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Today’s	  presenters
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Executive	  Director,	  Enrollment	  Management	  Consulting

Danielle	  Di	  Silvestro
Director,	  Applicant	  &	  Student	  Services



3 |	  ©2016	  Proprietary	  and	  Confidential3 |	  ©2016	  Proprietary	  and	  Confidential

Agenda	  for	  today’s	  webinar

• Introductions
• Overview	  of	  Liaison

– What	  is	  EMP’s	  Relationship	  to	  PAEA	  &	  PA	  Programs?

• The	  Enrollment	  Marketing	  Platform	  
– Benefits	  of	  EMP
– How	  EMP	  can	  help	  PA	  program	  admissions	  efforts

• Q	  &	  A

Feel	  free	  to	  submit	  questions!	  
Questions	  will	  be	  addressed	  at	  the	  end	  if	  time	  permits.

Recording	  &	  slide	  deck	  will	  be	  made	  available.
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Liaison	  covers	  the	  entire	  admissions	  spectrum	  
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Liaison’s	  higher	  education	  presence
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Liaison/PAEA	  relationship

• PAEA	  Role
– Expand	  Industry	  Knowledge
– Capture	  more	  data	  
– Funnel	  Communications

-‐Inquiry	  through	  Applicant
-‐ Better	  informed	  student	  base
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EMP	  	  -‐ The	  Enrollment	  Marketing	  Platform

• Complement	  to	  CASPA	  to	  
manage	  communication	  from	  
inquiry	  through	  deposit

• Native	  API	  integration	  to	  
WebAdMIT

• Cloud-‐based	  marketing	  &	  CRM	  
platform

• Easy	  data	  segmentation

• Behavioral	  scoring
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Texting
Nurturing	  

E-‐mail

Out-‐going	  &	  
In-‐coming	  calls

Cross-‐media
Search

Social	  
Networks

Personal
Note	  cards

On-‐Campus
Visits/Open	  house

Search	  Engine	  
Marketing

Private	  Social	  
Network

Cross-‐Media
Yield	  Programs

Integrated	  
Application

EMP:	  An	  integrated	  approach	  to	  admissions	  marketing

Personalized	  
Viewbook
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EMP’s	  attributes	  

Student-‐Facing

• Multi-‐channel	  

communications

• Personalized	  to	  student	  

preferences

• Interactive	  

• Real-‐time

• Meaningful	  engagement	  

at	  all	  stages

Admissions-‐Facing

• Easy-‐to-‐build	  multi-‐channel	  

campaigns

• Easily	  manage	  student	  data,	  create	  

meaningful	  student	  groups

• Enable	  mass-‐personalization	  to	  

different	  audiences

• Shape	  a	  more	  diverse	  class
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Student	  facing
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Late-‐stage	  admissions	  campaigns



“FINALLY, after years of banging my head 
against a wall with CRM companies, we 
have found a painless, usable, robust, and 
user-friendly system.”

David Cotter

Assistant Provost for Graduate Enrollment Management 

previous: 
Assistant Dean for Graduate Affairs
College of Communication

Boston University
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How	  EMP	  can	  help	  PA	  program	  
admissions	  efforts
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What	  is	  happening	  with	  PA	  programs?
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What	  does	  EMP	  mean	  for	  PA	  Programs?

• Communicate	  through	  the	  funnel

• Better	  educated	  pool	  of	  students

• PAEA	  communicating	  at	  industry	  level,	  not	  the	  

program/school	  level

• Continue	  level	  of	  communication	  at	  the	  school	  level

• Partnership	  offers!
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Step	  up	  your	  admissions	  communication	  plan

• Create	  easy	  to	  build	  multi-‐channel	  
marketing	  campaigns	  	  

• Manage	  data	  easily	  and	  segment	  groups	  
of	  students

• Create	  nurture	  programs	  by	  segment,	  
stage,	  geography,	  etc.

• Use	  EMP’s	  calendaring	  to	  schedule	  
campaigns	  to	  the	  right	  prospects	  at	  the	  
right	  time

• Marketing	  services	  available	  to	  help	  
drive	  best	  results

• EMP’s	  Easy-‐To-‐Use	  Campaign	  Builder

• EMP’s	  List	  and	  Group	  Management
EMP	  campaign	  builder
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A	  complete	  communication	  plan
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Shape	  a	  more	  diverse	  incoming	  class	  with	  data	  segmentation

EMP	  contact	  group	  builder
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Shaping	  a	  more	  diverse	  incoming	  class

Use	  Micro-‐targeting!

• EMP	  allows	  you	  to	  easily	  create	  
different	  messages	  by	  audience	  
segment

• Dynamic	  content	  applies	  to:
– Emails
– Print
– Text
– Personalized	  Microsites
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Segment	  your	  market

Micro-targeted  Response

Targeted 
Inquiry

High Impact Response 
- Personalized 

Microsite
- Personalized 

Brochure
- Targeted Nurture 

Email
- Personalized Text
- Rep Trigger for 

personal call 
response

Secondary 
Targeted 

Inquiry

Secondary Response 
- Personalized 

Microsite
- Personalized 

Postcard
- Targeted Nurture 

Email
- Personalized Text

Automated Response 
- Personalized 

Microsite
- Targeted Nurture 

Email

Regular 
Inquiry

Not Qualified 
Inquiry

Response 
- Personalized 

Microsite with “A 
thanks but no thanks”

Your	  pool	  of	  
students	  at	  any	  

stage:
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Form	  &	  EMP	  Database

Online	  PURL	  (Personal	  Microsite)

Text Personalized	  PrintPhone

Email

Communicate	  across	  several	  channels
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Get	  a	  clear	  view	  of	  your	  
efforts—in	  real	  time— and	  
effectively	  adjust	  your	  tactics

Provides	  a	  360° view	  of	  key	  
information	  about	  your	  
prospects	  displayed	  in	  a	  user-‐
friendly	  interface.	  

Actionable	  analytics	  enable	  you	  
to	  track	  communications,	  
qualify	  leads,	  give	  attention	  
where	  needed	  most	  

• Qualify	  prospects	  based	  on	  their	  interactions	  with	  you

• Score	  prospects	  based	  on	  activity,	  importance	  criteria

Real-‐time	  analytics	  improves	  response
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Services	  &	  support	  

Some	  of	  EMP’s	  Account	  
Management	  &	  Services	  Team
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• Score	  prospects	  based	  on	  activity,	  importance	  criteria

Why	  invest	  in	  EMP

● Helps	  you	  accomplish	  the	  
marketing	  output	  of	  several	  
admissions	  &	  marketing	  staff

● Speed	  personalization	  &	  
relevance	  drives	  results	  	  -‐
and	  EMP	  enables	  it

● Print-‐on	  demand	  performs	  
better	  -‐ and	  can	  save	  you	  
money

● Services	  from	  admissions	  
marketing	  experts

● Hands-‐on	  help	  &	  proven	  
practices
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• Qualify	  prospects	  based	  on	  their	  interactions	  with	  you

• Score	  prospects	  based	  on	  activity,	  importance	  criteria

Typical	  implementation

• EMP’s	  List	  and	  Group	  Management

Day  1
Welcome  
Meeting

Month  1
Business  

Requirements  
Doc  (BRD)

Months  2-3
Implementation  
&  Integration

Month  4
Testing

Rollout        
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Your	  Regional	  Representative	  will	  be	  in	  touch	  to	  offer	  a	  free	  
consultation	  on	  your	  current	  process	  in	  shaping	  your	  class!

Or	  contact	  us:
ssharp@liaisonedu.com

Stand	  in	  the	  shoes	  of	  a	  prospective	  student	  -‐
launch	  a	  personalized	  campaign	  to	  yourself.

www.myviewbookdemo.com

Thank	  You!
Q	  &	  A


