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*per Gartner®, most marketing 
organizations convert roughly 
3% of their leads to revenue

AN

that



The Prospective
Student’s
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- 2012
Has It?
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From 
‘Friend Zone’ 

To 
First Choice
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Engineer This!
Stick the Landing!

THE PEAK-END RULE:



From:        Virtual Session To: Hybrid “Ted Talks”

10.4.23 – 11.15.23 – 1.24.24 – 2.21.24 – 3.20.24
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From: Open House “Classic” To: Experiences →Memories
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From: Accepted Students Day To:
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THE PEAK-END RULE



= Success metrics:

• 2024 Accepted-to-Deposit conversion yield → 8.7% to 10%
• net +24 students at ‘23 acceptance level
• net +40 students if 2,000* accepted.

For Freshman/Transfers:

• 100 seminar participants → 87
• 40 Fall ‘23 six-week “Incubator” students → 33 
• 10 new full-degree track enrollees →

For MBA/MSOLC:
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Funded 100% via $ Mktg Reallocation
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