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PROGRAM  
BEST  

PRACTICES
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1. Keep it Organized

• Get a software that 
can be used by 
everyone helping run 
your program  

• Start a database  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2. Go Paperless

• According to the EPA, 
going paperless saves 
roughly $80 per 
employee (annually).  

• If you have 400 
employees, this could 
total more than 
$32,000 per year! 
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3. Vendors Done Right

•  Increase overall program 
satisfaction by 30% 
 

•  Customer retention increases by 
30% 
 

•  Account growth by 300%  

•  270% = Increase by which 
vendors & their partners are 
willing to recommend one 
another 
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WORKING WITH VENDORS 
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•  Post photos (with permission) 
of your programs  

•  Link back to your website to 
encourage sign-ups  

•  Share “throwback” to increase 
engagement with Alumni  

•  Pick 2 social channels and 
master them before adding 
more. We recommend Facebook & 
Instagram

4. Build Digital Relationships �
with Students & Parents: �
Social Media



4. Build Digital Relationships 
with Students & Parents: Email

•  Remember: Don’t bombard your 
parents! You don’t want to end 
up on an unsubscribe or spam 
list  

•  Start with 1 per month leading 
up to the program and one a week 
once it gets closer  

•  Always include a CTA  
(call-to-action)  

•  Include links to all social 
media profiles in every email!



4. Build Digital Relationships �
with Students & Parents: �
Website  

•  List all of your 
programs well in 
advance & keep them 
updated! 

A reliable website is 
updated regularly as 
parents will reference 
it often  
 

•  Allow parents and 
students to subscribe  
for updates 



WE  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HOMEWORK
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Retention: �
Dos & Do Nots

•  71% of customers end their 
relationship with a program due 
to poor customer service  

•  The average loss of a customer is 
$243  
 
 
Loyalty Program Members:

•  85% haven’t heard from a company 
since they signed up  

•  83% say rewards programs make 
them more likely to continue 
doing business with a certain 
organization
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Stats: socialannex.com



Most Effective 
Retention Methods
Repeat customers 
feel like loyal veterans and 
want to be treated as such. 
Offering discounts to repeat 
campers can greatly increase 
their chances of returning, and 
there are a host of discounts 
you can offer.  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EARLY BIRD
“If you register by this 
date, you get X% off!”  

RETURNING 
“If you are a returning 
customer, you get X% 
off!”  

GROUP  
“Register one child, get 
the other child for X% 
off!”

	

Common Discounts:
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