CASE STUDY

Innovative Admissions Tools that Work
As students’ approach to their college search rapidly changes with each new
year, a small liberal arts and sciences college maintains a strategic edge.
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there has been a challenge of student retention,”
Petrie comments. “We have a declining
population of prospective students and it is
increasingly difficult to reach the prospects for
whom we are a good fit. Fortunately, we have
Connecting with students. Mary Beth
Petrie is pleased with the results she’s
getting with strategic partner Chegg. A
large number of her school’s applicants
are now coming to them, and their first
point of contact is their application.

Chegg to work with us,” she says.
“Our strategy is to create targeted messages that
respond effectively to the interests of our best
prospects,” Petrie says. “Chegg demonstrated to us

that they could help us implement that strategy. So we engaged them as an augmentation
to our traditional student search. Today, we rely on Chegg as a key lead-generating
partner, and integrate that with our more traditional search campaign as well.”

Expanding Success
Last year, more than 20% of the college’s freshman class connected with Lawrence
through Chegg. The school is now working with Chegg to expand their search
internationally. “Today that effort, augmented with our admissions partner Chegg, is
producing significantly better results. A large number of our applicants now do not
interact with us directly before they apply, and their first point of contact is their
application. It's more than 30% of our applications,” says Petrie.
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“They not only help us do our job better, they help us hold the line on budgets as well.
It is for those reasons we’ve enjoyed a long-term relationship with Chegg.”
—Mary Beth Petrie, Director of Admissions, Lawrence College, Appleton WI

Beyond borders.
Lawrence attracts larger
numbers of qualified
international students
thanks to strategic partner
Chegg Enrollment Services.

Apart from results,
what is the next
greatest resource
Chegg offers? “Their
people and the way
that they operate,”
observes Petrie. “They
are a quality organization. They're very connected and
responsive. They are flexible to our needs, even as our goals
might change or develop over the year. The people we work

online tools to help
them through their
college search more
and more.
The Right Tools
“We're always trying
to connect with
students that are
the right fit for

A FRACTION OF THE COST
Chegg Enrollment Services
allows you to:
☑ reach prospective students
wherever they are doing their
college search online.
☑ reach 8/10 students researching
schools across the web.
☑ fill your entire class at a fraction
of the cost of traditional methods.

Lawrence,” explains
Petrie. To do that,
we need a holistic approach to reviewing their applications,
getting to know who they are. “You can’t do that without the
right mix of tools. For us, that means working with Chegg.

with make Chegg a great organization,” she says.

They not only help us do our job better, they help us hold the

Working Smarter, Not Harder

enjoyed a long-term relationship with Chegg. They absolutely

One of the main goals Petrie has in working with Chegg is to
be more efficient. “That goal is being well met,” she say. “We
tell them what we're working on, and they help us come up
with solutions. That allows us to work smarter, not harder.”
Twenty-first century learners are steeped in social media,
Petrie observes. “We reach them in a different way than
before. They engage with us before their application for
many reasons. They do a lot of online research — and they
expect to find the information they want. If they don’t find
that information online, they aren’t going to call us the oldfashioned way. They're applying later than the generation
before them. They're leaving college search later than the
generation before them. They're relying on a lot of these
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line on budgets as well. It is for those reasons we have
enhance what we are doing.
“We’ve tried different things with them over time,” she
comments. “We've often adopted their new and different
strategies. For example, when they expanded to China, we
started working with them on our China outreach. When
they expanded to the Middle East, we started working with
them on that as well. That’s important. Every year, we're
finding that the way that students approach their college
search is rapidly changing. We have to be adaptable and
flexible. It's important that our partners who are working
with us to help us connect with students are innovative,
adaptable and flexible, too. And that’s who Chegg is.”
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