
Building A Recruiting Culture 



We must develop a 
recruiting culture & be 
proud of our product! 



 

 

We have to be 
Relationship 

Builders. 

 

• People do business with 
people they like.   

• People crave 
consistency and follow-
through. 

• Always focus on our 
Customer and Primary 
Stakeholder. 



 

We have to 
Remove 

Obstacles. 

 

• Keep it Simple / Not 
Complex. 

• We can make 
everything so hard. 

• We can be very 
bureaucratic. 

• Empower employees to 
ACT. 

 



 
 

We have to 
Market. 

 
• Clearly Identify our target 

markets. 
• Branding.  We need to 

give people a reason to 
support us. 

• Product Marketing-
Specific to Academic 
Programs. 

• The Website! 
• Mobilize the CRM System 

to Work for us. 



 

 

We have to 
Compete. 

 

• Competition will only 
increase. 

• Embrace Competition. 

• Competitive Scanning. 

• Excellent Cutting Edge 
Academic Programs. 

• Online Strategy. 

• Build reputation. 



 

 

 

We have to 
Evaluate. 

 

• Track our performance 
and progress. 

• Face the Facts. 

• Keep the data front of 
mind. 

• Eliminate the things not 
working. 

 



 

Undergraduate Goals for Fall 2015 

320+ Freshman 
100+ Transfer Students 



 

Enrollment 
Management 
Data Points 

 

Fall  
– Total Prospects in the Funnel 

– Track “Apps to date” year 
over year 

– Track “Apps to counselor” 
year over year 

 

Spring  

– Deposits to date 

– Deposits to Counselor 

– Cost per student/by recruiter 

 

 



  



  



  



 
Historical 
Freshman 
 Numbers 

 

Fall 2009 

899 applications 

244 Freshman 

27.1 % yield 

  

Fall 2010 

960 applications 

241 Freshmen enrolled 

25.1% yield 

 

Fall 2011  

1105 applications 

269 Freshmen enrolled 

24.3 % yield 

 

 

Fall 2012 

930 applications 

259 Freshmen enrolled 

27.8 % yield 

  

Fall 2013 

903 applications 

247 Freshmen enrolled 

27.3 % yield 

 

Fall 2014  

1029 applications  

320 Freshmen deposited  

31 % yield 

 



What does the Data Tells Us? 

• We need 1,200+ Freshman applications 
this fall. 

• We currently have over 9,500 HS 
Seniors in our database.  

 

 



 

Drive 
Applications 

 

• Identify Our Target 
Markets.  

– Nazarene 

– Non-Nazarene 

– Athletes (crosses both) 

– Transfers (crosses all) 

– International Students 

– Hispanic Initiative 

• Targeted Messages. 



 

Nazarene Sales Team 
• Circle of Champions / Network 

• Nazarene Scholarships 

• TNT 

• Mission Nashville 

• Project Camp 

• PR Groups 

• New Quartet 

• NYI District Events 

• NYC 

 

 

 

 

 

Non-Nazarene Sales Team 
• Middle Tennessee Christian High 

Schools 

• Middle Tennessee Public Schools 

• Camp Electric 

• Klove Awards 

• Salvation Army 

• Athletics-Jared 

• 75 College Fairs  

 

 



 

 

Snail Mail 
Campaigns 

• HS Seniors-5 Pieces 
– Campus Visit 

– Spiritual Life 

– Academic Life 

– Campus / Community Life 

• HS Juniors- 4 Pieces 
– 11th Grade Admissions  Ltr. 

– Dan Boone Letter 

– Rising Senior Checklist 

– Meet Your Counselor Brochure 

• All Juniors & Seniors Get 
ITD Invitation 

 



 

 

Digital 
Campaigns 

 

 

• Blimey Cow eBlast 

• Picture This eBlast 

• ACT/SAT Dates eBlast 

• College Fair eBlast 

• ITD Promo Video 

• Facebook / Twitter / 
Instagram 

• And of course phone 
calling. 



 
Historical 
Transfer  
Numbers 

 

Fall 2011 

269 applications 

87 Transfers enrolled 

32 % yield 

  

Fall 2012 

247 applications 

68 Transfers enrolled 

27 % yield 

 

 

 

Fall 2013 

197 applications 

73 Transfers enrolled 

37 % yield 

  

Fall 2014 

220 applications 

87 Transfers enrolled 

39.5  % yield 

 

 



What does the Data Tells Us? 

• We need 300+ transfer applications this 
fall.  

• We currently have approximately 2,500 
names in our database. 

 

 



 

Initiatives to Drive Transfer Numbers: 

• TN Pathways. 

• Associates Degree Pathway. 

• Improve Transfer Evaluation Turnaround-We have made great 
strides here. 

• Colleague Course Work Articulation.  

• Purchase access to www.collegefish.com for names/leads. 

• Invest in Marketing-specifically with CLL synergy (Lay side by 
side programs for transfer students). 

• Coordinate fairs with CLL. 
 

 

 

 

http://www.collegefish.com/


 

How Can You Help Drive Enrollment? 

• Be an advocate for the University and Our Admissions Dept. 

• Send us Prospective Student Names and Contact Information. 

• Name, Age, Address, Phone Number, Email address.  If you 
have the parent’s information, send that too.  

• Meet with Students Considering Your Major.  You can be the 
“closer.”   

• Get involved in Community Organizations where you can 
spread the good news about Trevecca. 

 

 

 



 

How Can You Help Drive Enrollment? 

• Help identify cutting edge programs that may need to be 
added to our programs. 

• Consider working with our marketing department to develop 
great marketing materials for your department.  Pay attention 
to what the Website says about Your Major.   How does it 
sound? 

• Work with the Admissions Dept. on a campaign specifically 
targeted towards those interested in your majors. 

• Contact the names of the applicants sent to your department 
on a weekly basis.  

 

 

 



 

 

Q & A? 


