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Meet your Presenters

Scott Rhodes Jeff Kallay Chris Lewis

25 years enrollment Over 25 years enrollment 25 years sales and
marketing experience marketing experience admissions experience
St. Leo University, Concordia Jeff has worked with more than Concordia University, Pittsburgh
University, Duquesne University, 300 college and university Technical Institute , New York
Florida Polytechnic University campuses nationwide. Life Insurance, Fidelity Mortgage
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Breadth and Depth of Experience
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Capabilities & Partners

Marketing Services Enrollment Services Industry Partners
Brand Strategy &) Enrollment Consulting Services .
a -
2/
Creative Campaigns [E;D Campus Visit Consulting

Media Planning and Buying Y Admissions Representative <2 enrollml HubSpyt

Sales Training

8 & J 2 &

Email & Marketing Automation 00 Meta G
=R Hyper-Targeted Name Buys Google Partner
Web Design & Development ARKET RESEARCH
ADV | tsase slate
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Three Takeaways

01 02 03
Listen to students’ concerns Turn negative perceptions Stay calm and collected facing
with resilience and empathy into positive attributes tough questions and
objections
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What are some of the
common objections?
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One-third of US adults have little to no
confidence in higher education, poll finds

e Nearly one-third of U.S. adults, 32%, said they have
very little or no confidence in higher education, up
from 23% of respondents who said the same last year

e Adults who reported strong confidence in higher
education dipped from 36% last year to 32% in 2024.

e The sharpest changes in views among Republicans.

Gallup and Lumina Foundation 2024
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Most Important Reason Student Enrolled at Choice

Affordability
It offers my desired program

Reputation / academic quality

Career outcomes / job opportunities for graduates 80%
Value of education for the cost of attending
The feeding | would fit in

Close to home

Hands-on learning/real-world experience in curriculum
Sense of community on campus
Location

Campus and off-campus environment
My family wants me to go here

Flexibility of schedule

o
R
)
X

10% 15% 20%

Eduventures Research-2024
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What are some of the common objections?

$ - Cost and financial concerns

@ Doubts about program fit or
academic offerings

D?lj Concerns about campus life,

location, and facilities

Anxiety about the admissions
process and acceptance

Relationships with significant
others, friends, family, and life
changes
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Two red flags

= -

Your school doesn’t Your school is too
have their major far from home
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How to handle objections

Q Probing .‘(r')’. Understand the Objection

' d S

How did you do? o What, where, and why

Problem Solve
Listen to Learn
@)) Let them talk @g Offer concrete solutions
using facts and examples

Q&QY?,'Q Empathy and Validation @ Move On

Acknowledge concerns
and bu\i/\lld trist Repeat or identify next steps
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How to handle
objections?
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Listen to students’
concerns with resilience
and empathy

/3
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Stay calm and collected
facing tough questions
and objections

/3
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Turn negative
perceptions into
positive outcomes
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Treat objections as
buying signals.
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Key takeaways
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The admissions process is about...

a9
R
Having real Understanding Responding
conversations concerns authentically
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Let’s Wrap Up




Get Connected

Sign up to Echo Delta’s Insights for updates, white papers,
and the Higher Ed Marketing Lab podcasts.

Insights Research Report Podcast
echodelta.co/insights echodelta.co/politics echodelta.co/podcast

Higher Ed Marketing Lab
Echo Delta

ECHO DELTA  ADV | s aesearcn

Education

'CONSULTING i

Insights, Research, ai

News From Our Studig M Listen on Apple Podcasts 7 o)
SUBSCRIBE N s S——
Keep ahead of the curve—get
way 16, 2020
our latest insights and trends Apodisi®) Why Sales Shouldn’t Be a Dirty Word in... ¥
S e - podcast by Studot recrtment can any haganit yousell your nstaton
vvvvv well. Bt because higher edtypicaly avoids he word “sles”
How to Craft Clear Messages that - — iike the plague, admissions counselors miss out on key skils
Win with Ben Guttmann Email P PLAY a7 min
. oLe Engage with some of the brightest minds in
OIITICS an arketing and highar education 1o uncover Aer1o, 2020
I practcalinsights you can use o level . more  The Performance Marketing Trap N
Expons the"Fertorance Mavketing Tra it Jamete e be
(o) ege oice ounnes tha s colieges asparience when they cverrel
How Students’ Political Views B o e
Influence Where They Enroll ew 25, 2024
Choice: How Students’ Political Views | 4 Amplifying Student Voices on TikTok with Morg... >
Influence Where They Enroll e TikTok is the platform of choice for many of today's

prospective students, but consistently executing relevant and
engaging content is a challenge many colleges and universit.
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http://echodelta.co/insights
http://echodelta.co/podcast
https://echodelta.co/politics
http://echodelta.co/insights
https://echodelta.co/politics
http://echodelta.co/podcast

Summer Reading List

Rejection Proof Little Red Book of Selling Life's A Pitch...Then You Buy
By Jia Jiang By Jeffrey Gitomer By Don Peppers

NO NO NO NO NO NO NO NO NO

NO ND NO NO NO NO NO NO NO
NO NO NO NO NO NO NO NO NO
NO NO NO NO NO NO NO NO NO
0 ONONONONONONONO

REVECTION
PROOF

Fear
Invincible

JIA JIANG

Professor Dan Ariely, bestselling author
of Predictably Irrational
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https://a.co/d/04h7xFT1
https://a.co/d/0a5XCsCm
https://a.co/d/01zECj5t
https://www.amazon.com/Lifes-Pitch-Then-You-Buy/dp/0385507534
https://a.co/d/04h7xFT1
https://a.co/d/0a5XCsCm

Three Takeaways

01 02 03
Listen to students’ concerns Turn negative perceptions Stay calm and collected facing
with resilience and empathy into positive attributes tough questions and
objections
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Let’s Talk
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Meet with Scott

Connect with Scott Rhodes for further enrollment consulting.

Book a Call Learn about Sales Training

echodelta.co/capabilities/admissions
-representative-sales-training/

echodelta.co/meet-scott
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https://echodelta.co/meet-scott
http://echodelta.co/capabilities/admissions-representative-sales-training/
http://echodelta.co/capabilities/admissions-representative-sales-training/

Thank you!
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