
2020 School Checklist for READYness

Is Your School
Recession
READY?

Schools are already reporting declined 
enrolments and revenue for 2020 and it is 
predicted to continue. Private Schools need 
to act now to survive this recession!

Dr Marisa Maio Mackay and Anita Wassermann CA are education specialists with 

more than 40 years industry experience in providing fi nancial, strategic, marketing 

and research services to their clients. This document has been jointly created to 

help schools throughout Australia prepare and navigate for the current and future 

challenges of a recession economy. 
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1The private school industry includes schools that offer primary education, secondary education, combined primary 
and secondary education, and special education. Private schools are also described as non-government schools.”

2IBIS 2020: Private Schools in Australia - Market Research Report, see https://www.ibisworld.com/au/industry/private-schools/1840/
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Being Recession READY is about …

2020 Revenue for 
Private Schools Set to 
Drop By At Least 4%

Remember the impact of the Global Financial Crisis?
Non-Government enrolment growth took 7 years to recover.

It’s happening again.

“Revenue for the Private Schools Industry1 is expected 

to decline by 3.9% in the current year… The expected 

spike in the national unemployment rate, and the 

decline in discretionary incomes, due to the COVID-19 

virus outbreak are expected to discourage parents 

from sending their children to private schools over 

the next fi ve years.” 2

So, what did we learn?
A School’s ability to survive (and potentially) thrive 

is directly linked to being READY. 
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Why do you need to 
be Recession READY?

School management needs to understand how to retain 

their current students, engage parents and staff, attract 

new students and design debtor policies/fi nances 

to be more suitable in a tight and sensitive market

Being READY is the foundation of informed marketing, 

operational and strategic decision-making, which 

is especially critical during an economic downturn. 

It equips the leadership team with the critical knowledge 

to facilitate measured responses rather than reactive 

responses to changes in the school and wider community.

Being READY will give you the knowledge and 

confi dence to be proactive rather than reactive 

when dealing with the uncertainties of a recession!

Get READY and improve the quality, accuracy, 

and timeliness of critical information to help make 

informed decisions.

The following diagram summarises responses to change 

and the importance of being prepared.

“Chasing your tail” 

Caught unaware by change

Crisis management

Actions are often costly 

and not effective

High risk of failure

Opportunities are often missed

“In the moment” 

Prepared for the 

emerging change

Act as change happens

Better equipt to seize 

emerging opportunities

“READY” 

Pre-empting and potentially 

shaping change

Equipt to manage any sudden 

changes or crisis

Equipt to address 

problems/issues before 

they become prevalent

Identifi es/creates 

opportunities and seizes them

READYness

Reactive Responsive Proactive
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What do you know about Retaining 
your current students?

Why do parents select your school for their children? 
What are they paying for?

How do your parents believe your School is performing
in those areas that matter most to them – the reasons 
why they chose (and continue to choose) your school 
for their children?

How many students leave your School before the fi nal 
year? Which year do they leave?

What are the three key reasons they leave 
your School before the fi nal year?

Where are these students moving?

What would encourage them to stay?

How has this changed over the last 5 years?

What do you know about Engaging your 
parents, staff and students?

Do you provide opportunities for parents, staff and students 
to provide feedback or comment/input on relevant school 
matters? 

When you ask for feedback/input how do you ensure that 
action occurs and that you are seen to respond or address to 
the messages and information that you’re receiving?

Are your messages specifi c and tailored to your audience, be 
it the parents, your staff or the students? 

Do you measure the effectiveness of your communications? 
Which communications have been more successful and why?

How are teachers and students engaging in the classroom?

Do you know the profi le of your School’s students that 
have higher levels of absenteeism? Why and how can this be 
improved?

How do you keep in in touch with prospective parents – 
particularly those with no children currently enrolled – to 
ensure that their situation doesn’t change, especially during 
an economic downturn?

Is Your School 
Recession READY?

Below is a list of key questions that will assess how READY you 

are for the current challenges facing private schools in Australia. 

How many of these questi ons can be 
answered by someone at your School? 
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What do you know about Attracting 
your target students?

Where are your students coming from 
by suburb and postcode? 

How many school aged children are in your catchment? 
Has this changed in the last 5 years and is it likely 
to change in the next 5 years?

What is the socio-demographic profi le of your catchment? 
This should include demographics like income, but also 
richer information like parent work profi le, purchasing 
behaviour and preferences.

Where are your future families who can afford 
the fees located?

Are there any nearby suburbs that have a similar 
profi le to your desired families?

What is your confi rmed enrolment forecast for the next 
3 years, and how does that compare to past, current and 
capacity enrolment levels?

What are the top feeder schools or childcare centres for 
your school? How do you proactively work with them? 

What is the main reason future enquiries 
do not proceed with the enrolment process?

Can you track marketing and enquiry conversion rates? 
How many Open Day/Tour attendees complete the 
application process?

What do you know about Debtor 
Management for your School?

Is Your School 
Recession READY?

Is your fi nance system set up to effi ciently manage 
and report on family debtors? 

Have you developed a policy to address overdue current 
debtors? Does the Fee/Debtor Policy need to be reviewed 
to be suitable in a tight and sensitive market?

Can you identify and report on how much debt is at risk? 

How can you help Accounts Receivable manage family 
debtors more effi ciently without extra resourcing?

Debtor management is fundamental for cashfl ow. Do you 
have a cashfl ow budget or cashfl ow forecasting tool? What 
is the cash impact of granting extended payment terms?

How do you communicate and negotiate the payment 
of fees with struggling debtors?

Do you know how much you can afford to grant in fee 
concessions or scholarships?  Can you effi ciently manage 
the application and granting of concessions and 
scholarships? Do you understand the role of scholarships 
as an incentive and as a burden?



What do you know about Yearly 
tracking at your School?

Have you identifi ed custom measures that you track 
and report on regularly?  

Is there regular reporting for the Executive and Board 
on these key measures? 

Do you update your strategic and marketing reports 
accordingly?

When reporting on key metrics, do you have a target/
benchmark/budget to report against? Do those reading 
the metrics know if the position is good or bad?

Monitoring trends over time can identify if a metric is 
improving or worsening. What key metrics do you monitor 
over multiple periods/years?

An increased frequency in reporting puts more value on 
developing automated reporting. How much time and 
money would be saved if Executive and Board reporting 
was automated?

What key performance indicators do the Executive need to 
assist them in their roles? Finance, Marketing, Enrolments, 
etc may have specifi c reporting needs to help them make 
operational decisions.

Not Quite READY?
Use the 4C’s to help your school management team to identify the gaps and determine where to next. 
So, get your team together, grab a coffee and start the process.

Consolidate the information you do have
As you move through the questions be sure to record 
the answers or where the answers can be found to 
ensure it is ready at hand, when needed. Consider 
too, how this information can be consolidated in your 
learning or school management system for future 
easy access.

Critically evaluate

Is it a ‘gut’ instinct or do you have the evidence to 
support your answer? Sometimes we think we know, 
but when we analyse the data or information it’s either 
not as we thought or there is more to learn. Instinct 
versus Evidence – do you have the information to 
back up what you think? 

Capitalise on the evidence based information 
Use the information to inform/update your marketing,
operation and strategic decision-making. This could 
involve organising a planning session to ensure the 
leadership team feels involved and part of the process. 
A shared sense of ‘ownership’ of any key decisions, will 
help to ensure their implementation.

Consider how you will collect
the remaining information
Are you maximising the value of your existing data?
Could some of the remaining questions be answered 
from the data you already collect? If not, how else can 
you collect this information? 

This could include collecting new data through 
workshops, surveys, observational studies, 
competitions, the recruitment process, the point 
of enrolment and/or accessing external data sources 
like the SEIFA (Socio-Economic Indexes for Areas), 
Census data and profi ling data. 

Convert that data into meaningful insights and 
then be sure to feed them into your decision-making – 
and remember to track and monitor for key changes.
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Is Your School 
Recession READY?
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Dr Marisa Maio Mackay
Phone: 0430 933 307
www.completethepicture.com.au

Since 2009, Complete the Picture Consulting 

has been helping schools and companies grow 

and develop by providing meaningful insights 

and recommendations from custom designed 

business and marketing research, analysis and 

strategy development.

Anita Wassermann CA
Phone: 0402 333 454
www.precisionma.com.au

Specialising in the Education Sector, the team

at Precision have developed specialised accounting 

and consulting services to assist with improving 

the accuracy and speed to produce fi nancial 

and operational information that will assist with 

effective school management.

Contact Us Today.
Marisa and Anita are now offering workshops 
to school management and boards to help your 
School get recession READY.

Need Some Help Getti  ng READY?


