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Agenda

1. Welcome & Warm-Up

2. Who Are Online Learners & What Drives Them?

3. R.I.S.E. Conversations & Value Proposition

4. The Four P’s & Handling Concerns

5. Wrap-Up
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Welcome & Warm-Up

1
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Dr. Reena Lichtenfeld

Personal and Professional 
Background

25+ YEARS IN ENROLLMENT 
MANAGEMENT & HIGHER 
EDUCATION

SENIOR VP, CONSULTING 
SERVICES, RNL

ENROLLMENT LEADER, 
STRATEGIST, COACH, AND 
CONSULTANT TRANSFORMING 
HIGHER EDUCATION OUTCOMES
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What’s the most 
challenging part of 

recruiting online 
students today?
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Who Are Online Learners & 
What Drives Them?

2
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75%
Nontraditional 
Students

National Center for 
Education Statistics

• According to NCES states that 75% of students can be 
defined as nontraditional. This includes students who are 
older than 25, part-time, and those who have delayed 
enrollment or are financially independent.

• 26% work full-time.

•  36% work part-time.

Nontraditional students

Source: Nontraditional Undergraduates / Definitions and Data

https://nces.ed.gov/pubs/web/97578e.asp
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Common Characteristics of Traditional vs. 
Nontraditional Learners
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Nontraditional Students 
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Typically, students can go to 
school 100% online, 

blended, and some programs 
at the local campus

Learning 
Preferences

Students can earn a degree 
to help them get into a 

growing industry, where they 
may have the opportunity to 

move up and earn more

Career 
Prospects

Students can take one to 
two classes at a time, 
making it easy to balance 
school, life, and work

Schedules 
That Work

Students can continue 
their life responsibilities 
while also earning their 
degrees

Flexibility

What are students looking for at their institution?

What Appeals to Them?
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The 3 F’s

Obstacles

Source: 10 Things You Need to Know About Nontraditional Students

• Family

• Finances

• Fears

https://foreword.mbsbooks.com/10-things-you-need-to-know-about-nontraditional-students#gsc.tab=0
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R.I.S.E.

3
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Build. Empower. Achieve.

R.I.S.E. Technique
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Introduction

Build Rapport

“Hi Sam, this is John, your Admissions 
Counselor with Success University. In 
this conversation, I’d love to get to know 
you a little bit and discuss your future 
goals so we can determine if we have a 
program that will be a good fit for you. I 
can then help with the next steps, too. 
What has prompted you to look into 
continuing your education?”
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Current 
Situation

Motivations

Past
Experience

Future 
Goals

Goal: Uncover the 
student’s motivation or 
driving force for 
earning their degree

Goal: Understand what 
the student has going on 
in their life to help them 
understand that school 
can fit and that work-life 
balance is possible 
(online, flexible 
schedules, etc.)

Goal: Discover a 
student’s future goals 
and to have them paint 
the picture of what it 
looks like with a degree

Goal: Uncover student’s 
previous education to 
determine admissibility, 
uncover barriers

Ask powerful questions

Inquire
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Provide knowledge and support

Support (Care)

•Be the expert. You need to know the programs and industry including jobs 
and careers that align with the specific degrees your institution offers and 
your student is interested in.

•Based on the information you learned from the student, guide the student.  

•Deliver your guidance by linking a feature and a benefit. Don’t dump a host of 
information that doesn’t pertain to the student’s scenario or conversation.
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Supporting 
Student 
Concerns 
Examples
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Next steps
“The next step is for you to fill out the 

free application for federal student aid 
(FAFSA). When can you be at a 

computer with your tax documents for 
me to help guide you today or 

tomorrow?”

Follow-up

“Let’s get back on the calendar in a 
couple days to see how far you  get in 
the process and where I might be able 

to assist you as you complete the 
application.”

Empower
“Thank you for sharing everything with 
me today. I am very excited about your 
educational journey and future goals. 

Tell me, when are you planning on 
enrolling and starting your future?”

The purpose of Empower is to enable the student to take ownership of their 
goals, future, and educational journey

Empower
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The Four P’s and 
Handling Concerns

4
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Program, Price, Pace, and Probability

The Four P’s

Program Price Pace Probability

Which degree program 
is best for the student's 
situation? Fully online, 
on the ground, or a 
combination?

Where can the student 
find funds to aid in the 
total cost of their 
education?

How quickly does/can 
the student complete 
their degree?

What is the chance of 
the student taking the 
action to begin their 
education now?
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Examples: Tie to student’s motivations and goals

Program
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Tips to overcoming barriers

Program   
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Addressing curiosity regarding cost and how to fund

Price
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Solution-oriented
Mention a solution or recommendation for how 
the student will pay for their education. For 
example, “You may have options like financial aid 
to help you pay for your education."

Financial Awards & Aid
Prompt and remind the student to apply for 
scholarships (internal and external) and 
complete the FAFSA.

Be Honest
Be upfront and honest with the student to 
continue to build trust.

Exude Confidence
Be confident and keep it simple.  This is an 
investment in their future.

Tips for discussing pricing and cost

Price
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Tips for overcoming barriers

Price 

After you recommend a program and gain the students’ commitment you should review the cost of the program and 
discuss a plan for how the student will pay for their education.

Additional items you may discuss include: How financial aid works (loans and grants), scholarships they may qualify for, 
payment plans, tuition assistance, military funding, etc.
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Goal – student verbalizes that NOW is the right time to begin on the future

Pace
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Tips for discussing pace

Pace
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Listen

Listen to the student's needs 
and concerns.

Empathy

Address all their barriers or 
concerns with empathy and 
passion.

Be a Knowledge Expert

Use industry knowledge to help 
overcome their pace barriers.

Value-oriented

Use the student's motivations and goals 
to help them see value in their degree.

Flow

Address the barriers and concerns and 
then move forward with a temperature 

check or jump back into your 
conversation. Do not pause and wait.

Temp Check

Use temperature checks to make sure the 
student is on the same page and listen for any 

hesitation that may need to be addressed.

Tips for overcoming pace barriers

Pace 
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75% 10% 55% 90%

Goal – assess the likelihood that the student is going to take action

Probability

Probability is the student taking action and moving forward. In order to help the student 
progress you will need to build a plan for a program and aid the student to fully close the 
application. You can seamlessly transition to the close if you have discussed the program, 
price, and student concerns (which you are doing throughout the conversation).
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If you haven’t addressed the student's 

concerns, now is a good time to address 
them. Be sure to overcome concerns using 

features and benefits.

Be assumptive with your close to 

make the close a seamless transition; 
don't pause.

You are the expert; be confident.

Tips for discussing probability

Probability
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Tips for overcoming objections: time, money, and fear

Probability

• Listen to the student’s needs and concerns

• Address all their barriers or concerns with 
empathy and passion (storytelling is a great 
technique)

• Use industry knowledge 

• Use the student’s own motivations and goals 
to help them see value in their degree

• Share features and benefits and link them to 
the student’s concern, this will help them 
overcome
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Wrap-Up

5
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Enrollment strategies for long-term retention and success

Review

Here’s what we covered:

• Who are online learners and what motivates them

• The RISE technique (pop quiz – what do the letters stand for?)

• The Four Ps (bonus – what do these letters stand for?

• What else?  Emerald certification, for online recruitment counselors, also includes:

• Defining deeper motivations

• Features, benefits, and linking

• Overcoming obstacles

• Financial aid



34All material in this presentation, including text and images, is the prop erty of RNL. Per mission is required  to  r eproduce inf ormation .

Thank you!

Reena Lichtenfeld
Senior Vice President

Consulting Services, RNL

Reena.Lichtenfeld@RuffaloNL.com
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