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• Multi-site Owner in Charlottesville, VA since 1984

• Board Member of Virginia Child Care Association

• Passionate about Childcare financial and 
Operations Best Practices

• Informed on Industry Trends and Challenges

• Engaged with State, National and International 
Associations

• Consult with Clients on Succession Planning and 
Exit Strategies

• Support with the Valuation Process

Kathe Petchel, Client Relations



T O D A Y ’ S  A G E N D A

Industry Update

Start with the Basics

Inflation

Expense & Revenue Strategies

Grants

How to Add Value to Your Program



Growth Strategies
• Creative Partnerships with Other Industries Serving Young Children
• Dirt – Build-to-Suit, Dark Buildings and Remnant Space, Closed 

Programs or Offices that meet Facility Needs
• Watch the Economy for Building Opportunities

Exit Strategies
• Add Value to Business before Selling
• Use Grant funds to do Deferred Maintenance
• Financial Stewardship is Essential (Tuition Rates, Salaries, Rent, etc.)

Strong Buyers
• International  |  Strategic  |  Regional | Local, In House, Family
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Industry Update
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The Basics: Yes or No?

1. Do you utilize a system to make financial tracking and reporting easy 
and understandable?

2. Do you know recommended best practice expense percentages for the 
Top Three largest expenses?

Labor
Rent/Mortgage
Program

3. Do you know the percentage of FTEs desirable to be profitable?
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Test Your Knowledge
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Rent/Mortgage 8-15%

Labor 42-51% (not including payroll taxes)

Program 10%

Recommended Expense Percentages
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• Staffing at Crisis Level—Impacting Growth and Quality

• Inflation

• Supply Costs Continue to Rise

• Interest Rates

• COVID Consequences on Children and Families 
(Speech and Language, Emotional Development, Self-
Regulations, Parent Fears, Parent Trust)

Challenges
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Framework 
Budget Sheet
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Let’s Play 
“What If?”
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• Needle in the Haystack

• Speak to Every Vendor and Get at Least 3 New Quotes

• When giving raises to staff, keep in mind your goal is to 
develop your team. Use Career Ladders to encourage 
goal setting and individual improvement.

• Engage with Parents, Staff and Your Community for 
Sourcing Contributions, Donations and In-Kind Support

HINGE’s Strategies to Cut Expenses 
and Overcome Higher Staffing and 
Overtime Costs
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• Tracking inflation since February:
Feb ’22 … 7.9% July ‘22 … 8.25% Sept ‘22 … 8.3%

• Engage transparently with parents when raising rates.

• Consider a parent survey to understand what they truly need.
• Pro-Tip: Use a survey to answer questions as well as to ask questions.

• Use phrases like… “We are good stewards of your tuition dollars and grant 
funds,” “We will charge what it costs to provide quality care,” “Our first priority is 
(safety, training, child and staff health, etc.)”
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Inflation
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• Critical to Increase Tuition to Cost of Care

• Use Grants for Short-Term Fixes

• Eliminate Family Discounts (Consider 
Swapping for Staff Child Care Discounts)

Revenue 
Considerations
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• Deferred Maintenance

• Flooring

• LED Lighting to Replace 
Fluorescent

• Insulation Replaced
(Energy Tax Credit)

• Invest in Staff Training & 
Professional Development

• Look for Growth
Opportunities

• Classroom Furniture, 
Carpets and Learning 
Materials

• Kitchen & Cabinet Surfaces

• Roofing

• Signage

• Security Systems / Cameras

• Playground Structures

• Water Heaters

Exercise Intentional Stewardship When 
Spending Grant and Tuition Dollars
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10 Ways to Increase the Value of Your School
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#10 Increase Your Licensed Capacity

#9 Expand Your Facility

#8 Be 80-90% Full to Capacity

#7 Add Serious (and Thoughtful) Sizzle

#6 Increase Tuition at Least 3-5% Annually

#5 Remove Discounts

#4 Remodel/Rebrand/Refresh Every 8 Years

#3 Utilize Platforms for Financial Tracking and Communications

#2 Automate Marketing and Hiring

#1 Work Your Way Out of a Job



Innovative Ways to Increase Value
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• Add intentional sizzle—especially if enrollment is strong.

• Fine-tune or pivot your philosophy (ex. Reggio).

• Add additional income streams.

• Renovate and rebrand.

• Add outdoor classrooms.

• Develop community partnerships.

• ”Zig when they zag.”

• Use pricing as a strategy if under-enrolled.



“A financially healthy company 
is a result of a series of small 
daily financial wins, not one 
big moment. Profitability isn’t 
an event; it’s a habit.”

- M I K E  M I C H A L O W I C Z
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Questions?

Hingeadvisors.com | kpetchel@hingeadvisors.com
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Maximize Your Value 
With A Childcare
Transaction Advisor.


