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Marketing 

higher 

education



What can 

marketing do?

And what can’t it do?And what can’t it do?



Marketing has power

Ice cream, Rainbows 

and Unicorns
Lipstick on a Pig



To shine a light or give 

an organization time

Expose Hidden Gem Buy Time



Top questions

• What do we spend to market our college? Is it enough?

• What do you think of  this new program?

• Who are our competitors?

• What are you doing to market my program?

• Why don’t we start a summer camp?

• And the infamous:  Why can’t we increase 

quality/decrease discount/enroll more students?



benchmarks



FIRST things first

MORE

BETTER



Marketing/recruitmen

t planning



Cost of recruitment



Are you buying 

enough names?



What is most 

Effective?

Open house

Campus visit days

Encouraging applications online

Utilizing student 

workers/telecounseling

Financial aid leveraging/w follow up

High school visits
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Stop doing this!



Emerging 

opportunities



research



WHO IS THE 

COMPETITOR?

NOT A WISH LIST!

• WE KNOW WHO OUR COMPETITORS ARE:

• FAFSA FILERS (BY RANK)

• NATIONAL CLEARNINGHOUSE DATA (BY 

MAJOR)

• COLLEGEBOARD CROSS-APPS (GEO-MARKETS, 

ACADEMIC RANKING, ETC)





COMPLETE COMPETITIVE 

ANALYSIS



The Competition



4 P’s of 

Marketing

Product

Price

Place

Promotion

Product

Price

Place

Promotion

Product Price

Place Promotion



Product



Understand where product, demand, and 

competition intersect in selecting new programs

MARKET DEMAND: 

What students want

COMPETITION: Unoccupied 

market positions

PRODUCT: What can your 

institution do best?



NEW PRODUCT 

DEVELOPMENT



Existing

Programs/Services

New

Programs/Services

Existing 

Markets

New 

Markets

Market

Penetration

Program

Development

DiversificationMarket

Development

Evaluating New Opportunities



Price

Discounting/Leveraging

Published Price

• Chivas Regal

• Bare Bones/Saturn
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Place
Location, Location, Location

Online or Onsite

Big City/Rural Advantage

Study Abroad

Physical Facilities
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Promotion
Marketing includes:

Communication plans

Agencies/Partners

Media buys

Visit strategies

Articulations

Travel management

Web

PR

Photography

Videos

Optimize every impression!
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Hello, my name is…



The lifestyle buy



“it’s All about the 

experience”











Application Fee Waiver

• Referral program

• Alumni

• Trustees





Go to market 

strategy
Marketing partners

Media partners

Graphic designers

In-house talent

Photographers

Videographers

Vendors

Making it all work together…
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“involved in the 

world…”











Virtual tour

multi- language





Pictures worth 1,000 words











Cool stuff I 

have tried 

lately…





Beef up comm plan 

with Reprints 



PUBLISH
Static Output

Intelligent Web Cache

Independent Rendering Instance

DEVELOP
Design & Code / Look & Feel

Content & Data Population

Configure Usage Rules

Templates

& Artifacts

Content

Library

Virtual

Table Data

+ +

BUILD
Content Sequence Assignments

Markup Generation

Page Assembly

How PAGEtorrent™ Works





Skype at night



Youtube library





Marketing challenge



Usa today headline:

(Insert Name University) Crowd Sources Incoming Class

(Insert college name here) has announced its incoming class of  2017 
has been crowd sourced by the current undergraduates of  the 
college.

“We harnessed the power of  social media and asked our best 
customers, our current students, to friend current high school seniors 
who would bring the most to the (insert college name here) 
community,” explains (insert brilliant marketing mind), vp for 
enrollment management. “Who knows better the brightest, most 
talented and engaging minds in high schools today than those who 
have become part of  the social vibrancy at our own school?

In the national arms race to bring in the next incoming class, (insert 
college name) expects this class will adjust more swiftly with built in 
upper class mentors and retain better based on fit.



Questions?


