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accomplish today
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Education.
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B pataepu
Data, Tech, Enrollment
Process Map Findings
Using design thinking principles to
identify & deliver Impact Opportunities

June 2025

Dan Antonson — Associate VP, Analytics
& Technology Solutions

‘Capyrght Cologe, LLE - Prapsesey and Confiscrtial

B Session

Snapshot Understanding the opportunity for IMPACT

Session Overview

This session was designed to help participants understand the current state and where there might be opportunities to improve . We always start any session ike this with
defining IMPACT. what are we trying to achieve. In the case of DataEDU, there seemed to be consensus that understanding the student lifecycle and optimizing itto
match students with the right information to maximize enroliment.

2. Current State Mapping

Conversation on what Provided stakeholders with a ‘napkin sketch'
the opportunity is for diagram of DataEDU. Data, tech, enroliment
DataEDU. < ecosystem noting areas of integrations and state in mind, we asked participants to
their nuances and the complexities they can identify the areas where impact could be
create. made.

3. Visualize the Vote (Magic Marker)
Created a framework for identifying and
prioritizing opportunities. With the current

1. IMPACT Focus Area:

Anote about next steps
Mapping sessions ke this are about perspective. We focused on how data, tech and talent are enabied (or blocked) by the marketing & enroliment systems and the process
a prospective student enrolis. Callegis did not map any technology or processes related to student learning, student success o retention systems,

Collegis often conducts Design Thinking Sessions across the entire student lifecycle. As DataEDU and Collegis explore solutions around enroliment and retention, it Is
important not to lose sight of opportunities around the entire student joumey.
Commgh Cotoges, 1. Propactey and Coticotal

‘Capyrght Cologe, LLC - Prapsotey and Contiertial

Priority Findings

Two priority areas emerged during the "magic marker & star

Implementation of a Data Warehouse for optimized reporting
exercise.” Each participant was given a gold star to represent their

There was an that a lack of a data
votes for the biggest impact areas and then honorable mention areas warehouse wil allow for better reporting on all aspects of the
at DataEDU. The purpose of this exercise was to “visualize the vote" prospective student joumey. ®

of the collective group to help identify priority and opportunity areas. ,,1,_)
@
Tim, Kyle, and Amy marked the lack oia data warshouseto bea .
major area for impl data
warehouse will allow for more accurate repomng on the prospective
student lifecycle, allowing for more informed decisions to be made.

Ashley and Chad flagged the lack of optimization on the current site.
They identified that the current site lacks the ease for prospective
students to convert, whether that is fill out RFI or Visit forms, or even
apply to the school. An overhaul to optimize the ease of conversions
will help reduce the amount of prosecutive students that have fallen of the student
off during the process. The current setup of DataEDU's site is not fully optimized to drive
conversions. The DataEDU team identified this is an area that needs
Ultimately, the DataEDU group had no issues identifying stionfion
barriers and opportunities to improve the process.

‘Capyrght Coleges, LLE - Propsoey and Conticetial

Collegis Perspective — Prioritizing for IMPACT

Collegis did not directly participate in the Magic Marker Exercise; the purpose of the exercise is to create a framework for the team to
communicate their perspective in the room, The team is the talent and they own the data, tech and process and they're in the trenches

avery day. However, if Col

jis were to have partici|

01-Dan

Application Tracking and
Activation
“There wasn't a big discussion on the plan fo

implement tracking on the application and it would

be a massive missed opportunity ¥ if wasn't
implemented. The insights that can be obtained
with that tracking could highiight prabiems not

thought of yet." i
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Dan’s recommendation
Applicalion tracking will give you mare insight on
how far along In the process polential students
are going. 1t will also give you the abilly I reach
oUt 10 these potential Students o encourage
completion of their application

02 - Kyle

Deeper Process Mapping
for Student's Post-Start

It wouid have been great fo have more time ta
getinto the student jouney after studenfs start
their program, This wouid help us find where:
there are gaps in the support experience and
find aut how to incresse persistence.”
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Kyle's recommendation

Gonduct a full process mapping of students
journey post-start. There is no information on
‘when and why students are lsaving the process

oot Gotege, L - Preposary o Comtoeries

d in the exercise, here's where our stars would have been placed

03 - Kirk

Enroliment Process Mapping
for Prospective Students

“Taking a deeper dve inio the enraliment process
of prospective students woulkd provide valuable
insight o any potential shortcomings or areas of
improvement that have gone under the rug.
Enroilment is aleady up but that doesn't mean its
pracess can't be refined even further to continue
that upward trend — especially with E.451 coming”

Full Student Journey Mapping thal's laser
Tocused on enrcliment (new and continuing).
This provides the apportunily ta Identify
automation and parsonalzation opportunities in
‘addition ta finding gaps to be optimized

ROI Small changes to the enrollment funnel

Scenario

could create significant value

@ Funnel Adjustments.

Siep 1. Sech
D of AppRCHtion SIBFS (5.000) Massl: 4438, Change: +127)

—)

Viekt: Applcation Start 1 Campleted Applications (75.40%)
——)

Vild: Compieted Application fo Accepted Siuderts (8751%)
———C)

Viekt: Accepted Students 1 Grwolled Shuderts (20.00%) (Baselne: 16655, Cange: 1545%)

—C)

twesn acthely trackadt stages setred in

Baseline Madeled Change
&, Enrolled Students
Baseline Modeled Change
660 ++128

e

$ Total Reverue
Baseline

$16,490,709

st

Prospects not tracked or set in baseline

Modeled Change:

$20,454,587 ++$3,963,878

The impact & ROI (assumptions)

=_JF

* Modest increases to application starts and a slightly improved yields
creating a significant opportunity for the schoal.

+ Assumption: average annual tuition of $31,000. Does not include any

assumptions on retention rate or operational costs.

Commah Coles, LL - ropctaryand Conlerlel




B ROI
Scenario

Small changes to the enrollment funnel
could create significant value

Funnel Adjustments

Adjust the input to your tracked funnel or the yield between actively tracked stages defined in

Step 1. Sections changing from baseline are highlighted.

Number of Application Starts (5,000) (Baseline: 4,898, Change: +102)

—— )

Yield: Application Starts to Completed Applications (75.40%)

ﬁ 754

Yield: Completed Applications to Accepted Students (87.51%)

—) 87.51

Yield: Accepted Students to Enrolled Students (20.00%) (Baseline: 16.46%, Change: +3.54%)

o—) %

Baseline Modeled Change
,2’1 Enrolled Students
Baseline Modeled Change
532 660 ++128

Prospects not tracked or set in baseline

% Total Revenue
Baseline Modeled Change

$16,490,709 $20,454,587 ++$3,963,878

The impact & ROl (assumptions)

* Modest increases to application starts and a slightly improved yields
creating a significant opportunity for the school.

« Assumption: average annual tuition of $31,000. Does not include any
assumptions on retention rate or operational costs.

Copyright Collegis, LLC - Proprietary and Confidential
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AT&T Bill Allocator Convert the file to something Al Agent to parse the Convert the output Email me the stuff!
Upload a PDF of the Bill to this Google Drive folder and get a useful... AT&T bill itself to HTML

Destination could be anything
clean output delivered to your Gmail.

o (MS Teams, Slack, Google Chat,
for the agent, puts the Google document into a standard Customize Prompt to determine output * | **vibe coded with Gemini Chat CRM, etc. etc.)
https://drive.google.com/drive/folders/TuQHyK3fgT3DIppOBw format. to be sent the next node tune the agent
TEjUWNLmMJERNER] and the output here.

|g| Bill Master Al

Google Drive Trigger Google Drive Extract from File Edit Fields chat flodel* Memory Tool HTML-ify'er Gmail
fileCreated download: file Extract From PDF manual / send: message
ra
7
Fa
Mofiel
S = Al/LLM Models that could be switched out.

Leverage or change models to power each individual agent. Add new

) models as they become available. Each provider offers MANY models.
Google Gemini Chat

Model2
" N8N BPM Project Model Model Model

®) (2)
Q

OpenAl Chat Model AWS Bedrock Chat Google Vertex Chat
Model Madel Misger

Anthropic Chat ~ Azure OpenAl Chat Google Gemini Chat
Model Model Model




This Python code StUdent Support
parses the Services Match

responses and

structures it for This agent matchas students with ralevant

tha agent. support services and drafts a personalized
email with the details.

Student Support
B Services Matchl
Toals Agent

Code5 Chat Model* Memory  Tool
Parse the Graph{L output Ll
'
\ T
Student Success Priority

A
This agent is instructed to find the most
Al-Risk Studénts and prioritize them for
individual outrgach.

LY

Student Success
|¢| Prioritization Agent

Digital Twin

Tools Agent

(Connected Core
Data MO’dEI] Code Chat ModeMemory  ToalOutput Parser
| N
Parse the Graph{L output

This endpoint returns key data RS | ‘ ‘ &|\ .

] ~

abaut ga-:h QL\..IHEM. The o | .

endpaint requires a query of the L 9

data to be returned. - ..

* -~ This JavaSecript This creates a
Next Best Action .

Overview of the solution e$ ~ _code parses the CSV from the
This agent creatas talking points based on responses and agent output and
all the information’and prepares it for strucluces it for puts ina CSV to
ingestion o State CSV. ~ send to Slate

~

Enroliment Advisor
|g| Talking Points
Tools Agent

Codel
GTBP"IQL Parse the GraphQL output
When clicking 'Test Connected Core Student AP

X

workflow’
Chat hl'ﬂﬂél‘ Memory  Tool o Convert to CSV
\ R Convert to CEW
-
‘\ R
N 1item T
. h - -
Marketing Sources -
- ™
This looks at all the mﬁm\fnr anrollad S -
students and returns a simplatable for T

analysis of upload into a toal. =

Marketing Success S
|m| Attribution... T
Tools Agent Errar—. = ~

Chat Model® KMeamory  Tool = -
\

LY



The Takeaways

Ground on IMPACT

And be specific about it.
Getting tight on goals and focus areas

will help you focus your efforts (and
your Al use-cases).

Data is the magic

Bad data kills Al potential.

All Al use-cases will need data to

function. Investments in data today will
pay dividends later.

Map it out

Al is in the process (not a vacuum).
Look closely at how it works today so
you can help your teams define where Al
can fit tomorrow.

Al compounds itself

Build on platforms, not standalones.

Think in systems and recognize that Al
use-cases will expand and transform.
Technology interoperability is a
requirement.
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