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Surveys, Dashboards, 
Information Overload: Now what?
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Are you being strategic?





Role of Admission Directors

Educational administrators who work with 
prospective students, as well as other school 

administrators, regarding all matters of 
recruitment and admissions.



 *Adapted from the Enrollment Management Association - 
What Every Head Needs to Know About Enrollment Management
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Let’s tease some of this apart. Strategic Enrollment Management



Market Segmentation

“The process of splitting a market into 
smaller groups with similar product needs or 
identifiable characteristics, for the purpose of 
selecting appropriate target markets.”

                                           - Geoff Fripp



Axioms

• Birds of a feather 
flock together

• Inside out 
terminology

• Best predictor of 
future behavior…



Best Practices

•Absence of bias

•Specific questions and desired outcomes

•Variety of data points

•Synthesized reporting 



Demographics and Psychographics
Demographics

• Statistical data 
regarding 
population and 
particular groups 
within it

Psychographics

• Study of personality, 
values, opinions, 
attitudes, interests, 
and lifestyles
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Sample Psychographics with 
School Admission’s Funnel



#2 Networked Neighbors
These tend to be married couples 
who have six-figure incomes, are 
homeowners and are heavy 
technology users. This is the world 
of exclusive club memberships and 
expensive cars. Networked 
Neighbors holds 3.76% of the 
population in the area, which is the 
8th most popular in the Country. It 
is also worth paying attention to 
this group as they have the lowest 
yield of the entire studied 
population.



#6 Winners’ Circle
These are generally younger, 
wealthy parents. They are 
highly educated and live in 
expensive homes, often in 
newer subdivisions. They 
represent 4.80% of the area 
population. Interest from this 
segment has waned but there 
are three students from the 
segment enrolled at the 
school.



Psychographics: Population of School 
Compared to Population of Area



Implications of some of this work

•Front-facing customer service practices

•Program redesign - end user experience

• Strategic plan initiatives



Start 
small.

What can you glean 
from your newly admitted 

families?

They are eager!
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