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= Strong Enrollment Growth 
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How it works 

Co-Recruiters in Chief: 

Rahm Emanuel 

Cheryl Hyman  

 

•Marketing 

•Communications 

•Recruiters 

•Community Relations 

•Admissions Specialists 
 

 

 

 

 
Institutional 

Advancement 
 

 

 

 

 
Academic 

Affairs 
 

 

 

Presidents and college teams 



 
 

 

New Multi-prong Initiatives in FY13 
District-

wide 
recruitment 

function 
staffed by 

14 
dedicated 
recruiters 
launched  

2 admission 
specialists 
added to 

each 
college  

Digital 
activities 
added to 

traditional 
medium 

marketing 
program 

Realigned 
adult 

education 
offerings 

with 
demand 

Closer joint 
efforts  by 
Academic 
Affairs and 
Community 
Relations to 
invigorate 

CBO 
recruiting 

efforts 

Earned 
media 

operations 
boosted by 
dedicated 

social 
media 

position 

Call Center 
capability 
launched  

= Strong Enrollment Growth 
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FY13 Enrollment Compared to 5-Year Plan Goals 
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First Day of Semester—Year Over Year Comparison 

10.22% change 
or 5,431  

3.62% change 
or 1,436 

11.19% 
change or 

1,325 

31.05% 
change or 

4,012 

-1.37% 
change or 

 -10 
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Changing student registration patterns 
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110,000 incoming 
registration and 

program inquiries 

166,338 calls 

Exceeded by 
51% 

FY14 Goal 
10 % increase 

To date  

48,884 calls 

3,300 leads 
generated by 

marketing 
outreach 

6860 leads  

Exceeded  by 
107% 

FY14 Goal  
10% increase  

To date  

 2983 leads   

400 positive media 
mentions 

1,270 positive 
mentions 

Exceeded by 
217% 

FY14 goal 

600 positive 
mentions 

To date 
433 positive 

mentions  

50-100 community 
stakeholders 

100 community 
partners  

FY14 goal 
130+ 

 

To date 
250 partners 

 

Call Center 
planning, structure 

and staffing  

 100% of all 
applicants 

reached out to 
within 48 hours 

To date - On Track  
Successful 

connection to 75% 
of all  applicants  

FY14 Goal FY13 Goal FY13 

Attainment 

FY14 

Attainment  

Key Performance Indicators Related to Enrollment 
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Digital platforms capture unique prospect contact information and special interests 



Measuring Yield to Track Progress 

Generated 
8,003 
leads  

Search 
Engine 

Prospecting  

551 new 
students 6.8% 

Generated 
8,395 

qualified 
leads 

Recruitment 
812 new 
students 9.6% 

   19,000 
leads  

Direct mail & 
Digital 

Marketing 

2,836 new 
students 9.7% 

Key Goal: 
 

Improve 
conversion 

rates through 
streamlined,  

more 
student-
focused 

onboarding 
& 

registration 
process 
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Fall 2013 New vs. Returning Credit Students 

 

Source: CCC OpenBook Fall 2013 enrollment data (as of 8/28/2013); 

PS historical data extracts 

N = 42,316 Fall 2013 

Credit Students 

Returning students 
up 5% compared 

to  
Fall 2012 
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Fall 2013 Returning Credit Students by Last Term of Enrollment 

Source: CCC OpenBook Fall 2013 enrollment data (as of 8/28/2013);  

PS historical data extracts 

Stop-out Students Re-Enrolled in Fall 2013 

20% 

Returning Students 

80% 

 
 
 
Greatest growth 
in stop-outs of 
12+ semesters – 
 33% over the 
previous year 
 

 
 

Focus: Term-to-term retention & bringing stop-outs back 
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KEEPING THEM HERE: Key focus for Academic Affairs & 
Presidents, with assist from Reinvention 7 and OIA… 

Academic Affairs 

• Early College 

• Admissions 

•Orientation 

• Registration 

• Academic Advising 

• Student Engagement 

Office of Institutional 
Advancement 

• Advertising 

• e-marketing 

• Direct mail 

• Earned media 

• Social media 

• Recruitment 

• Community relations 

… to be continued in upcoming Board presentation 
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