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Five Things an Enrollment Manager Needs to 
Know/Do Now
April Bush, PhD, Vice President and Senior Consultant, RNL
Anne Monroe, Chief of Strategic Enrollment Management, Alamo College District
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Group Discussion
What do you think we should 

know now and do now? 



What about 
some of the 
more 
granular 
things? 
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Check on 
Communications

1
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Communications

Is your CRM functioning 
properly? 

Are you seeded in your own 
communications?

Is there a need for special-at-
the-moment communications 

(i.e. summer melt comms)?

Do you have enough mix of 
‘nurture’ versus ‘directive’ 

communications? 

Summer is a GREAT time to 
AUDIT your entire 

communication plan (all funnel 
stages, all audiences, and of 

course those comms from other 
key enrollment related offices)
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2
Be 
transparent!
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There should be no surprises! You 
want to make sure that cabinet 
and other stake holders are 
aware of how enrollment is 
shaping up each year. 
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3
Know your 
competition
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•Run your National Student Clearinghouse competitive data:
By EFC/ability to pay.
By academic readiness/achievement level.
Question: how does the competition differ by segment?

•Profile your competitor’s scholarship programs.
•Understand how they are presenting aid and net cost.

How do they handle PLUS loan eligibility? 
What are their payment options?

•Do they offer any incentives?
Four-year graduation guarantees, reciprocity in selected markets.

•How well do they present affordability on their website? 

Understand Your Competitive Context
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IPEDS Data
RNL Financial Aid Partners 
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Competitor Benchmarking
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Use the College 
Scorecard

Average Annual Cost



13

4
Be available
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• Greet daily campus visitors

• Be highly visible at on-campus events

• Share your contact information 

• The choice to attend a college is 
usually based on the relationship built 
during the college search process

• Parents will not likely make a decision 
without a relationship with the school

Specifically, to prospective students 
and their parents/families
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5
Promote what you 
are already doing
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• A four-year guarantee – do your 
students typically graduate in four 
years?

• Do non-residents qualify for in-state 
tuition?

• Do Pell students receive tuition and 
fees at 100% with all forms of gift aid 
(Institutional, Federal, and State)?

Are there things that you are doing 
that are not obvious to prospective 
students and families?
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6
Appreciate and 
talk to (all) your 
staff
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The Pandemic didn’t help…

• Buy your staff lunch

• Walk around campus with staff and have a conversation

• Ask what they need to do their job

• Share data and performance with them

• Make sure they know what their goals are and their progress toward goal

• Celebrate the small things

Enrollment is a high burnout job!
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https://www.tiktok.com/t/ZTdoNpKAq/?k=1

What can we learn from other business models? 

https://www.tiktok.com/t/ZTdoNpKAq/?k=1


It’s a new world… will you be ready? 



All material in this presentation, including text and images, is the property of RNL. Permission is required to reproduce information.

Thank you!

April.Bush@ruffalonl.com

amonroe14@alamo.edu 

mailto:April.Bush@ruffalonl.com
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