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Although The Col lege of  St .  Scholast ica has 
exper ienced record enro l lment for  the past 10 years, 
the col lege knows that t rend wi l l  soon end. Census 
data shows that the target student populat ion of 
Minnesota – where the col lege draws the major i ty  of 
i ts  students – wi l l  shr ink beginning in the mid-2000s. 
As a buffer  against  the state’s decl in ing populat ion, 
the col lege is  t ry ing to br ing in more students f rom 
outs ide Minnesota as wel l  as bui ld onl ine programs 
not t ied to i ts  phys ica l  campus. Banner Enrol lment 
Management f rom SunGard Higher Educat ion is  one 
of  the tools that  the col lege is  us ing to support  th is 
effort .  In order to help measure i ts  efforts,  the col lege 
a lso implemented Banner Recru i t ing & Admiss ions 
Performance.

“The SunGard solut ion is  one of  the tools we 
are apply ing to change our demographics whi le 
mainta in ing our current share of  the p ie.  We want to 
remain as compet i t ive as we can in Minnesota,  but 
are a lso looking nat ional ly  to draw students to our 
t radi t ional  campus as wel l  as our onl ine programs,” 
sa id Joel  Clasemann, manager,  E.M. Data Systems at 
the col lege.

In addi t ion to i ts  goal  of  increasing enro l lment,  the 
col lege had other in f luences that  led to i ts  decis ion to 
implement the solut ion.  Recent ly-h i red staff  had used 
customer re lat ionship management (CRM) tools in 
other industr ies or  at  other inst i tut ions and recognized 
the va lue of  the software.  A lso,  a t rue enro l lment 
management d iv is ion emerged that combined 
undergraduate,  graduate,  and non-tradi t ional  (on l ine) 
departments into one div is ion under one V ice 
Pres ident of  Enro l lment Management,  Er ic Berg.

Banner Relat ionship Management,  a component of 
Banner Enrol lment Management,  prov ides core CRM 
capabi l i t ies designed speci f ica l ly  for  h igher educat ion 
to help inst i tut ions strengthen and enr ich the i r 
connect ions to prospects,  students,  and a lumni—
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Chal lenge:
  Growing  enro l lment  makes  i t  d i f f i cu l t  to  con t inue 

manua l  execu t ion  o f  enro l lment  management  p rocesses
  Future  dec l ine  o f  ta rge t  popu la t ion  in  s ta te  requ i res  the 

co l l ege  to  bu i ld  on l ine  p rograms and a t t rac t  ou t -o f -
s ta te  p rospec ts

  Conso l ida t ion  o f  undergradua te , g radua te , and  on l ine 
schoo ls  under  one  enro l lment  management  o f f i ce 
requ i red  a l ignment  o f  p rocesses , cod ing  and repor t ing

Solu t ions :
  Banner  Enro l lment  Management , inc lud ing  Banner 

Re la t ionsh ip  Management  and  Banner  Recru i t ing  & 
Admiss ions  Per fo rmance

Resu l ts :
  Automat ion  o f  p rocesses  enab les  s ta f f  to  keep  pace 

w i th  g row ing  enro l lments  and  spend more  t ime on 
h igh- touch  re la t i onsh ip  bu i ld ing  tac t i cs

  Easy  access  to  da ta  makes  in te rac t ions  more  use fu l 
and  e f fec t i ve

  Conso l ida ted  repor ts  p rov ide  cons is tency  ac ross  en t i re 
enro l lment  management  d i v i s ion , resu l t ing  in  un i fo rm 
popu la t ion  de f in i t i ons  and  ins igh t  in to  p rogress  towards 
goa ls 

Clasemann. “We real ly  l ike the consistency and deta i l 
that  we can show across a l l  seven campuses. And 
our administ rat ion and users love the fact  that  we can 
g ive everyone the same informat ion at  the same t ime 
in the same manner.  There is  an ent i re consistency 
now across the ent i re enro l lment management d iv is ion 
about how we def ine populat ions and look at  them.”

“The software is  very user f r iendly for  the people who 
need to interact wi th i t  on a dai ly  basis,”  added Berg. 
”We are a tu i t ion-dr iven inst i tut ion so enro l lment is 
v i ta l  for  our ex istence. Banner Recru i t ing & Admiss ions 
Performance is  one tool  the col lege is  us ing to get 
even better  at  making data-dr iven decis ions.”
In addi t ion to prov id ing easy access to data for  end 
users,  the solut ion a lso eases the support  requi red 
f rom the col lege’s smal l  IT staff .

“The benef i ts  of  hav ing the product integrated to 
Banner are very c lear for  the admiss ions staff ,  and 
i t ’s  a lso a b ig win for  the IT staff , ”  sa id Bi l l  Reichel t , 
d i rector of  Enterpr ise Informat ion Systems. “We have 
a consistent archi tecture f rom a vendor we a l ready 
know; and SunGard has been rea l ly  responsive in 
address ing our wants and needs for  the product.”

Kory Gi lderman, EM CRM coordinator at  the col lege, 
agreed that SunGard has been recept ive to the 
col lege’s feedback. “We’ve rea l ly  appreciated the 
col laborat ive approach that  SunGard took in gather ing 
c l ient  input on how the solut ion is  work ing and how i t 
can be improved. I  fee l  l ike my input is  d i rect ly  shaping 
future vers ions.”

“The benefi ts of having the product integrated 
to Banner are very clear for the admissions staff, 
and it’s also a big win for the IT staff. We have a 
consistent architecture from a vendor we already 
know; and SunGard has been really responsive in 
addressing our wants and needs for the product.”

— Bill Reichelt, director of 
Enterprise Information Systems

IT and the admiss ions off ice worked c losely and 
col laborat ive ly on the pro ject ,  which a lso had the 
endorsement of  the administrat ion,  sa id Reichel t .  “Our 
leadership strongly endorses the use of  technology 
that  can benef i t  our students.  We are a data-
dr iven inst i tut ion with the recogni t ion of  what that 
accompl ishes.  And these SunGard solut ions support 
the miss ion of  the col lege.”
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Er ic Berg,  the new v ice pres ident of  Enro l lment 
Management,  bel ieves the solut ion is  he lp ing the 
col lege mainta in a personal  touch with i ts  increasing 
number of  students.  “ In the last  10 years,  the col lege 
has grown tradi t ional  enro l lment by about 1,000 
students;  and our non-tradi t ional  populat ion a lso 
is  rea l ly  growing. When we were a smal ler  col lege, 
we could keep up manual ly  wi th t racking inqui r ies 
and other communicat ions.  In fact ,  a lot  of  our 
communicat ions p lans were manual ly  t r iggered by 
s imply looking at  the calendar and execut ing the 
day’s in i t iat ive.  But wi th the expansion of  some of 
our programs, we can no longer keep up with manual 
processes.   We needed to become more eff ic ient , 
t rack data more eff ic ient ly,  and be able to measure 
which programs work best.”

By automat ing many of  the communicat ions that  occur 
dur ing recru i t ing,  the solut ion f rees up staff  to engage 
more with recru i ts,  sa id Berg.  “Because we have 
automated a lot  of  our communicat ions,  our staff  is 
f ree to spend more t ime on the h igh touch aspects of 
the re lat ionship bui ld ing process.”

In addi t ion to managing i ts  growing populat ion, 
the col lege needs to meet prospects’  expectat ions 
for  quick responses.  “ In today’s wor ld of  instant 
grat i f icat ion,  especia l ly  when communicat ing with 
prospects,  there is  an expectat ion that  you get back 
to them with in 24 hours,”  sa id Berg.  “And now for-
prof i t  inst i tut ions are sett ing the standard even h igher; 
gett ing back to prospects wi th in about three minutes. 
The SunGard solut ion helps us get better  and faster 
at  communicat ing with prospects.  I t  is  increasing the 
eff ic iency and qual i ty  of  inqui r ies.”

Banner  Recru i t ing  & Admiss ions  Per for-
mance Prov ides  Da ta , Deta i l  and Con-
s is tency
In  order to help measure i ts  efforts,  the col lege 
implemented Banner Recru i t ing & Admiss ions 
Performance, another key component of  Banner 
Enrol lment Management.  Banner Recru i t ing & 
Admiss ions Performance is  a t ight ly  integrated 
package of  scorecards,  dashboards,  reports and 
analyt ic capabi l i t ies.  I t  prov ides admiss ions and 
enrol lment managers,  inst i tut ional  researchers,  and 
execut ives wi th the informat ion they need to t rack 
progress toward an inst i tut ion’s enro l lment goals.  The 
Col lege of  St .  Scholast ica is  us ing the solut ion to 
prov ide robust analys is for  each area in the enro l lment 
management d iv is ion.  Using reports,  coupled with a 
summary f rom Berg,  the enro l lment management off ice 
can share in format ion across campus. This keeps 
everyone informed about progress toward enro l lment 
targets.

In the past,  the col lege has done substant ia l  research 
on i ts  undergraduate populat ion,  but d id not have 
the resources to analyze other departments.  A lso, 
the col lege broke down prospects into only three 
categor ies:  prospect,  submit ted and accepted. Using 
Banner Recru i t ing & Admiss ions Performance, the 
col lege can see much more deta i l .

“We can break the numbers down by t radi t ional 
undergrad, graduate and onl ine students.  We can 
break i t  down by department,  by campus, by program, 
by recru i ters and by geography,”  emphasized 

“The SunGard solution helps us get better and 
faster at communicating with inquirers. It is 
increasing the effi ciency and quality of inquiries.”

— Eric Berg, vice president of 
Enrollment Management

“There is an entire consistency now across the 
entire enrollment management division about how 
we defi ne populations and look at them.”

— Joel Clasemann, manager, E.M. Data Systems

“The SunGard solution helps us get better and 
faster at communicating with inquirers. It is 
ncreasing the effi ciency and quality of inquiries.”

— Eric Berg, vice president of 
Enrollment Management

to bui ld re lat ionships that  pers ist  over the course 
of  years.  W ith Banner Relat ionship Management, 
inst i tut ions can engage with const i tuents more 
hol ist ica l ly  and cost-effect ive ly across the fu l l 
const i tuent l i fecycle.  And with a comprehensive 
v iew of  every const i tuent that  crosses departmenta l 
boundar ies,  inst i tut ions can break down ineffect ive 
s i los and improve the eff ic iency of  the i r  outreach 
efforts to better  recru i t ,  engage, reta in,  and cul t ivate 
const i tuents.

The col lege began with a p i lot  of  the solut ion in 
support  of  i ts  new onl ine degree programs. Four 
people,  consist ing of  onl ine recru i ters and student 
te lecounselors,  were recru i t ing students for  the 
col lege’s new onl ine degree programs in heal th 
in format ion management,  nurs ing,  and t rans i t ional 
doctorate of  phys ica l  therapy.  The in i t iat ive served 
as a good pi lot  because the recru i ters and advisors 
are dedicated sole ly  to the in i t iat ive,  and could eas i ly 
measure the effect iveness of  the solut ion.

Banner  Re la t ionsh ip  Management 
Makes Communica t ions  More  E f f ic ient 
and E f fec t ive
“We wanted to exper iment wi th the solut ion with 
th is group to determine the most usefu l  model  and 
guidel ines that  might work for  the rest  of  the col lege,” 
sa id Clasemann.

The Banner Relat ionship Management solut ion 
leverages the data a l ready res id ing in the col lege’s 
Banner administ rat ive system. I t  prov ides enro l lment 
management staff  wi th a user- f r iendly way to inter face 
with Banner to improve the i r  enro l lment strategies. 

“The solut ion helps them have more usefu l  and 
effect ive communicat ions with students.  They love 
that  they can see a student’s complete and current 
in format ion in one place in the Prof i le  Manager; 
they don’t  have to jump f rom screen to screen,” 
expla ined Clasemann. “They can t rack and record the i r 
interact ions,  and f l ip over to v iew other interact ions.  I t 
makes them real ly  eff ic ient  on the phone. We are t ry ing 
hard to ramp up these programs as quick ly as we can, 
and any tool  that  can help us be more effect ive and 
eff ic ient  is  va luable.”

In addi t ion to prov id ing easy-to-access and complete 
in format ion,  the solut ion a lso automates many rout ine 
communicat ions,  l ike sending out emai ls  and let ters.

When the p i lot  program was successfu l  in non-
tradi t ional  admiss ions,  the col lege deployed the 
solut ion to t radi t ional  undergraduate and graduate 
admiss ions.  A l though these col lege recru i ters are 
ear ly  in the i r  use of  the product,  the staff  is  genera l ly 
p leased with the new capabi l i t ies avai lable to them, 
sa id Clasemann. “Short ly  af ter  our ro l lout  to the p i lot 
group, our onl ine advisors started seeing how easy i t 
was for  onl ine recru i ters to use th is tool .  They ta lked 
to other recru i ters and advisors and rea l ly  created a 
hunger for  th is tool .  Everyone loves that  the data is 
r ight  there at  the i r  f ingert ips.  They can scro l l  down 
a screen whi le ta lk ing to a student to see complete 
in format ion and h istory.  I t ’s  easy to contact students; 
and i f  they want to create a paper let ter,  i t  just  takes 
a couple c l icks.  The same is t rue for  emai l .  We have 
a lot  of  users who are ravenous and jea lous of  the 
departments that  have access to the solut ion.”






