offer or do well that other competitors in your 
area don't?

What do you think they could do better?

What are they offering that you don’t? 

What promotional strategies do they 
use?



Take 
Action...

Now you have answered those questions 
create a visual profile for your 'TOP' 
competitor and one for YOUR service
using 2 different coloured sticky note 
columns.

Review what you see then begin a 3rd 
column by moving sticky notes across 
highlighting things you want to change or 
improve, things you are doing well and 
things that make you stand out from this 
competitor that you could build on in your 
marketing.



What Is Your 
'Branding'?



When you want to be the first name every potential 
new enrolment mentions you need to have a 
recognisable ‘brand’. 

The Branding

How do you start the process of building a brand for 
yourself and including it throughout your 
marketing?



Create Your Brand
Work hard to develop a brand that encompasses 
your vision, goals and philosophy.

What do I want to communicate to 
potential customers with my logo 
tagline?

What do I want people to feel, recognise 
or identify with when they see my logo? 

What 3 words would I use to describe my 
brand personality?



Create Your Brand
Identify and create the tools you need to 
establish your brand for marketing purposes.

What fonts will I be using regularly in 
promotion materials?

What colour theme will I stick to in 
promotion materials?

What style of images do I want to use? 
Why?



Take 
Action...

Get your craft on and make a brand mood  
collage! You can also do this on the 
computer but collage is more 
fun....obviously.

A branding mood board is simply a 
collection of the visual tools you want to 
use - colours, image style, text fonts. It 
provides inspiration and reflects the 
brand image you want to start putting out 
there into your community



Promotional 
Strategies



So you now know who your target market is (and realise now that 
isn’t just ‘families’). 

You’ve spent some time sorting out your business personality, 
philosophy and branding.

But you're not there yet. 



Just creating a marketing plan that looks good on paper isn’t enough -
you also need to brainstorm and plan the promotion strategies that 
you WILL action throughout the year .. 

This helps you to plan ahead, avoid vacancies and also communicate 
goals and action steps to others involved in your service (Including 
Family Day Care operators).

Let's take a look at some ideas. 



There are many tactics you can use to help get your 
brand and reputation out there and keep those new 
enrolments coming in consistently.

Promotion 
Planning...

Some you can be doing year round, others you might 
choose to use at special promotion times throughout 
the year. The trick is to review, measure performance 
& make changes if needed.



Don't try to do all the 
things all at once.



Experimenting with paid Facebook advertising 

& local targeting

Engage and be helpful on Facebook and other 

social media - don't spam groups.

Set up a Facebook Business Page & include 

family testimonials

What might work for you?What did your research tell you?
What promotions would appeal to your ideal customer?

Connect and network with local real estate 

agents.

Offer free community workshops presented 

by educators or other experts.

Set up displays at markets, 

car boot sales & community

events.



Shared by Janelle from Curious By 

Nature FDC



Collect positive feedback to use in future 

promotions via surveys.

Donate new books to waiting rooms & libraries 

with a 'donated by' sticker inside the front cover.

Order branded items like pens ,cups, drink 

bottles, T-shirts, hats & hand out.

What might work for you?

Add a 'virtual tour' option on your website or 

blog.

Ask people who call after a promotional 

activity about how they heard about the 

service & what made them call

Record some short video testimonials 

from happy families.



Shared by Linda from Sunshine & Puddles FDC



Host  Open/Fun or Themed Days & organise for 

a local news reporter & photographer to attend

Design your own Brochures/Posters that reflect 

your brand personality

Create Recommendation Coupons  for 

families to hand out to friends

What might work for you?

Display meet–the–team photos/videos/interviews

Organise regular letterbox drops in your ideal 

customer local area of flyers/brochures.

Make up parent information packs to 

hand out for enquiries.



Shared by Alison from Play Adventures FDC



Put together photo books for prospective 

families to flip through at reception/entry.

Seek permission to add your posters/flyers to 

community noticeboards.

Print canvas banners or signs for your fence 

or walls.

What might work for you?

Collaborate and form connections with local 

schools & sporting clubs so you might include 

information in their family newsletters.

Leave a pile of brochures anywhere frequented 

by families with small children, such as 

libraries, Early Childhood Centres, family 

doctors and playgroup facilities.



Photo Books -
Digital or 
Hardcopy





Collect and sort photos of your environments & 

children at play. Record video tours.

Regularly update family enrolment & orientation 

processes. Ensure ready to go online & in person.

Set up a dedicated space to collect & save 

testimonials/feedback from parents, visitors 

&children

Build your assets!

Create engaging display areas that allow others to 

take a 'sneak peek' behind the scenes. 

Ensure prospective families and visitors feel 

safe  with clear indicators of how you have 

put extra health and safety measures in 

place.

Share highlights from your service on your 

Facebook page , Instagram and website.



Take 
Action...

Choose 3 promotion activities from the 
lists provided and add them to your 
marketing plan.

As you complete each promotion come 
back to your plan and review if they were 
effective or if you want to make any 
changes.

Make it a priority to always be collecting 
'assets' you can use in your promotions 
and day to day brand marketing.



You made it!



Next Steps



What 
Action Will 
YOU Take 
Now?

Make time to review the handouts then use what you 
need to create your own 'process' to move forward with!

Slide Guide

Marketing Checklist

Marketing Plan Outline

My Ideal Customer 
Template

Plan 3 Promotions



Thanks for 
Watching


