
PUTTING YOUR BEST FOOT FORWARD Building Relationships with 
Prospective Adoptive Families 



MEET CAITLIN SNYDER, 
DIRECTOR OF MARKETING & OUTREACH  
FOR MLJ ADOPTIONS 



BUILDING THE RELATIONSHIP 

Identifying a family’s motivation to adopt internationally 

Turning each touchpoint into a positive interaction 

Importance of in-take phone calls for the family and for the agency 

  



JUST AS MUCH AS THE TRUST BUILDING STARTS 
WITH THIS INITIAL PHONE CALL, SO DOES 
SETTING THE FAMILY’S EXPECTATIONS. 



INITIAL PHONE CALLS 

Answer the questions: where, how and cost 

Seek to educate, not just sell or convert 

Focus on what’s true 



STARTING POINTS 

Each family has a different starting point, treat them individually 

Asking follow-up questions 

Conversations about children with special needs 



ARE THEY A GOOD FIT FOR INTERNATIONAL ADOPTION?  
MAYBE THEY’RE LOOKING FOR SOMETHING THAT 
DOESN’T EXIST.  
OR THEY HAVE UNREALISTIC EXPECTATIONS.  
 
IT  M AY  B E  P OSSIB LE  T H AT  T H E Y ’R E  N OT  A  
G OOD  FIT.  



DATA BASED STORYTELLING 

Data enables an imagination 

Share specific information about wait times, how and why they vary 

My procedures & practical tips 



One document with the family’s last 
name for my tracking purposes, 
another word document without the 
last name. That second document is 
saved as a PDF to be shared with 
families. 
 
This is the information I share over 
the phone and then send as an 
attachment to the family. 



LEVERAGING SOCIAL MEDIA 

Treat social media as an opportunity to build the relationship 

Facebook, Instagram, Twitter and Pinterest 

Use your social media platforms to strengthen the story you’re telling families over 
the phone 



DISCUSSION & COLLABORATION  

Who facilitates the in-take call at your agency?  

What information do you think is most important to share?  

How do you navigate wanting families to adopt, but also using the initial phone call 
to educate about the challenges of parenting a child who joins a family through 
international adoption? 

What data do you share with families and how? 

How does your agency decide what to share on social media? 



CITATIONS 

 Research on first impressions: Malcolm Gladwell in Blink 

 Marble Jar Photo: Timlewisnm 

 Marble Jar Analogy: Brene Brown in Daring Greatly 

 Phone Photo: Martin Cathrae 

https://www.flickr.com/photos/gozalewis/
https://www.flickr.com/photos/suckamc/
https://www.flickr.com/photos/suckamc/
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