NAFSA Recruiting –V10 Partners for Recruitment
	Screen
5.1
	Title
Welcome

	Audio– Stef
Welcome to Module Five: Partners for International Student Recruitment.  In this module, we will discuss some of the on- and off-campus partners that recruiters use to support recruitment efforts


	Screen Text
· Working title
· Module Five: Partners for International Student Recruitment

	Visuals
· Template opening screen for module

	Workbook
· Template starting page for module

	Programming
· None



	Screen
5.2
	Title
Module 5 Objectives

	Audio– Stef
In Module 4 we discussed some of the primary methods of recruiting international students. Several of these methods involved working with partners like faculty and alumni who help enhance and extend our recruitment efforts.

In this module we will: [bring up objectives as they are read]
· Identify on and off-campus partners for recruiting
· Describe how different people and organizations can aid in recruiting efforts
· Determine which partners could be most effective in providing assistance to support specific recruiting strategies
· Recognize benefits that partners can provide to implement the international student recruitment plan

[How important is this topic to your ability to succeed in your job?” Find the following chart with the module objectives in your workbook. Complete the chart by indicating your level of interest in each of the objectives using the following scale: 
· Not important 
· Important 
· Critical to Success

At the end of the module we will review this chart to mark your progress.


	Screen TextIn the previous modules we examined:
· Internal Analysis
· External Analysis
· Market and Mobililty Trend Analysis
· Oakdale’s International Student Recruitment Plan
· Methods and Strategies for International Student Recruitment

In this module you will: 
· Identify on and off-campus partners for recruiting
· Describe how different people and organizations can aid in recruiting efforts
· Determine which partners could be most effective in providing assistance to support specific recruiting strategies
· Recognize benefits that partners can provide to implement the international student recruitment plan

How important is this topic to your ability to succeed in your job? Complete the chart by indicating your level of interest in each of the objectives using the following scale: 
· Not important 
· Important 
· Critical to Success


	Visuals
· Whiteboard from previous office setting
· Graphic from workbook

	Workbook
· Template opening screen for objectives

	Programming
· Include option for participants to rank themselves.
· Activate “next button” to progress to next screen.
· Click button to progress




	Screen
5.3
	Title
Introduction to Internal and External Partners

	Audio-Hugo: 
Layer 1:
While we briefly mentioned some partners that we work with, in this module we are going to introduce some other types of partners, their roles within the recruitment process, and also how partners can support recruitment efforts. 

Audio- Stef
Our partners are categorized into two main groups, Internal Partners and External partners. 
· Internal Partners are people that are associated with your institution who can strengthen your recruitment efforts. 
· External Partners are connections you’ve made within other organizations, departments, or institutions which assist with your recruitment efforts.

When we are trying to expand our number of prospects and move them towards enrolled students, partners can help us at each touchpoint.

Ping Noise- Stef 
Oh Look! I just received an e-mail from Greta. Let’s take a look to see what she has to say!


Layer 2:
Audio-Greta
Hugo and Stef,
Check out this announcement from the astronomy department!  They just put out a press release and profile on Eric Castillo, one of Oakdale’s recent graduates who was awarded a Fulbright grant to study the evolution of galaxies at an observatory in Chile.  I know that you are responsible for researching potential new markets for Oakdale in South America, so I would like you to do some research on what other connections there might be between Oakdale and Chile.  Who might be able to help us start recruiting there?  Are there off-campus connections or organizations that might be helpful?  We can discuss at our team meeting this afternoon!

Layer 3:
Audio-Stef 
That’s terrific news!  Eric’s research sounds really interesting!  I guess this is an excellent opportunity for us to start discussing the partners that we work with to support our recruitment efforts.   

Layer 4:
Audio- Stef
In module 4 we saw a few examples of on-campus partners who might be able to help us with recruiting. Match the on-campus partner with the example:

Great job! Let’s head to our meeting with Greta and pitch some of these ideas!


	Screen Text
Layer 1
· Internal Partners are people that are associated with your institution who can strengthen your recruitment efforts. 
· External Partners are connections you’ve made within other organizations, departments, or institutions which assist with your recruitment efforts.

Layer 2
FWD Announcement

Hugo and Stef,
Check out this announcement from the astronomy department!  They just put out a press release and profile on Eric Castillo, one of Oakdale’s recent graduates who was awarded a Fulbright grant to study the evolution of galaxies at an observatory in Chile.  I know that you are responsible for researching some potential new markets for Oakdale in South America, so I would like you to do some research on what other connections there might be between Oakdale and Chile.  Who might be able to help us start recruiting there?  Are there off-campus connections or organizations that might be helpful?

Layer 3: Display Announcement
Oakdale University Alum Awarded Fulbright Grant 
Eric Castillo, an alum of Oakdale University was awarded a prestigious Fulbright Grant to study the evolution of galaxies at the Cerro Tololo Inter-American Observatory in La Serena Chile.  Castillo was an astronomy and physics major at Oakdale University and participated in a research trip to the observatory while at Oakdale.  According to Castillo, “The opportunity that I had at Oakdale to travel to Chile and view supernovas alongside respected astronomers was one of the most inspiring experiences of my life.” 


Layer 4:
Faculty and Staff
· Professor Gilbert helped recruit a colleague’s grandson, Erden Barga
· Any other response: Incorrect, please choose another option.
Faculty and Staff
· Provost Regan recommended partnership with Ecuador.  Education Abroad adviser met with partner school faculty
· Any other response: Incorrect, please choose another option.
EducationUSA
· Professor Stein, the advisor for the education abroad program in Ecuador trip met with EducationUSA office
· Any other response: Incorrect, please choose another option.
Alumni
· One of the main strategies to achieve recruitment goal 1 is to increase alumni involvement
·  Any other response: Incorrect, please choose another option.



	Visuals
Layer 2:
Display Stef or Hugo’s e-mail.  Click in to read this e-mail.  Display press announcement with photo of student working at an observatory

Layer 3:
Display announcement

Layer 4: Matching activity with photos from earlier modules


	Workbook
· Matching activity 

	Programming

Layer 1: 
appear inbox on background computer at “ping pong” noise 

Layer 2: 
Click inbox to read this e-mail
Click press announcement to display full announcement

Layer 4:
Drag and drop responses





	Screen
5.4
	Title
Introduction to Internal Partners 

	Setting:  Meeting conference room with Stef, Hugo, Vivien and Greta

Audio – Greta,
Hi everyone, 

For today’s meeting I’d like to focus on our recruitment efforts within South America, one of our target markets. As outlined in our international student recruitment plan, Chile, Argentina, and Uruguay are currently our prime secondary markets here. Together, they are known as the Southern Cone, and enhancing our recruitment efforts here can greatly help us to meet our recruitment goals. 

Layer 2
Let’s start with Chile.  We just heard that Eric Castillo, an Oakdale alum, was awarded a Fulbright Grant to Chile.  Can anyone think of any other connections we might have in this region?
 
Remember that we are looking for partners who can assist with each step of the recruitment phase, from inquiry to prospect to applicant.  How can we build our brand in Chile through partners?

Let’s start brainstorming with internal partners. Click on any of the potential internal partners to learn more about their role in the recruitment process. When we have reviewed all of them, we will move on to external partners. 

	Screen Text
Layer 1:
Target Market
· South America
· Southern Cone 
· Chile 
· Argentina 
· Uruguay

Layer 2:
Chile
· Connection: Oakdale Alum awarded Fulbright Grant 

What other connections do we have in this region?
· Looking for partners to assist with each step of recruitment phase
· InquiryProspectApplicant
How can we build our brand in Chile through Partners?

Click on a potential internal partner to learn more.
· Current Students
· Faculty and Staff
· Alumni


	Visuals
· Pop up reminder to review recruitment plan in workbook
· Image of Globe
· Image of South America
· Highlighted images of Chile Argentina and Uruguay
· Triangle or cone shape layover around those  three countries 
· Image of Eric Castillo in Chile (maybe within a bubble)


	Workbook



	Programming
· Setting in a meeting room with Greta at head of table, Hugo and Stef facing her seated on opposite sides of table
· Greta in front of LCD display
· Image of Globe on screen at beginning of meeting
· Globe image zooms to South America at mention
· Chile, Argentina, and Uruguay become highlighted at mention
· Triangle or cone shape layover appears at mention
User’s click potential partners and advance to corresponding screens
· Current Students
· Advance to screen 5.4
· Faculty and Staff
· Advance to screen 5.7
· Alumni
· Advance to screen 5.8




	Screen
5.5
	Title
Internal Partners:  Current Students 

	Audio- Stef
The on-campus partner that we work most frequently with are our current students!  Students work in our office and they help with a lot of the data entry and day-to-day work in our recruitment office, but their involvement in recruitment goes much deeper than that! 

Hugo, you mentioned that you worked a lot with students at Westlake, can you tell me more about that?

Audio—Hugo
Sure Stef! Working with current students at Westlake was one of my most successful and fun projects.  

Layer 2:
While at Westlake, I started an international student ambassador program, the Westlake Welcome Squad.  Both international and domestic students could participate.  I asked the students in this group to e-mail recently admitted students, congratulating them on being admitted to Westlake, and telling them a bit about themselves.  The students also posted in our discussion forum for admitted students, conducted campus tours and welcomed new students to campus.  These students got to help with new student orientation and also helped us to plan social events.  We gave them the chance to tell their story through a blog on student life at Westlake and gave them lots of Westlake gear!

Layer 3:
Our communication plan maps out various touchpoints with students.  At Westlake, the international student ambassadors were primarily conducting outreach to students in which step of the recruitment phase?

How are students involved with international student recruitment on your campus? Write this down in your workbook!


	Screen Text
Layer 3:
In which phase of the international enrollment cycle did the Westlake Welcome Squad conduct most of their outreach? 
· Prospect
· Incorrect, the scenario does not show current students communicating with prospects.
· Inquiry
· Incorrect, the scenario does not show current students responding to inquiries.
· Applicant
· Correct, Hugo’s examples illustrated current students communicating with students who had applied for admission at Westlake.  


	Visuals

Layer 1:
· Image of student partners from previous screen

Layer 2:
· Illustrate Hugo’s scenario by showing a group of international students, an introductory postcard, a student posting on a web forum, a student conducting campus tours etc.  Have students wearing Westlake gear.  
Layer 3:
· Notebook activity icon


	Workbook
· How are students involved with international student recruitment on your campus? Write it in your notebook!  

	Programming
· Respond to layer 2 question by clicking on multiple choice options
· Answers trigger above responses
· Once answered correctly, bring up notebook activity icon 
· Enable Next button to advance to 5.5




	Screen
5.6
	Title
Internal Partners:  Current Students – Benefits and Drawbacks

	Layer 1:

Audio- Stef
From Hugo’s scenario, how can students support our recruitment efforts?
 Stef: 
Working with partners also has its drawbacks. Being aware of these drawbacks helps us to work with students more effectively. Hugo, what were some of the drawbacks you experienced working with current students? 

Hugo:
Good point Stef. Because the majority of the students had little to no experience in the field, we had to dedicate more time to training them. These trainings needed to be very direct, and provide explicit information on what to say and what not to say when answering inquiries. Being students of course, they eventually graduate or have other student commitments, making the turnover rate very frequent. Because of these two facts, it took a lot of trial and error to find the best ways to utilize our student workers on campus. 

Layer 2:
In the last module we also discussed the budget and resource implication of each method. The same idea applies to our partners. Based on these implications, where do you think using current students to help with recruitment falls in terms of budget and resource implications?

Layer 3:
Remember the goals we set in the previous modules? Whenever evaluating our partners, we have to consider how they would affect the progress towards reaching our goals. 

How could students help us with our goals?  Match the goal to the potential student project:

How can students help achieve your goals? Write it in your notebook


	Screen Text

Layer 1:

Benefits
· Students can help you to provide one-on-one communication to more students and add credibility and authenticity to your recruitment efforts.
· Correct Response: That is correct! What other benefits are there to involving students in recruitment efforts?
· Personal connections are very important in many parts of the world; knowing a current student is a strong personal connection.
· Correct Response: That is correct! What other benefits are there to involving students in recruitment efforts?
· Student employees can be a really valuable resource for helping your office to accomplish more and expand outreach. 
· Correct Response: That is correct! What other benefits are there to involving students in recruitment efforts?
· Once you have a few reliable student ambassadors, you will be able to rely on the them consistently.
· Incorrect Response: Sorry, that is incorrect. Student schedules and interests change frequently and students graduate and move on, so expect frequent turnover.
· Students can jump right into recruiting without any training
· Incorrect Response: Sorry that is incorrect. It can take time to train and supervise students including providing accurate information on programs and providing guidance on what to say and what not to say.  

Potential Drawbacks [Display if participants click optional marker]
· Training time, need to provide clear and accurate information on programs as well as what to say and what not to say.
· Frequent turnover
· Can take trial and error to find the most effective ways to use students on your campus.  

Layer 2: 
Budget Investment:
· Low
· Correct. Students are generally an affordable way to support recruitment efforts.  They may be willing to volunteer.  You may be able to get funds to hire student workers.  Every institution is different, so your answer may be different.
· Medium
· High

Resource Investment:
· Low
· Medium
· Correct.  It can be time-consuming to find, train and utilize students in your recruitment efforts.  Staff time will be required to organize and manage these efforts.  
· High

Layer 3:
Match the goal to the potential student project:
· Strengthen brand awareness in East Asia outside of China
· Give students returning home for summer vacation to Mongolia, South Korea and Japan Oakdale t-shirts and stickers to pass out at the high school that they graduated from
· Increase conversion rates for applicants 
· Have current students send postcards to admitted students, encouraging them to attend Oakdale 
· Sustain our enrollment of Chinese students and expand the range of academic programs they are enrolled in.
· Ask current Chinese students enrolled in less typical academic programs to host a virtual informational session on studying in that program at Oakdale.
· Correct Response: Great job! 
· Incorrect response: Sorry, that’s incorrect. Please re-read the options and try again. 


	Visuals
· Images for benefits
· Images for drawbacks
· Sliding scale for resource implication activity
· Notebook icon
· Images for matching activity
· T-shirts, stickers, etc.
· Post cards
· Online webinar screen shot

	Workbook
· How can students help achieve your goals? Write it in your notebook

	Programming
Layer 1:
· Click multiple choice options trigger assigned response
· After correct responses are selected progress to the next layer
· Click optional marker to bring up potential drawbacks
Layer 2:
· Users click and drag marker on sliding scale for resource implication activity. Correct placement of the marker triggers next layer
Layer 3
· Drag and Drop activity 




	Screen
5.7
	Title
Internal Partners:  Current Students - Scenario

	
Layer 1: 
Audio Hugo:
Westlake was such a small school that it was easy to find out if students had a connection to any specific community.  Here at Oakdale, we have so many students and programs – how should we start finding students who might have connections to Chile?

Layer 2:

Which method would you try first?

Layer 3:
Audio Stef:
Earlier, I searched our database and it looks like we have two graduate students from Chile in Civil Engineering and Astronomy, Sebastian Marquez and Carolina Romero.  I’ve met with Sebastian before, so let me reach out to him.

It’s a busy time of year, so I will make a note to follow up in a couple of weeks if I don’t hear from Sebastian.

Let’s look at some other potential partners.


	Screen Text

Layer 2:
Which method would you try first?

· Search our database for students who are Chilean citizens.
· Contact Professor O’Connor from the press release to learn more about the program and other students who may have studied in Chile.
· Ask our colleagues in education abroad if they have any programs in Chile.
· Post congratulations to student Eric Castillo on social media and ask students to respond if they have studied in or traveled to Chile.

Answer to all:  Correct, this is a great first step.  Any of these options would make sense.  To get the largest pool of students, try all four!

Layer 3:
Dear Sebastian

We are always looking for students like you who will excel at Oakdale!  Would you be willing to serve as a point of contact for prospective students from Chile?

I wondered if you might have some time to chat about your experience at Oakdale and learn more about why you chose to come to Oakdale!

I hope that your semester is going well!  

Best,

Stef


	Visuals
· Layer 3
· Image of two engineering students in Chile
· Email to Carolina/Sebastian

	Workbook
· Which method would you choose first for your institution? Why? Consider your goals.

	Programming
· Click on answers to layer 2 question
· After participant answers question, return to whiteboard screen to select other internal partners




	Screen
5.8
	Title
Internal Partners:  Faculty and Staff

	Audio- Stef
Layer 1:

Faculty and staff make-up one of our most helpful group of internal partners. We’ve already mentioned a few of the contacts we have here at Oakdale, like Professor O’Connor! I think that we should contact Professor O’Connor to learn more about the program since it sounds like she might have connections to the observatory in Chile.  I’ll see if she has time for a quick call.

Layer 2:

Stef
Hi Professor O’Connor, this is Stef in the international student recruitment office.  I just heard the great news about the student from your department being awarded a Fulbright grant to study in Chile.  How exciting!

Professor O’Connor
Thank you Stef, it’s very exciting! How are you?

Stef:
I’m great! We just hired a new recruiter, Hugo. We’re actually doing some research on a new area, Chile. Do you do much work with the observatory in Chile where Eric will be conducting his research?

Prof. O’Connor:
Yes, I do some collaborative work with them.  Last summer I taught a summer course that included two weeks of research at the observatory.  While I was there I met a few of the Chilean astronomers and professors.

Stef: 
Wow, that must have been a terrific experience! Would you be able to introduce me to your colleagues?  I’m working on outreach to Chile and would love to learn more. Maybe if you travel back there you could even speak with some prospective students for us or drop off some materials.

Prof. O’Connor
Sure Stef, I met Professor Silva Torres while I was there, and I think he does some work with a summer camp for secondary students as well as teaching at a university.  I can find out and introduce you over e-mail if he’s interested.  I’m also planning a return visit next summer to do some work on a project, so I might be able to squeeze in a meeting or two.  

Stef:
Thank you so much!  That would be great.  I’ll send you some follow-up materials.  We really appreciate your support!  Faculty and staff can be great partners in our recruitment efforts.

Layer 3:
Based on the conversation, how could Professor O’Connor help with our recruitment efforts?


	Screen Text

Layer 3:
Stef:
We’ve worked with a lot of faculty, both formally and informally, to recruit students.  

From the conversation, how could Professor O’Connor help with our recruitment efforts? [Click to display]
· Outreach to prospective students and applicants, especially when traveling abroad. This can be especially effective at the graduate level.
· Publishing her research at universities in Chile to promote Oakdale’s academics
· Making connections, giving presentations or distributing materials while traveling overseas
· Expanding the overseas network through colleagues 
· Continuing to conduct research in other target countries 
· Developing and supporting departmental or major specific scholarships 
· Corresponding with prospective students interested in her academic programs.



	Visuals
· Show Professor O’Connor (female – mid 30s or 40s)
· Split screen for phone call
· Images for points of the phone call
· “Last summer I taught a summer course that included two weeks of research at the observatory.” Image of Professor at Observatory in Chile 
· “While I was there I met a few of the Chilean astronomers and professors” Image of Chilean professors/astronomers, one of which being Silva Torres
· “Sure Stef, I met Professor Silva Torres while I was there” Highlight image of Silva Torres
· 


	Workbook
· Transcript of phone conversation with Professor O’Connor
· How is Professor O’Connor going to assist with the recruitment efforts in Chile?
· Are faculty and staff involved with international student recruiting at your institution?

	Programming
Layer 3
· Click marker to display benefits
· Click Next to move to the next section






	Screen
5.9
	Title
Internal Partners:  Faculty and Staff Scenario

	Audio-Hugo

Seems like faculty are a major key to this! Why don’t we use them more to help our efforts?

Stef: 
Just like all other partners, there always drawbacks. For example, I had a really good meeting with Professor Randal in our history department.  He seemed interested in our recruitment efforts and tried to convince me that we really needed to recruit more students from Ireland.  I said that I would be happy to give him some materials to pass out and arrange for a meeting at the EducationUSA/Fulbright office if he had time on his next research trip.  The next time I heard from him he was requesting that our office cover half of the cost of his month-long trip to do research on Irish migration because he ‘would be recruiting students!’
  
What mistake did I make in that scenario?

Layer 2
Hugo: I see; in that case, using faculty to recruit might have gotten pretty expensive!   

What do you think?  Where do you think using faculty and staff to help with recruitment falls in terms of budget and resource implications?

What other partners could we work with?

	Screen Text

What mistake did I make in that scenario?
· Professor Randal was too busy too devote time to recruiting. 
· Incorrect, this can be a drawback with faculty, but wasn’t mentioned in the scenario with Professor Randal.
· Professor Randal was not properly prepared.  I should have explained our recruiting priorities and expectations and his role more clearly. 
· Correct, this can be an issue.  This can be resolved by providing faculty with training as well as well as information explaining why the recruiting office has selected specific target markets.. 
· Professor Randal’s close relationship with the President made this trip a priority.
· Incorrect, this can be a drawback with faculty, but wasn’t mentioned in the scenario with Professor Randal.
· Professor Randal’s travel costs were more expensive due to currency exchange rates.
· Incorrect, currency exchange rates are an anticipated part of recruitment travel.

Budget Investment:
· Low
· Correct, faculty are generally an affordable way to support recruitment efforts.  They may be willing to volunteer to help with recruitment efforts while traveling for research or conferences, or to share their networks.
· Medium
· Our answer is different. Please try again. 
· High 
· Our answer is different. Please try again. 


Resource Investment
· Low
· Our answer is different. Please try again. 
· Medium
· Correct.  It can take some time to find supportive faculty, determine how they can be most helpful, and make sure that they understand the recruitment goals.   
· High
· Our answer is different. Please try again. 



	Visuals
· Professor Randal and Stef
· Image of Ireland 
· Professor Randal turning in an expense form with $$$ on it 
· Sliding scale for activity


	Workbook
· Are faculty and staff involved with international student recruiting at your institution?

	Programming
Layer 1
· Users select answer by clicking
· User selections trigger responses based on accuracy 
Layer 2
· Sliding scale activity for resources
· Users move marker along scale to represent the resource investment 

Users move back to choice screen to select other internal partners




	Screen
5.10
	Title
Internal Partners:  Alumni

	Audio- Hugo

Layer 1: 
I think the first thing we should do is contact Eric Castillo!  If we get in touch with him now, we might be able to send some Oakdale gear with him when he moves to Chile.

Stef:
That is another great idea Hugo!  Alumni can be really great partners for recruitment.  We discussed in Module 3 that lack of alumni engagement is one of Oakdale’s weaknesses and that increasing our alumni engagement is one of our major strategies to increase international student enrollment.  

Which goal does that correspond with?
Layer 2
Audio – Hugo 
Where has Oakdale been most successful in using alumni

Audio – Stef 
When we started participating in Brazil’s Scientific Mobility Scholarship program, we published an article about welcoming students through this program in our alumni magazine.  A few alumni living in Brazil contacted us asking for more information.

Audio – Hugo
Then what did you do?

Audio – Stef
I asked if these alumni would be willing to attend a reception to meet the incoming students.  After a few alumni committed, I posted about the reception on LinkedIn and Facebook and we ended up having 8-10 alumni who attended the event in our first year.  

Audio – Hugo
I bet we could replicate this effort in other countries.  

How do you think alumni can help with recruitment?

Match the photo of the alum with the type of recruiting activity that they are conducting:


Layer 3: 
Our communication plan maps out various touchpoints with students.  How could alumni be involved in communicating with students in each phase of recruitment?  Match the activity to the phase:


How are alumni involved with international student recruitment on your campus?  

As you know, every method of recruiting has some benefits and some drawbacks.  

Where do you think using current alumni to help with recruitment falls in terms of budget and resource implications?



	Screen Text
Layer 1:
Which goal does increasing alumni engagement correspond with?
· Goal 1
Correct.  [Display recruitment plan goal 1]
· Increase international student enrollment:
· Undergraduate:
Increase the international undergraduate population to 7% of the overall undergraduate population. That would mean an increase of about 500 students or 100 international full-time students, year-over-year. 
· Graduate:
Increase the international graduate student enrollment from just under 5% to 12% of the overall graduate population in five years.  

Strategies:
· Strengthen ties with international alumni by:
· Strengthening relationship with Office of Alumni Relations
· Increasing the number of international alumni who participate in recruiting activities by 15%
· Creating an international alumni advisory board
· Increasing messaging to international alumni
· Developing a short video series featuring international alumni
· [bookmark: _GoBack]Goal 2:  Diversify Oakdale’s international student population, both in terms of country of origin and program of study.
· Incorrect, try again
· Goal 3: Increase conversion rate of inquiries to enrolled students
· Incorrect, try again

Layer 2:
-Published an article for new Brazilian students in alumni magazine
-Alumni who saw article reached out for more information
-Invited alumni to reception for incoming students
-Advertised event on social media

How could alumni help with student recruitment? Select all that apply
· Strengthening relationship with Office of Alumni Relations.
· Correct, at most institutions the recruitment and alumni relations offices can coordinate efforts on a project like this.
· Alumni will be able to connect with new students and explain the opportunities Oakdale has for international students.
· Correct, alumni can provide a personal one-on-one connection with prospective students.
· Alumni can donate their old books to new students 
· Incorrect, providing books for new students isn’t one of the goals mentioned in this scenario. 
· Alumni can provide information about potential new markets for student recruitment.
· Incorrect, alumni are not usually the first choice for researching potential new markets and this scenario is focused on increasing alumni engagement and outreach to accepted students.
· Alumni can fill out visa applications for prospective students. 
· Incorrect, this is not recommended!

Match the photo of the alum with the type of recruiting activity that they are conducting:

· Outreach to prospective students and applicants, including preparing presentations 
· Identify and refer applicants
· Follow-up with applicants and admitted students
· Conducting or assisting with interviews, information sessions and webinars
· Participating in online groups and networks
· Bringing brochures, publications and swag to their high school alma mater abroad
· Translating materials and communicating with students and parents in their native language
· Hosting pre-departure events and info sessions


Layer 3

How could alumni be involved in communicating with students in each phase of recruitment?  Match the activity to the phase:
· Inquiry
· Have a recent alum in Vietnam participate in a conference call with a student who has asked questions about applying to Oakdale.
· Prospect
· Have a successful alum from Vietnam send a letter inviting prospective students to meet with Vivien at one of the events during her trip there.
· Applicant
· Ask if any alumni from Vietnam would be willing to help host a reception for students admitted to Oakdale.
Benefits to involving alumni in recruitment: [Display if learners click on optional marker]
· Alumni can help you to provide one-on-one communication with more students and add credibility and authenticity to your recruitment efforts
· Personal connections are very important in many parts of the world; knowing an alum is a strong personal connection
· Connecting students with alumni can motivate both to feel more connected with their alma mater
· Local knowledge and voice
· Vested interest in success of the school
· Direct career advice and connection between education received at your school and in their home country
· Alumni with kids can encourage their children to attend their Alma Mater 

Drawbacks: [Display if learners click on optional marker]
· Alumni need to be trained on new and current programs, student demographics, current admission policies and procedures, costs and financial aid, ISSS and ESL programs
· Can be difficult to monitor efforts and results

Layer 4: 

Budget Investment:
· Low
· Correct, alumni are generally an affordable way to support recruitment efforts.  There are generally alumni who are willing to volunteer, and they may even be willing to fund or support recruitment efforts, especially if there are active alumni associations.
· Medium
· High

Resource Investment
· Low
· Medium
· Correct.  It can take time and effort to coordinate alumni initiatives.  Departments such as development, alumni affairs and the career center may also be trying to cultivate alumni and programs to use alumni will be most effective when these efforts are coordinated.
· High



	Visuals
· Image of magazine
· Image of alumni reading article and reaching out to office
· Image of reception and alumni at reception with new students
· Budget and resource scale

	Workbook
· 

	Programming
Layer 1:
· Multiple choice to select goal.  Display goal after selection
Layer 2: 
· Display visuals to illustrate scenario
· Multiple choice to select any of the following
· Match activity to photo
· Optional marker to display benefits and drawbacks 
Layer 3
· Match activity to stage of recruitment.
Layer 4
· Sliding scale activity for budget and resource investment activities
· Either return to choice screen or advance to external partners






	Screen
5.11
	Title
External Partners:  Introduction

	
Audio- Greta:
Thanks everyone!  I think we have a good start on finding people on our campus who might be willing to help us recruit in Chile or tell us a bit about the country, but it seems like we still need more comprehensive information on Chile and more concrete strategies for how to get students here.

Audio- Vivien:
I agree!  We might want to reach out to some external partners.  As the name suggests, external partners are people or organizations who work outside of your institution. There are a lot of diverse types of third-parties who may be willing to help us in various ways.


What might be some examples of external partners?

Let’s get to know some of our external partners. Click on the options below to learn more about each partner.


	Screen Text
-External Partners
· People or organizations who work outside of your institution
· Also referred to as “third-party” partners 
· Diverse types of potential partners

What might be some examples of external partners?  Check all that apply
· Organizations/Associations
· Government Agencies
· Scholarship Organizations
· Education USA
· Agents
· Guidance Counselors
· Students
· Interns
· Marketing and Communications Department
· Designated School Official

Correct:  Nice work!
Incorrect:  Oops, check again.

Click on the options below to learn more about each partnership.
· EducationUSA
· Department of Commerce
· Associations and Consortiums
· Guidance Counselors


	Visuals
· image of oakdale with partners branching out 
· Image of EdUSA
· Image of Department of commerce
· Image for associations and consortiums
· 

	Workbook

Off-Campus Partners
List and choose:
· Organizations/Associations
· Government Agencies
· Scholarship Organizations
· Education USA
· Agents
· Guidance Counselors

	Programming
· Select appropriate answers 
· Choice screen – whichever option participant selects for ‘Click on the options below to learn more about each partnership’ advances to appropriate screen




	Screen
5.12
	Title
Externals Partners:  EducationUSA

	Layer 1:
Audio- Vivien:
EdUSA promotes recruitment efforts through: (Open Fact Sheet)

EdUSA can help prepare students generally to study in the United States as well as noting trends, such as issues processing financial information.

Recently we were asked to participate in an information session conducted by the EducationUSA office in Brazil.  This session was about how to be successful as an international student in the U.S.  The EducationUSA advisor gave us information about what students in Brazil generally know about higher education in the U.S. and what questions they frequently asked.  We put together resources from our international student advisors and current international students.  We gave advice that would be helpful to students at any campus, but included examples and photos of Oakdale.
Layer 2:
What were some of the benefits to working with the EducationUSA office in this scenario?

Based on this scenario, how can the EducationUSA office support recruitment at each step of the recruitment process?

Audio- Hugo
Since I was at a small school without a lot of resources, EducationUSA advisors were able to help supplement the research and logistics we could do on our own, and also aid in our market analysis.  I think that a lot of schools don’t take full advantage of these resources

What other partners could help? 

	Screen Text
Layer 1:
EducationUSA is part of the United States Department of State and has the goal of promoting education in the United States and presenting unbiased information about higher education in the United States.

With a “network of more than 400 international student advising centers in over 170 countries, EdUSA promotes U.S. higher education abroad and provides U.S. postsecondary institutions with the tools and resources needed to meet international student recruitment and campus internationalization goals.”[footnoteRef:1] [1:  https://studyinthestates.dhs.gov/2015/10/educationusa-provides-resources-to-help-us-colleges-and-universities-recruit-international-students] 


EdUSA can support recruitment efforts through: [Users click to Open Fact Sheet]

· Providing information about students, educational systems and market trends
· Providing advice through on-the-ground practitioners; information may include which cities and schools to visit, how to appeal to students, etc.
· Providing meeting space, organize receptions, college fairs and/or presentations
· Assisting students with finding and applying to schools, applying for visas, and finding financing
· Advising on successful recruitment strategies
· Outreach to students through social media – posting profiles of programs and colleges 
· Identifying partners
· Publishing a global guide
· Hosting and promoting seminars, webinars, and fairs; will involve students and alumni
· Verifying authenticity of credentials, outreach to schools to clarify transcript or test score discrepancies
Layer 2:
What were some of the benefits to working with the EducationUSA office in this scenario?
· Providing information about students, educational systems and market trends
· Correct, this is a way in which EducationUSA can support recruitment efforts.
· Assisting students with finding and applying to schools, applying for visas, and finding financing
· Correct, this is a way in which EducationUSA can support recruitment efforts.
· Personal connections with alumni
· Incorrect, EducationUSA offices do not track alumni from individual schools
· Develop and support departmental scholarships
· Incorrect, EducationUSA offices promote education in the United States, not individual schools or departments

True or False:  EducationUSA promotes U.S. education generally but not specific institutions.  


Based on these, how can the EducationUSA office help at each phase of recruitment?
· Prospect
· EducationUSA offices can describe the types of students in the country and what they are looking for.
· Inquiry
· EducationUSA offices can host information sessions, webinars and resources for students who are interested in international education.
· Applicant
· EducationUSA offices can provide advising on applying to schools, applying for visas, and finding financing.  They can also verify financial practices in a country.

	Visuals
Images of scenario

	Workbook
· Include scenario in appendix 
· How did the EdUSA advisor help Vivien?

	Programming
Layer 1
· Click to display fact sheet
· Visuals to illustrate scenario
Layer 2
· Multiple choice select appropriate answer
· True/False question
· Matching activity
· Return back to external partners slide to choose next option





	Screen
5.13
	Title
External Partners:  Department of Commerce

	Audio- Hugo
While at Westlake, I utilized the Department of Commerce as another big resource.  They actually have a commercial service with offices in most countries.  Did you know that they are actually tasked with promoting education in the United States around the world?

Stef:
I did! We use that as a fact when defending how international students benefit our Oakdale community!

Hugo:
Same at Westlake! I was intrigued to find out that how much of an impact higher education institutions had on the economy. 

Audio Stef: 
I also find their reports really helpful when conducting a market analysis.  I’m going to make sure to pull both the EducationUSA and Commercial Service reports on Chile.  


	Screen Text

Layer 1:

Department of Commerce supports international student recruitment through
· The overseas presence of the commercial service with offices in most countries
· Ability to provide in-country support such as establishing contacts, scheduling meetings, providing space, and negotiating advertising rates
· Promoting US education overseas
· Publishing reports with information on each country
· Promoting your specific institution as a paid service


	Visuals
· 

	Workbook
· Include both EdUSA and Commercial Service Reports as a supplemental resource

	Programming
· Go back to External Partner Selection Screen



	Screen
5.14
	Title
External Partners:  Associations and Consortiums

	Audio- Hugo
Oakdale seems to have a lot of neighboring institutions with similar programs. Do you all do any work or collaborations with them?

Audio- Vivien
Yes! I actually first learned about some great alumni engagement initiatives through a colleague at McCloud that I met at a StudyMidwest conference. 

Hugo:
StudyMidwest?

Vivien:
StudyMidwest is one of many organizations with whom we have a membership and that can also provide benefits for recruiting.  It’s an association which connects institutions in the Midwest to various recruitment opportunities. These external associations and consortia have different goals and structures, but share the same goal of promoting international education, and connecting institutions to various opportunities.

Layer 2:
Hugo: How can they help with recruitment?

See your workbook for a list of some of these organizations.

Layer 3: 
Audio -Greta
Interestingly enough, one of our first efforts in Latin America actually came through our membership in StudyMidwest.  The regional association organized a tour of colleges and universities in this region for guidance counselors from Colombia.  We were able to host them for a luncheon at Oakdale and learned more about what students from Colombia are looking for, including scholarships, research opportunities and career services for students.

Let’s look into whether our consortium has anything planned dealing with the Southern Cone!  Are there any other external partners we are missing?


	Screen Text
How can associations and consortiums help with recruitment?
They can:
· Help pool recruitment resources
· Increase brand awareness of institutions in your state
· Feature schools
· Organize trips
· Host guidance counselor tours
· Promote the state
· Share ideas and facilitate opportunities to meet peer institutions
· Increase brand awareness


	Visuals
· Visuals for StudyMidwest
· Images for:
· Consortia
· Associations
· Neighboring institutions
· 

	Workbook
· List of organizations

	Programming
· Return to External Partners choice screen




	Screen
5.15
	Title
External Partners:  Guidance Counselors

	Audio- Stef
We mentioned one of our most important partners for recruitment when we talked about domestic recruitment, high school guidance counselors.  International schools also have guidance counselors

At Oakdale, we met some of these guidance counselors from international schools through an association tour.  We were able to learn more about their students and tell them about Oakdale.  

Audio –Vivien
Great point Stef!  I have visited the same high schools on a few different trips to South Korea.  After meeting the guidance counselors a few times, they begin to understand which students would be a good fit for Oakdale.  When I visit counselors at any type of school, I try to be a resource to help their students with the college admissions processes.  They are such a good resource that I actually started to host some receptions specifically for them on my trips.  

How can guidance counselors support recruitment efforts?


	Screen Text
How can guidance counselors support recruitment efforts?
They:
· Can help identify students
· Correct, guidance counselors can help identify students that might be a good fit for your institution.
· Can provide information about their school that can be helpful in admissions decisions
· Correct, guidance counselors can provide information about their school such as difficulty of curriculum and curriculum options that can be helpful in admissions decisions.
· Can increase brand awareness of your institution
· Correct, guidance counselors can mention your institution to students, parents and colleagues or even display materials to increase brand awareness.
· Can advise students (particularly if the guidance counselors are well-informed), answer questions, and provide support throughout the application process
· Correct, guidance counselors can help ensure that prospective students put together a strong application package and complete the application process.
· Can guarantee a percentage of students that will enroll in your institution
· Incorrect, this is outside of the role of a guidance counselor and in many cases would not be following ethical principles.
· Can sign an agreement to promote your school over peer institutions
· Incorrect, ethical guidance counselors try to find the best fit for students, not to promote specific institutions. 
· Can guarantee that students will gain admission to your institution
· Incorrect, only staff at your institution should be making admissions decisions.


	Visuals
· Vivien visiting an international high school and meeting with a recruiter there

	Workbook
· 

	Programming
· Return to External Partner choice screen.  When learners have completed each external partner advance to connecting to goals screen 




	Screen
5.16
	Title
Connecting Internal and External Partners to Recruitment Goals

	Stef:
Now you’re familiar with some of the main partnerships that we can use to enhance our recruitment efforts. 

Hugo-
They all seem to contribute something new to the recruitment process. Is there anything else I need to consider when selecting a partner?


Audio Greta: I’m glad you asked. In addition to using partners to expand our recruitment efforts in Chile I would also like to talk about how we can use partners to help with some of our other recruitment goals in South America. 

Layer 2:

Greta
 In our market analysis on Brazil, we learned that the number of international students coming from Brazil may be holding steady or decreasing.  Since Brazil is one of our top 5 sending countries, we need to keep a close eye on this trend.  

Hugo: 
What do we do about that?

Greta:
 One way we can combat this trend is by paying attention to the steps of the recruitment phase and increasing the percentage of students who move through each step from prospects to enrolled students.   

Hugo: This corresponds with Goal 3 in our international student recruitment plan, right?  “Increase conversion rate from inquiries to enrolled students”

Greta: 
You’re absolutely right! I have been doing some analysis to determine trends by reviewing data from students who applied but did not enroll, and identified several possible causes for this issue. Click the binder to see what causes I found. 

Hugo: How did you proceed from there?

Greta:
I reviewed the causes and realized that different partners might be able to assist with the various issues. 

Layer 3:
Audio Stef:

I have one idea to solve this problem.  I’m scheduling some upcoming webinars for admitted students from Brazil to answer questions and hopefully increase the conversion rate.

Match the possible cause from Greta’s analysis with the partner whom you would invite to help with the webinars.

Layer 4:
Audio Stef:
Thanks for the input!  I actually do have some prospective students that seem like really strong candidates.  I want to make sure that they make a personal connection with Oakdale.  Can you work with one of our recruiting partners to follow up with them?

Which partner would you choose to respond?

Layer 5:
Oh no, that did not go as well as we were hoping.  How could we improve the results of working with partners?

I always try to keep in mind what qualities make the most successful partner:
· Support for international education
· Cultural sensitivity
· Communication and networking skills
· Knowledge of campus and programs
· International contacts


	Screen Text:
Layer 1:
· Number of international students coming from Brazil changing
· How to combat this trend:
· Paying attention to the steps of the recruitment phase
· Increase the percentage of students who move through each step from prospects to enrolled students.   
· Corresponds with Goal 
· “Increase conversion rate from inquiries to enrolled students”

Layer 2:
Possible reasons students apply but do not enroll. 
· Students ended up enrolling at a more highly ranked institution, or did not think Oakdale was prestigious enough
· Students did not think Oakdale was the right fit
· Students thought it was too difficult to navigate Oakdale’s enrollment process 

Layer 3:

Audio Stef:

Match the possible trend from Greta’s analysis with the partner that you would invite to help deliver webinars for admitted students.

· Students did not think Oakdale was prestigious enough and ended up enrolling at a more highly ranked institution
· Alumni:  Alums who attended top-tier graduate institutions, won prestigious grants, or who have successful careers could help persuade this audience.
· Students did not think Oakdale was the right fit
· Students: Current international students, especially those from a similar background can share their successful experiences at Oakdale.
· Students thought it was too difficult to navigate Oakdale’s enrollment process 
· Guidance Counselors:  Guidance Counselors can help students navigate the enrollment process and may have insight into which areas may be difficult for students to navigate.


Layer 4:

Which partner would you choose to respond?
· Alumni
· You should definitely go to Oakdale!  My time there was really great.  I enjoyed being a Tri-Delt!  We always had great Sunday brunches at the Douglass cafeteria where we would have amazing waffles!  
· The problem:  International students are generally unfamiliar with sororities and 5 years ago the cafeteria was torn down as part of construction on a new science center.
· Student
· You should definitely go to Oakdale!  I love it here!  We have the best tailgates on football weekends!  I go to all of the games and the team is 7 and 3 this year!  Oakdale Owls forever!
· The problem:  American football is not a popular sport in Brazil and students from Brazil are most interested in language and career opportunities.

Layer 5 :
Oh no, that did not go as well as we were hoping.  How could we improve the results of working with partners?
· Conduct a training session for partners
· Correct, that’s a smart idea to ensure that partners are prepared.
· Provide a sample e-mail or summary of the topics the partner should cover
· Correct, that’s a smart idea to provide guidance for the partners.
· Review the agreement closely
· Incorrect, in this case you would be unlikely to sign a detailed agreement with students or alumni. 
· Involve expert faculty
· Incorrect, that strategy does not effectively solve this issue.

I always try to keep in mind what qualities make the most successful partner:
· Support for international education
· Cultural sensitivity
· Communication and networking skills
· Knowledge of campus and programs
· International contacts


	Visuals
Layer 1: 
Reference pie chart of student demographics for Oakdale from the recruitment plan when Greta mentions top 5 countries. – include pop-up bubble to remind students to reference the international student recruitment plan.

When mentioning increasing percentage of students who move from prospects to enrolled students display prospect – inquiry- applicant graphic 

Display thought bubbles with graphic for each of the potential weak areas
· Students did not think Oakdale was prestigious enough and ended up enrolling at a more highly ranked institution
· Students could not see themselves at Oakdale
· Students thought it was too difficult to navigate Oakdale’s enrollment process 


Layer 3:
Show visuals for an alumnus and a current student (can use one of the ones used in the F-1 course).  Users select one of the two options.  Then talk bubble pops up with what the student/alumni say.  Display Vivien looking at the student/alumni with the talk bubble.  Display a thought bubble for Vivien displaying ‘The problem’

Display alumnus, current student, as well as faculty member and another person who could represent a networking association or guidance counselor.  Display question.  Then display images or icons representing each of the qualities for a successful partner.  Users click or hover to reveal the text.

	Workbook
· Which on- and off-campus partners can you use to work towards your goals?

	Programming
Layer 1: 
Display visuals

Layer 2:
Display thought bubbles with graphic for each of the potential weak areas
· Students ended up enrolling at a more highly ranked institution, or did not think Oakdale was prestigious enough
· Students did not think Oakdale was the right fit
· Students thought it was too difficult to navigate Oakdale’s enrollment process 


Layer 3:
Matching activity

Layer 4: 
Show visuals for an alum and a current student (can use one of the ones used in the F-1 course).  Users select one of the two options.  Then talk bubble pops up with what the student/alumni say.  Display Stef looking at the student/alumni with the talk bubble.  Display a thought bubble for Stef displaying ‘The problem

Layer 5: 
Display alumni, current student, as well as faculty member and another person who could represent a networking association or guidance counselor.  Display question.  Then display images or icons representing each of the qualities for a successful partner.  Users click or hover to reveal the text.




	Screen
5.17
	Title
Introduction to Education Agents and Government and Scholarship Organizations

	Audio- Stef
This gives me some good ideas of how to use partners to help solve this problem.  We work with both agents and government scholarship organizations to recruit students from Brazil.     Have we considered working with agents and government scholarship organizations in Chile?  These can both be effective methods for recruitment but they are more complicated.  

Which should we discuss first?


	Screen Text
Layer 1:

Which should we discuss first?
Education Agents
· Advance to Education Agents
Government and Scholarship Organizations
· Advance to Government and Scholarship Organizations


	Visuals

	Workbook



	Programming
· None




	Screen
5.18
	Title
External Partners:  Education Agents

	Layer 1:
Audio –Hugo
Agents?  We never worked with them at Westlake.  Why do we use them at Oakdale?

Audio Greta:
We’ve been talking about how connections are important in the recruitment process. We started working with agents in Brazil because we found that students and parents had more trust with someone local that they could meet frequently.  We couldn’t afford to to visit more often or have a dedicated representative there.

Audio – Vivien
I work with agents pretty frequently in Asia as well.  

Audio – Hugo
I guess I need to learn more.  I’ve heard a lot of discussion about agents, but I don’t really know how they work.  What is an education agent?

Layer 2
Audio - Greta
Agents can also be referred to as educational counselors, educational consultants, or independent advisers or independent counselors.  They are hired either by students and their parents to help manage the college admissions process and make a good decision, or contracted by universities on a commission- or non-commission basis to find qualified students.  In many cases, they are hired by both parties. 

Agents have been used for a long time by higher education institutions in the United Kingdom and Australia, and they are commonly used by families in some markets especially in China and India.  Some schools in the United States will not work with agents because of state restrictions or because they believe it is unethical.  At Oakdale, we do work with agents, but we are careful to ensure that our relationships with agents are effective and ethical by following NAFSA’s Ethical Principles and other industry guidance.

The main reason we work with education agents is because they can be cost-effective, particularly in a market we aren’t experts in and because of limited staff ability and budget to do international recruitment travel.  Agents understand the local environment and have a full-time presence there.  Having a good agent in a market can provide better customer service and relationship-building than we are able to provide during a brief visit.  In addition, since agents work with a lot of students and schools, they can provide a great perspective on what students think of your school, what kind of issues students are concerned about, what peer institutions are doing, and if marketing campaigns are on target.

Should we start working with an agent in Chile?

Layer 3
So, to summarize, sort some of the potential benefits and drawbacks of working with agents:

As I mentioned, it is not uncommon to hear stories about agent relationships that have not been successful, and have even led to ethics violations.  It is very important to have a clear contract with your agents, as well as to provide comprehensive training on your goals, institution and recruitment standards and processes to those agents.  Not every agent is a good fit for every institution, so I try to track results and referrals as well as keeping in frequent contact with each of our agents to make sure that the partnership is still achieving our objectives.

Layer 4
At conferences and events, I often get asked for my advice on working with agents, and I always tell people to make sure to: [Click to reveal]

In terms of budget and resources, how do you think agents rank?


	Screen Text
Layer 2:

What is an education agent?

Agents can also be referred to as educational counselors or independent advisers.  They are hired either by students and their parents to help manage the college admissions process and make a good decision, or contracted by universities on a commission- or non-commission basis to find qualified students.  

Should we start working with an agent in Chile?
· Best Case Scenario
· Chile is an agent-focused market where personal connections really matter.  Oakdale found a great agent that is respected in Santiago after checking references.  Stef had several virtual meetings with the agent and explained Oakdale’s goals and priorities.  After reviewing the contract in detail before signing, Stef provided a training manual with lots of key information on Oakdale before signing on the agent.  In the first year, the agent was able to provide 3 quality students who were good matches for Oakdale.  Two of them went on to enroll at Oakdale.  Both the students and their parents commented on what a positive experience it was to work with the agent and how there were no surprises when they got to Oakdale. Because of the positive feedback, Oakdale invited the agent to visit the campus to learn more about the institution and to continue fostering the relationship with the agency.  
· Worst Case Scenario
· Oakdale decided it would be easier to use an agent than to learn about the market or visit there.  Stef picked the first agent who reached out to her.  Stef told the agent that Oakdale was hoping to increase the number of applicants from 5 to 50.  Oakdale got 55 applicants through the agent, but after spending a lot of time reviewing most of the applicants, they were not qualified enough to be admitted. When recruiters attempted to contact the few applicants that were qualified they seemed uncertain of whether they had even applied to Oakdale.  Stef tried to contact the agent, but she did not get a response for weeks.  She finally heard from the agent when the agent sent an invoice for providing 55 applicants of 0 enrolled students.  Stef spent a lot of time trying to figure out what was happening with the agent and admission’s staff spent a lot of time reviewing unqualified applicants. The agent also didn’t read the terms of the contract which stated Oakdale would only issue commission for students after the drop add period of the semester and after making sure the referred enrolled students had paid their semester expenses in full.  

Layer 3:
So, to summarize, sort some of the potential benefits and drawbacks of working with agents: [Click marker to reveal]

Potential Benefits:
· Access to a year-round representative on the ground to extend your reach
· Providing guidance for students on U.S. education
· Access to a resource with deep understanding of the local market
· Ability to provide information about what students think of your school and effective recruiting techniques for that market 
· Ability to provide information on parent-student dynamics in a specific country
· Ability to suggest a good match between a student and institution because an agent has to know the profile of both
· Potentially successful approach to gaining access to a new market where there may not be much brand awareness or you may lack experience.


Potential Drawbacks:
· If the agents are hired by students and families, they will prioritize the student and family over your institution. 
· Managing agents can be time consuming due to the need for thorough training and frequent updates on your institutional goals and policies.
· Some agents use sub-agencies which can add an additional layer of communication and potential conflicts of interest between the institution, main agency and sub-agency.
· Stakeholders can have unrealistic expectations regarding how quickly agents can provide results in terms of increased numbers of high quality enrolled students.


Layer 4:
Recommendations for working with agents:
Click to reveal:

· Read the contract carefully, including the fine print. 
· Obtain references 
· Interview and conduct your due diligence to ensure that the agent applies ethical recruitment principles
· Be explicit about your goals, provide and insist on accurate information
· Explain in detail what agents can and cannot do.
· Build an agent manual with all necessary information about your school
· Be realistic; building a good relationship with an agency takes time and may only provide 1-2 quality students in the first year

Layer 5:
In terms of budget and resources, how do you think agents rank?

Budget Investment:
· Low
· Medium
· Correct, educational agents can be a good value when compared with more frequent travel or setting up an office in a specific location, but they do come with associated costs.  At Oakdale, agents rank in the medium level, but every school’s budget is different, so your answer may be different.
· High

Resource Investment
· Low
· Medium
· Correct; as we mentioned, the training of, and communication with, agents can be time-consuming, and a lot of up-front planning and research is necessary to ensure an effective relationship.  
· High


	Visuals
Layer 1: 
Conversation bubbles
Display NAFSA’s Ethical Principles from Module 1

Layer 2:
Select Best or Worse Case Scenario – visuals to illustrate best and worst case scenarios



	Workbook
· Have you ever worked with an agent? What were some of the drawbacks or benefits you experienced while working with them? 
· Can you think of any other potential drawbacks or benefits of working with agents that weren’t mentioned?

	Programming
Layer 2:
· Click on agent to reveal “what is an agent”
· Users choose best or worst case scenario.  Allow users to select multiple times so they can see both
Layer 3:
· Click optional markers to display benefits and drawbacks 
Layer 4:
· Click to reveal recommendations
Layer 5
· Allow users to select scale for budget and resources





	Screen
5.19
	Title
External Partners:  Government and other Scholarship Organizations

	Audio- Stef
Layer 1:
Many different governments or organizations provide funding for students to study in other countries.  
At Oakdale, about 9% of our students come from Saudi Arabia.  Many of those students come through the Saudi government scholarship program.  This program has helped us expand our enrollment of Saudi students as well as diversifying our international student population.  I have really enjoyed working with these students and we have worked hard to be flexible and maintain a good relationship with the sponsor.  

I wonder if Chile has any similar programs?

Some examples of organizations that might sponsor students are:
· Governments, Ministry of Higher Education & Embassies
· Programming Agencies
· U.S. Government Programs
· Corporations

These organizations provide various levels of scholarship support for the student.

In addition to meeting our goal to expand recruitment in the Southern Cone, recruiting sponsored students from Chile could help us meet some of our other recruitment goals! Which of our overall recruitment goals do you think expanding our sponsored student programs would be most likely to support?


Audio –Hugo
These programs sound great!  If Saudi Arabia’s program has been a success and Chile has a corresponding program, this seems like the first thing we should do!

Audio – Stef
We have had terrific students and learned a lot from that program and the Brazil program.  Select an option to learn more:

Layer 2: 
Audio - Greta
Sponsored scholarship programs can be a great way to add international students, especially for schools that cannot provide a lot of aid, or don’t have a travel budget.  But each of the sponsoring organizations have their own rules and regulations, so it is important to thoroughly understand the programs and which ones are the best fit for your school.  Some schools have a person dedicated solely to administering sponsored student programs.  Not every sponsorship program is a good fit for every school.  

Click to reveal potential benefits and drawbacks of working with sponsored student programs:

Here are some key factors to consider when trying to determine whether a sponsorship program would make sense at your institution:

Where do you think sponsored scholarship programs fall on the budget and resource scales?

Layer 3:
Audio - Greta
In my recent trend analysis, I have noticed that the number of students from Saudi Arabia enrolling in intensive English programs seems to be declining.  We have seen a small decline in applicants to Oakdale from Saudi Arabia.   In addition, oil prices are low which has led to decreased funding from the Saudi government.  I’m concerned that funding for this scholarship might decline.

As a result of this information, what threat should I look out for?


	Screen Text

Layer 1:
Click to reveal:
Some examples of organizations that might sponsor students:
· Governments, Ministry of Higher Education & Embassies
· Programming Agencies (may administer scholarships, training and cultural exchange programs)
· U.S. Government Programs
· Corporations

Which of our overall recruitment goals do you think expanding our sponsored student programs would be most likely to support?
· Increase international student enrollment:
· Undergraduate:
Increase the international undergraduate population to 7% of the overall undergraduate population. That would mean an increase of about 500 students or 100 international full-time students, year-over-year. 
· Graduate:
Increase the international graduate student enrollment from just under 5% to 12% of the overall graduate population in five years.  
· Diversify Oakdale’s international student population, both in terms of country of origin and program of study.
· Increase conversion rate of inquiries to applicants.

Sponsored students from Chile [Select Best Case or Worst Case Scenario]
· Best Case Scenario
· We find out that there is a government scholarship program to fund education in the U.S. for Chilean students.  The program is very flexible and Oakdale qualifies.  We quickly get a stream of vetted, high-quality students who are primarily funded.  The timeline for funding and paperwork aligns with Oakdale’s timeline.  We build a strong and lasting connection with the program.

· Worst Case Scenario
· We find out that there is a government scholarship program to fund education in the U.S. for Chilean students.  The program is complicated and we have to go through a lengthy process to get on the list of potential receiving schools. Only a few of Oakdale’s programs qualify and most of the Chilean students do not have the English proficiency required.  The program timeline for sending and funding students is totally different from Oakdale’s schedule.  The sponsor sends only unofficial documents and it takes some time to get the official ones which Oakdale needs. We dedicate a lot of time to establishing and administering the program, which only yields a few students.  


Layer 2:
Benefits of working with sponsored student programs:
· Vetted, high-quality students
· Relatively affordable method of recruiting
· Students often do not need additional funding
· Generally reliable stream of students
· Ability to potentially diversify student pool 
· Can be seen as evidence that your school has global reach, especially if you can advertise the relationship

Potential Drawbacks
· Administering programs can be complicated
· Funding and payments may be different from normal schedule
· Different requirements for each program
· Additional stakeholder, i.e. info needs to go to students, parents, and the sponsoring organization
· Sponsored programs are usually reliant on state of economy 
· Many sponsored programs are very specific about the type of majors sponsored students can study

Key Factors to Consider
· What are the objectives of the scholarship?  
· How do you get approval to host scholarship students at your institution?
· What is the timeline?
· What are the qualifications for the scholarship?
· What is covered by the program?


Where do you think sponsored scholarship programs fall on the budget and resource scales?

Budget Investment:
· Low 
· Correct, sponsored scholarship programs are a cost-effective way to add international students since recruiters do not need to travel to them and they have their own funding. 
· Medium
· High

Resource Investment
· Low
· Medium
· High 
· Correct, sponsored scholarship programs have their own requirements, which generally differ from each other.  Funding, payments and applications may be on different schedules than the normal institutional process.  It’s also necessary to coordinate communication with all stakeholders involved: the students, families and sponsoring organizations.

Layer 3:
Saudi Arabia Government Scholarship program and Oakdale
· 9% students from Saudi Arabia
· Many through the government scholarship program
· Oakdale expanded enrollment of students from Saudi Arabia and diversified international student population
· Established positive relationship with sponsor

Trends:
· Decreasing enrollment in Intensive English Programs
· Application numbers are down
· Declining oil revenues

As a result of this information, what threat should I look out for?
· Over-reliance on one individual program, partner or method of recruitment
· Correct, relying too heavily on any one program, partner or method is a threat to overall internationals student enrollment in the event that that there is a change that effects that method.
· Improperly filled out I-20 forms
· Incorrect, the trend analysis is looking at applications and enrollments, not immigration paperwork.  
· Application fraud
· Incorrect, while application could be a problem, it is not a threat in this scenario.
· Unethical education agents
· Incorrect, while unethical education agents could be a problem, it is not a threat in this scenario.


	Visuals
Layer 1:
Display visual images of each type of organization.  Click to reveal

	Workbook

Definitions and examples of funders, sponsors and program agencies.

Layer 2:
What are the objectives of the sponsorship?  
· Sponsors typically determine the degree level, majors and duration of study
· Why is the government funding students?
· Are students employed when they return home? (Kuwait gives government jobs; Iraq gives government or education jobs)
· What is the student obligation when they return home? (Kazakhstan must work for 5 years and show collateral)
How do you get approval to host scholarship students at your institution?
· How is the sponsorship assigned? 
· Can the student choose the field of study and the school?
· Is this a grant for which you have to apply?  Do you need a Memorandum of Understanding (MOU)? Or do you just get on a list of approved universities?
What is the timeline?
· What is the timeframe for academic completion at home?
· How long does it take to get a U.S. visa?
· What type of visa do students require?
· When does a student apply for a scholarship?
· When are scholarships granted?
What are the qualifications for the scholarship?
· Does the sponsor award scholarships based on academic performance?  
· Does the sponsors require minimum language proficiency requirements? 
· Are students required to provide TOEFL or IELTS scores in advance?
· Is there a time limit on when students must achieve matriculation requirements for proficiency?
What is covered by the program?
· Intensive English Programs? What level of study, Associates, Bachelors, Masters, Doctorates, Certificates?
· Are students permitted to apply for extensions if they are unable to finish the program in a set timeframe?
· What does the scholarship stipend cover?  Does it cover dependents?
· Is health insurance provided or reimbursed?



	Programming
Layer 1
· Click to reveal organizations that might sponsor students
· Multiple Choice question
· Select Best/Worst Case scenario
Layer 2
· Click optional marker to reveal benefits drawbacks
· Click to reveal factors to consider 
· Select resource/budget
Layer 3
· Display screen text w/visuals
· Multiple Choice question



This section starts a branching scenario – here is a diagram to try to help make it more clear





	Screen
5.20
	Title
Integrating Methods and Partners Applied Scenario

	Layer 1:
Audio- Stef

Hugo, now that we have looked at all of the different partners and organizations that could support our recruitment efforts, I think it is time to work on our recruitment goals.  South America is one of our target markets in the recruitment plan, and we have been doing market research to see which countries might make the most sense for us to pursue in terms of recruiting international students.  In addition to Oakdale’s connection through the Fulbright grant and publicity in Chile, the market research that we did indicates that Chile could potentially be a good market for Oakdale.  I think it is time to start working on a strategy for recruitment using all that we learned about partners and methods of recruitment.  

First, I would like to get a little additional first-hand research.  

Whom should we contact first?  Take notes to capture the key pieces of information.

Selection 1:
EducationUSA advisor in Chile

Hi Audra, My name is Hugo and I’m an international student recruiter at Oakdale University in St. Louis.  I’m not sure if you heard, but we just had an alumnus selected to do research in Chile on a Fulbright grant, and we have a few other graduate students from Chile at our school.  We are looking at becoming more active in our recruiting there and I would love it if you could give me a little more information about the country and student demographics.

Audra:
Hi Hugo, It’s nice to meet you.  I would be happy to help!  I love living in Chile.  It is a beautiful country with mountains and beaches and has become a model in Latin America for economic growth and stability.  In addition, it ranks in the top Latin American countries for student mobility and the number of students going abroad has been increasing.  

Hugo:
That’s really interesting.  Are the students who go abroad more at the undergraduate or graduate level?

Audra:
More at the graduate level.  I think something like 75% of students who go abroad do so for graduate degrees.  But a lot of students in Chile are interested in pursuing their graduate degree, the numbers have grown exponentially.  The government is actually supporting students to go abroad to pursue master’s, doctoral and post-doctoral work in many science fields through the BECAS Chile scholarship.   The scholarship program is a great opportunity because students trying to go abroad might have financial issues. 

Hugo:
Wow, I didn’t know about that program.  I’ll have to do some research.  Do you have any info on that program?

Audra:
Sure, I’ll send you some materials.  If you have a Fulbright grantee at a program here, you may want to look into whether you have any faculty or graduate students with connections to the program.  Personal connections are really important to Chileans!  Even though it seems like students are always on social media, the personal touch still really matters here!

Hugo;
Wow, we got some great information from Audra!  Select the key pieces of information:

Selection 2:
Professor Silva Torres

Hugo:
Hola Professor Silva Torres, my name is Hugo and I’m calling from Oakdale University where I recruit international students.  Professor O’Connor in the astronomy department gave me your name and said that you might be able to provide some information on students from Chile and what they are looking for in graduate education.

Professor Silva Torres
Hola Hugo!  Please tell Professor O’Connor that I said hello!  I really enjoyed working with her when we were conducting collaborative research at the observatory.  I don’t mind giving you some information on the students here and what they are looking for.  Chileans are very passionate about quality education systems.  In fact, students have been protesting and demanding education reforms.  In other words, they are invested students.  They want to know that they are going to a university with a good reputation, high-quality academics and top-notch faculty!  But sometimes English language skills can be a challenge, as can the cost of studying in the United States.   

Hugo:
That’s important information to have.  Do you have any ideas about the best way to connect with students?

Professor Silva Torres
Definitely.  One-on-one connections and relationship building are really important here in Chile.  These connections matter and take time to build.  Chileans like to get to know someone.  Social media is popular, but really the in-person connections are the most important.

Hugo:
Thanks so much for your time!  

Hangs up

Hugo:
Professor Silva Torres was very helpful!  Select the key pieces of information:


	Screen Text

Layer 1:
Whom should we contact first?  
· The EducationUSA office in Chile
· Professor Silva Torres, the faculty member that Professor O’Connor worked with in Chile

Selection 1:
· Chilean students:
· Are passionate 
· Want to be sure they’re investing in high-quality, top ranked education
· Cost and language may present potential barriers
· Prefer in-person connections over Social Media

Wow, we got some great information from Audra!  Select the key pieces of information (Check all that apply):

· Chile ranks in the top Latin American countries for student mobility
· Audra loves living in Chile 
· 75% of students that go abroad do so at the graduate level
· Social Media is popular with Chilean students
· The number of graduate degree seekers has increased exponentially
· Chile has the BECAS Scholarship for master’s, doctoral and post-doc students in energy, biotechnology, IT, Environment, health education[footnoteRef:2]  [2:  http://services.intead.com/blog/international-student-recruiting-chile] 

· Students trying to go abroad may have financial issues
· Students in Chile speak Portuguese
· Soccer is the most popular sport in Chile
· Chile has both mountains and beaches

Correct:  Nice work!
Incorrect:  Keep trying!

Selection 2:

· Chilean students:
· Are passionate 
· Want to be sure they’re investing in high-quality, top ranked education
· Cost and language may present potential barriers
· Prefer in-person connections over Social Media

Professor Silva Torres was very helpful!  Select the key pieces of information: (Check all that apply):


· Social media is popular
· Chileans are passionate about quality education systems
· Chilean students are more likely to cause trouble and protest than other students
· Students prefer a personal touch
· English language skills might be a challenge
· Cost can be a barrier to studying overseas
· Connections are easy to build
· Chileans prefer a detached approach to building relationships
· Effective messaging should demonstrate that the school is reputable, has high-quality academics and quality faculty.
· Students rely on social media rankings to make decisions

Correct:  Nice work!
Incorrect:  Keep trying!



	Visuals
· Hugo and Audra conversation
· Hugo and Professor Silva Torres conversation
· Maybe this section could lend itself to a hotspot type of activity?  IE. Hugo starts the call, and an image of Audra in an office in Chile becomes the background. Various images in the office become highlighted representing the different key points of information that she will discuss, and when you click on them, Audra discusses each one.

	Workbook
· Copy conversation to workbook
· Highlight the important information provided by Audra
· Highlight the important information provided by Torres

	Programming
· Users choose selection 1 or selection 2.  Both choices lead to a summary screen test and select all that apply question.
· Both selections advance to the next screen.





	Screen
5.21
	Title
Integrating Methods and Partners for Recruiting International Students

	Audio- Stef
Layer 1:

Now that we have more information on Chile, let’s map out the specifics of our recruitment plan.  Which method should we start with?

· Social Media
· Group Tour

Selection 1A/2A
Choice:  Social Media
Recruit through Social Media – We have this great connection with Professor O’Connor and alumnus Eric Castillo who have visited Chile and conducted research at the observatory.  Let’s highlight them with posts on social media and make sure that they are translated into Spanish.  We can do a video about their experience and then e-mail it out to leads in Chile obtained from our lists.  

Why did you choose this option?  Choose all that apply.

Results:  The social media posts and video were viewed positively and had decent engagement levels.  However, they did not result in increased sustained web or social media traffic from Chile.  People saw the posts, but there wasn’t enough other content to keep them engaged.  I think we need to try something different to make more personal connections and increase awareness of Oakdale.


Selection 1B/2B

Group Tour
Choice:  Sign-up for a group tour to start making personal connections –  The company that we have used in Brazil offers a Latin American fair with several stops in Chile and meetings with BECAS Chile and the Fulbright offices.  This would let us start building the personal connections that seem to be really important in this market and also meet with the Fulbright office, where we already have a connection

Why did you choose this option?  Choose all that apply.

Results:
We made a lot of connections with prospective students through this trip, as well as starting to build connections with other stakeholders.  We did a good job of following up with prospective students from this trip.  However, I’m concerned about how we can expand the impact of our recruitment beyond this trip and keep it from being a one-time event.


	Screen Text
Layer 1:
Now that we have more information on Chile, let’s start actively recruiting.  Which method should we start with?

· Social Media
· Group Tour

Selection 1A/2A
Scenario Summary:
· Spotlight Professor O’Connor’s and Eric Castillo’s research in Chile on Social Media
· Mention other alumni and students who have also recently visited
· Translate pages into Spanish
· Upload and e-mail video of their experience to Chilean leads 

Why did you choose this option?  Choose all that apply.
· The social media campaign demonstrates that Oakdale is reputable and high quality by highlighting alumni in prestigious fellowships
· Correct, the conversation mentioned that demonstrating quality is important to Chilean students.
· The social media campaign targets students who are price-conscious
· Incorrect, try again
· The social media campaign targets areas of economic growth
· Incorrect, try again
· Chilean students are active on social media
· Correct, the conversation mentioned that social media is popular so it makes sense to try to reach students this way.

Results Summary
· Positive response, 
· No increase in sustained student engagement 
· Action:  Need to find a more engaging method. 

Selection 1B/2B
Scenario Summary
· Make personal connections through group tour
· Latin American fair makes several stops in Chile
· Meetings with BECAS Chile and Fulbright offices


Why did you choose this option?  Choose all that apply
· The tour demonstrates that Oakdale is reputable and high quality
· Incorrect, try again
· The tour helps students who are price-conscious
· Incorrect, try again
· The tour provides an opportunity to learn about the BECAS CHILE program 	Comment by Marianne Haegeli: Spelling is correct.
· Correct, this program might be a good option for Oakdale.
· The tour provides an opportunity to start building personal connections which are important in this market
· Correct, the conversation mentioned that personal connections are important and visiting is the best way to build those connection
.
Results Summary 
· Positive student and stakeholder connections made through tour. 
· Good follow-up with prospective students. 
· Action: Figure out how to expand impact of visit. 

	Visuals
· Images illustrating each option with scenario summary and results summary.

	Workbook
· Include written scenarios 
· Grid activities for each scenario
· What happened?
· What options do you have?
· Why is this the best option?
· What kind of results can you expect?
· 

	Programming
· Users choose 1A/2A or 1B/2B
· Display scenario summary with visuals
· Multiple choice question
· Move to next screen




	Screen
5.22
	Title
Integrating Methods and Partners for Recruiting International Students

	Audio- Hugo
Selection 1A/2A
We need to do something to develop stronger connections in Chile that result in applications.  

What should we do next?

· Host a group tour of guidance counselors and EdUSA advisors organized by an external association
· This option will help Oakdale to establish personal connections in Chile and to learn more about what students are looking for in a university in the United States.
· State consortium small group tour with two other schools 
· This option will help Oakdale to establish personal connections in Chile.  Touring with two other schools from our state consortium that have different strengths and offerings from Oakdale combines some of the benefits of group and individual travel.


Selection 1B/2B:
We need to do something to extend the impact of our group tour.

What should we do next?
· Host a group tour of guidance counselors and EdUSA advisors organized by an external association
· This option will help Oakdale to establish personal connections in Chile and to learn more about what students are looking for in a university in the United States.
· Take initial steps to participate in Chile's sponsored student program.
· This option will help Oakdale establish a long-term relationship with the sponsoring organization and establish a steady stream of well-qualified students.



	Screen Text
Selection 1A/2A

What should we do next? 

· Host a group tour of guidance counselors and EdUSA advisors organized by an external association
· Results:
· Establish personal connections in Chile 
· Learn more about what students are looking for in a university in the United States.
· State consortium small group tour with two other schools 
· Results:
· Establish personal connections in Chile.  
· Make connections in the state consortium
· Combines some of the benefits of group and individual travel.

Selection 1B/2B

What should we do next? 
· Host a group tour of guidance counselors and EdUSA advisors organized by an external association
· Results:
· Establish personal connections in Chile 
· Learn more about what students are looking for in a university in the United States.
· Take initial steps to participate in Chile's sponsored student program.
· Results:
· Potential long-term relationships in Chile 
· Potential steady stream of students.


	Visuals
· 

	Workbook
· 

	Programming
· Users are on one of two tracks due to selections in previous screen.  Each track has two choices.  Results are customized based on 3rd choice point.  All choices converge at same next screen.




	Screen
5.23
	Title
Partners for Recruitment:  Conclusion

	Audio- Hugo
Layer 1:
Terrific work, our recruitment efforts were successful.  We gathered inquiries and communicated with the students. We have a few applications to graduate programs from students in Chile!  We want to encourage those applicants to enroll at Oakdale.  Choose a recruiting partner to help:

· Current student
· Alum

Selection 3:
Current Student

How would you most effectively use current students to encourage the applicants to enroll?

Selection 4:
Alumni

How would you most effectively use alumni to encourage the applicants to enroll?



	Screen Text
Layer 1:
· Current student
· Alum

Selection 3
Current Student

How would you most effectively use current students to encourage the applicants to enroll?
· Ask them to send the applicant a message congratulating them on being accepted to Oakdale and volunteering to answer any questions
· Correct. Current students can be really effective at forming connections, which is especially important in this culture.
· Entering applicants’ data into the customer relationship management system for prompt follow-ups
· Sorry, our answer is different.  While this is a way that students can support recruitment efforts, this is not the most effective use of current students for encouraging applicants to enroll.
· Taking Oakdale t-shirts and stickers home to pass out on their summer vacation
· Sorry, our answer is different.  While this is a way that students can support recruitment efforts, this is not the most effective use of current students for encouraging applicants to enroll.
· Translating admissions information into Spanish
· Sorry, our answer is different.  While this is a way that students can support recruitment efforts, this is not the most effective use of current students for encouraging applicants to enroll.

Selection 4
Alumni

How would you most effectively use alumni to encourage the applicants to enroll?

· Ask successful alumni to contact the applicants introducing themselves and explaining what they are doing in their career and how Oakdale contributed to their success.
· Correct. Alumni can be really effective at fostering connections and retaining yield of admitted students.  For Chilean students, fostering a personal connection and demonstrating academic success can be especially helpful.
· Identifying and referring applicants for Oakdale
· Sorry, our answer is different.  While this is a way that alumni can support recruitment efforts, this is not the most effective use of current students for encouraging applicants to enroll.
· Serving as a point of contact for local high schools
· Sorry, our answer is different.  While this is a way that alumni can support recruitment efforts, this is not the most effective use of current students for encouraging applicants to enroll.
· Interviewing prospective students.
· Sorry, our answer is different.  While this is a way that alumni can support recruitment efforts, this is not the most effective use of current students for encouraging applicants to enroll.


· 

	Visuals
· Image of a current student and an Alum
Selection 3:
· Image grid for each answer option
· Congratulations e-mail
· Computer with CRM written on screen
· Oakdale TShirts
· Forms written in Spanish
Selection 4:
· Image grid for each answer option
· Student calling alumnus
· Application form with “Applicant” written in bold at top
· Local high scool 
· Interviewing student 

	Workbook
· Which of these methods have you employed with alumni  or students? Would any of these strategies work for your institution?

	Programming
· Bring up image grid for answer options
· When hovered over, highlight image option
· When clicked on, trigger response as noted above
· Correct responses trigger progression to next layer






	Screen
5.24
	Title
Partners for Recruitment:  Conclusion

	Audio- Hugo
Wow, I feel like we have made a lot of progress on our goal to research new markets in South America.  I understand how we can use various methods and partners for recruitment to implement our recruitment plan.  The goals seem more easily achievable now that I know how we can work with various internal and external partners to move forward.


	Screen Text
· 

	Visuals
· 

	Workbook
· 

	Programming
· 




	Screen
5.25
	Title[footnoteRef:3] [3: 
] 

Knowledge Check

	Audio - Stef


	Screen Text
Audio – Stef
Hugo and Stef are developing strategies to achieve one of their goals:
· Research prospective new markets in Southeast Asia

They want to learn more about Vietnam.  Which TWO of the  partners would be most useful in helping to conduct a market analysis?
· Department of Commerce
· Correct, Department of Commerce could provide information about the economic climate that would be very useful.
· Guidance Counselors
· Try again, guidance counselors are a better resource for what students are looking for than market analysis.
· Agents
· Correct, agents often are experts on their specific market.
· Sponsored Student Programs
· Try again, sponsored student programs are not generally the best resource for a broad market analysis.
· Students
· Try again, while current students can provide some information about their home country, they are not generally the best resource for broad market analysis.


	Visuals
· 

	Workbook
· 

	Programming
· None




	Screen
5.26
	Title
Knowledge Check

	


	Screen Text
Audio – Stef
Hugo and Stef are developing strategies to achieve one of their goals:
· Research prospective new markets in Southeast Asia

They want to learn more about Vietnam.  Match the information that the partner would be most likely to provide:

· Hanoi is the fastest growing city in Vietnam, with increasing commercial development
· Department of Commerce
· Vietnamese students have trouble affording the cost of education in the United States, so they are very interested in Community Colleges
· EducationUSA
· Facebook Messenger is the most popular way to communicate with Vietnamese teenagers
· Student
· Peer institutions have found the offering scholarships increases their yield of students from Vietnam
· Associations and Consortiums


	Visuals
· 

	Workbook
· 

	Programming
· None



	Screen
5.27
	Title
Knowledge Check

	· 

	Screen Text
Hugo and Stef are developing strategies to achieve one of their goals:
· Sustain our enrollment of Chinese students and expand the range of academic programs they are enrolled in.

Which two partners would be most effective in expanding the range of academic programs Chinese students are enrolled in and why?
· Faculty because they could encourage Chinese students to pursue their academic programs.
· Correct
· Faculty because they are the best source for accurate external analysis.
· Try again, faculty are not the best source for external analysis and external analysis is not the best solution for this goal.
· Guidance counselors because they can help promote specific programs and encourage students who are interested in those programs to apply to Oakdale.
· Correct
· Associations and Consortiums because they can provide assistance in conducting an institutional analysis
· Try again, associations and consortiums are not generally used to conduct institutional analysis and institutional analysis is not the best solution for this goal.
· Guidance counselors because they can sign contracts guaranteeing a specific number of students for each program.
· Try again, this is not within the scope of an ethical guidance counselor.


	Visuals
· Bring up explanation for correct answer

	Workbook
· 

	Programming
· None



	Screen
5.28
	Title
Knowledge Check

	Audio - Stef

· 

	Screen Text
You work at a small institution that is just starting to actively recruit international students.  You do not have a travel budget or a lot of resources.  Which partner would NOT be a likely option for initial outreach?

· Students
· Try again, it is a good strategy to check with your current students first to see if any students have international connections and would be willing to assist.

· Faculty
· Try again, it is a good strategy to check with your faculty to see if they have international connections and would be willing to assist.

· Sponsoring Student Organizations
· Correct, this option generally takes time and resources to establish a relationship so is not likely the first choice in this situation.

· Associations and Consortiums 
· Try again, this option is a good strategy for networking, building brand awareness and learning more about international student recruitment.

	Visuals
· 

	Workbook
· 

	Programming
· None



	Screen
5.29
	Title
Knowledge Check

	

	Screen Text

Match the partner with how they can help support recruiting efforts:

· Agent
· Improve access and knowledge of a specific market

· EdUSA
· Provide information on what students from a specific country or region are looking for in terms of United States higher education

· Student
· Add credibility and authenticity to your recruitment efforts

· Faculty
· Expanding your institution’s overseas network through colleagues 

· Alumni
· Conducting or assisting with interviews and information sessions

· Sponsored Student Organizations
· Connect your institution with qualified well-vetted students.

	Visuals
· 

	Workbook
· 

	Programming
· None




	Screen
5.30
	Title
Module Objectives: Review 

	Audio
Let’s review the objectives covered in this module. Find the “Post Module Objectives Review” chart in your workbook. 

In this module we will: [bring up objectives as they are read]
· Identify on and off-campus partners for recruiting
· Describe how different people and organizations can aid in recruiting efforts
· Determine which partners could be most effective in providing assistance to support specific recruiting strategies
· Recognize benefits that partners can provide to implement the international student recruitment plan

Complete the chart by indicating your level of confidence applying each of the objectives using the following scale.
· Strongly agree, 
· Agree, 
· Disagree 

· 

	Let’s review the objectives covered in this module. Find the “Post Module Objectives Review” chart in your workbook. 

In this module we will: [bring up objectives as they are read]
· Identify on and off-campus partners for recruiting
· Describe how different people and organizations can aid in recruiting efforts
· Determine which partners could be most effective in providing assistance to support specific recruiting strategies
· Recognize benefits that partners can provide to implement the international student recruitment plan

Complete the chart by indicating your level of confidence applying each of the objectives using the following scale.
· Strongly agree, 
· Agree, 
· Disagree 
· 

	Visuals
· Whiteboard from previous office setting
· Graphic from workbook

	Programming
· Activate “next button” to finish module
· Click button to finish

















Great job - you have applicants


3. Current student


4. Alumni









Branching Scenario


1. EdUSA Advisor


2. Professor Silva Torres


2A. Social Media


1A. Social Media


1B. Group Tour


2B. Group Tour


1BA. Arrange through external association to host a group


1AA. Arrange through external association to host a group


2AA. Arrange through external association to host a group


2BA. Arrange through external association to host a group


1BB. Take initial steps to participate in Chile's sponsored student program


2BB. Take initial steps to participate in Chile's sponsored student program


1AB. Consortium Small Group Tour


2AB. Consortium Small Group Tour
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