PROCESS DESIGN - ENROLLMENT JOURNEY

Enrollment Student Roadmap

A performance-support map that guides enroliment representatives through
the full student journey — turning a complex, multi-system process into a
clear sequence of what to do, and when.
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guided steps journey phases shared reference for every representative

Connect and guide the prospective student

From first contact to a confident program decision.

01 Initial inquiry with the student
Contact, qualify, and confirm the student is admissible; check employer-partnership records for an existing
partnership.
CRM Inquiry - Discovery - Capture employer & specialty affiliation
02 Understand goals & core motivations
Explore what's driving the student's decision:
e Past, present, and future goals and motivations
e Program needs and finance options
CRM Discovery - Capture education level, motivation summary & obstacles

03 Recommend a start date & program

Coach the student toward the right program decision, using the eligibility tool to confirm the program is
available in their state.

CRM Discovery , Planning - Capture start date & payment options

Move the student through application & finance

Application, admissions, and financial-aid steps that get a student officially enrolled.

o
04 Student applies

Partner with the student to complete the application on the portal and request transcripts.

CRM Planning - Ready to Apply - Record application start & received dates

05 Submit admissions portion

Access the application in the CRM and send it for admissions review, then wait for the "cleared for

admissions" action.

CRM Ready to Apply S Application Submitted - Add entry-point course

06 Student completes finance documents

For financial-aid students, confirm the key documents are in place:

e Free Application for Federal Student Aid (FAFSA)
e Entrance Counseling (EC) & Master Promissory Note (MPN)

CRM Application Submitted - Verify EC, MPN & FAFSA in the financial-aid system

07 Submit finance portion

Access the application in the CRM and send it for registration, then wait for the "cleared for registration”
action.

CRM Application Submitted - Registered

Get the student into class and keep them there

Onboarding into the first course, retention, and ongoing prospecting.

08 Getting students into class

Call to congratulate the student, help them sign up for New Student Orientation, and schedule their walk to
class.

CRM Registered

09 Student retention
Support the student throughout their first course and follow the recommended enrollment actions.
CRM Scheduled for Class - Started Class

10 New student prospecting

Follow up with students using the appropriate dashboards:

e Enrollment pipeline & anticipated start date

* Interest opportunities & enrollment conversion

CRM All stages

Sample work by Brittany Blalock, Learning Experience Designer - Representative process map, internal system names and stage labels generalized.



