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–Private, Jesuit University est. 1870

–3 Chicago Campuses plus Rome

–2021 Enrollment: 17,484 

–99 percent Graduation Success Rate for NCAA 

Division 1 athletes



Internal 
consulting group 
to the Enrollment 

Division

Maintain 
admissions CRM 

(Slate)

Provide technical 
and operational 

services to 
Financial Aid

Research Services



Research “Reminders”

Data Sources

The 4 Reports (To Start With)

How to Build a Data Driven Culture



Sister Jean!



•

–Time, Talent, or Treasure

•

•

•



•

•



•

•
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Bureau of Labor 
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Illinois 
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Security



Surveys Deposited 
Students

Admit/Withdrawn Events

URL Parameters 
(JX Codes)

UTM 
parameters (via 
Slate & digital 

ads)

We use “JX Codes” to identify campaigns in our CRM

UTM Codes are associated with Forms, Links in Email Messages, and Banner Ads.



•



• What is it? 

– A (weekly) snapshot that compares year to year admissions data

• What data is in it?

– Applications, admits, and deposits year to date, compared with the same date last year

• What decisions does it help us make?

– Impact on the BUDGET based on meeting enrollment goals (and facilities capacity)

• IT DOES NOT SHOW what is working and/or what changes we can or should make!



End of Term Analysis

School Scorecards

Landscape Analysis

Website Analysis
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End of Term Analysis

School Scorecards

Landscape Analysis

Website Analysis



What is it? 

–An analysis of the most recent undergraduate

enrollment cycle. It should provide a complete picture of 

how you managed your recruitment effort.

–Who applied? Who was admitted? Who enrolled? How 

are these applicants different from last year? What did 

you do to find your applicants? How effective were you?



What is in it?

• Applicant Bio Demographics

• Applicant Financial Demographics

• Applicant Academic Demographics

• Travel



What else?

• Engagement

•What messages got the best response? 

• Who is the competition?

• First Activity/Origin Source







What decisions does it help us make?

•

•

•

•

•



End of Term Analysis

School Scorecards

Landscape Analysis

Website Analysis



What is it?
•

–Emphasis on operational aspects – how well does 
graduate admissions execute?

When should you produce it?
•

Where do you get the data?
•



•

•

Prospect Inquiry Applicant 
Admission 
Decision

Enrollment



•

•

•

•







What decisions does it help us make?

•

•

•

•



End of Term Analysis

School Scorecards

Landscape Analysis

Website Analysis



•

When should you produce it? 

•



Where do you get the data?

•

•

•

•

Make sure to have a client meeting as part of the 
process.



What is in it?

•

•

•







What decisions does it help us make? 

•

•

•

•



End of Term Analysis

School Scorecards

Landscape Analysis

Website Analysis



What is it?

•

When should you produce it?

•

Where do you get the data?

•



What is in it?

•

– # New Visits

– Source (Organic, Direct, Referral)

•

•





What decisions does it help us make? 

•

•

•



Provide 
pragmatic 

reports 

Start with the 
basics and 

build 

Update 
reports each 

year 

Market your 
reports



– The Team should know (or learn) the business

– The Team should have access to (all) the data

– End of Term – Who did we recruit? What efforts were successful?

– School Scorecard – What (processes) impacted recruitment?

– Landscape Analysis – Why should we enter a market? 

– Website Traffic Analysis – What’s the interest in us? What is the result of our (digital) marketing efforts?

– Provide pragmatic reports 

– Start with the basics and build

– Update reports each year

– Market your reports
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