
 
Strategic Enrollment Management (SEM) Committee Meeting 
Friday, Oct.19, 2012  
9 a.m.  
TRF 545; EGF 129 
 

Members Present: 
Rocky Ammerman,  Mary Fontes, Jim Retka, Gene Klinke, Jason Trainer, Shelly Koerber, Joel Ziegler, Anne Temte 

Absent:  Dan Klug, Jim Retka, Shannon Jesme, Steve Crittenden,  Brian Huschle,  Jodi Stauss-Stassen 

Recorder:  Anne Temte 

 
Topic 

 
Responsible 

Party 

 
Discussion/Outcome 

Decision-making factors & 
Influencers- 

 

Mary Fontes  Top 6 decision-making factors and influencers in a Texas study are 
transferability, availability of program, location, cost, technology, and 
advice from family and friends 

 Our own survey was conducted in 10-11, will be sent again soon.  Most 
important influencers are parents, friends, Northland alumnus or 
student, spouse or significant other, or high school counselor 

 The factors most affecting Northland students are program or major, 
location, and cost 

 64% of our students said a campus visit was useful; but, 52% of new 
students did not visit prior to enrollment 

 Because high school counselor influence is low, should we strategically 
aim more of our recruiting at parents and friends? 

 The influence of high school trades instructors may be high because of 
the relation between high school and college faculty members 

Recruitment Strategies & Activities 

 

Jason Trainer  Citing the article “ Marketing and Student Recruiting practices at 2-Year 
Institutions,” Jason reported on the seven most effective strategies: 

 Admissions decisions on the spot (95% effective) 



 High School visits 

 Campus visit days for high school students 

 Campus visit days for high school counselors 

 Loans from college or university (as housing loans) 

 Open Houses 

 Prospective student web site 

 Sponsored visits to campus – particularly where students can 
become engaged in an experience 

 Page 9 of report refers to name purchasing – we know that 
competitors in our area are doing this 

 Page 12 of report indicates that effective recruitment in 2-year public 
colleges utilize 2 pieces of contact at the prospect stage, 3 pieces at 
the inquiry stage, and 3 pieces at the admissions stage.  We need to 
work on these at NCTC;  Four-year colleges communicate even more 
frequently 

 Student Ambassadors who are trained and authentic can have a high 
impact on enrollment decisions 

 Page 35 of report presents a full breakdown of the most impactful 
recruitment strategies:  hands-on, getting students involved is more 
impactful than TV ads. 

 Page 13 indicates that 61% of 2-year colleges have a strategic 
enrollment plan, but only 20% say that the plan is good. 
 

A good discussion of the Open House scheduled for TRF ensued.  Jason stated 
that he took the feed-back from high school counselors when designing the TRF 
Career Expo.  hey advised that students wanted more in-depth experiences 
with groups for each class limited to 15-20 students who are serious about the 
program.  There is some faculty concern that this framework will limit the 
number of programs that students can experience and that keeping 15-20 
students engaged for 1½ hours might be challenging. 



Financial Aid, Grants, & Scholarship- 

 

Dan Klug  In discussions with Gerry Schulte, it doesn’t appear that there is a way 
to leverage financial aid for recruitment.  We may need to find out what 
other MnSCU colleges are doing.  Anne Temte remembered that Mesabi 
Range College used to use financial aid in recruitment 

 NCTC Foundation gives > $150,000 in scholarships each year, with the 
average being $500 per scholarship.  The Biggest challenge is growing 
opportunities for the EGF campus students and cultivating and growing 
the scholarship funds for the TRF campus. 

 The Foundation is working to determine how scholarship funds can be 
leveraged earlier in the process to influence student decisions.  Now, 
spring scholarship applications are due in November, with awards in 
February.  The fall scholarships may be the true recruitment 
scholarships if the timing can be worked out 

SWOT Analysis Jason Trainer Jason led a discussion to identify specifics from the three presentations that are 
strengths, weaknesses, opportunities or threats: 

 We have an opportunity to get information to key influencers and to 
enhance our communication on the things that most influence decisions 

 We have the opportunity to reduce ambiguity 

 Our current deployment of student ambassadors is weak and needs to 
be strengthened 

 Our personalized communication is weak 

 We have the opportunity to enhance our practices regarding high 
school visits 

 Other competitor institutions present threats to NCTC;  many of them 
have larger budgets and longer histories of strategic enrollment 
planning 

 Our disarticulated package of financial support is a weakness 

 The NCTC Foundation’s willingness to change its practices is a strength 

 Our financial resources are a weakness 

 A threat is that we don’t fully control processes – many are dictated by 
the federal government 
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 The changing ND admissions standards may be a great opportunity.  
Although the process may be slowed somewhat, the UND president has 
said that it is time for UND to concentrate on quality not just greater 
enrollments 

 The college’s ability to offer $500 tuition waivers as enrollment 
incentives might be a strength and should be investigated 

Labor Market Demand & Program 
Capacity   

Jim Retka Moved to a future meeting.  Jim Retka not available for the meeting 

Mtg. adjourned @ 10:50 am    

Next Meeting Date  Friday, Nov. 2, 2012; 9 a.m. ; TRF 545; EGF 129 


